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The 18,000,000 
Kwikset Locksets 








KWIKSET sells ona 
strict one-price basis 
to all its customers. 


KWIKSET continues its 
established policy of 
protection to its cus- 
tomers against price 
changes. 


KWIKSET products are 
supported by vigor- 
ous national advertis- 
ing & merchandising. 


KWIKSET sells only to 
selected, recognized 
hardware jobbers 
and contract hard- 
ware distributors. 


KWIKSET maintains a 
constant program for 
the improvement of 
present products and 
the development of 
new ones. 


KWIKSET Locksets 
are precision manu- 
factured and uncondi- 
tionally guaranteed. 
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placed in trouble-free 
service since 1946 are 
a testimonial to the accept- 
ance of this policy. 
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CHRISTMAS SELLING SEASON EVER! 


UNIVERSAL 


America’s Most Preferred Line of Vacuum Goods 

















Yes, now’s the time to feature Universal! Just compare j 
the superior quality, rich design and lasting utility— 

you'll see why now more than ever, more people 
will be asking for Universal! 


UNIVERSAL Food or Beverage Containers 


Home cooked food—away from home for 

those who carry their lunch. Soup, 

stews, spaghetti, baked beans or cold 

salads can be conveniently carried in this 

10 oz. vacuum container. Has one 

piece aluminum case with adjustable 

“Snap-Tite” stopper, heavy plastic cup. 
Only $2.29 

















UNIVERSAL Scotsman 
3 in] Outing Set 


Plenty of picnic pleasure ahead. Colorful Scotch Plaid 
zippered case contains quart vacuum bottle with four nested 
cups—wide mouth quart food jar for fried chicken or 
salads. Roomy metal box for sandwiches, cake or pie. 
= Only $14.95 


er 


UNIVERSAL Motor Luncheon Set 


Here’s a complete service for 4 in compact carrying case. 
Has knives, forks, spoons, cups, plates, salt and 

pepper shakers, a can opener, plus two quart vacuum 
bottles and sandwich box. 





Only $32.95 


For further facts—write today or contact 
your local Universal Wholesaler 


LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 
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Just Among Ourselves 


Informal Editorial Comments 


Is a Turnstile 
So Important? 


Hardly a day goes by, but that some dealer 
doesn’t phone or stop in the office to tell us how 
he has remodeled his store for self-service, or how 
he is planning to put more emphasis on self-ser- 
vice. 

We enjoy these visits. We find them interest- 
ing and instructive, and we welcome the oppor- 
tunity to be helpful. 

But, it seems to us, too often when a dealer 
speaks of self-service, all he has in mind are turn- 
stiles, pipe railings, check-out counters, and fun- 
neling customers through nice orderly slots at 
the front of the store. 

The full implication of self-service—what it 
actually means—is too frequently lost in a pleas- 
ant dream of forcing customers to behave in a 
neat, orderly, mechanical -fashion, to the back- 
ground music of whirring cash register keys. 
That just ain’t the case. 

I think we would all do better and get more 
out of this new merchandising concept, if, in- 
stead of using the term self-service or quick- 
service, we used the term easier buying. 

That is actually what self-service means 
easier buying. That is what the customer wants 

easier buying. I don’t think the average cus- 
tomer cares whether or not he selects the item 
himself; what he wants is to buy easier, quicker 
and at a fair price. 

Because the food supermarkets use railings and 
slots, does not mean that hardware stores must 
use them. It all depends on the problems and 
aims of the individual store. 

I do not mean to argue that you don’t need 
turnstiles and railings. Actually, that is a sub- 
ject that has been debated by many experts with- 
out arriving at any agreement. 

What I do want to stress is that too many deal- 
ers are fooling themselves into thinking they are 
self-service simply because they have turnstiles 
and check-out counters. Self-service (easier buy- 
ing) goes far beyond that. 

The people at Sears, Roebuck have spent a lot 
of time and money on this problem of easier buy- 
ing, in hardware departments, as well as in com- 
plete stores. 
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While we may dislike some of Sears’ policies, 
[ think we will all admit that they are good mer- 
chandisers. So, here, and well worth implanting 
in ali our minds, is what one Sears’ executive says 
about self-service: 

“You don’t install self-service simply by put- 
ting ina few cash-wrap desks, hiring a couple of 
cashiers, and hanging up some signs saying, ‘help 
yourself.” We know there is a lot more to it than 
that.” 

The Sears’ people also have an opinion on turn- 
stiles. They have gone on record, for example, 
with this thought: 

“Turnstile units merely say to people, ‘We 
don’t trust you, so you have got to go through 
here.’ We have always trusted people at Sears.” 

On the other hand, we have seen some hardware 
stores with peculiarities of shape or layout that 
made railings and turnstiles helpful in preventing 
traffic jams. We have also seen some cases where 
turnstiles actually created a bad bottleneck dur- 
ing peak periods, which are just the time they 
should be working most efficiently. 

To you dealers who are wondering if self-ser- 
vice would be of value in your store, let me sug- 
gest that you’ll arrive at a better decision if you 
think in terms of easier buying, rather than self- 
service. 


Easier Buying Needs 
Easier Seeing 


Going a little further on this subject of easier 
buying, it seems to me that only a very few manu- 
facturers have given sufficient thought to ways 
and means of making their products easier to 
buy. 

Too often, when a package is redesigned, the 
new design is only a modification of the old and 
is based upon ideas of selling that no longer pre- 
vail. Too often, a manufacturing executive’s per- 
sonal likes are substituted for the customers’ 
likes. 

The designing of a package or a label to en- 
courage self-selection requires that one com- 
pletely cast aside all the old concepts of package 
design, and start out afresh. The one big ques- 
tion you want to answer is what can you do to 
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your package and its label to make it more at- 
‘tractive and easier to buy. 

Like it or not, the fact is that in the bulk of 
the purchases made in a hardware store these 
days, customer preference is a secondary element. 
The major elements are dealer preference 
(whether or not it is carried in his store) and 
the ability of the package to do a selling job in 
gompetition with other like products. 

The number of items sold in a hardware store 
today that possess effective consumer preference 
is small. So, in designing your package, don’t 
force your company name to monopolize the space 
on the label, any more than an artist’s signature 
dominates his painting. 

Certainly, you are proud of your name, but do 
you want to sell goods or publicize a name? Your 
company name should be used as a signature, to 
lend substance to the claims made for the prod- 
uct; to assure that its performance is backed by 
a reputable concern. But the company name 
should not occupy space that could more profit- 
ably be used to tell a product story. 

If you think we’re off base on this, spend a day 
in a hardware store and note how frequently a 
dealer sells a customer off a brand he doesn’t 
“arry and onto a brand he does carry. 

Ask yourself how often you go into a hardware 
store, especially in the housewares department, 
and ask for a specific brand name. 

No, too many labels today still suffer from the 
luxury of 60 point trade names and 6 point prod- 
uct descriptions. 

The selection of type for labels is too often 
based on what looks pretty, rather than what 
reads easiest. The size of type is too often based 
on what can be read easiest at a desk, rather 
than what reads easiest on a store shelf. 

Let’s look at some eye statistics. 

Close to 7 out of 10 of your customers normally 
wear glasses. In the age group of 45 to 64, your 
prime customer group, the figure rises to 8 out of 
10 wearing glasses. 

With a situation of this nature, you can see the 
importance of designing labels for high read- 
ability. 

We have recently seen some outstanding ac- 
complishments in label and package designing. 

But we still have, on the shelves of our stores 
where we are trying to encourage self-selection, 
examples of labels that discourage rather than 
encourage self-selection. 

The next time you tackle a label job—and it 
should be soon if you want to profit by the easier 
buying trend—don’t make your decisions on the 
basis of artists’ samples on your desk. 

Make up some dummies and put them on re- 
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tailers’ shelves and see how they look and be- 
have in actual competition. 

A good motto to guide a designer is: “A cus- 
tomer is more interested in what our product will 
do for him than in the spelling of our name.” 


What Can You Tell 
Your Salesclerks? 


At the risk of belaboring the subject, | would 
like to touch on just one more point in self-service 
(or easier buying) that seems to bother a great 
many dealers. That is the attitude of their sales- 
clerks to the adoption of self-service techniques. 

From what we have seen and observed, much 
of this confusion arises from the failure of the 
store owner to tell his clerks exactly what self- 
service is intended to do for the store. 

One dealer handled such a problem by putting 
it this way: Basically, self-service is a reflection 
of a way of living. People these days do not 
want to spend very much time in a store shopping. 

Shopping is no longer a ritual, as it was in your 
mother’s day. It is a chore, nowadays. 

Anything a merchant can do to aid a shopper 
get what he wants, and get out of the store, free 
for other activities, the better the average shop- 
per likes it. 

Self-service is intended to aid the shopper 
shorten the time required to make a purchase. 

From a selling viewpoint, self-service tends to 
increase the effectiveness of a salesperson, espe- 
cially in hardware stores. 

Look at it this way. Of the time a salesman 
spends with a customer, in a service type store, 
only 15 per cent is spent in actual selling. The 
other 85 per cent of the time is spent in writing 
the check, wrapping, making change, etc. 

Thus, if you can eliminate from the salesman’s 
duties, the tasks of wrapping, making change, 
etc., you make it pessible for him to spend more 
time actually selling. 

Since no full line hardware store will ever be 
able to eliminate the need for advising customers 
in some degree, it is obvious that the effective 
use of self-service, to the extent it is possible to 
use it, acts to make it possible for a salesclerk to 
spend more time actually selling. 

In periods of peak shopping load, and every 
store has peak periods, this greatly expands the 
store’s selling capacity, reduces walk outs and, 
as an end consequence, results in lower cost per 
sale. 

I think that if you were to put it to your sales- 
people in this fashion, their fears of self-service 
would be minimized. 
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NO OTHER LOCKSET in the low-price field 
OFFERS YOU SO MUCH 






‘LOCKWOOD'S 


- New ‘C’ Series 


@ All brass or steel parts, no substitute 
metals 


@ Full-size, solid brass 5-pin cylinders 


@ Revolutionary new boring jig for easy, 
foolproof installation 


@ Reversible without change 


@ Complete functions 





Smart, informative 


packaging helps you 4 ways... 


1. Boxes are strongly made and ingeniously designed so 
that lockset is fully protected by being cushioned and 
suspended in center of box. Cuts damage in handling, 


saves you time and trouble. 


2. Cradling insert in box holds lockset and also serves 
as marking template with complete installation instruc- 
tions. Customers like this feature . . . easier selling fer you. 


3. Graphic labeling shows contents of individual box 
with a clear illustration, as well as a complete descrip- 


tion. One glance at the shelf and you’ve got what you want. 


4. Individual boxes are packed in an attractive, colorful 
carton and these cartons are clearly labeled as to con- 
tents. Stock clerks, salesmen and customers all really go 


for this informative packaging. 


Get full details on LOCKWOOD’S ‘C’ Series from your LOCKWOOD jobber 


lockwood 
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LOCKWOOD HARDWARE MANUFACTURING COMPANY 


Fitchburg, Massachusetts 
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NEWS and Views 


By Washington Bureau of 
HARDWARE AGE 


Rep. Mason Offering Bill 
To Kill Excise on Mowers 


Numerous bills are pending in Congress calling for 
repeal of this and that section of Par. 3406, and other 
paragraphs of the Revenue Code aimed at repealing 
excises on specific items. 

Among them is H.R. 4900 introduced by Rep. Noah 
Mason (R., Ill.) calling for removal of excise taxes on 
power mowers. 

It is generally believed that the tax-writing House 
Ways & Means Committee will have to face up to a 
veneral revamping of the whole excise tax base to re- 
write the best of these proposals into a single, new bill. 

Mowers, larger than 24-in. blade width, are roughly 
classed as agricultural equipment, and as such are gen- 
erally exempt. This makes it tougher to make a good 
case for small mowers. 

In the event a general bill doesn’t exempt the small 
mowers, good sources tell HARDWARE AGE that Rep. 
Mason can be counted on to push for enactment of 
H.R. 4900. 


OUTLOOK Chances seem at least 50-50 
that all mower excises will be killed. But ac- 
4 tion can't be expected before April, at the 
earliest—too late to help during the coming 


heavy selling season. 


High Employment, Income Rate 
Contradicts Recession Talk 


Despite scare talk of a coming recession, the nation 
is moving into mid-autumn with a working force of 
about 62,000,000 and spendable income at the $250 
billion mark. 

High employment and a healthy wage level means 
there’s ample money going into the consumer’s wallet 

where it needn’t stay. 

Predictions are plentiful that there is to be a bigger 
volume of retail sales in the pre-Christmas weeks this 
vear than there was in 1952. 

Radio buying is already far ahead of the total re- 
corded for a corresponding period last year. Housing 
starts, carrying with them a demand for appliances 
and home furnishings, at the end of September were 


10 


ahead of all other 9-month records except that for 
1950. 

Keeping employment high and money in circulation 
is an important part of Eisenhower Administration 
plans. 

Reports from business men and other community 
leaders in all parts of the country are being eyed care- 
fully for any evidence of softening spots in the 
economy. 


OUTLOOK—Government intends to do more 

than watch for downtrends. The Treasury 

# Department would be ordered to liberalize the 

tax set-up to ease the burden on business and 

easier credit terms would be provided if a real 
decline seemed likely. 


Pessimistic Budget Forecast 
Imperiling Tax Reduction 


The official disclosure by Budget Director Joseph M. 
Dodge that the Eisenhower Administration has aban- 
doned hope of a balanced budget in fiscal 1955 (Fiscal 
1954 already had been written off.) points up the 
strong possibility of some new or higher taxes next 
year. 

Scheduled reductions in taxes are now in jeopardy 


‘as a result of the Government’s continuing gap be- 


tween revenue and spending. 

A check of Congressional opinion indicates that the 
planned cuts in individual income levies probably stand 
the best chance of going through as scheduled. 

3ut hope for the promised reductions in excise and 
corporate rates is definitely waning both at the Trea- 
sury and within Congress. 

As a result of Mr. Dodge’s pessimistic forecast, in- 
fluential Senate and House members are now talking 
about a 4 pet cut in the corporation income rate in lieu 
of the scheduled 10 pet drop. 

It is considered entirely possible that the Adminis- 
tration will urge Congress to suspend all of the 
scheduled reduction. 


OUTLOOK — One definite prospect for tax 

it relief is the expiration of the excess profits tax 

on January 1, 1954. Barring war or all-out 
emergency, this tax will not be renewed. 


(Continued on page 160) 
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Another merchandising 






help from Maser, designed 
to increase your business. 
One of these colorful flashing signs 
in your window will work for you 
constantly .. . inviting customers into your 
store. Equally effective on counters or shelves 


... with displays of Master padlocks nearby. 


No. 28-Q 
Master Flasher Sign 


YOUR JOBBER OFFERS 
A 


























Each sign brilliantly illustrated in 6 eye- 


hin lors * 8” high “ wide ° ' 
Polished peel + a ° p Pal rubber- OF EITHER OF THE ; 
coated electric cord * Detachable flasher FLASH “ FLECTRIC 
plug * Complete with 25-watt bulb. ER SIGNS WITH PuRc 
0 H 
po ASSor TMENT os ooh 
A E 
PLOCKS TOTALING ines x 
t—_ ( DEALER COsr) , 


Make sales faster with 


Master Padlocks 


EVERY ONE AN -OUTSTANDING VALUE 


Master Jock Company, Milwaukee 45, Wis. 


if) 













No. 28-K 


Master Flasher Sign Wank dA 
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Aluminum Lock 


Built to match combination alu- 
minum doors, this aluminum lock, 
No. 1116, has disc tumbler cylinder 
outside and locking device inside. 
All exposed parts are of satin ano- 
dized aluminum finish; interior 
parts are of rust-protected, cold- 
rolled steel. Completely reversible 
for any hand of door, its two-spring 
action prevents lever handle from 
sagging when door closes. Lock 
case fits thin and narrow extrusions 
and lockset fits door % to 1% in. 
thick, flat or lipped edge. Also 





comes with plain plate outside and 
no key operation, and with emer- 
gency key operation from outside. 
Dexter Lock Co. 


For more data circle No. 1 on postcard, p. 175 


Anchor Nail Kit 

Here is a do-it-yourself kit for 
transforming basements into play- 
rooms or workshops. Furring strips 
and partition sills can easily be at- 
tached to concrete walls with the 
Miracle Anchor Nail-Anchor Ad- 
hesive kit. Contains enough mate- 


12 





rial to do 20 ft. of wall. Adhesive 
is daubed on perforated 2 in. sq. 
base of anchor nail to fix it firmly 
to wall. Nails, extending at right 
angles from base, are used to fasten 
the furring or runners in place; 
paneling can then be applied. Kit 
sells for $10. Miracle Adhesives 
Corp. 


For more data circle No. 2 on postcard, p. 175 


Inverted Lantern 

Scotsman Kamplite inverted lan- 
tern, Model IL-1, burns either lead- 
ed or white gas. Inverted design 
directs all light downward, casts 
no downward shadows. Other fea- 








tures include built-in lock type 
pump to make pumping easier and 
prevent leakage; large leakproof 
tank that holds two pints of gas 
and gives 10 hours of continuous 
light; extra large filler plug; and 
clear white, heat resistant globe. 
American Gas Machine Co. 


For more data circle No. 3 on postcard, p. 175 


Rotary Lawn Mower 

This 20-in. self-propelled rotary 
lawn mower operates under its own 
power. Raising clutch handle causes 
mower to go forward; lowering it, 





the mower stops. It has airfoil 
shaped blade that lifts grass for 
smooth, even cut. Powered by a 
lightweight Briggs & Stratton gas 
engine, mower has front wheel drive 
that operates from  well-guarded 
chain. Unit features ring gear, 
pinions and pawls like those used 
in reel-type mowers, and left-hand 
rear discharge shoot. It cuts path 
20 in. wide and can be adjusted for 
multiple cutting heights. Western 
Tool & Stamping Co. 


For more data circle No. 4 on postcard, p. 175 
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Combination Padlocks 

Here is a line of stainless steel 
combination padlocks that replaces 
the brass combination lock line. 
New line is considerably stronger, 
rust-resistant, and will maintain its 
highly-polished finish indefinitely. 
Locks feature case-hardened lock- 
ing latch, almost impossible to 
shear. They have built-in sound 
effect, eliminating trick of feeling 
combinations. No. 1500 is regular 
combination padlock; No. 1525 is 





key-controlled combination lock; No. 
1517 is combination bikelock. All 
are constructed of hard-wrought 
metals, with all delicate springs and 
die-cast parts eliminated. Master 
Lock Co. 


For more data circle No. 5 on postcard, p, 175 


12-In. Lathe 

Capable of turning stock up to 
12 in. in diameter and accommodat- 
ing spindles up to 37 in. in length, 
this lathe is designed primarily as 
an attachment for the DeWalt 
Power Shop as well as an indepen- 
dent workshop item. It can be 
mounted on any work bench and 





powered by any type motor. Lathe 
features sturdy construction, large 
capacity and precision. It can be 
used for face plate turning and bor- 
ing and light metal spinning. Re- 
tails for $55. DeWalt Inc. 


For more data circle No. 6 on postcard, p. 175 


Aluminum Range Set 

This three-piece range set is 
made of 22-gage polished aluminum 
and consists of a grease container, 
salt shaker and pepper shaker. The 
5-oz. shakers are cylindrical with 
black plastic tops. Grease container, 


(Continued on page 172) 
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TO HELP YOU 


SELL 





NEW DISPLAYS 
AND OTHER DEALER 
SALES HELPS 


Mower Parts Packaging 
Reo lawn mower parts are now 
being packaged in 18 standardized 
sizes and shapes of boxes, and six 
sizes of envelopes. Constructed of 
tough fibreboard and paper, pack- 
aging has white, green and red 
lithographed design. Each box, en- 
velope and label has imprinted the 








quantity and exact 


number, 
Boxes are die-cut and 


part 
part name. 
practically moisture and dust proof; 
delicately machined’ parts 
moisture resisting oil treatments, 


receive 


finely adjusted parts come in 
shock-proof packing. Reo Motors, 
Ine. 


For more data circle No. 7 on postcard, p. 175 


Handsaw Gift Package 

This transparent, plastic stock- 
ing is available for packaging hand- 
saws for holiday merchandising. 
Christmas unit offered dealers con- 
sists of three eight-point and one 


(Continued on page 206) 
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ALL RETAIL 
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(in billions) 





LEE LL 


Mild Weather Helps 
Hardware Stores Move 
Fall Merchandise 
Seasonal sales patterns of retail 
lines which have been changed by 
the weather this vear, were again 
affected by extended mild weather 
which lasted into early November 
in most parts of the country. 
However, the adverse effect of 
the late summer on apparel stores 
was offset by increased sales for 
hardware which enjoyed a 
prolonged selling season on home 
improvement tools and materials. 
September retail sales, seasonally 
adjusted, were 1 pct below August. 
Record holiday volume for retail- 
ers is anticipated. 
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» Dealer Prices Up Since April 


Retail Sales Rose in September 


Expect Bigger Holiday Trade 








Dealer Prices at Peak 


Sample Order of Hardware Merchandise 








Advanced 0.88% From April to September 


Hardware dealers were paying order on Sept. 22, 1953, was 
about 0.88 pct more for a _ test $4,787.85, as compared with 
order of varied merchandise on $2,872.29 on March 1, 1942, an in- 
Sept. 22, than they were about five crease of 66.67 pet. 


From 
year, 


months earlier, on 

The periodic price studies made 
since March, 1942, by the Salt Lake 
Hardware Co. on an identical order 
of 420 items of hardware store mer- in 
chandise, that hardware 
prices in September were the high- 
est in the 11 year period. 

The dealer cost of the 


April 27. April to September, this 
prices increased in five lines 
and declined in four. 

The biggest price advances were 
builders’ hardware. A sample 
39 items of builders’ hard- 
ware advanced 3.98 pct, from April 
to September. 


shows order of 


420 item (Continued on page 244) 
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Rememl 


Effective till December 31. For every dozen you 
3) 7) Ge f RSELF A BONUS PROFIT ; y y . 
ae order you will be billed for only 11— you get selling 


ie by acting now — a 12th FREE! Mail coupon-order blank now! bt he 
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Remember: Presto-Set’s big ad campaign is 
selling for you... starts in January. Get extra 
sales and profits— mail coupon now! 


UNITED STATES PLYWOOD CORP. 


s ‘ e afte . . ‘ 





































. a etarts in 
PR) JANUARY 
4 \ 


Yo PAGE in SAT. EVE. POST January 9th 
followed by other SELLING ads in 


COLLIERS @ MECHANICS ILLUSTRATED 
WOMAN’S DAY @ SCIENCE & MECHANICS 
POPULAR SCIENCE @ HOME CRAFTSMAN 
POPULAR MECHANICS @ HOME MAINTENANCE 


PLUS — INFORMATIVE BOOKLETS AND 
COUNTER CARDS 


TIE IN! Customers will see our ads and want Presto-Set. 
Display it in your windows — on your counters — remind 
them, and you will sell plenty! Order now! 














FOR EVERY DOZEN YOU BUY — YOU PAY FOR 11 — YOU GET ONE FREE! 

INTRODUCTORY DEAL EXPIRES DEC. 31, 1953 — MAIL THIS TODAY! 

Each You Sell You Profit 
or Pay 

12 oz. TUBES to retail at 25¢ $6.00 $3.67 $2.33 

(2 Doz. to Display Carton) 


3/2 oz. TUBES to retail at 
(1 Doz. to Display Carton) 


Doz. Size 


45¢ 5.40 3.30 2.10 


—— PINTS (Units) 1.35 16.20 9.90 6.30 
(Minimum 1 Doz.) 
— QUARTS (Units) 2.30 27.60 16.87 10.73 


(Minimum 1 Doz.) 
YOUR PROFIT ON SALES— 39%! 
NAME ee 
ADDRESS___ 2 - ———— 
en peiieeaasinimeil OO 
Ship Through Our Jobber 
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CHASE means quality—customers know it! 


Your customers know of Chase quality through national 


advertising in magazines like The Saturday Evening Post. 


Chase Insect Wire Screening is a fine example—each wire 


is double-crimped to keep openings square and true. It 


resists corrosion, keeps tidy appearance for years. 





A good deal for dealers! Fast-selling Chase Bronze 
and Chase Alclad Aluminum Insect Wire Screening cuts 
easily — and the hexagonal cartons store without waste 


space, can't roll off shelves. 


C h d S eC $ 8 BRASS & COPPER The Nation’s Headquarters for Brass & Copper 


Albany t Cleveland Kansas City, Mo 
WATERBURY 20, CONNECTICUT » SUBSIDIARY OF KENNECOTT COPPER CORPORATION Atlanta Dallas Los Angeles 

Baltimore Denver t Milwaukee 

Boston Detroit Minneapolis 

Chicago Houston Newark 

Cincinnat indianapolis New Orleans 


New York San Francisco 
Philadelphia Seattle 
Pittsburgh Waterbury 
Providence 

Rochester t ( t sales 

St. Louis offiee only ) 
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You'll take real pride and big profits in selling the 1954 Goodyear, 
Garden Hose line. It’s a top-quality line. It’s an attractive line. It’s 
a complete line. And it’s a fast-selling line. 


There’s hose to match every purse and every personal desire. 
There’s timely national advertising support. There’s the “Tell-All” 
tag on every coil of hose. There’s the complete merchandising 
program. And all are combined with the greatest name in the 
industry to help you sell more hose to more people. 
POWERFUL NATIONAL ADVERTISING to proved hose buyers 
—in the magazines they read—another eye-catching, high reader- 
ship, Goodyear Garden Hose campaign—timed for the hose buy- 
ing season — designed to take full advantage of the round-the- 
calendar advertising of ‘The Greatest Name in Rubber’—on TV, 
radio and in leading publications. 
“TELL-ALL” TAGS — on every coil of hose — tell your customers 
exactly what they’re getting — in terms of hose quality and hose 
service—go hand in glove with the highly attractive, highly acces- 
sible Garden Hose rack to put most of the selling on a “self- 
service” basis. 
COMPLETE MERCHANDISING PROGRAM -— all the tools you 
need to build sales—window banners, display cards, counter book- 
lets, display rack—hard selling newspaper mats, envelope stuffers 
—useful “Lawn and Garden Calendar” for your customers—inform- 
ati “Hew to Display and Sell Garden Hose” for you 
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RUBBER AND VINY L-FIESTA # th acuige hace that combines the ~ 
best features of two versatile materials. Husky hose with attractive appear- 
ance and rugged resistance to hard use: Long-wearing, polished vinyl cover 
in smooth, sun-resistant red or green. Seamless, high-quality rubber tube 
is reinforced with strong rayon braid. Fully flexible—light in weight—easy 
handling. Finest hose of its kind—competitively priced. 


ALL RUBBER—WINGFOOT top quality hose. Maroon cover resists oil, 
grease, sun, aging and abrasion. Extremely flexible, soft, lightweight yet ~ 
high in strength. Resists kinking and snarling. q 


PATHFINDER high quality at moderate cost. Reinforced with rayon for flex- 
ibility and high burst strength. Weather — and wear-resistant green cover. 








GLIDE high value hose at lowest price. Durably constructed for long service. 
Red or black cover. Lightweight. Flexible. 


ALL-PLASTIC—VISILITE sparkling, crystal green, all-plastic hose with 10- 
sided cover design. Gleaming beauty belies its toughness, strength and 
abrasion resistance. Amazingly light and easy-handling. Appeals to style- 
minded buyer who wants the best in all-plastic hose. 


VINYL, JR. brilliant red or green, all-plastic hose. New 10-sided cover 
design. Light as a feather. Tough as leather. Fully flexible. Easy to use. 
Popular with women. 


Note: All hose fitted with ‘free flow” type couplings for “unrestricted passage of 
{ 


THE GOODYEAR TIRE & RUBBER COMPANY, INC. 

Dept. K-5359, Akron 16, Ohio 

Please send me ‘‘The Lawn and Garden Calendar,” and full details on your 1954 Garden Hose program 
Name Title 

Firm Name 


Street Address 


City & Zone 
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“The one source line’’ 


offers the greatest line of 
lawn equipment in the industry 





Reel Type 
18”-20"-24” 
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“The brand in demand”’ 
write today for complete catalog 


Y/ _.Mfg..by Western Tool & Stamping Co. 
>) RTA SECOND: AVENUE « DES MOINES 13, IOWA 
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Look how Keystone will help yo 







Millions of people will be told) Adver 
how to find better values ;,; local 


leading poultry and farm papers, Keystone is) spark plu; 
featuring the service its dealers can render to} plies. Ties 
SAVE MORE BABY CHICKS. We’re telling; tising..- - 
your very best customers where they can get help,| as well a: 


RERTOR SENDER LE CASTLE T ETE SILT AE TORTS SOCOCCS CSS S OMINOUS NETS 


in Keystone dealers your pour) poult 


raisers will be looking for this poster as their ‘These co 
guide to helpful information ...and a reliable custome 
source for poultry supplies. We furnish it free to. - - will | 
all dealers who feature Keystone Poultry Netting., able field 


KEYSTONE 


MAKERS OF RED BRAND FENCE. RED TC 


BUY YOUR KEYSTONE 
La ary 


as an 


First Aid Station 


SAVE MORE BABY CHICKS 
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é told; Advertising mats for your | Valuable facts show how 
Nes ;,, local MEWSPapel were's another to save more baby chicks 


ystone is, spark plug to accelerate sales of poultry sup- There are certain basic facts to tell your cus- 

render to} plies. Ties you in locally with national adver- tomers about How To Save More Baby Chicks. 

re telling | tising . . . helps create sales for poultry netting We supply Keystone Dealers an authoritative 

| get help, : as well as your full line of poultry supplies. chart, plus supplementary data, with answers. 
t 


eecccces iain COOHCOOOHEEEHSOEHOHESESOEESEHO OOH ESEEEEEEEOO® 


plus this attention-arrest- 


| WW Wits WWE | ing poultry netting display 





Government reports say 84% 
of all farmers raise poultry. 


II] tie) Banners help you feature They’re all prospects for 


poultry netting. Many folks 


— poultry Supply department in and near towns are pros- 


as their’ These colorful eye-catching banners will draw ports, we. This pout of sale 
reliable | customers to your poultry supply department display will help build —_ 
t free to. ... will help you build volume in this profit- try netting business. It’s 


Netting., able field. Available free to Keystone dealers. resi free to Keystone 
ealers. 








Order your poultry supplies . . . and Keystone Sales Building Helps ... Now! 


OULTRY NETTING =e 


RED TOP STEEL POSTS: GATES-= BALE TIES» NON-CLIMBABLE FENCE -NAILS 





Ge 5 Fest Aid Station | becomes | 
Re) or Poultry Supplies [A “=~ 





"GAVE MORE BABY CHICKS 





HARDWARE AGE, NOVEMBER 12, 1953 












THESE 2 PRODUCTS ARE YOUR 
SUPPL villa SPRINKLER |_ SU 


TRIPLE TUBE © ON A REEL 


Retails at 


25 foot length covers a rectangular area 3 ye 
25 ft. long by 25 ft. wide (625 sq. ft.). 


Retails at with STORAGE REEL 


5 98 50 foot length covers a rectangular area 
50 ft. long by 20 ft. wide (1000 sq. ft.). 


with STORAGE REEL 









4, 









STORAGE REEL 


SUPPLEX is the ORIGINAL SPRINKLER packaged on 
oa handy reel for easy storage and longer life. THE 
TELL-ALL STORY ON THE ATTRACTIVE PACKAGE 
SELLS SUPPLEX FOR YOU. 





és SPRINKLER 


=. 













































PATENTED* 


TRIPLE TUBE construction 


SUPPLEX is wider than it is high, it must 
always lie flat even when curved around 
irregular areas or up and down grades. 
Since the holes are on the upper side 
only, it sprays upward only, at exactly 
calculated angles, to provide perfectly 
even coverage along its entire length. 
Single tube sprinklers roll and twist un- 
controllably in use and spray pressurized 
jets in all directions. Because of the 
downward jets, they cover less width 
(square footage) for a given length, and 
may damage lawns. 





RIBS DOWN, IT SPRINKLES UPWARD ONLY © Here is og¢ 


=; Valuable loam and seedlings cannot be washed chandising 
out by jets of water digging into the ground. 73 garden h 


AS A SOAKER ES pong in 
VN Be wonts a 


giving yo 





FLUSH-OUT CLAMP 


Since silt, mud, and pipe scale 
cannot cling to the mirror-smooth 
walls, such impurities may collect 
at the very end of the SPRINKLER, 






» el i Alls ABs, 22 . ities 
GUARANTEED against defects in workmanship on 
materials for ninety (90) days. If any such defect become: 
apparent within ninety (90) doys of purchase, you ma 
return the sprinkler (to the factory, not to your dealer) 


complete with reel and sales slip, postage prepaid, fo and can be removed through the I =: what he 
repair or replacement. K| flush-out clamp. SUPPLEX SER- Sw eH. Paes you sell 
SUPPLEX CORPORATION Garwood, New Jerseygk| VICE KITS available for tailor- a ee a oe HOSE on 
Division of Industrial Synthetics Corporation ‘| made SPRINKLER lengths, to 3 4 
J 


| RIBS UP, IT SOAKS DOWNWARD ONLY F&F 

REDUCE WATER PRESSURE AT FAUCET, and tes 
B flip over to this rib position. Water cannot wet fe 
foliage or flowers. 


i ET eR ae repair accidental damage, or 
to connect two or more 


SPRINKLERS. 
*Manufactured under U.S. Patent #2,621,075. Other Patents Pending. 





CONSIS 
SuppLex CORPORATION, cirvooonewiscr 
Division of Industrial Synthetics Corporation Mats, 


Manufacturers of SUPPLEX SPRINKLER and SUPPLEX GARDEN HOSE TELEVI! 









COMPLETE ‘°° LINE 
SUPPLE GARDEN HOSE 


10 YEAR GUARANTEE 















Aen FORCED wo" 


CAN BE SHUT OFF AT THE NOZZLE 
AND LEFT UNDER FULL PRESSURE 
\ IN HOTTEST SUMMER SUN FOR DAYS! 


: STREAMLINE YOUR INVENTORY ! 


The SUPPLEX STANDARD GARDEN HOSE with its ALL PLASTIC 
INNER TUBE has a bore calculated to deliver all the water 
available in 90% of American homes. Why have a storeroom 
full of different diameter hoses when one diameter satisfies the 
needs of 9 out of 10 customers? For the 10% requiring larger 
diameter hose, stock SUPPLEX HEAVY DUTY. 


" REATTACHABLE COUPLINGS: 


Solid machined brass. Locked-tight seal assures increased cou- 
pling grip as water pressure increases. No returns: Leaky 
couplings or accidentally damaged hose can easily be repaired 
at home. Service kits of reattachable male and female cou- 
plings available to splice hose or for tailor-made lengths. 



































RA COST 


Here is aggressive mer- 
chandising . . . selling 
garden hose on this 
rey well-designed, sturdy 
reel! Every gardener 
wants a reel. You're 
giving your customer 
sy what he wants when 
at you sell SUPPLEX 
¢ HOSE on a reel! 





we 


ATTRACTIVELY PACKAGED 


Construction details and 
guarantee on every package. 









Y ‘ 
ind Be 
wet 
CONSISTENT NATIONAL ADVERTISING 
ERSEY in Magazines, Newspaper Garden Sections, Television and Radio 


SUPPLEX 50 FT. STANDARD 
suggested retail $8.95 WITH REEL 


DEALER AIDS 


Mats, Window Streamers, Envelope Stuffers 


TELEVISION FILM AVAILABLE 




































John Bean Division of Food Machinery and 
Chemical Corporation in Lansing, Michigan 
has recently announced to the trade the addi- 
tion of a complete line of small, garden and 
home type sprayers. 


Although John Bean has been in the sprayer 
field since 1883, this is their first venture into 
such small spraying units. Last year they did 
present two high pressure power sprayers 
the Spray-Pal and the Spartan, which were 
termed the first such sprayers designed to fit 
the homeowner's pocketbook. 


The addition of the new hand and compressed 
air sprayers completes the John Bean small 
sprayer line the wholesaler and 
retailer an opportunity to sell products backed 
by the reputation and experience of over 70 
years in the sprayer field. 





and oiffers 


For more information on any of the units or 
on the complete line of products write to Dept. 
200, John Bean, Lansing 4, Michigan. 


ABOVE: The John Bean Spartan 
capacity 


LEFT: The John Bean Spray-Pal 
in 2'2 sq. ft. 


prass pump and brass angle nozzle. 


B. Mode! 1005 3 gal 
and brass discharge valve. 





ivy tin plate, brass nozzle. graduated glass jar, brass nozzle. heavy tin plate, brass nozzle. 
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Oldest Power Sprayer Manufacturer in U. $ 
Introduces Complete Line of Garden Sprayers 





3 G.P.M. at 300 Ibs. pressure 
gasoline engine or electric power. ' 


200 lbs. pressure 





A. Model 1000 large opening tank sprayer. 3 


galvanized tank with attached funnel 


C. Mode! 1010 has 1!2 gal. galvanized tank. 
brass nozzle. 
del 1060 3 qt. continuous sprayer, Model 1050 24 oz. continuous sprayer, Model 1065 1 qt. continuous sprayer, 





SHAATAY 





15 or 25 gal 


gasoline engine or electric power. 








5 gal. capacity _ stores 
’ 
Fi 
; gal. cap. galvanized tank. Seamle 


Seamless brass pum; 

Seamless brass pump and adjustabl 
, 

Model 1070 1 qt. intermittent spraye 


heavy tin plate. Locked soldered seat¥ 


\ 


H 


2549 


HARDW. 


U. SIeyOW AVAILABLE... 








Designed for 
Mr. Average 
American 





| the multi-purpose gardening tool 
that all/America is talking about! 


. . the YARD HAND is... 





A 20” power iawn mower 
A 24” power lawn sweeper 
brass pum; A 24” seeder-fertilizer spreader 
A high capacity 10” circular saw 
A 300 Ib. 24” roller-spiker combination 
A self-propelled 6400 cu. in. wheelbarrow 


= HILLER ENGINEERING CORP. 


2549 MIDDLEFIELD ROAD REDWOOD CITY, CALIFORNIA 
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Where on this map 
can you get more sales {| | 








————e 


ee 





That isn’t all! In nearly 2 out of 3 U. S. counties, 
Country Gentleman circulation surpasses that of 
any weekly, women’s or home service magazine! 

In every county-—wherever there is good farm- 
ing for good living—-your best rural customers get 
useful buying ideas from the advertisements in 





Country Gentleman. 





I, the 2,362 shaded counties (out of the 3,071 A manufacturer is giving yeu the kind of selling help 


U. S. total) more families read Country Gentleman you want—right in your local trading area—when he 
than are reached by Better Homes & Gardens. tells you "It’s advertised in Ceuntry Gentleman" ! B 






Our e) 
Wg at worl 
Result: 
Merch: 
———- CIRCULATION NOW NEARLY 2,600,000 ———— 
A CURTIS PUBLICATION 


28 . HARDWARE AGE, NOVEMBER 12, 1953 HARD 














Biggest news ever in Steel Goods Merchandising 


Our expert merchandisers, cooperating with the advance information just write “Sales Maker Kit’ on 
National Retail Hardware Association, have been hard the back of a post card and mail to True Temper 
at work for months on your Spring Selling Problems. Corporation, Merchandising Department, 1623 Euclid 
Result: the creation of America’s greatest sales building Ave., Cleveland, Ohio. 


Merchandising Kit on lawn and garden tools. To get 


RUE fEMPER 
asymm: TOPS IN TOOLS 
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matic 


SELF-PROPELLED 


Gasoline Rotary Power Mower 


Mowamatic promised big things — Mowamatic delivers! A 
bigger, better line of Mowamatic Power Mowers — eight 
in all. And leading this profit-making line-up is the new 
Mowamatic Self-Propelled — the on/y mower of its 
kind with the power-take-off built into the 
engine. No belts involved — it’s direct in the 
truest sense of the word. 
No mower can boast of a finer engine than the 
2.5 HP, 2-cycle Power-Pak. Add to this a 
recoil starter, lever controls, safety-blade mount- 
ing, adjustable cutting-heights and 
all-round rugged but beautiful de- 
sign, and you have the finest 
performing, best-looking power 
mower in the market. It pays 
you to feature the new, Mowa- 
matic Self-Propelled. 



























‘ . 















3 

















—— 
21” Deluxe Rotary 18” Deluxe Reel-type 18” Gasoline Rotary 
All-new, sleek, light, easy-handling Fully automatic drive with one-hand New addition to the | line. Powered 
rotary-mower. Trims to less than accelerator to start, stop, and regu- by dependable 1.6, 2-cycle Clinton 
3,” up front. Adjustable cutting: late speed. 1.1 HP, 4-cycle engine. engine. Reinforced wheel- mounting 
heights from 114” to 234”. 2 HP Dropout reel rolls on precision ball areas, adjustable cutting-heights from 
Briggs-Stratton engine. Safety fea- bearings. Safety guards throughout 114” to 22". Safety-blade mount- 
tures throughout to protect operator, plus clutch neutralizer. Also avail- ing to absorb shock, and protect en- 
engine, and blade. able as 21” DeLuxe. gine and blade. Sturdy construction, 
light, very maneuverable. 
4 more — for more Mowamatic sales 
New 18” Rotary Side-Trimmer * Improved 18” Rotary Electric » Improved 18” Special Reel-type » Improved 21” Deluxe Reel-type 
Order from your distributor now. tor meieele’cils. call, wire or write Mowamatic, 
ie Bids a Age» RS as Ppt Ping Seige Bony 
Wisconsin 
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BOSTON WOVEN HOSE & RUBBER CO. 





BostonGardenHose 


if 

or Ka e 
om PLASTIC CY a 
as Z 
= t , 





Boston’s aggressive promotion 
campaign helps you sell! "The 
1953-54 advertising program 
features hard-selling national 


ads, direct mail, sales aids! 








CALL YOUR BOSTON 
DISTRIBUTOR OR 
WRITE FOR 
INFORMATION 
RIGHT AWAY! 





Sales at New High! 





_ DISTRIBUTORS AND DEALERS 


STOCKING UP FOR BIGGEST SALES 
SEASON IN BOSTON’S HISTORY 


Boston Garden Hose is zooming in popularity with hardware dealers all over 
the country, and no wonder! The Boston line means bigger sales volume, more 


¢ ¢ 


BOSTON’S GUARANTEED HOSE 
| GUARANTEES SALES ! 


Boston Garden Hose is guaranteed for 





long wear and sturdy service. Your cus- 
tomers will see the guarantees plainly 
marked on the carrying dises. The dises 
| are attractive eye-catchers that double 
as attention-getting displays. Customers 
| see “em, read ‘em, buy ‘em! Now is your 
| opportunity to cash in on the climbing 
popularity of this fast-growing garden 
| hose line. Join the thousands of others 
from coast to coast who have found it 
really pays to be a Boston Man. You'll be 
supported by the biggest and best gar- 


den hose campaign in Boston’s history! 


profits, and more satisfied customers. 
Here’s why Boston has become such 
a fast-selling garden hose line: 
WIDEST SELECTION: Full choice of 
guaranteed lightweight vinyl plas- 
tic hose: Boston’s Veri-Lite, Nu- 
Clear, Kleerite, and Lawn-Lite ... 
PLUS hardy long-life rubber hose: 
Boston’s Vigilant, Vixen, and 
Tiger. 
* HANDSOME APPEARANCE, BRIGHT 
COLORS! 
* PRICE FOR EVERY POCKETBOOK! 
* BACKED BY BOSTON’S BIGGEST PRO- 
MOTION CAMPAIGN! Featuring 
Saturday Evening Post, American 
Home, Better Homes and Gar- 
dens! Supported by dealers sales 
helps, direct mail, displays, a hard- 
selling and complete package. 


* 


‘Join the swing to Boston and make 


this your big profit selling season. 
Call your Boston Distributor or mail 


the coupon below! 


SS ES IR ES SS SS CR 


Garden Hose Department 
Boston Woven Hose & Rubber Co. 
Box 1071-B 

| Boston, Mass. 


NAME 


COMPANY _ 





ADDRESS. 
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Gentlemen: Rush information to me on the Boston Garden Hose Line! | 
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Make winter pay you a profit 


SELL DOWFLAKE! 














DOWFLAKE, the positive, ice-melting chemical, offers 


you a good profit mark-up and a proven market! 


There’s nothing like Dowflake® (Dow calcium chloride 
77-80%) for getting rid of dangerous ice on steps 
and sidewalks. Spread on lightly, it goes to work 
immediately, even when the temperature is below 
zero. Dowflake is economical, too, only costs a few 
cents an application. Think what this means to your 
customers, and better yet, what it means to you. 


By stocking a good supply of Dowflake, you'll be 
ready for those icy winter days that strike so fast. 
To really make the most of this big winter market, 
be sure you display Dowflake where everyone can see 


you can depend on DOW CHEMICALS 
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it. When your customers know you have it, they'll 
be coming in time and again all winter long. Don’t 
forget that once in your store your customers will 
want many other related items, too. 


Have your distributor give you the attractive counter 
display, promotional literature and newspaper adver- 
tising mats that are designed to help you make the 
most of this big winter profit potential. Contact him 
today. There’s a big profit opportunity in Dowflake, 
so don’t miss taking advantage of it. THE DOW 
CHEMICAL COMPANY, Midland, Michigan. 
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Green Spots NEW ‘Sell-on-Sight’ 


Millions of home-owners are in the dark about 
proper watering of lawns and gardens. Green 
Spot’s 1954 WATERING GUIDE Promotion 
shows how to do it... then sells Green Spot prod- 
ucts to do it right! 

Here’s how Green Spot’s ‘‘Sell-on-Sight”’ pro- 





iGHT WAY to WATER 


POINT-OF -PURCHASE 
HELPS 


Watering Guidecount- 





o sv. eee YF display shows the 
en ceaaes « 000 OO Se ee right Green Spot 
im XE product for every wa- 


fw , tering need. Famous 
oa “mercer ‘How to Do It’’ wa- 
oe tering booklet. Color- 
-ful window streamers. 
Newspaper mat proof 
sheet. Publicity re- 
lease. 


‘promotion helps shoppers sell themselves! 


Tells ‘em how to lick lawn 
and garden watering problems 


gram pays off: (1) Answers shoppers’ questions, 
(2) Makes every salesman an expert, (3) Shows 
key items in use, (4) Sells complete line. 

Ask your authorized Green Spot wholesaler 
how to put this crackerjack promotion to work 
for you! 


SELF- SERVICE 7a 
MERCHANDISER! eam 


Complete garden hose ab, stall 
accessory department 
in less than 3! sq. ft. 
of floor space. WATER- 
ING GUIDE on back 
panel shows “The Homa 
Right Way to Water 

Your Lawn and Gar- 

den,” attracts more 

customers, seils the hose ¢ Shr wn fo 














i — i 
Nozzies and Special ho, MNeCtor. 
: Se CO <tors 
oe 


aed 
° 


= 
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NATIONAL ADS! 


Summer-long campaign /S* 
in The SaturdayEvening 
Post and Sunset shows 
‘‘the right way to wa- ~ 
ter lawns and gar- 
dens,’’ sells Green 
Spot accessories. 2% 









SIX NEW PRODUCTS! 


: : and 
right hose accessories. Menders 
‘ Exclusive ‘‘ Waterite’’ oscil- 


lating sprinkler gives even 


en 
(= coverageof rectangles up to 

G 35 x 40 ft. New ‘‘Rainger”’ 

— POS Ss) impulse sprinkler waters 
LLNS $8" ALL or PART of 100-ft. 
we circle. Other new items: 


4 
‘= 
» 


ef, “\\ Shut-off valve, brass and 
S Vy) plastic nozzle, mender and 
Ss 


coupling for plastic hose. 


SIGN UP TODAY WITH YOUR GREEN SPOT WHOLESALER! 


the complete line of quality hose accessories 


the finest ‘‘in-store” promotion aids 


R E M E M B E R! Green Spot gives yOu... the best consumer advertising 





GARDEN HOSE ACCESSORIES 


® 


A Product of 
Scovill Manufacturing Company 
36 Mill Street 
Waterbury 20, Conn. 





EA 4:1 


Sprinklers * Hand Sprays * Hose Nozzles * Quick Connectors * ““Y" Connectors * Shut-off Valves * Couplings * Hose Menders * Clamps * Goosenecks 
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Only CARLON ... the first real pipe that is plastic 
... gives you a genuine guarantee of quality and 
performance. Compare Carlon’s guarantee with any 
other... it has no equal. CARLON is uncondition- 
ally guaranteed to render satisfactory service... 
otherwise, Carlon will replace the pipe or give you 
credit. You can’t go wrong with CARLON. 


As a leading producer of tubular zoods, Carlon is 


* Buy the Pipe with the Stupe! (cI By 


Gr AyYfee 


CARLON plastic pipe is produced in Ohio, Colorado, North Carolina, Oregon, Texas and Ontario * Export: H. E. Botzow, New York City 
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proud to supply the very best in thermoplastic ex- 
trusions. Only materials meeting Carlon’s rigid 
standards of quality are used in the manufacture of 
CARLON Plastic Pipe. Every foot is factory-tested 
at greater-than-working pressures for more 
than 8 hours to assure the most efficient serv- 
ice throughout the life of the pipe . 


Send for * 
literature today. 





CARLON PRODUCTS 
CORPORATION 


Pioneers in Plastic Pipe 


10300 MEECH AVE. @ CLEVELAND 5, OHIO 
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2. 
| DUST-STOP 


: een ee ee ee ard 


weather! 


Dirt-choked furnace filters rob your 














al 


~~ 


customers of heat. Now’s the time to display, 
promote and sell Fiberglas* 
DUST-STOP Filters. Advertised by 


} 





= Arthur Godfrey on the full CBS Radio Network, | 
1 they can be a good money-maker for you. Make | owsns-connmne ¥ Mite | 
sure you have an adequate supply FIBERGLAS 2 
of all the sizes you need. tn“ | 
(= € Se | 
eu Ef . | 
* FIBERGLAS and DUST-STOP are trade-marks of Owens-Corning . Ee 
Fiberglas Corporation for products made of or with fibers of glass. . | 
oe! = e906 wt har OFF 
ee a a ae ee ee ee a a ee eee ee 
0 


Xl 
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KENTILE SETS THE PACE 


-tohelp youtapa = xs =~ 


—_ 


million dollar market (22: 















WITH the flooring 
industry's biggest 
color ad campaign 


332 ads in 43 national magazines and 
trade papers—110 Sunday Newspaper 
Supplements pre-sell Kentile, Inc. Floors 
to your customers... from coast to coast- 





Kentile Floorin 
Sundries are 
backed by the 


Be sure 






to 
“© Carry the Complete line 


KENTILE inc. 


America’s largest manufacturer of Tile Flooring 


KENTILE * SPECIAL (grecseproot) KENTILE » KENCORK - KENRUBBER - KENFLEX 


KENTILE, INC., 58 Second Avenue, Brooklyn 15, New York * 350 Fifth Avenue, New York 1, New York * 705 Architects Building, 
17th and Sansom Streets, Philadelphia 3, Pennsylvania * 1211 NBC Building, Cleveland 14, Ohio * 900 Peachtree Street N. E., Atlanta 5, Georgia 
2020 Walnut Street, Kansas City 8, Missouri * 4532 So. Kolin Avenue, Chicago 32, Illinois * 4501 Santa Fe Avenue, Los Angeles 58, California 


HARDWARE AGE, NOVEMBER 12, 1953 





HARD 


ZB ‘ 


MORE:O4 








Model 2052—The New! Improved! Smarter! Better! . . . 
re ay Ma Indeed the finest and the best buy on 
volumes of mo the market for “54”, the LAU Fan per- 
Rubber mounted formance anywhere, anytime. 


hub largely elimi- 
aa vibration at Quality Features for Faster Sales . . . 


motor hum. LAU engineers lead the field again with 
foremost designs to offer the highest 
standard of quality at an exceptionally 
low cost. 


Plenty of Advertising Helps. . . 
“Pate Beer” oy Means Easy Sales for YOU . .. Newspaper, 
versatility to the 20” fan. i. a j ici j j i 
Permits caine on leueding radio, television, direct mail AND dis- 
for dozens of uses. plays . . . merchandising and pro- 
motional helps. You'll sell MORE fans 


. .- MORE profitably. ‘ 


Guaranteed 5 Years. . . 

Lau fan ratings are Certified by the 
PFMA and carry UL approval. Fans are 
guaranteed for 5 years and motors 


12”- 16” and 20” Combination Carry a one-year warranty. 
Portable window fans with ‘‘TIL- 
TA-BREEZ” accessory. 12”and 
16” models available with spac- 
er panels as extra accessory. 








THE LAU BLOWER COMPANY, Seine to coclcgs ana tet terme 
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You’re a 
FLAT HEAD! 


You’re a 
BUTTON HEAD! 























You’re 
HEXED! 


‘Zl 
You’re 


FILLIS- 
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IF YOU CALL FOR SHEFFIELD | 


Yes, It Pays to Be Specific. When you ask for Sheffield Cap Screws, 

you get positive assurance of uniform high quality—quality that 
starts with special analysis steel, finishes with a product that’s 

rigidly checked and controlled every step of the way. 


Careful Inspection all during manufacture makes the big difference. i 
Inspection data is recorded and carefully analyzed by methods 
similar to those used in aircraft production. This close check 

makes it easy to maintain Sheffield’s high standards. 


Proved In Use! Sheffield Fasteners have successfully met every 
demand placed on them since Sheffield started manufacturing 
bolt and nut products in 1888. Today, Sheffield offers bolts, nuts 





EFFI E and cap screws in thousands of stock sizes, special sizes, coarse 
SH LD and fine threads. Write today for more information on the 
Quality complete line of Sheffield Cap Screws and other Bolt Products! 


Starts with SHEFFIELD-Made 
special Analysis Steel 


\' ; \ 

pear ee \\ ia, STEEL 7 

| oe @e bo | Wetirywar x | a, 
itn = HOUSTON KANSAS CITY ae —————— — — 








TULSA 
“8S101, ona? 
RY OF armco steer COFF 
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Griffin Butts are Quality Butts . . . pro- 


duced from highest grade steel, carefully rolled in our own plant 


and finished by expert craftsmen. You can be sure of satisfied 
customers when you sell them any items in the Griffin line of fine 
builders hardware. 

For more than a half century Griffin has been producing fine 
products. That experience assures you of the best. Sell Griffin . . . 
and you sell Quality. 


Pee 


“As ae & GRIFF) FFIN wae My ) Every vOOR NEEDS THREE 
MANUFACTURING COMPANY © 
ta. omicTs.———_—_ 
J ERIE -« -. PENNSYLVANIA 
IN REPRESENTATIVES 


? WILBUR H. DAVIS CHARLES L. LEWIS R. F. BEVERS H. C. GLOVER 
1639 W Fargo Avenue 1355 Market Street 4524East 60th Street 2611 Garrison Blvd. 
“Ay = Chicago 26, Illinois Son Francisco 3, Caiif Seattle, Washington Baltimore 16, Maryland 


GEORGE A. GREGG WALTER S. JOHNSON & SONS L. G. FULLER, JR ROY L. ROGERS 
17134-6 Wyoming Avenue 917 St. Charles Avenue 644 Wellington Road 1620 Gorfield Street 
Detroit 21, Michigon Atlanta, Georgia Jackson 6, Mississippi Denver 6, Colorado 
ANY AUSTIN & EDDY INC. E. H. FARRAR HARVEY D. RUSH & SONS W. C. MEIBAUM & CO 
115 Broad Street 6637 Golf Drive 4638 Nichols Parkwoy 6954 Oleatha Avenue 
Boston, Massachusetts Dallas 5, Texas Kansas City, Missouri St. Louis 9, Missouri 
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THE TO SERVE... 





For many years, we have been producing Weslock units 


at a constantly increasing rate to meet the demands 





of our thousands of customers throughout the world. 
Our system of rigid quality control plus our high 
precision engineering standards have established the 


reputation of Weslock as America’s greatest lock value. 








quem LOCK MFG. co, 

















¢ Beautifully designed and finished » Millions in 
use ¢ Unconditionally guaranteed for the life of the 
installation ¢ Simple, fast installation + Budget 


priced ¢ Expert field sales assistance 


For Economy, Dependability and Beauty, choose 


Weslock, America’s greatest lock value! 
£ 


# E S T E R N L 0 C K M F G. C 0. Manufacturers and Sole distributors of Weslock residential locksets W E 
GENERAL OFFICES: 211 NORTH MADISON AVE., LOS ANGELES 4, CALIF. @ FACTORY: HUNTINGTON PARK, CALIF. GENE! 
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le parauclly parecer” 


A NEW DESIGN... 


one BO0OCn000 sper 











@ Precision Engineered 
@ Quality Controlled 


@ Now—WESLOCK offers... 
a choice of two designs... 


at identical budget prices. 










The 500 Concave series is a new concept in simplicity of 
design to harmonize with any contemporary or period 
architecture. Available in all finishes—for every door 

in the home and unconditionally guaranteed 


for the life of the installation. 





Distributed through recognized wholesale channels of trade 


W E S T E R N L 0 C K M F G ® C 0 . Manufacturers and Sole distributors of Weslock residential locksets 


GENERAL OFFICES: 211 NORTH MADISON AVE., LOS ANGELES 4, CALIF. @ FACTORY: HUNTINGTON PARK, CALIF. 
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GOOD HEADS ....GOOD THREADS ...GOOD BOLTS 


If you are looking for a good line of standard bolts, one which combines quality 
and variety, choose Bethlehem Bolts. 

Bethlehem machine, carriage and lag bolts are well made from top-quality steel. 
They have good, strong heads and smooth-running threads, and come in all types 
and sizes. We also manufacture a full line of turnbuckles, clevises, rivets, spikes, 


washers and nuts. 


Bethlehem Bolts are good, dependable bolts—good bolts in every way. 


BETHLEHEM STEEL COMPANY 
BETHLEHEM, PA. 
On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Stee! Corporation. Export 
Distributor: Bethlehem Steel Export Corporation 
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COUPLIN 
FURNACE 





€APITALIZE on CAPITOL 
to save TIME 


and MONEY 





You save when filling orders and when 
you place them, too. When you order 
the complete CAPITOL line you simplify 
your stock, upgrade quality, obtain the 
benefit of freight allowance and cut 
operating costs. All CAPITOL fittings 


: 


are packaged for positive identification, 


0 , easier handling and perfect protection. 
a G CAPITOL. - 
A : a ana 


ONE ORDER ° ONE BILLING 


Al QUALITY 
and packaged for easier handling 


PIPE COUPLINGS HEX BUSHINGS 


Capitol makes them all All taper threads 


NIPPLES REDUCING COUPLINGS 


Standard and extra heavy Seamless steel 


WELL-POINTS SQUARE HEAD PLUGS 


Protecto-Screen and Brass Jackets Sizes 1," through 2” 


UNIONS REDI-BENDS 
250# and 300# U.L. approved For radiant heating 


PIPE CAPS FURNACE COILS 


Seamless steel Contour and straight loop 





Sold only through 
recognized wholesalers 





MFG. & SUPPLY CO. 


COLUMBUS, OHIO 
COUPLINGS — NIPPLES — UNIONS — RADIANT HEAT FITTINGS 
FURNACE COILS — WELL SUPPLIES — STEEL PIPE FITTINGS 








YOUR CUSTOMERS PREFER THE STRENGTH AND BEAUTY OF 


PATENTED 


HUTCHINSON’S 


o, 
je eee: 


Hutchinson’s Scro-Grills are designed and built to give the 











utmost in beauty, strength, and sales appeal. They speak for BR1—Has bar at top. Grill 
i adjustable by sliding along 


bar. Height, 34” to 36” on 
3-foot door. Packed 12. 


themselves in the language of profits. Adjustable in both width 





and height, they fit any standard size screen door. For added 
protection against prowlers, install Scro-Grills on window 
frames. Cut burglaries 80 per cent. For extra profit, sell a 
complete installation of Scro-Grills for every new home or 
modernization job. Scro-Grills are fully protected by patents. 
Available in black-finish wrought iron or aluminum, 14g” x 2”. 
If you do not already have Scro-Grills in stock, write us for 


descriptive literature, prices, and name of your negarest supplier. 











xcC, COWBOY —Very 
beautiful, strong, an orna- 
mental masterpiece, the 
most imitated grill on the 
market. Adjustable. Many 
different Silhouette Designs 
cut from sheet aluminum, 
some illustrated here. 
Packed 6. 


fon 


i 





NENENRNENSNAN 


istic 

















Keep a good supply justable bar at top. A volume seller worth 
in stock. Height, 45” sure-stop, close-mesh stocking in quantity 
to 49” on 3-foot door. protector. Sturdy ap- Protection for women 
Packed 12. pearance. Packed 12. and children's bed- 


coe out of homes. 
DEALERS WANTED pe wr HUTCHINSON & CO. 


attached to window 


Write for prices og iy : cele YLVAN AVENUE 
LAS 8, TEXAS 


BR5—Strong, perma- BR2—This is the bese W-3, WINDOW 
nent brace. Fast seller. guard made. Has ad- GUARD—The big- 
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4 Schlage “Salesmen” For Your Store 


Selling. ¥ Care 


SCHLAGE G300 
Yamelslomsielait 


Screen and Storm Toye: r Reya " 


Door Lock 


a NOW IN HEAVY GAUGE RUSTPROOF Luster Scaled usin 


Schlage is again manufacturing this easy-to-install screen and storm door 
lock. Now it's ready for prompt delivery to you, with this complete G300 
merchandising kit that means fast turn-over and big profits for you! 


SCREEN and 
STORM DOOR LOCK 
DEMONSTRATOR! 


For window or in-store dis- 
play. On your counter, cus- 
tomers can see and try the 
lock just as it will be in- 
stalled on their own screen 
or storm doors. 


SALES-PACKED DISPLAY 
CARTON | Open this colorful pop-up 
s display carton on your 
_—_— counter and double your 


screen and storm door 
lock sales the easy way. 





BRILLIANTLY COLORED 
FOLDERS! 


For self service put these on your 
counters with the display car- 
tons. They answer all customers’ 
questions about the G300, and 
pave the way to quick easy 
sales. Or...as envelope stuffers 
... they bring in new business. 


*SCHLAGE 


AMERICA’S MOST PREFERRED LOCK 


Schlage Lock Company, 220i Bayshore Boulevard, San Franciscu 
Schlage Lock Company of Canada Ltd., Vancouver, B. C 








NATIONAL 
ADVERTISING! 


Full page color advertise- 
ments in national publi- 
cations are pre-selling 
the G300 to lock buyers 
across the country. 


Convex 


*Luster Sealing is not a plating process. Through electrolytic action the 
aluminum is given a glass-hard finish that will retain its original beouty 
for @ lifetime without polishing. 


*An adaptation of Alcoa's Alumilite process. 


See your Schlage jobber for this fine 

screen and storm door lock, made with the same 
quality materials and expert craftsmanship 

that produce Schlage cylindrical locks. 





and 
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be sure to specify the 


sul 
We First orders may come easy today, but C EF NJ 3 he A i 


top quality merchandise is the answer to 


steady, repeat business. Therein lies the suc- precis ion-made 


cess story of Central Packaged Fasteners! 


First, the neat, attractive, colorful Central ee A C K A G 2 D 


package captures the attention of customers 
and gets the initial order. Once used, Cen- ' € A Ss T ¥ ty & oa ay 


tral’s clean, sharp, burr-free, precision-made 














fasteners prove their easy driving and pow- @ WOOD SCREWS ® STOVE BOLTS 
erful holding qualities to generate steady, ® TAPPING SCREWS @ DRIVE SCREWS 
active, repeat trade. Central's color coded © MACHINE SCREWS © SEMS SCREWS 
labels speed sales showing type, size and “ 6 | 
head styles at a glance. Specify Central NO CESS Or CaP eS Se Swe 
Packaged Fasteners to make and remake STANDARD SLOTTED AND PHILLIPS RECESSED HEADS 
sales, win and re-win customers. @® HEXAGON AND SQUARE NUTS @ WASHERS 

HERE 

1. Ge 

LOS ANGELES CALIF aes CHICAGO, ft KEENE, NH ‘aad M 

- 2 = : ; ie ; rrr | . 2. Cl 

ED . S ; ‘ on - 3. M 

al SS —_ ar 

"You Can Depend on Central’ 4. 


area CENTRAL SCREW COMPANY 


350! SHIELDS AVE., CHICAGO 9, ILLINOIS 


3028 €. ELEVENTH ST. LOS ANGELES 23,CALIF. © 149 EMERALD ST., KEENE, N.H 





PLANTS 
46 HARDWARE AGE, NOVEMBER 12, 1953 HARD 











DHE i 2 


& Complete the Sale 





Your customer has improvement in mind 
whether he’s building or remodeling. He’ll 
be eager to put this effort in its best light. 
Why be satisfied with half a sale . . . why lose 
fixture profits when /nspiration-Lighting will 
make the complete sale for you. 


Here’s the hottest thing to hit lighting 
fixture merchandising since the invention of 
the light bulb. Sells lighting and lighting re- 
sults instead of simply selling fixtures alone. 


and Add fixture profits 




















Gh g 


Pixar Reg 








Inspiration-Lighting is added profit that costs 
you little— multiplies by many times the 
number of fixtures sold for every home. 
Inspiration-Lighting makes the home builder 
lighting-conscious before building, not after 
makes it easy to sell better lighting and 
more MOE Lights. 





Easy to sell, 

easy to stock—a 
*MOE Light Home 
Lighting Center 
display takes up 
little room, creates 
buying interest, 





shows customers 
that you have 
what they want! 
*See your MOE 
Light distributor 
for details. 








IF YOU ARE 
NOT ALREADY 
A MOE LIGHT 


7 
HERE’S ALL YOU NEED TO DO... 
1. Get your free catalog from your 
MOE Light Distributor. 
2. Check your inventory and re-order 
the MOE Light stock you need. 
3. Make sure that MOF Lights 
are on your display. 
4. Order mats for local advertising 
from your MOF Light distributor 


DEALER, RUSH 
THIS COUPON 
FOR FULL 

PARTICULARS: 


MOE LIGHT, Fort Atkinson, Wisconsin 


(Division of Thomas Industries Inc.) 


MOE 4542 





: 
= 


\ 
MOE Light pre-sells for you... 
\\\ Full-color, full page ads in lead- 
\ ing magazines that your cus- 
tomers look to for new ideas, 
new trends and styling in home 


decorating. 


\ 


_-— MOE Light full-color catalog... 
A real heavyweight sales tool! More 
than a catalog, this book graphically 
presents the story of Inspiration-Lighting 
and what it can do for every home and 
every budget! And, what's more, it costs 
you nothing! 


MOE LIGHT, Fort Atkinson, Wisconsin 


Gentlemen 


DEPT. HA-1153 


Please send me full details on how | may become a dealer for 
MOE Light fixtures and Inspiration-Lighting 


[_] Send name of nearest MOE Light Distributor 


[_] Have a salesman call 
NAME 
COMPANY NAME 
ZONE 


CITY STATE 








PLANTS AT FORT ATKINSON AND SHEBOYGAN, WISCONSIN; PRINCETON, KENTUCKY AND LOS ANGELES, CALIFORNIA 
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RICHMOND, VA. 





This is Pete Spiro of the Spotless Company. Ine. (hard- 
ware), one of 30 dealers in various parts of the country 
who took L-O-F’s “Blindfold Test’. He Savs: “Brand ‘7’ 
took the cutter much better and the glass snapped quick 
and clean. Much easier to cut than the other three 
brands”. (Z”’ was L-O-F) 

Mr. Spiro was given four well-known brands of single- 
strength window glass to test-cut. He didm’t know what 
brands they were just marked W, X,Y and Z. He ran 
several cuts, sometimes cutting \ first, sometimes Z or 
W or Y. Ineach case. he picked Brand “Z” as easiest to cut. 

28 out of the 30 dealers who took this test, picked 
L-O-F! 

L-O-F Window Glass is easier to cut into big pieces or 
little pieces. It’s easier to cut into angled or curved pieces. 
You can even cut off narrow strips with a light. easy stroke. 

L-O-F cuts easier because it is annealed more slowly, 
more patiently. That makes it less brittle so it’s a safer 


buy for your customers, too. 
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“L-0-F CUTS MUCH EASIER’ 
says Richmond dealer 


TRY THE ‘BLINDFOLD TEST’’ YOURSELF! 


Cut L:O-F first, last, or in between the other 
brands. Run any kind of a cut you want. 
You ll see why vou have fewer bad cuts, less 
waste and more profit with L-O-Fk, 

Call your nearest’ L-O-F Distributor. 
These local businessmen are listed under 
“Glass” in the vellow pages of phone books 
in many principal cities throughout the 
country, And send for your free booklet 
“For Greater Profits in Window Glass”. 

Write) Libbey -Owens:Ford Glass Com- 
pany, O7113) Nicholas Building, Toledo 3, 
Ohio. 


2-----------—~----—-—---5 
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LEW... 20 NEW VICTOR WALL 
AND CEILING VENTILATORS REALLY SELL!” 


“T haven't had such a big week since I got my first power lawnmower! Guys 
walk in for an extension cord, walk out with a new VICTOR VENTILATOR! 
They like its good looks, quality features, and the fact that it’s made by a 
time-honored name in the ventilating business—VICTOR! 

“If you'd like to run yourself ragged making sales--and money, too—see 


your Victor Distributor, He'll have you mopping your brow in no time!” 


Here’s the line that’s altracting all the business— 
from homeowners... from builders! 





VICTOR MODEL V-83 


Smartly-designed, one-piece grille permits maximum air passage! 
Comes in standard snow-white enamel finish, or in chrome at slight extra cost! 


“Starts” and “stops” by easy-reach pull chain! 


+ 
* 
e 
®@ Powered by induction-type motor... won't interfere with radio or TV reception! 
@ Whisper-quiet! 

@ Propeller and motor assembly “snap in"—easy to install, to clean! 

@ Comes "knocked down” for quick, on-location installation! 

a 


Available in two sizes—8”" (Model V-83) and 10” (Model V-103)! 


VICTOR 10’ WALL OR CEILING VENTILATOR! V-CW103 


@ Wall or ceiling installation optional! 


@ King-sized vent duct provides 20% more cross sectional duct area. Won't “choke” off 
air delivery—ever! 


@ Deep-pitched, 3-blade propeller gives maximum air delivery, clears out hot, grease 
and odor-ladened air in a hurry! 


@ 3-speed control switch! (optional at extra cost.) 
@ Twin dampers to prevent backdraft! ° 
@ Beautiful, one-piece grille in snow-white enamel or chrome! 


@ “Snap in” propeller and motor assembly! 









. ‘ sc y 7 
For on-location sales . . . VICTOR’S New Floor Display! 
The best “silent salesman” you ever had! Snares homeowners and 
speculative builders, too! Comes ready to set up-—ready 
10 make sales for you, Ask your Victor Distributor for your FREE floor 
display today! 
There’s never a “slump” in the ventilator business! It’s a four- 
seasonal salesmaker. For all the facts, call or visit your 


Victor Distributor soon! 


VICTOR VENTILATOR COMPANY 


Lockland, Cincinnati 15, Ohio. Dept. HA 11 

; \\ f 

Victor also makes a complete line of attic and / 
VENTILATORS AND FANS exhaust fans. Ask about them! 
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THE FERRY CAP & SET SCREW CO. 


e CLEVELAND 13, OHIO 
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SCRANTON ROAD °¢ 


“SHINYHEADS” 


America’s Best Looking Cap Screw 
Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished hexagon head cap screws— 
bright finish. Heads machined top 
and bottom. Hexagon faces clean 
cut, smooth and true, mirror finish. 
Tensile strength 90,000 p.s.i. 
Carried in stock. 


“LO-CARBS” 


Made of AISI C-1018 steel —bright 
finish. For use where heat treat- 
ment is not required and where 
ordiuury hexagcn heads are satis- 
factory. Hexagon heads die made 
to size —not machined. Points 
machine turned. Tensile strength 
in accordance with SAE Grade 2. 
Carried in stock. 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam-tight on tap 
end unless otherwise specified, 
with flat and chamfered machined 
point. Nut end, oval point. Land 
between threads shiny, bright, 
mirror finish. Carried in stock. 


ie 
CONNECTING ROD BOLTS 


Made of alloy steel — heat treated — 
threads rolled or cut — finished to 
extremely close thread and body 
tolerances — body ground where 
specified. Expertly made by the 
pioneers in producing connecting 
rod bolts by the cold upset process. 


““HI-CARBS”’ 
Heat Treated Black Satin Finish 
Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treat- 
ment. Hexagon heads die made, 
not machined. Points machine 
turned; flat and chamfered. Ten- 
sile strength in accordance with 
SAE Grade 5. Carried in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in producing 
Cup Point Set Screws by the cold 
upset process. Cup points machine 
turned. Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


* , 
ADJUSTING SCREWS 


Valve tappet adjusting screws — 
Hexagon head style — to blue print 
sseciindinue—haaneeh head hard; 
polished if specified — threads soft 
to close tolerance— points machine 
turned; flat and chamfered. 


a 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end annealed. Supplied in various 
head shapes, with oil holes and 
grooves of different kinds, and flats 
accurately milled. 


FERRY PATENTED ACORN NUTS 


For ornamental purposes. Stee! in- 
sert — steel covered. Finish: plain, 
zinc plated, cadmium plated. Size: 
9/16", 3/4",15/16" across the flats. 


Tapped 1/4" to 3/4” inclusive. 
Cross section of Ferry patented 
acorn nut, showing how stee! hexa- 
gon nut fits snugly into shell. 











i 
r 
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Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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TANDARDS 


carried by 
LEADING 
DISTRIBUTORS 











SPECIALS 


furnished to 
BLUE PRINT 
PECIFICATIONS 





WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 
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® ... and here's why! 


CORBIN CABINET LOCKS| 


are HOT ITEMS 


for the “Do-it-yourself” market 


Hard-selling messages like those shown 
below have appeared, are appearing, and will 
appear in POPULAR MECHANICS, POPULAR 
SCIENCE and MECHANIX ILLUSTRATED. As 
you can see, these ads are expressly directed 
to the millions of home craftsmen who are 


your best type of customer. Cash in on this 


TTT IR TA ac ssi 


continuing Corbin campaign! Stock and 


display Corbin Cabinet Locks ... and 





Corbin Padlocks .. . up front. 






















yook roe Call your Corbin jobber now! 
» if uP 
e cana 

DS At roa" NEED It’s Easy 

rh CE@ | a Padlock to Install 

Weed Fs or Cabinet a CORBIN 

| | TEE Lock? CABINET 
Look for the 
Corbin Lockshop 





at your 
* hardware store 


din the 
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A Foospect for Shou MeKing lives here { 








The owner of this attractive home is undoubt- 
edly a successful business or professional man. 
As such he is necessarily intelligent. 

He knows (1) that men unaccustomed to the 
routine of strenuous work should not risk the 
exertion of snow shoveling, (2) that temporary 
help is usually impossible to get when most 
needed, (3) that in cases of emergency the 
ability to get out of house or garage is quite as 
important as getting in, (4) that totaled over the 
years the cost of snow removal by hand labor 
reaches an unbelievably high amount. 

So, he is a good prospect for steel pipe snow 
melting! 

Yes, many home owners in the snowbelts have 
reasoned it through and have installed driveway 
and sidewalk snow melting systems not only as a 
wonderful convenience and safety measure but 


Sreel Pine 


\s First Chaite 








also as an economically justifiable investment in 
added property value. 
Steel pipe helps to make it so. For steel pipe is 


‘economical, durable, weldable and formable for 


grids and coils, and has a proved background of 
performance in more than 60 years of conven- 
tional steam and hot water heating applications. 
In fact, for snow melting, radiant heating and 
other wet heat installations, steel is the most 
widely used pipe in the world! 

A free 32 page color booklet, “Steel Pipe Snow 
Melting and Ice Removal Systems,” has been 
prepared, answering the most commonly asked 
questions about snow melting. It includes tech- 
nical data on design, piping layouts, temperature 
requirements, boiler capacities and other in- 
formation for domestic, commercial and indus- 
trial uses. Ask for it. 


COMMITTEE ON STEEL PIPE RESEARCH 


AMERICAN IRON AND STEEL INSTITUTE 


350 Fifth Avenue, New York 1, N.Y. 
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Retoil Price $3.85 
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Retail Price $2.95 
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By Carton, Foot, or Pound 
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Columbian COLPACK Coil Cartons 
f ona Th 
































Always clean, compact, Simply punch out hand Compact cartons save room, 
neatly coiled. Free from hole at top of carton. Pull make room for complete 
dust, oils, abrasives. No rope end, cut. Remaining stock... preventing lost sales. 
lashings to cut. end always easy to reach. Store or display anywhere. 


Columbian Coil Cartons are real time savers... 


real sale-makers! 





, 


COLPACK octagonal cartons hold approximately 25, 50 and 75 pounds of 3/4” to % 
diameter Pure Manila or Radium Sisal. Rope stays properly coiled at all times. Each 


foot is in prime condition as it leaves the box! 


Shape of carton adapts it to your storage and display problems. Place it anywhere — 


on floor, on counter, under counter or in basement — and it serves as storage bin, 





display unit and dispenser. 


Order Columbian Pure Manila and Radium Sisal Rope in the versatile Colpack 


Cartons from your jobber. Price per pound same as ordinary coil. 


COLUMBIAN ROPE COMPANY 
400-70 Genesee Street 
Auburn, ‘'The Cordage City’, N.Y. 
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-«- SELL THE FASTEST SELLER 


Wheel Garden Tractor 
















America’s No. 





Let CHOREMASTER, the finest One Wheel Garden Tractor, demon- 
strate its sales potential to you as you demonstrate its power and 


versatility to your customers. There are 35 money-making attachments 
for city, suburban and farm chores. 


@ Backed up with aggressive promotion . . . Ss 

@ A big, brand new cooperative advertising program... 

@ Constant, hard-hitting advertising in leading national 
farm and home magazines... 

® Scientifically planned selling aids and special seasonal 


promotions... 


The multi-purpose CHOREMASTER works year ‘round for owners— 


sells year ‘round for you. 














Get the facts about a CHORE- 
MASTER dealership. Write 


today for detailed informa- 





tion and name of your 
\ distributor. 
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a CHOREMASTER ww. 


The complete line of CHOREMASTER best-sellers . . . WESER ENGINEERED PRODUCTS, INC. 


Garden Tractors, Tillers, Rotary Mowers, 828 EVANS STREET, CINCINNATI 4, OHIO 
Power Hole Diggers, Chain Saws 
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Clinton 
hex mesh 


nettings 















HEXMESH 
Nettings 







OTHER WICKWIRE 
HARDWARE PRODUCTS 






_ in a wide variety of widths, 
Gold Strend meshes and wire sizes, Clinton Hex Mesh Nettings 
insect Wire Screening are used extensively for poultry and fur farm en- 
a closures, crab traps, stucco reinforcement, baseball 

and tennis court enclosures, and for numerous other 





diversified purposes. 
*You can count on continued customer satisfaction 
with sturdy Clinton Hex Mesh Nettings. Made with 
siesta extra strong selvages, they hang well, are easy to 
Door Springs handle, will give years of weather-resistant service. 


Clinton Standard P , : 
Hardware Cloth as Write or call our nearest sales office for full details. 








THE COLORADO FUEL AND IRON CORPORATION—Denver, Colorado 
PACIFIC COAST DIVISION—Oakland, California 
WICKWIRE SPENCER STEEL DIVISION—Atlanta, Boston, 
Buffalo, Chicago, Detroit, New Orleans, New York, Philadelphia 


WICKWIRE 


wan MT HARDWARE PRODUCTS | 









Wisco Flexible 
Wiré, Clothes Line 
Quick Hitch 
Gate Springs 
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- Jobbers! 
Dealers! 


get set for the 
biggest 


HURRICANE 
SEASON 


in history © 


the hatches! Stand by for action—be- 
i ings are brewing in the power 
mower business! The greatest selling year in 
Hurricane history 1s just around the corner. 
Here’s 4 limpse of what's on the 
for the 1954 selling season. 


INCREASED CONSUMER ADVERTISING — Such 
widely read magazines as House Beautiful, 
The Flower -Grower, House 4” Garden, 
American Home and Better Home 


horizon 


it 
terial that will help you sell harder at point 


of purchase. No cost for this service: 


EXPANDED LINE —The addition of “Hurricane 
Traveler’ —4 brand-new self-propelled rotary 
odel—will round out the Hurricane line— 
give dealers a complete line of quality i 
canes to cover every sales possibility! 


STEPPED UP PRODUCTION — Again in ‘54 


factory Pr uction W! 

tially to meet the bigger-than-ever emand for 
Hurricane qué ity. 2 
worry about short supply- ere will be 
plenty of all four Hurricane models for every” 
one carrying the line! 















There’s 1° doubt about it. Hurricane means 
business — BIGGER BUSINESS __ during the 
1 To find out how you can share 


coming year: 
in this Hurricane Sales send the coupon 


° . 
below for the full facts of the greatest Hurri- 

























cane season in history! 








Hurricane — the line more customers 


ROTARY POWER MOWERS put their money on! 





’ 


Dept. H 26 


2722 Cherr St 
verry 
Kansas C 
Sey Missouri 
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HURRICANE JUNIOR 


—An 18 i 
replica of 
can i ight rm 
—_ _— Light and on 
= : a Same 
~~ ) as Senior m 
omatic governor a 


MAIL NOW 


TODAY! 














National Metal Products Co., ine. 






Dept. H- 

2722 Cherry St. 

Kansos City, Mo- 

ons business Rush com 


Show me thot Hurricane 
at once 


m 
plete selling and merchandising plans 





Nome 


Address 


City Stote 
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-MITEE PIPE JOINT COMPOUND 


(Pronounced “MIGHTY!” ) 





RU ry 


HG: hy 
644 aE 


Biihis hii af 


“wit ‘ead vim 


} "Ye 


4.5 


a 





PASTE FORM-READY TO USE 























A regular pipe joint compound — not a paint, 1 LB. CANS 
tt hite lead Li h 12 in a carton 
putty, white lead or crayon. Lithographed cans Shining wt 14 Ibe 
. . no paper labels to tear or soil. 5 LB CANS 
6 in a carton 
SB EE OU 8 jOBBER Shipping wt. 34 lbs 





nt SUNSHINE CHEMICAL co., inc. 600-602-604 W. LAKE ST., CHICAGO 6, ILL. 
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no} HODELL helps 


you promote 


MORE CHAIN SALES 


yousenOly COUNTER DISPLAY 


CARIN 


















Display the four fastest selling 
patterns of small household 
chain in this attractive counter 
display. Four reels per display, 
50 feet each of 16Single Jack,2 /0 
Safety. 18 Register, 7 Bulldog. 








CONTAINERS 


To supplement the new Chain Merchan- 
diser, display the four most opular sizes 
of proof-coil and BBB coil ie. packed 
in the “Little Drums” or the new and 
sturdy Hodell Pailettes—100 Ibs. or 100 
ft. continuous lengths of a size, i, '4, 
34 or %. 





MODELL SINGLE JACK 





HODELL REGISTER 


DOG CHAIN DISPLAY woot sarerY 
Let customers select from a ae 


MODELL BULLDOG 











the 12 assorted dog chains 


available on this 2-color dis- CHAIN MERCHANDISER 


play. Popular “Bulldog” ‘ AT 
pattern in leash or dog chain MODELL LIBERTY MACHING \ new, compact ¢ vain epartmentin just 
stvles with a choice of as- two square feet of floor space. In bright 
sortments. red and yellow. Six popular chain assort- 
ments available. Dimensions: 57” high, 
ee come 16!” deep, 19!2” wide. 











Hodell offers a chain for every 
purpose in standard hardware 
packages or on reels. 





PROOF COIL CHAIN 


ANIMAL CHAINS Hodell halter and dog chains. 


leashes, cow ties, tie-outs, kennel and exerciser chains, : 
anti-cow kickers, dog couplers and chain choke collars 








are available in all popular sizes and styles. o _ — 
| ASK YOUR JOBBER FOR HODELL CHAIN | 

HODELL CHAIN COMPANY, Cleveland 3, Ohio 
Division of The National Screw & Mfg. Co. 








= <a 
FASTENERS Sf HODELL CHAINS CHESTER HOISTS 


ILL. 
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YARDLEY 
LlearStream Pipe ~ 








A reputation for quality grows fast. That’s why ClearStream 
Pipe has won leadership quickly from coast to coast. To main- 
tain its good name Yardley carefully selects its distributors- 

backs ClearStream with regular space in leading farm maga- 
zines and trade papers, supplemented with newspaper, radio 


& 
and point of sale advertising. Zerviced @ ® te 





| There's an experienced Yardley representa- 
tive near you to help sell and service Yardley 


ClearStream Pipe. 


YARDLEY FACTORY SALES REPRESENTATIVES 


BALTIMORE 18, MD. DAYTONA BEACH, FLORIDA NEW YORK 6, N. Y, ST. LOUIS 19, MO. 
Ted G. Barto John E. Cook Frank Ames W. T. Leonard 
2301 N. Charles St. 1601 North Grandview ‘ 92 Liberty St. 10 N. Old Orchard Ave. 
BUFFALO 3, NEW YORK (Phone 3-1955) (BArclay 7-7264) (REpublic 1932) 
Chester Bess Company DENVER, COLORADO OMAHA, NEBRASKA ST. PAUL 4, MINNESOTA 
458 Ellicott Square Building George M. Estep & Assoc. E. N. Tipton Granse Corporation 
(WA. 2803) 410 Merchandise Mart 5615 Florence Blvd. 1954 University Ave. 
CHICAGO 26, ILLINOIS 1863 Wazee Street (KEnwood 3948, Res.) (NEstor 1889) 
R. S. Stephens (TAbor 0765) PHILADELPHIA, PENNA. SUNBURY, OHIO 
7720 N. Sheridan Rd. DETROIT, MICHIGAN J. W. Worthington R. J. Larson & Assoc. 
(AMbassador 2-1725) Roy A. Smith 105 Forest Ave. 28 N. Vernon St. 
CLEVELAND 15, OHIO 218 Lexington Bldg. Narberth, Penna. (Phone 163) 
The Mussun Equipment Co. 2470 W. Grand Blvd. (Phone 8-2932) WHEELING, W. VIRGINIA 
R. 208, 4500 Euclid Ave. (TRinity 5-5721) PORTLAND 9, OREGON James G. Squibb 
(PRospect 1-2320) AUNTINGTON PARK, CALIF. Fred E. Becker & Assoc. Hawley Bidg. 
DALLAS 2, TEXAS Nelson & Field, Inc. 1132 N. W. Glisan St. (Phone 1625) 
Stanley D. Bowles & Co. 3480 E. Randolph St. (BRoadway 2643) EXPORT SALES 
1910 S. Lamar St. (LOgan 8-3193) NEW ORLEANS F. & J. Meyer 
(IMperial 1319) Walter E. Evans & Co. 115 Broad St. 
3312 Severn Ave. New York 4, New York 
(TEmple 5504) (Cable Address: Parataxis) 





Ask any of these representatives about Yardley ClearStream Garden Hose and special extrusions 





YARDLEY PLASTICS COMPANY 


142 Parsons Avenue, Columbus 15, Ohio—In Canada: DAYMOND CO., LTD., Chatham, Ont. 
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“You can build a good winter business on 





HE long winter evenings ahead will give house- 
holders pienty of time to do many of the necessary 
maintenance jobs around their homes . . . jobs like 
repairing screens and protecting screen doors and 
cellar windows with Hardware Cloth. 
That’s why it will pay you to keep Cyclone Insect 
Wire Screening and Cyclone Hardware Cloth well dis- 


FLEXIBLE STEEL MATS 
Clean Better —Last longer 


—* —_ 
. 
vet se alu 


m 
x 

asteiied Brot’ 

Go 





Cyclone Insect Wire Screenii 





or atl 


played during the coming months. They will remind 
your customers of their needs and bring you profitable 
business. 

Cyclone Insect Wire Screening gives your customers 
a choice of three durable materials—galvanized steel, 
hronze and aluminum. \|ts firm, even mesh and lasting 
good looks mean screen jobs of the most satisfactory 
kind. It is offered in standard 18 x 14 mesh... in 
24, 26, 28, 30, 32, 34, 36, 42, and 48-inch widths. 

Cyclone Hardware Cloth has built a reputation as 
the top-quality woven hardware cloth with the welded 
selvage that makes installation so easy. Wires are 
straight and even and heavy galvanizing assures long 
life. It is manufactured in 2 x 2,3 x 3,4x4,and8x8& 
mesh sizes as well as 34” and %” heavy grades... in 
24, 30, 36, and 48-inch widths. 

Make sure you have a full stock of these and all the 
other Cyclone “Red Tag” Hardware Products. Order 
from your jobber today. 


CYCLONE FENCE DEPT., AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL CORPORATION 
WAUKEGAN, ILLINOIS - SALES OFFICES COAST TO COAST 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


U-S-S CYCLONE -pec7o9 HARDWARE PRODUCTS 


HARDWARE AGE, NOVEMBER 12, 1953 





61 

















If you’re searching for 


EXTRA PUMP PROFITS 


i It's-the sales you don’t make that really hurt! If you've 

been losing pump sales because you didn’t have the right 
o pump at the right price — these two new Goulds pumps are 
going to be mighty welcome discoveries. Better see ‘em 
right away... at your Goulds distributor’s. And while 
you're there — let him show you the complete Goulds line 


— for a completely profitable pump business! 






FIG. 3371 tie FIG. 3658 
=m 


MULTI-STAGE JET PUMP 


Built especially for those extra deep well jobs (up 
to 200 ft.) where higher pressures are required. 
Delivers up to 1175 G.P.H.— may be used for 
single or twin pipe jobs. 2- and 3-stage models, 











Yo H.P. DEEP WELL PUMP 


For deep well jobs where pumping level is not more 
than 130 ft. A completely packaged unit, less tank 
with all famous features of Goulds Jet-0-Matic - 
yet priced for volume sales! Easily installed on 











in %, 1 and 1% H.P. units. Easy to install — single or twin pipe systems — capacities up to 670 
to service, too! gallons per hour! 
rg 
, H 
f See your distributor 
4 or write 
. WATER SYSTEMS 
s 





GOULDS PUMPS Inc. : 
‘. Seneca Falls, N.Y. Ff 


r~ a 
ew oe oy op an FOR EVERY FARM AND HOME NEED 
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KIRA LITE 


Shovels 


Only 37 


‘Pounds ! 


Re-order No. Stamped on Socket! 


®@ So light, so right, so easy to 
handle 

@ Hollow back design is extra 
strong—blades specially heat 
treated for added strength 

@ Re-order No. stamped right 
on socket. Saves time—elimi- 


nates errors 


EXTRA STRONG! 


Weight test proves 

ruggedness of new 

Ingersoll Xtra Lite 
Shovels 


@ Blades made of Ingersoll's 
famous Tem-Cross steel 
guaranteed not to split or curl 
at the edges 

@ Both round point and square 
point models available with 
Dee or Long handle 

® Handsome aluminum finish 
on blades 


WRITE TODAY FOR FULL DETAILS 


INGERSOLL STEEL DIVISION 


Borg-Warner Corporation 


NEW CASTLE - INDIANA 














Y sSERENADES 


4, 


Here’s the sweetest harmony you have ever 
heard... the continuous tinkle of the 

cash register sparked by Aladdin’s terrific 
sales campaign. You’ll sing with joy 

at the way your Aladdin vacuum ware will 
sell... there’s no need to shave on profit 
to make sales either— Aladdin sells fast 

at full price with full profit. 





















MED & » _ 
foe =m '> 3 * Guaranteed by ~ 
sale : Good Housekeeping 
PARENTS) || a a 
< MAAGALINE « y 


4 sovcannsto 




















Ads in every 
other issue of 
Popular Mechan- 
ics... it’s read 
by those who 
carry their lunch 
to work. 









Ads through the 
year in Good 
Housekeeping... 
displaying the 
Good Housekeep- 
ing Guaranty 
Seal. 


Ads throughout 
the year in Par- 
ents’ Magazine 
... featuring 
their commenda- 
tion seal 






OTHER WEEK in 
the Saturday 
Evening Post... 
your whole com- 
munity will get 
wind of this. 


























Sharp as a razor... 


Médddéeé angler vacuum bottle 


Exciting stimulation for red blooded, sports minded men. 
Features a beautiful, full color painting of famous fighting 
fish . . . here’s a real eye-catching traffic stopper that’s 
a conversation piece as well as a vacuum bottle. 
Comes in pints and quarts... in lunch kits too! 





ALADDIN INDUSTRIES, INCORPORATED 
NASHVILLE, TENNESSEE 
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ORES LIBUS 


9 WEW BEST SELLERS” YAS 
Christmas tolits Uf emer 


ampLite 
otal *).@ele) 4 


> amazine “ONE and ONLY” ookLite 
KampLite a arec aun — 
Se one =. 










@ Gives More Brilliant Light than any Electric Lantern 


@ Burns “‘Leaded”’ Gasoline—No need To Search for 
Hard-To-Find White Gas 


@ For Every Outdoor Use and the Only Lantern For 
Night Fishing 


@ Every Lantern User Is A "Red Hot” Prospect 


BURNs 
S 





< 





SX 
+i ne 


@ NEW! All-Aluminum Interiors 


@ NEW! Brilliant Colored Steel or Lightweight Alumi- 
num Outer Cases 


@ 10 Models To Offer—Prices Range From $9.95 to 
$29.95 Retail 


@ The Most Modern, Eye Appealing Portable Refrig- 
erators On The Market 


>), @ Wanted By Every Sportsman and Every Family 


_ Kamphook and Kooklite Too/ 





OF ~ FROM YOUR DISTRIBUTOR OR WRITE FOR 
ae HIS NAME TO. 


AN GAS MACHINE CO., “Albert Lea, Minn. 


= SDIVISION OF QUEEN STOVE WORKS, INC. 
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L y 
EXCLUSIVE NEW OLIN DISCOVERY... SOLINITE*... Cited by TIME Magazine 
HELPS PREVENT LEAKAGE, SUDDEN BATTERY FAILURE as 
Says TIME about Olin’s new Leakproof . 
Battery: “A flashlight battery which is _ 
PIO ng vy chomiony sealed eqvinat leakage of its 
double protection BY / electrolytic materials was put on the 


against leakage at top. market by Olin Industries, Inc. Sealed V 


os 
SSS 


; 


by a chemical, the battery does not 


SOLINITE — 
prevents formation 
of core at source! 


require thick insulation or an outside MI 


metal jacket.” 


A New Kind of Battery 
Every Store Should Carry 


Moisture-proof 
outer jacket — extra 
barrier on all sides. 


SSSSSSSSS 





Protective disk — ‘ 
gives added safety \ 
at bottom, keeps 
contacts firm. 


There’s more profit for you in exciting 
new merchandise. Be the first in your 
area to stock and feature this great new 


TAA LEAL ARRAY 


SS 
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kind of battery—developed exclusively 
by Olin scientists to give America its first 











Trade Mark for Corrosion Inhibitor truly modern battery. 
OLIN’S GUARANTEE: If this battery damages your flashlight send it with 

the battery to us. We will promptly give you FREE a new flashlight of NATIONALLY ADVERTISED IN 
equal value — plus batteries! unete ee oun) ee 





; Look « Collier's 
Farm Journal «+ True 
Order These New Counter Displays Now Country Gentioman 
Boy's Life 


Th 
if 


















DE-LI 
every 
( prom 
Orde 
items 
48 OLIN No. 1511 48 OLIN No. 1550 nue, 
GUARANTEED BATTERIES SIZE “D" LEAKPROOF BATTERIES 
Long-life, guaranteed batteries to sell at Extra long shelf life. No dating I 
2 for 25¢ required. Extra profit for dealers. 
Retail price 15¢ ea. 
COLORFUL— COMPACT — PROFIT PER UNIT 35% 
ELECTRICAL DIVISION, OLIN INDUSTRIES, INC., NEW HAVEN, CONN., U.S. A. 
HARI 
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ER NOW-DISPLAY ’EM-SELL ’EM! 


Greatest fishing extra” 
in history! Wow available 


WW OMLIMUTED QUANTITY 











* First time in four years 





WEIGHS AND 
MEASURES FISH 











TWO STYLES 


Model 208 weighs fish up to 
8 lbs., measures to 24 inch.— 
$2.00 retail. Model 228 
weighs to 28 lbs., measures 
to 42 inch.— $2.50 retail. 
Black rust-proof finish. 
Lightweight. Precision 
made. Individually boxed. 





€— Accurate spring 
scale 









Steel 





The “extra profit” SE. einai 
item that sells itself! FISHERMAN’S 


DE-LIARS make “goin’ fishin’” more fun! That’s why D * = LIAR 


every fisherman buys one on sight. Display them 

prominently now for important “extra profits.” 
Order plenty—remember De-Liars are favorite gift Weicus and Measures 
items, too. Langley Corporation, 310 Euclid Ave- Fisa! 
nue, San Diego 14, California. 






ORDER NOW FROM YOUR JOBBER 


There are plenty... don't run short! 
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No. 8000 
Display for Deceiver” Super- 








BOOd - Reece Lints 


SUPER.LIM? MONOFILAMENT NYLON 


Limp Spinning Line 


New Twist-Free Pak, an exclu- 
sive South Bend feature (pat. 
appl'd. for) that guarantees cus- 
tomer satisfaction. Line can't 
be wound on the reel incorrect- 
ly. The Pak automatically 
neutralizes the twist put in the 
line by the reel. 

Eliminates complicated, 
costly winders. A great saver 
of clerks’ time. Supplied free 
with every 2 spools (100 yds. 
each) of Deceiver® Super-Limp 
Line. Empty Pak provides han- 
dy plastic re-use box. 


wy 


Twist-Free Pak 


Show more--Sell more 


tues 




































so WITH THIS FREE DISPLAY 
for South Bend 


DECEIVER' 


SUPER-LIMP MONOFILAMENT NYLON 


Spi * Li 





@ Here's an extra “salesman” for you! And, it won't cost you a 
cent. Attractively designed and colored, this display will catch 
fishermen’s attention and its sales-compelling messages tell the 
whole story of the new Deceiver® Super-Limp Monofilament 
Nylon Spinning Line and its unique new Twist-Free Pak. Line 
becomes a self-service, “pick-up’’ item—you get more sales with 
less effort. 

This practical, revolving metal display is yours for the price 
of the line. It contains 24 Twist-Free Paks, each holding two 
100-yard spools of line, for a total of 2400 yards of 6 lb. line 
and 1200 yards each of 4 and 8 Ib. tests. You get both the display 
and the Twist-Free Paks free! 

' Take advantage of this unbeatable offer ...and boost your 
line sales. Ask your jobber now for the No. 8000 Display. 

Also available is No. 8000A Special Salt Water Display with 
12 Paks each of 6 and 8 lb. lines—total 2400 yards of each. 


South Bend Bait Co., South Bend 23, Indiana 


New SIXPAK Display- 
Dispenser is a special mer- 
chandising unit containing 
6 Twist-Free Paks of De- 
ceiver® Super-Limp Line in 
4, 6, 8 or 10 Ib. tests. Adapr- 
able for use on wall or 
counter. SIXPAK Display- 
Dispenser and Twist-Free 
Paks furnished free— you 
only pay for the line. 
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, Only Ray-0-Vac is fully 
sealed-in-steel! 


rotection 


In 1952 and 1953, Ray-O-Vac has been the only 
battery and flashlight manufacturer to use four- 
color advertisements in farm papers. Not only has 
Ray-O-Vac led in its own field, but in 1952 it ran 
more 4-color ads (like those above) in national and 
regional farm papers than 21 of America’s biggest 






‘Ray-O-Vac leads 


advertising in farm papers! 


Ads like this—in four colors— 
talk the farmer's language—and 


as 
"ye 


= * 
AY 







Light 
when you need 
it most! 








Only Ray-0-Vac is 
sealed-in-steel! 






WA Ee. Steel's the Difference! 
Rees 6 


» a 


companies, among them Admiral, Allis-Chalmers, 
Chrysler, John Deere, Dodge, Kellogg, Plymouth. 

Ray-O-Vac continues to reach the important 
farm market in 1953. Look for 4-color Ray-O-Vac 
ads in Town Journal, Farm and Ranch, Farm Jour- 
nal, Progressive Farming, and Country Gentleman. 


Sell the batteries and flashlights your farm and city customers know about...RAY- O-VAC: 


RAY-O-VAC COMPANY, MADISON, WISCONSIN 
RAY-O-VAC CANADA, LTD., WINNIPEG, MANITOBA 
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It’s here! The year’s big news in 


The sensational 


eee 











aw 


A SCOTT ATWATER'S pace- . 
setting features clinch 
extra sales for you! 


slimmer, offers less water resistance 


Or We% AQUABLADE LOWER UNIT is far 


than previous designs. It increases 


— oa motor efficienc y, produc es extra 
4p speed and better gasoline mileage 
[} t 
' 
PILLOWED POWER cushions entire wy, <u 
powerhead, reducing noise and oO 





vibration for a remarkably quieter, 
smoother ride 


o 'P’. COMPLETE SHIFT —forward, neutral, 
a— ._ reverse at the flick of a lever. The 
aN /t feature voted “‘most wanted” by 

o ) -- outboarders ... and a famous Scott- 


Atwater selling advantage! Plus... 
snap-on Remote Control Connector 
that makes it easy to rig Remote 
Shift Control 





STOWAWAY FUEL TANK—on all ~_ 
four models: 5, 74%, 10, 16 HP! Se 


Automatic fuel pump on motor | an 
eliminates dangerous pressurizing (A 
of tank or hose a “+ 
d 
TWIST-GRIP SPEED CONTROL prr- ns 


= “ee ” y 
mits convenient “eyes-ahead”’ pilot- 
ay ing—a popular feature of the entire yi 
A | 
—s? line of deluxe Scott-Atwaters! 4 
a 


a 
oe 





a 
e 
You get MORE SELLING POWER with Qegty-ATWATER! | 
+ 
y 
POWERFUL ADVERTISING — Dominant FREE NATIONWIDE SERVICE—A Scott- EXCLUSIVE FLOOR PLAN available to i 
ads in leading magazines including LIFE, Atwater “extra”! Your customer gets franchised Scott-Atwater dealers is the 
POST, COLLIER’S, plus dealer listing ads free service on his new motor anywhere in first financing plan of its kind offered by 
in key cities and top-notch selling material. the country during the warranty period. any outboard motor manufacturer. Ge 
PROTECTED FRANCHISE — Your terri- BAIL-A-MATIC ON ALL 4 MODELS! “YEAR-TO-PAY" PLAN enables your 
tory is protected, prices are protected, Never before has a major improvement customers to purchase their motors with 
profit opportunities are protected when like Bail-a-matic been offered on a com- only asmall down payment and take care d 
vou’re a franchised Scott-Atwater dealer plete line: 5, 7', 10 and 16 HP . of the balance in 12 monthly installments : 
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Bail-a-matic is the biggest selling advantage ever!. 


and it’s on four Seotr- ATWATER models: 5,72, 10, 16 


Tanks; Complete Shift; 


Twist-Grip 


HP 





HERE'S HOW BAIL-A-MATIC WORKS: 


Water 1s drawn into screened im- 


mersion unit (1) and flows through 
neoprene bilge hose (2) to vacuum- 
type Barl-a-matic pump 3 The water 


joes not circulate throuvh the cooling 


system; it is immediately expeiled (4) 
Via « omplete lv se parate outlet 


The Bail-a-matu 


unit works at any 















You're selling the most widely 
tj mer | Bin Daceesiinn dal é Sout I Ss Re ; motor speed, in or out of gear. Maxi 
” discussed outboard in America when — Speec ontrol; Snap-on emote mum capacity is 150 gallons per hour 
i you handle the outboard that bails © Control Connectors and many other 
ire your boat... the sensational Scott- features. 
Atwater for 1954. Batl-a-matic makes You'll like the wav Scott-Atwater [rare een enemeanememeem en 4 
a lot of sense to outboard prospects helps you sell, too. Superb advertis- | Scott-Atwater Mfg. Co., Inc., Dept. HA-113 | 
it saves work, it’s built-in (not an ing, tested displays, sound financing | 2901 E. Hennepin Avenue | 
accessory) and it costs nothing extra. plans for both you and your custom- | Minneapolis, Minnesota | 
q And besides Bail-a-matic, Scott- er. It’s a real opportunity, so take | I'm interested in discussing a Scott-Atwater | 
nigga 
e \twater gives you lots more to offer advantage of it fill out the coupon | mers aye a“ eget pr porte sete a 
° ° . se ative nm s uv 
your customers: Aquahblade Lower and send it in for complete details : is no obligation ; 
? Unit; Pillowed Power; Stowaway Fuel right away! 
P ' eer | 
y | | 
| Bt SE Gas teedeeweseewee eens | 
et the tacts about a protecte ° | : 
J ee ee , 
| | 
| dealership. MAIL THIS COUPON TODAY | «om | 
i . L a a ~ 
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LOMBARD’S 
NEW MODEL 30 


‘ow once G22O022 


20 IN. SIZE $235.00 F.O.B. ASHLAND 


ie -_ (What, never?) “NO, NEVER!!”, says Mr. Ruben Puta, pictured above with 








—~ one of his best friends, a Lombard chain saw. “I started (with the Miller 

hind : Supply Co., St. Nazianz, Wisconsin) three years ago with the Lombard 

Come 7 Allow f( 4) chain saw line. | have never lost a demonstration to any saw in the low priced 
“ P (2° Yk field.” 

vo Si. For both man and saw, this IS “Something To Crow About”, and it all 


comes from Lombard’s long leadership in the chain saw field. 

Take WEIGHT — take POWER — take PERFORMANCE — take PRICE as 
your measuring stick for chain saw value, and you'll be able to out-demon- 
strate too . . . because after you've tried them all, you'll TAKE LOMBARD. 
Three outstanding models for any customer preference. Sizes from Feather 

Weight 16” One Man saw to Master Two Man model — 60” size. 


Triple Your Sates/ 









ONE MAN SAW 
20” SIZE $305.00 
F. O. B. FACTORY 


F.O.B. FACTORY 
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STANLEY 


Order No. 1206A 
@ Here are three sizes of fast-selling Stanley Rules 
on a new colorful counter display. Unit is sturdy, 
easel-backed . . . printed in three colors to provide 
an eye-catching setting for four each of rules No. 
1206W, 1208W, and 1210W. Rules are packed in 


CHROME-PLATED CASE 
3 HANDY SIZES 


"'D’’ sHapep CASE FOR 
QUICK INSIDE MEASUREMENT 
BLADES EASILY REPLACED 





Va 


Note these big 
sales-making 


features... 











eceerertt ‘ 
place, display is ready to set up the minute you metic S al be 
. . . . - . . eerere’y ee _ ES al 
receive it. Retail value of rules is $14.65, shipping “ wee eS 
: * Fan a at 
weight 3°7 Ibs. PA cect — Branded Stanley — the best known name in tools. 
Put this money-making display to work for you © White ponte flexible-rigid blades with large, easy- 
° ° io-read black numbers. 
now. Ask your wholesaler for Display Unit No. ' een ' 
cde . ® Steel case handsomely finished in chrome. “D" shaped 
1206A. Stanley Tools, New Britain, Connecticut. add two inches for inside measurements. 
@ Y inch blade graduated in 16ths entire length and in 
THE TOOL BOX OF THE WORLD 32nds for first 6 inches on upper edge. 
 arecnieateds | ® Blade is easily replaceable. Extra blades available with 
; 100" ; instructions for attaching. 
) ¢ as 
STA N LEY ; YEAR $ = Sas —— — 
} Bac | 1206W 6 ft. $0.98 
1208W 8 ft. 1.19 





Reg. U.S. Pat. Off. 


HARDWARE * TOOLS * ELECTRIC TOOLS * STEEL STRAPPING °* STEEL 
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1210W 10 ft. 1.49 
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DAVID MAHONEY COMPANY 
incORPORATED 


ABLISHED 1903 
STORES 
ie ave 


Ranorwite 


est 
HARDWARE — PAINTS — SUPPLIES 
SCHENECTADY: n.¥- 129 50. 8 
200 STATE street 









able Machine Co. 


porter-© 
Saline Street 



















1103 4. 
Syracuse 8, New York 
Gentlemen? 
As I see 4t, your portable tool Franchise protects the 
hardware retailer om two 4mportant points: 
1) 1% rotects mis market. porter-cable pistrivators 
for any given marketing area are chosen on & nighly 
gelective yasis- And every aietrivutor in that area 
ae first cons ted vefore any new &P antments are 
You're always protected against gnaiseriminate 
Al 
Wi 





afe. 
competition. 
ALL aistrim ors eam the 


2) lt protects nis profite t 
game aiscounts os consequently» prices noid to @ 
standard 
protection and 


a square 
tg policy of 
a lot to our succes=- 


fair an 










I feel your comp’ 


Personally, 
he line has contrivuted 


ration right down t 
Yours very erulys 


ey» president 


coope 







Dennis Mahon 
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ITS ADJUSTABLE... IT LOCKS 
IT CLAMPS LINE A VISE 


It's as far ahead among tools as the jet is in the air! 


Does everything that the finest adjustable wrench will 





OPEN END 
WRENCH 


with LOCKING feature 





do. And, in addition, it's an open end wrench with 









universal settings and can be made to grip the work 


with a 100-pound, vise-like bite. 


Available at once in 8”, 10” and 
Push here. 







12” sizes, with colorful, informa- 


tive W-6 display shown at ~~ ‘t. 





DROP FORGE & TOOL CORPORATION UTICA 92 
UTICA 4, NEW YORK 
IN CANADA: ADLAM TOOL & SUPPLY CO., LTD., MONTREAL 







PAYS TO SELL QUALITY TOOLS, AND THE WORLD'S BEST TOOLS ARE MADE IN U.S.A 





Nn 


wv 
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Here it is! The drill you've been asking for. 
With all the outstanding features which have 
made the No. 914 so popular — and with the 
extra sales plus of a pistol grip. This new 
No. 814 is the finest available at 
such a reasonable price. A fast- 
moving tool — in all ways. Drills 
up to 14” diameter in steel. Also 
operates grinding, buffing and wire 
brush wheels, sanding discs and 
polishing bonnets. Motor: Univer- 
sal for DC or AC — 25 to 60 cycles 
— 115 and 220/230 volts. No load 
R.P.M.: 2500. 


No. 814 Pistol Grip Drill $19.85 


Shown above as No. 1814 with Jacobs Key Chuck $22.35 





BIG PROFITS FOR YOU, TOO, IN THESE OTHER OUTSTANDING 
MILLERS FALLS UTILITY ELECTRIC TOOLS 


Most 
Powerful 
Drill in 
the 12-inch 
» , Utility 
Field 






There's a big market too for 
larger drills, and the No. 912 
is the most powerful in the 1/2” 
utility field. Ideal for formers, 
home workshop owners and 
+ service men. A powerful 
money-moker for you. 


No. 912 — $40.95 with Jacobs Geared Key Chuck 


Now a Saw Line for 
Every Type of Trade 


In addition to the popular No. 
700 7-inch Portable Electric Saw, 
Millers Falls now offers the hard- 
ware trade the new No. 610 6- 
inch Heavy Duty Saw and two 
high-capacity industrial models: 
the 9-inch No. 850 and the 10- 
inch No. 1050. All are rugged, « 
compact, accurate and light — 
engineered for high production 
on wood — or with special abra- 
sive discs, on metal, concrete or 
other materials. 





No. 610... . 
No. 700 

No. 850 

No. 1050 . 





Most Versatile Tool 
Your Customers Can Bu; 





And the versatility of the No. 
966 Sander-Polisher spells big- 
ger sales for you. It’s the only 
disc sander-polisher with an or- 
bital attachment for fine-finish 
sanding; also buffs, drills, grinds, 
waxes, sharpens, mixes paints, 
cleans, operates wire brushes. 
With 6” rubber pad, 6” lamb’s 
wool bonnet and three 6” sand- 


ing discs. 
No. 966 — Sander-Polisher . . . $37.50 
No. 980 — Orbital Attachment .. 15.50 
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High-Value, Rugged 
Drill Stands 


These stands for ¥2” and 4” drills represent 
the biggest values you can offer your custom- 
ers. Their rugged construction assures long-life 
and working accuracy. 





MILLERS FALLS COMPANY, Greenfield, Mass. 


MILLERS FALLS 


TOOLS 


SINCE 


1868 a 
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nap Jock DELUXE 


No. 2610-10” 
No. 2607- 7” 


PROMPT DELIVERY 
FREE: Display 


Literature 
Mats 
Are you offering it to your customers? 
These exclusive advantages: SWIVEL JAW ¢ JAW SIZE INDICATOR e FIN¢ 


Fits work. Holds tighter. Visual, on handle. Saves time. Saves hard pull to unlock jaws. 





No. 610-10” 
No. 607- 7” 


Uheile Snap lock 


Your Seymour Smith distributor 
has full information—or write us. 





Also Utility Pattern ‘“Snap-Lock”. Same locking principle, 
same rugged construction but without exclusive features above. 








Seymour SmitH 
- ny Seymour Smith & Son, Inc., 31511 Main Street, Oakville, Conn. 
<snap-[ock ” = — 


Sales Representative: John H. Graham & Co., Inc., 


105 Duane St., New York 8, N.Y. 


Swnce 7850 
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Great new Westinghous 


Handy-Craft Motor promotion 


... to help you sell more HANOY-CRAFT Motors, accessories, 
power tools . . . build greater store-wide business! 


A $200 million volume business—with a sales poten- 
tial of $500 million—that’s the booming ‘do-it- 
yourself” market today. Talk about sales opportunity! 

And talk about big money in the utility-type motor 
market! In 1953 alone, for example, over 3 million 
utility-type motors will be sold over the counter to 
retail purchasers. And industry forecasts indicate even 
greater over-the-counter sales in 1954. 

Now, you can get a bigger share of this immense 
“do-it-yourself” business by selling the Westinghouse 
Handy-Craft® Motor. Because motor buyers want a 
well-known motor, the Westinghouse name makes it 
easier to sell the Handy-Craft Motor... your cus- 
tomers know it’s a good motor when they see the 
name Westinghouse. 

And your Handy-Craft Motor sale is only your first 
sale, too—it leads to extra sales in accessories and 
power tools. And here’s how Westinghouse helps you 
sell more Handy-Craft Motors, accessories, power 
tools—increase store-wide sales... 


Tell over 4 million readers of Popular Mechanics 
about the many wonderful things a quality Handy- 
Craft Motor can do. Direct this solid-home craftsman 
market to you for attractive “‘make-it-yourself” coffee 
table plans—and the story on the many advantages of 
owning a Handy-Craft Motor. Dealer ads—10 ready- 
made mats in various sizes—are yours FREE to help 
tell your story locally. 


Betty Furness “visits” with over 16 million viewers of 
Westinghouse “Studio One” on the nationwide CBS- 
TV Network, December 7... tells and demonstrates 
the Handy-Craft Motor story. What a wonderful gift it 


you can BE SURE...i¢ 175 


Westinghouse 


makes for the home craftsman and handy man...to 
give...to get. This “super salesman” for Westinghouse 
sends prospects your way for FREE working plans for 
an attractive coffee table any home craftsman can make 
in his own workshop. A big tie-in promotion kit— 
FREE to you—helps you build greater store traffic... 
cash in on the impact of this national TV promotion. 


Decals and banners in your window act as brilliant 
beacons... make your motor prospects “in-store” 
customers. A neat, compact, three-dimensional display 
—in full color—stops ’em on the sales floor... shows 
off the attractive Handy-Craft Motor in a home work- 
shop setting... holds a supply of Handy-Craft Motor 
vuides for your prospects. These motor guides— 
Rally, giveaway envelope stuffers—tell the complete 
story on proper selection, application and care of 
Handy-Craft Motors... help sell your prospects 
through many valuable pr fe motor tips. A 
large selector chart for your wall makes it easy for the 
motor buyer to buy... easy for you to sell. And all of 
these terrific “stoppers” and sales builders are FREE 
to you as a Westinghouse Handy-Craft Motor dealer. 


[ven if you've never sold motors before, you'll be 
surprised how easy it is. A convenient sales training 
guide, The Easy Way to Sell W estinghouse Electric Motors, 
takes all the mystery out of selling motors . . . offers 
basic facts about motors, motor care and valuable tips 
on how to “move” motors and motor accessories. A 
“Tell-All-Tag®”’—a capsule of “do’s” and “don'ts” 
for motor users—is attached to each Handy-Craft 
Motor ... carries the Westinghouse Guarantee of a 
quality motor built to last. J-03016 
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We have it! 
The Westinghouse 


HANDY-CRAFT Motor 


As advertised by BETTY FURNESS 
on “STUDIO ONE” 










The 
HANOV-CRAFT 
Motor 
GOES ON TV... 


Direct fo 
16 Million Viewers 















Get your REE “coties table’ pion sheet HERE TODAY! 
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WESTINGHOUSE ELECTRIC CORPORATION 
Handy-Craft Motors, P. O. Box 868, Piitsburgh 30, Pa. 


I’m interested in your Handy-Craft Motor line and the great new 
Handy-Craft Motor promotion. Please send me complete information. 


y “-“ 
7 FIRM OR STORE 


ADDRESS 

Find out h u ash i th 
nd o ow you can cash in on the CITY ZONE STATI 
biggest promotion in motor history. 
Call your distributor, or send in the 


attached coupon. Do ittoday—right now! 


| 

| 

| 

| 

| 

| 
| NAME 
| 

| 

| 

| 

| 

| 

| DISTRIBUTOR’S NAME 

| HA-tI 

' 
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norma 20° JIG SAW 


Self. Contained Motor 


@ EXCLUSIVE COMBINATION 
MITRE GAUGE & RIP FENCE 
(Available at extra cost) 


@ GIANT FULL-TILTING TABLE 
@ JUST TURN HEAD TO RIP 
@ MASTER-VIEW CONTROLS 


$ 95 


MOTOR 


INCLUDED 
Slightly higher in zone 2 
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ADVERTISING BARRAGE 


What a program! Shopmaster is telling the story of its 
new 20-inch Jig Saw to the largest audience of home 
craftsmen in its history. Over 30,000,000 messages 
will make Shopmaster the synonym for value. Tie in 
with this advertising by displaying this tool sensation 
in your store, advertising it in your newspapers. See 
your Shopmaster Distributor or write direct. 
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THESE SALESMEN... 


BRING SELLING MESSAGES & 


LIKE THIS... 





INTO MILLIONS OF AMERICAN HOMES 
TO HELP YOU SELL TEMCEO 
AUTOMATIC CLOTHES DRYERS! 


You’re home free, Mr. Dealer, when you follow 
through on the door-opening national advertising of 
TEMCO’s Automatic Clothes Dryer. This advertising 
gets itself seen . . . gets itself read . . . by millions of 
women. And if it gets some extra push from you, it 
helps you sell. WHAT DO WE MEAN BY FOLLOW- 
ING THROUGH? 

Just this, Mr. Dealer. Advertising alone, no matter 
how good it is, won’t close many sales. But it’ll make 
the road to sales straighter and easier. And if you'll 
follow through . . . if you’ll stock the TEMCO Auto- 
matic Clothes Dryer, if you'll display it, talk it, and 
demonstrate it. . . if you’ll tie the national advertising 
into your own efforts every way you know how .. . 
it’ll help you increase volume and profit. 


AND WE'LL GO FURTHER THAN NATIONAL ADVERTISING. . 


We'll give you the most generous cooperative die 
tising plan in the industry. We'll give you dealer aids 

. direct mail . . . in short, we’ll give you everything 
you need to help you sell TEMCO’s Automatic 
Clothes Dryer. 


RETURN THE COUPON TODAY FOR THE FULL STORY! 
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TEMCO. inc. 


NASHVILLE, TENN. 


BUILDER OF OVER 1,250,000 
GAS APPLIANCES 


SSOSSSESSSSSSESSESSSSSESSSESESESSESSSESCESSCHCSCGE 


TEMCO, Inc., Dept.B-521, Nashville, Tenn. 
Please rush catalog and complete information on 
TEMCO Automatic Clothes Dryers. 


Nome 
Firm Name 
Address 


City State 


a | 













é 


A Kotkog7,/ 


Dealers everywhere are climbing on 
the band wagon... increasing their profits 
in builders’ hardware with the Russwin 
“All-Star” 1-2 PUNCH... how about you? 

































THE RUSSWIN “ALL-STAR” 


PACKAGED PROMOTION ... 
You can handle every residential 
and light commercial job that 
comes your way with the Russwin 
“All-Star” Line of Finishing 
Hardware. It’s complete . . . yet, 
condensed. Every item is a 
“Star” for sales. Two new lock 
lines permit budget-matching. 
An exclusive labeling system 
makes work easy and error-free. 
Uniform quality, sizes, finish, 
packaging and price build loyal 
“repeat” customers. Ask your 
jobber for complete details. 
Russell & Erwin Division, The 
American Hardware Corporaticn, 
New Britain, Conn. 


Simplified Catalog, 
Sales Promotion Book, 
\ Demonstrators that Sell, 

Colorful Enclosures, 
Dominant Publication Advertising, 
Newspaper Mats. 





THE SIMPLIFIED 
COMPLETE, RUSSWIN 
“ALL-STAR” LINE 


“Stilemanor” Locks and Latches* 
“Homegard” Locks and Latches* 


Pressure-cast Aluminum 
Trim Hardware 


Screen-Storm Doorware 
Miscellaneous Shelf Hardware 


*Patents applied for 
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that makes a lot of sense 
for your customers and lots [iiibsdbbaiidianens 


COUNTER DISPLAY 
of dollars for you. CARTON WILL DO 
That EXTRA OUTLET 


a asatt™ | BUSINESS FOR YOU. “ag . 
a a pen’ Lov Eco | 
———— a, 

Wee  —— , 


P&S 500 U-AD-M Duplex Outlets provide the 


simplest, easiest, most economical way to add 








duplex convenience outlets to existing  in- 
stallations. This self-contained unit obsoletes 
the old steel box for this type of work. Here, 
in one package, you sell a dependable, 
double-grip type outlet, a modern design wall 
plate and means for fastening in the wall — 


no taping or soldering necessary. Complete, And all this at c FOR BROWN 
simple instructions printed on each box. 70 P&S 500 
a suggested re- 


tail price of only | 80° ya 


Approved by Underwriters Laboratories 
Guide Card No, 365 E1, File E9664 B 


O.K. P&S! U-AD-M Duplex Convenience Outlets 


FIND OUT ALL ABOUT P&S U-AD-M DUPLEX 
CONVENIENCE OUTLETS. MAIL COUPON 





» 


sound like the business .. . tell us more 





PASS & SEYMOUR, INC. |" 
Dept. H Firm 

SYRACUSE 9, NEW YORK * 
Address__ 


My Electrical Jobber is 


OFFICES: 71 Murray St., New York 7, N. Y. 
1229 W. Washington Blvd., Chicago 7, Ill. —_— ee 
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NATIONAL LOCK 422s 


PATENT APPLIED 


alumintutm/! 





ANODIZED... will not discolor or wear off 


Exquisitely styled in satin aluminum, NATIONAL LOCKsets bring new charm 
to the modern home. Knobs, roses, face plates and strikes are made of selected 
aluminum material. @ Anodizing produces an extremely hard surface that will 
not stain, discolor or easily scratch. This surface, which is not an applied 
finish, is corrosion-resistant in any climate. @ Those who have seen these 
NATIONAL LOCKsets agree they are destined to become a best seller in 
today’s growing market for aluminum trim. Buy it from your wholesaler. 
Sell National Lock rust-resistant, button tip butts with every aluminum 
lockset. Comparable in appearance, they make an attractive installation. 
A65-026 


distinctive hardware...all from ] source 
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$100,000 Sales Volume 





It took less than two years to reach the $100,000 
annual volume that the Claremont Hardware in the 
small city of Everett, Wash., is presently enjoying. 

It took only two years because the store is mer- 
chandised for quick service; because it features open, 
full-vision display, and because it is located in a 
progressive shopping center. 

When Charles Marlow, co-owner and manager of 
this Marshall-Wells unit opened the store in April, 
1951, it had less than $15,000 in inventory. Today, the 
inventory figure is double that amount. 

Last year’s volume of $100,000 was done with only 
Mr. & Mrs. Marlow handling all the selling during 
the first six months of the year, and later with the 
help of one full-time sales employee. Quick service 
made that possible. 

Quick service at this store is a matter of store 
arrangement so designed as to offer a high degree of 
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$100,000 Sales Volume 





continued 


self-selection. in addition to using full-view display, 
all merchandise is completely departmentalized. This 
speeds the flow of traffic in and out of the store, mak- 
ing it possible to handle a maximum of sales trans- 
actions with a minimum of sales attention. 

For instance on one busy day, Mr. Marlow and his 
wife, alone, were able to handle $750 worth of sales 
in small transactions. On a busy Sunday they spend 
virtually all their time at the cash and wrap counter 
while customers wait on themselves. 

Besides laying-out the store in a quick-service 
manner, each main merchandise section has been 
assigned a location number, which is printed on a 
large, visible sign. Thus customers can readily be 
directed to any merchandise in which they express 
an interest. 

The cash and wrapping counter has also been 










placed at the front of the store, just back of the 
entrance. This exposes customers, after they have 
made their own selections, to numerous other dis- 
plays before going to the front to pay for and have 
their purchases wrapped. 

Mr. Marlow also attaches considerable importance 
to the traffic-drawing ability of the B & M Shopping 
Center, in which the store is located, as a vulume 
builder. 

His store is one of the original units in the center, 
having been opened the same day as the supermarket 
which serves as the primary traffic enterprise in the 
Center. 

The Shopping Center is located just outside the city 
limits of Everett, a community of 35,000 with a sur- 
rounding suburban population of about 15,000. Situ- 
ated alongside a principal highway which carries a 
large proportion of urban and suburban traffic, the 
Center, though set back from the highway, is well 
advertised by prominent signs and by the stores 
themselves which are completely visible from the 
road. 

The parking area accommodates 500 automobiles 
and extends from the store fronts to the highway. 
Access is by a road at the side of the area so that no 
traffic hazard is created. 

One condition of operating in a shopping center, 
Mr. Marlow observes, is the much larger proportion 
of late afternoon, even’ng, and week-end shopping 


Sporting goods, shown in the photo at left, are laid 
out for strictly service selling. The department is 
at the front of the store. Gifts, shown below, are 
merchandised to encourage self-selection as much 
as possible, 
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which occurs in a conventional business district loca- 
tion. Therefore, the Claremont Hardware remains 
open for business, evening and week-ends—from 10 
a.m. to 9 p.m. on week-days, and 9 a.m. to 9 p.m. on 
Saturdays, and 10 a.m. to 6 p.m. on Sundays. 

On week-days, floor traffic is light until 4 p.m., and 
Saturday, of course, is the busiest day of the week. 
However, the store does almost as much business on 
the 8-hour Sunday as on the 12-hour Saturday. 

The store is one of the more attractive hardware 
stores in the area with a generous 60-ft full-vision 
front and a 100-ft depth. About 1,000 sq ft of space at 


Top photo is a view of the shopping center. Hard- 

ware store is second store from right. Above right, 

is store owner Charles Marlow at the cash and 

wrap counter. The paint department, at right, 

features open display. The store view, below, em 

phasizes the use of open display and signs to ex 
pedite self-selection. 
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the rear are used for receiving and storage although 
most of the stock is on display on the sales floor. 
The lay-out is according to the Marshall-Wells plan. 

A favorite department of Mrs. Marlow is giftwares, 
which are located at the right hand side of the store. 
This section is merchandised entirely for self selec- 
tion for that is the way gift buyers prefer to shop, 
Mrs. Marlow feels. Although a wide variety of items 
is on display, however only limited quantities of un- 
proved items are stocked. 

Since the store has been open, the Marlows have 
made one change to effect an improvement in the gift 
department. The mirrored background for the wall 
cases was removed, for the owners believe this dis- 
tracted attention from the gift merchandise because 
other displays were reflected in the mirrors. 

In place of the mirror, wood paneling, finished in 
deep tones to provide pleasing contrast for the gift 
lines, was substituted. Dinnerware and housewares 
are displayed in back of the giftware department to 
provide a continuity of interest for women shoppers 
and to lead them back into the store. 

Paints, because Mr. Marlow believes they ave pri- 
marily a demand item, are located at the rear of the 
store, behind the housewares. Sporting goods, how- 
ever, are at the front, immediately back of one of the 
display windows. 


No Quick Selling for Sporting Goods 

No attempt at quick service selling is made in the 
sporting goods department, for the management feels 
that that line, along with paint and hardware, re- 
quires service selling. 

For the first few months of the store’s operation, 
appliance sales were its mainstay, accounting for 55 
pet of total sales. However, as business increased in 
other departments, and new lines were added, Mr. 
Marlow was unable to give appliances the attention 
they deserved. The result was that while they are 
still important, they do not presently comprise the 


same large proportion of sales in other departments, 

But now that other departments are operating 
smoothly, Mr. Marlow is planning a renewed adver- 
tising and promotion program to build appliance 
sales to a higher level. Full-page ads, run once every 
two weeks in the Everett newspaper, will be the fvucal] 
point of his promotion. 


Specialty Type of Operation 

Mr. Marlow believes appliance selling should be 
handled as a specialty type of operation. Conse- 
quently his appliance department is organized along 
those lines. The model kitchen at the left, rear of the 
store has units of most appliances handled by the 
store, tied into power lines for demonstration. 

The location of the department, removed from the 
main traffic aisles, is helpful in closing appliance 
sales without interruption. At the same time, the de- 
partment is clearly visible from any part of the front 
display room. 

Some floor display space at the front of the store is 
also devoted to appliance displays, the purpose being 
to let the customers know that the store is in the 
appliance business. 

While a certain amount of outside calls must be 
made to sell appliances, Mr. Marlow makes such calls 
only in response to leads on prospects who are defi- 
nitely interested in purchasing an appliance. Most 
sales, however, can be closed on the sales floor, ne has 
found, assuming that a proper sales presentation is 
made to the customer. 

Besides newspaper advertising, Mr. Marlow uses 
Marshall-Wells broadsides and consumer catalogs 
for out-of-store promotion. He also uses a large 
reader board sign placed below his electric sign. By 
using three alphabets of red plastic letters, about 
18 in. high, to form one line of a brief advertising 
message, he has an effective way of advertising to 
passing auto traffic. The text of the sign is changed 
about every two weeks. 


Island Display Promotes Woodenware 





Max Ellerbroek and his woodenware display. 


88 


This display of woodenware items 
—including salad and_ barbecue 
numbers—proved such a_ success 
when first shown that the entire 
stock had to be re-ordered in one 
month. Salad bowls, decorated and 
undecorated salt and pepper shak- 
ers, salad spoons and forks, pepper 
mills, hamburger presses, cutting 
blocks and a variety of cutting 
boards are among the various items 
featured. 

Since Max Ellerbroek added these 
items to his stocks at Baseline 
Hardware in San _ Bernardino, 
Calif., he has had a steadily rising 
volume in impulse purchases. 
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Do-it-Y ourself Sales 
m.Conse Bring 40% Increase 
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re items Save a customer money on ser- Mr. Willcher says, “When your should be pushed, Mr. Wiilcher 
oarbecue vice calls and vou will do a greater customer has done a good first- says, “I advise them not to accu- 
ae olume of business with that per- time job of wiring a lamp, paint- mulate an unplanned collection of 
4 entire son and his neighbors, says Mor- ing a chest, repairing a doorbell, tools, not to try to cut corners by 
| in one ton Willcher. He does this by giv- putting in his own faucet washers buying cheap tools for the job of 
ited and ing in-store instruction in home or making a bookshelf, he wants the moment. As people gain skill 
re shak- repair and maintenance jobs. everyone to know about it. Many and experience, they will take on 
Poor This policy has increased vol- of that man’s friends will visit larger, more difficult jobs. They 
cutting ume in Mr. Willcher’s Chillum your store to see how you can help will want quality tools that will 
cutting Md.) Paint & Hardware Co. by 40 them give good service. I teach them the 
is Items pet, he estimates. In addition to the wide variety value of quality hand tools and 
Do-it-vourself fans receive in- of materials these “do-it-yourself” power equipment. 
sd these struction in simple plumbing, elec- fans will buy, they will decide to “We do not attempt to instruct 
daseline trical, carpentry, painting, furni- increase their stock of tools for the customer in doing jobs that 
ardino, f ture refinishing and other home these jobs. This means more store should be handled by professional 
’ rising i jobs from Mr. Willcher in his traffic and greater profits. electricians, plumbers or carpen 
store. As to how far this tool selling (Continued on page 143) 
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Specialty Selling 





Modernizing Kitchens 
ls Profitable 


. 


New York firm rebuilds entire store to 

give better setting for its model kitchen 

displays. Its own men install jobs within 
50-mile radius of store 





How can a hardware store increase its kitchen 
equipment volume and profits? 

Parker Hardware Co., Inc., at 42-10 Bell Blvd. in 
Bayside, N. Y., has accomplished both objectives by 
enlarging and modernizing its store. Greater display 
space is now given to kitchen cabinets, kitchen sinks 
and floor coverings. 

As a result the firm is doing a substantial volume 
in complete kitchen modernization projects. 





Three kitchen instailations occupy front-of-the- 
store space in the 5,000 sq ft first floor display area 
at Parker’s. More than 500 sq ft of the first floor of 
the show room is devoted to steel and wooden kitchen 
equipment. Opposite the kitchen equipment displays 
is another strong bid for high-volume merchandise 
sales—a long line-up of linoleum floor coverings. 





Attractive double-store front of modernized store Enlarged Store—New Front 


4 4 ‘e. : ; , 
created fo give kitchen installations better display Last year the firm enlarged its store by acquisition 


space. . tae ; 

Pp of an adjoining display room of the same size. One 

Below—Two stores as they looked before combina- large room was made of the two stores and a new 
tion into one modern front. front was constructed. An unbroken sweep of win- 


dows runs across most of the front with a small sex 
tion on one end of the store having an enclosed back 
window. 

The store’s new front gives window shoppers and 
passersby a good view of much of the interior of the 
first floor of the display room from many angles. Bet 
ter display has been an important factor in the firm’ 
increasing sale of complete kitchen installations t 
owners of many older homes in the area. 

Full-time employment of its own carpenters and 
linoleum mechanics, newspaper advertising, attrac 
tive display and the word-of-mouth advertising ot 
satisfied customers have all helped increase volume 
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for the kitchen department at Parker's. Manufac- 
turer-sponsored kitchen clinics at the store have been 
hignly effective sales aids. 

People wanting a complete kitchen modernization 
iop make a contract for the entire project with Par- 
ker’s. Although the firm does not have plumbers or 
electricians, its contracts provide for the hiring of 
other firms to handle these phases of a kitchen proj- 
ect. Ninety per cent of the modernization jobs inciude 
installation of floor covering. 

Che Parker staff working on kitchen projects bene- 
fits from an incentive bonus on all jobs requiring a 
full business week or longer for installation. When 
the time on a contract is for a one week’s job, the 
bonus of $5 per man if completion is made on or 
before the scheduled date. If a two-week project is 
being done, the bonus for completion on or before 
the scheduled time is $10 per man. 

Prompt or early completion of a job pleases the 
customer, permits attention to other installations 
and is a good source of word-of-mouth advertising. 
Ed Parker, manager and son of the founder, says, 
“We started this bonus system because too many jobs 
were running beyond the time specified in our con- 


tract.” 


Scale Plan of Job on Contract 

All installations are made on a firm price basis. 
The contract form which must be signed on both 
sides provides space on the reverse side for showing 
a scale plan of the job to be done. That there may be 
no misunderstanding of terms, Parker Hardware in- 
sists that a customer shall read both sides of the con- 
tract form in the presence of a representative of the 
firm. The contract says, in part, ““Any waiver or modi- 
fication of any of the terms of this contract in order 
to be binding upon the Seller must be made in writing 
and subscribed by it.” 

A number of installations have been made in homes 
50 miles from the Parker store, including some jobs 
in New Jersey and Connecticut. 

All cabinet work sold by Parker Hardware is made 
to order, the model display units being the only stock 
of kitchen cabinets on hand. 

The three kitchen displays are passed by all people 
entering or leaving the store. 

The kitchen display nearest the entrance has blue 


Top—First of model kitchens, located close to the 
front of the display room. 


Second from top—Second model unit with a $1,200 
price tag, exclusive of range and refrigerator. 


Third from top—Ed Parker talks about kitchen 

modernization with a prospect in one of model units. 

A planning desk with samples of materials is located 
just beyond the left end of the display. 


Right—Line up of ranges leading from model dis 
plays toward rear-of-the-store department 








Rolls of linoleum and occasional furniture items run 
along a partition opposite the model kitchen units. 


cabinets with yellow work surfaces. Constructed of 


wood, excepting the cooking equipment, this display 
unit has yellow plaid wall covering. 

The second kitchen, having a price tag of $1,200 
including cabinets, cabinet sink and floor covering, 
but not the refrigerator and range, has red plastic 
working surfaces, steel cabinet work and red and 
white plaid wall covering. It has a sink centered un- 
der a window and is equipped with table and two 
chairs for display purposes and customer use. 

In the third unit, natural finish wood cabinet work 
and steel units are combined. Color is given this dis- 
play by the use of yellow and green plaid wall 
covering. 

Each of the three units is topped with a green 
valance and the ceilings are made of an acoustical 
material. 

Samples of linoleum wall and floor coverings and 
of linoleum, plastic, rubber and asphalt tile are on 
hand for customer selection. Floor coverings in the 
three kitchen units are of asphalt tile as is the bal- 


ance of the store. Parker floor mechanics installed all] 
floor coverings in the store. 

Although the firm will sell kitchen equipment, with 
or without installation arrangements, most of its 
sales of materials for a kitchen modernization proj- 
ect provide that the work shall be done under con- 
tract with the firm. 

The firm does not normally finance paper for 
kitchen projects, most of them being handled under 
an FHA plan through a local bank. The only excep- 
tion to this policy is to accommodate some long-t:me 


customers. 


Advertising Told Story 

The store’s attractive quarters are an advertise- 
ment for the firm’s services, but newspaper advertis- 
ing in the Bayside Star-Journal carries the kitchen 
modernization story from time to time. Manufactur- 
ers mailings are also used. At least three times a 
year, Parker Hardware holds kitchen clinics in the 
store in cooperation with Geneva Modern Kitchens, 
Geneva, Ill. Free coffee and doughnuts are offered to 
visitors during the clinics through the Sunbeam Corp. 

Each of these clinics has resulted in later sales of 
from one to three complete kitchen installations. 

As a specia] inducement for prompt signing of a 
contract for the installation of a kitchen, those at- 
tending the clinics are offered a free set of kitchen 
accessories valued at $65—including bread board, 
cutlery trays and other kitchen items. This offer is 
good on all contracts signed within 60 davs of a 
clinic. 

Two outside salesmen—working on a salary and 
commission plan—follow up store developed leads 
for kitchen modernization projects and plan installa- 
tions for customers. Sales tools used by the salesmen 
include stereo viewers for showing before and after 
pictures of some kitchens modernized by Parker Hard- 


(Continued on page 112) 


Displays on Mezzanine Rails Attracted Customers 


Otherwise wasted wall area above 





the first floor and on mezzanine rails 
is utilized for showing a variety of 
home and garden goods at Dahl 
Hardware Co. in Boone, Iowa. The 
base of the mezzanine is used to 
support a shelf on which are shown 
a variety of insecticides and stock 
spray items. 

The rail of the mezzanine from 
which a shelf has been extended is 
used to support garden sprayer 
equipment. Pegboard panels used 
as siding are utilized for showing 
axes and other bulky tools. 

Customers using a stairway to 
the appliance mezzanine note these 
displays as do people shopping on 
the main floor. 
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Waste space becomes display space. 


HARDWARE AGE. NOVEMBER 12, 1955 





Are J 
able to 
Do y 
see blu 
figurin; 
Edw: 
Hardw: 
reads | 
in cont 
can sul 
ing, p 
Secret 
says, 
on the: 
job lea 
we lool 
on thr 
and ov 
firms \ 
for the 
Cont 
remod 
Schroe 
The 
and e} 
servic 
is ma 
ment 
have 1 
than ; 
Mr. 
a cusi 
job o1 
given 
is us 
and | 
sary | 


be ust 


HARI 


nstalle all 


ment, with 
iost wt its 
ation proj- 
under con- 


paper tor 
lled under 
nly excep- 


long-t. me 


advertise- 
- advertis- 
le kitchen 
nufactur- 
e times a 
ics in the 
Kitchens, 
offered to 
eam Corp. 
r sales of 
tions. 

ning of a 
those at- 
f kitchen 
id board, 
; offer is 


aVS of a 


lary and 
ed leads 
installa- 
salesmen 
nd after 
er Hard- 





2, 1953 








Blueprint Reading Leads 
To Many Profitable Sales 


Are you or any of your employees 
able to read blueprints? 

Do you ask contractors to let you 
see blueprints whenever they are 
figuring on a new home? 

Edward Schroeder of Schroeder 
Hardware Co. in Barrington, IIl., 
reads blueprints and is constantly 
in contact with builders so that he 
can submit bids for electrical wir- 
ing, plumbing and heating jobs. 
Secretary-treasurer of the firm, he 
says, “Our ability to offer service 
on these three parts of a new home 
job leads to many contracts. When 
we look over a blueprint we can bid 
on three jobs at one time. Builders 
and owners, too, like to give jobs to 
firms who can do all of these things 
for them.” 

Contractors engaging in extensive 
remodelling jobs also call in Mr. 
Schroeder. 

The firm operates seven trucks 
and employs 10 men in its various 
service activities. A complete shop 
is maintained in the store’s base- 
ment and employs some men who 
have worked for the firm for more 
than 20 years. 

Mr. Schroeder says that whether 
a customer wants a faucet repair 
job or a $4,000 heating job, he is 
given prompt attention. One truck 
is used exclusively for plumbing 
and heating service. When neces- 
sary a second truck and crew may 
be used for such service. 
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An Illinois dealer finds frequent visits with 
local contractors lead to many invitations to 
bid on plumbing, heating and wiring 





Edward Schroeder studying a blueprint and preparing to bid on the 
electrical, plumbing and heating work for a new home. 


With its reputation for schedul- 
ing contract work well in advance, 
so that definite completion dates are 
given to customers, the firm receives 
many calls from builders wanting 
someone to call at their offices to 
pick up blueprints. 

The firm handles much new home 
contract work. It also advertises in 
local newspapers for remodeling 
jobs. One reason for this is that re- 
modeling work in that area is not 


too highly competitive. It is very 
profitable at the present time and 
there is a good volume of such work 
being done in that section. 
Through the contract jobs, Mr. 
Schroeder is able to sell many com- 
plete installations of bathrooms, 
kitchens and heating equipment. 
Visitors to new homes supplied by 
the Schroeder firm often provide 
good leads for new equipment for 


(Continued on page 108) 
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1-Year Progress Report: 





from $11,000 inventory to 








Bold signs enhance 


a full-visual front. 








$200,000 Volume in Sales 


Careful selection of location gave S & M Hardware its 
start—wise merchandising policies assured its growth 


Good judgment in the choice of a store site is only 
part of the explanation of the success of J. R. Starr 
and L. H. Mott, co-owners of S & M Hardware Co., 
Inc., in Moses Lake, Wash. 

Of equal importance, the owners believe, have been 
the carefully planned management and merchandis- 
ing policies which have been followed consistently 
since the opening of the business in May 1946. 

Advertising is one of the principal factors in the 
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store steadily increasing sale volume which last 
year totaled $160,000. This year the owners are an- 
ticipating a volume of $200,000 or better. 

The firm spends slightly more than two pct ot 
its gross for advertising and regularly uses a full 
page ad once a month, and a half-page or slight] 
less, every week in the local newspaper. 

S & M Hardware was located in Moses Lake, a 
small eastern Washington town, because it was com 
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are designed to take 
advantage of the 
wide, all-glass front. 
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mon knowledge that the town would benefit substan- 
tially from new irrigation supplied by Grand Cculee 
Dam as well as from other sources, including an air 
base installation. 

In 1946 the town of Moses Lake had a population of 
only 1,500 and today it has some 5,000 people within 
the city limits, with a corresponding increase in the 
number of residents in the surrounding rural area. 

The owners took a calculated risk in placing their 
new store on a side street running parallel to and a 
block away from the main business avenue. 

At the time the firm started there were no other 
business houses on their street. Today that street has 
become the principal shopping section of Moses Lake 
and S & M Hardware is in the center of the district. 

The store originally was 50 ft wide and 80 ft deep 
but expanding trade recently necessitated the addi- 
tion of another 55 ft in depth for the storage space in 
the rear. The store now has a display area of 50x80 ft. 


Inventory Gradually Expanded 

The two men started with an $11,000 inventory 
which they increased to $35,000 within the first two 
years. It has since been expanded gradual'y to 
$50,000. 

From the first, the owners adopted a policy of flex- 
ible merchandise control, of adapting their merchan- 
dise to the requirements of the residents of the dis- 
trict. In part because they knew there were so many 
newcomers in the area, they suspected that there 
would be considerable demand for items not normally 
carried at most hardware stores. 

As a consequence they have built up an inventory 


of exceptionally wide variety, a factor they belive 
goes a long way towards explaining their succes 

Variety has been a considerable factor in the 
growth of their giftware department, which occupies 
over two-thirds of the front-of-store display space 
and a good 20 pet of the total display area. 

Despite the frontier character of the town and dis- 
trict when they opened their business, the owners 
quickly reached the conclusion that Moses Lake resi- 
dents would support a store which offered them a 
wide assortment of good quality gift merchandise 


Giftwares Added to Volume 

Giftwares have provided a substantial share of 
total store volume since the first year in business. 

The stock includes crystal, chinaware and earthen- 
ware, With a considerable amount of the merchandise 
in open stock patterns for which there is continuing 
repeat demand. 

The entire gift stock is on display from the street 
for backless display windows are used that do not 
interfere with visibility from the sidewalk. 

A surfacing material which has been used with 
good results on the shelves of some of the island fix- 
tures, is cork tile. This reduces the amount of dam- 
age from chipping, and the number of accidents to 
glass or ceramics when displays are being arranged 
or when customers handle the merchandise. The cork 
surfaces are easy to maintain, are markedly free 
from the appearance of dust, and do not require 
painting or other upkeep. 

The giftware department is under the management 


(Continued on page 120) 


Forest Atmosphere Attracts Hunters 





Guns and other hunting needs appear ina forest scene. 
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Forest atmosphere in this hunt- 
ing window at Devaney’s in Cas- 
cade, Iowa, attracted many people 
into the firm’s store. Although 
there was plenty of atmosphere 
there was also a good variety of 
hunting equipment to make sales 
suggestions. 

An 18-ft. length of oak, cut by 
Howard Knockel, owner of the 
store, was placed in one of the 25-ft. 
windows as a center piece. A large 
tarpaulin was used for the window 
backdrop. Branches of other large 
trees added to the attractive forest 
effect. 

A red electric lamp, a minis 
ture campfire, and a red lantern be 
hind the log added considerably to 
the illusion. 

Shotguns, rifles, ammunition 
flashlights and electric lantern 
were among the items displaved i: 
this setting. 


HARDWARE AGE, NOVEMBER 12, 1953 





The 
seven 
good . 
philos 
sizabl 

Thi: 
sum e 
its se" 
ferent 
home- 
prise. 

Stay 
tains 
firm’s 
servil 
itors | 
the n 
serve: 

Ove 

anc 
adver 
is Ss 
count 
and \ 
all ac 

Wi 
verti: 
traffi 

On 
tione 

11,00 
store 

Ti 
giver 
isua 


week 


HAR! 


ey believe 


succes: 


Or In the 


hn occupies 
lay space 


n and dis- 
le OWners 
Lake resi- 
d them a 
‘chandise 


share of 
siness. 

| earthen- 
rchandise 
mtinuing 


he street 
it do not 


sed with 
sland fix- 
of dam- 
idents to 
arranged 
The cork 
‘dly free 

require 


agement 


lis hunt- 
in Cas- 
y people 
Although 
nosphere 
riety of 
ke sales 


- cut by 

of the 
he 25-ft. 
A large 
window 
er large 
e forest 


| minia- 
tern be 
‘ably to 


unition, 


antern 
aved i) 


2, 1953 





Three media advertising 





Combines Merchandise And 


Institutional Advertising 


The O. S. Stapley Co., operating 
seven stores in Arizona, offers a 
good example of how small town 
philosophy can be used to build a 
sizable volume. 

This firm spends a five-figure 
sum each year to tell people that 
in as many dif- 
ferent communities—are part of a 
home-grown, home-owned enter- 


its seven stores 





prise. 

Stapley’s management § main- 
tains in its advertising that the 
firm’s experience since 1895 in 
serving Arizona residents and vis- 
itors has well qualified it to know 
the needs of the communities it 
serves, 

Over the air—by video and radio 

and in its extensive newspaper 
advertising, the home town angle 
is strongly publicized. Cattle- 
country living and entertainment 
and western traditions are part of 
all advertising by the firm. 

Within two years the firm’s ad- 
vertising has helped double store 
traffic for all of its stores. 

On a single promotion, men- 
tioned on but one TV commercial, 
11,000 people visited the firm’s 
stores the next day. 

Tickets for Stapley’s TV show, 
riven out only at its stores, are 
isually taken up for six to eight 
weeks in advance. 


Emphasizing that its seven stores in as many towns 


sell “‘everything from a tea cup to a tractor,” Arizona 


firm appeals to local pride. Sells idea its business 


grew with the area firm serves 


A half-hour program, “Western 
Carnival,” launched in the spring 
of 1951, has set both the tone and 
the pace for the Stapley campaign. 
A western style musical review, 
the show features local talent 
and upon occasion includes guest 
artists. 

The TV show’s opening scene is 
a closeup of a covered wagon roll- 
ing across the desert. A model and 


The Westerners performing on one of Stapley’s 


a table top setting are used fon 
this scene. Then the scene changes 
to a painted backdrop showing the 
rear of the wagon against a desert 
landscape. All performing is done 
in front of this scene. 

Through the entire show, Stap 
ley’s uses but two commercials 
Chiefly institutional in nature, the 
commercials usually give broad 
descriptions of the activities and 


Caravar 
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resources of a full department in- 
stead of emphasizing individual 
items, 

The main function of Western 
Carnival programs is to continu- 
ously increase acceptance of the 
Stapley name. Since Phoenix is 
served by but one TV station, and 
150,000 year 
‘round population is estimated to 


one-third of the 


watch video programs, Stapley’s 
are assured of a very large audi- 
ence for the firm’s programs. 

Video programs are subject to 
constant last-minute changes. Em- 
phasis is sometimes on slow mov- 
ing merchandise and last-minute 
additions to a promotional idea 
are not uncommon. 

William McKay, Stapley’s ad- 
manager, emphasizes 
that although its video programs 
are often used for institutional 
material, newspaper ads are some- 
times utilized for the same pur- 
pose. TV programs include spot 


vertising 


announcements whenever a1 op- 
portunity presents itself. 

Karly in 1953 a three column by 
11 in. 
tractor and a tea cup with copy 


newspaper ad showed a 


Which stressed the wide variety 
of merchandise offered in Stap- 
ley’s seven stores. People were re- 
minded, too, that the stores were 
places for one-stop shopping with 


a selection of ‘25,000 high-quality 
items for farm, home and indus- 
ory:” 

When the Mary Hartline doll 
was introduced last fall, Stapley’s 
bought spot time before and after 
the Super Circus TV program to 
announce that its stores had the 
doll in stock. The same idea was 
used before and after a program 
Gilbert Co. 
includ- 


sponsored by A. C. 
Lines made by Gilbert’s 
ing electric trains—were publi- 
cized the same way in Stapley 
spot announcements. 


TV Special Drew 11,000 


The TV special which attracted 
11,000 people to the Stapley stores 
was an announcement on the Car- 
nival program of an offer of card- 
board models of a TV studio. It 
was a tie-in with a national pro- 
motion by Admiral Corp. and was 
timed to coincide with the show- 
ing of the motion picture, “Peter 
Pan,” in Phoenix. 

Although radio programs have 
been curtailed in favor of tele- 
casts, Stapley’s continue their 
daily sponsorship of a 15-minute 
“News at Noon” program as it has 
for the past 14 years. Other radio 
advertising used by the company 
is in the form of spot annonnce- 


ments—building up to a peak of 


Stunt Window Attracts Paint 





Colorful and unusual showing of paint and related lines brought 
many window shoppers into the store. 
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Diversity of the company’s stocks 
is emphasized in this ad showing a 
tea cup at $1.05 and a tractor 
priced at more than $21,000. 


nearly 100 in the week prior to 
Christmas. 

Use of three media of advertis- 
ing continues to build traffic, vol- 
ume and profit for all of the stores 
of The O. S. Stapley Co. 


Buyers 


In Neenah, Wis., the Wm. Krue- 
ger Co. makes effective use of un- 
usual display technique many times 
in the course of a year. Paint con- 
tainers—all empty—of various sizes 
recently appeared in the distance 
to be suspended in the air without 
visible support. As people moved 
closer to the window they noted that 
wires suspended from the ceiling 
were the means of support. 

Ladders, hidden shelving and 
manufacturers’ advertising mate- 
rials helped to show paint and re- 
lated lines at a variety of levels. 

The sight of the containers sus- 
pended in the air caused many curi- 
ous people to step up to closely ex- 
amine the display. Many were im- 
pelled to enter the store to talk 
about their painting problems. 
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12-Month Toy Selling 





Merchandises Toys Every Month 


Among the many hardware stores 
which consider toys as a good 
source of traffic and profit through- 
out the year is the Knoll-Ratcliff 
Hardware Co. in Stuttgart, Ark. 

“It pays to sel! toys on a 52-week 
basis,” says Lloyd Ratcliff, co-own- 
er of the business. “Nearly every 
tool customer has youngsters in his 
family. That holds good for other 
customers, too.” 





Located in a town of 6,500, and 
surrounded by prosperous farming 
areas, the firm caters to families 
accustomed to the use of graders 
and tractors. This leads to numer- 
ous sales of medium priced toy 
farming equipment at all seasons 
of the year. 

Dolls priced from $2 to $25 are 
good sellers as well, including nu- 
merous inexpensive character dolls. 
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Juvenile goods get greater emphasis in holiday season 
than at other times, but are displayed as 52-week line 


Excepting the pre-Christmas toy 
selling season, when main floor 
front-of-the-store display is used, 
these lines are displayed on the 
second floor given over chiefly to 
storage facilities. 

Most of the firm’s stocks of toys 
are bought in September when Mr. 
Ratcliff visits toy distribution cen- 
ters. In November toys are brought 
from the second to the first floor 
and just before Thanksgiving tool 
displays in the front of the main 
floor are moved for the featuring 
of toys. 

Wheel goods, particularly veloci- 
pedes, are featured in the holiday 

(Continued on page 144) 


Wheel goods get table 
space on the ground 


floor for Christmas 
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This Dealer 
Started|Hi: 





The Konieczka men and their wives. Left to right: 
John, his wife, Mrs. Ronald Konieczka, Ronald, Mrs. 





Stanley Konieczka and Stanley Konieczka. 


Well named is the Active Co. of S. 135th St. and 


W. National Ave. in W. Allis, Wis. It is a steadily 


yrowing business operated by Stanley Konieczka and 
his family. 

Six years ago Mr. Konieczka bought a two-acre plot 
in what was then a country location on an important 
highway. He erected a building for a hardware and 


building—42x76 ft—with extra storage space in back. 
Equipped with new display fixtures, fluorescent light- 
ing and a brown flecked asphalt tile flooring it is a 
bright and eye-catching showroom. 

For its grand opening the hardware store was an- 
nounced with more than 2,000 circulars distributed to 
boxholders throughout the firm’s trading area. Free 


crew 
variety 
“We 


work, ‘ 


plumbing business with a grocery department. On refreshments were offered as well as a number of new al 

April 24, 25 and 26 he opened a separate building for souvenirs. “In a | 

the hardware store and plans other separate stores The new hardware store was planned by the Wis- people 

on the same plot—probably a shoe store and a variety consin Retail Hardware Asssociation which provided tell th 
store. most of the fixtures. Other units were constructed by 

The firm’s buildings open onto a large graveled the store’s staff. 

parking lot. Road signs call attention to the small The store has sizeable tool, paint, sports, house- a 

shopping center. wares and gift sections. Plumbing and appliance dis- mig 
The hardware store is in a brick, concrete and steel plays occupy considerable space. The firm’s plumbing 

Belc 

Dro} 

The firm's two-store shopping center as seen from the highway. Bele 
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His Own Shopping Center 


How a Wisconsin family started a combination 
hardware and grocery business, separated the 
two units and now plans to install additional 
businesses in other buildings on large plot 



























crew—six plumbers and four helpers—handles a 
variety of contract jobs. 

“We sell pipe and fittings to people doing their own 
work, and handle many complete installation jobs in 
new and modernized homes,” says Stanley Konieczka. 
“In a growing community such as ours, Many young 
people do much of their own work. If they ask us we 
tell them how to do certain jobs, but emphasize that 


Right—Section of well stocked tool department ir 
front-of-store location. 


Below—Paint and wallpaper section encourage 
browsing and provides ample room for perusal of 
sample books. 


Below right—Hunters and campers find their needs 
n this corner of the store. 
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An Active Co. representative shows how plumbing 
is installed in a house wall at a contractor's show. 


they will always get a better job if they let us do it. 

“In some instances we have been called in to com- 
plete plumbing jobs started by homeowners. Some- 
times we have had to tear out their work and start 
over again.” 

Mr. Konieczka has a contract with a Milwaukee 
building firm to instal] all plumbing in houses it e 
structs. 

Last vear the Milwaukee firm staged a tent exhibit 
showing how its homes are built, many construction 
features being illustrated in cross section views. The 
Active Co. showed its plumbing work in this exhibit, 
and had a display booth for various items. 

The grocery store building, 40x60 ft, has three 
apartments on its second floor, these being occupied 
by the Konieczka family. Mr. and Mrs. Stanley Kon- 
ieczka are assisted in the two stores by their sons, 
John and Ronald, and their wives and by Mr. and 
Mrs. Roy Welch. 





Triples Wallpaper Sales By Better Displays 


Wallpaper was a second-floor slow-moving line at the 
Prescott (Ark.) Hardware Co. Its removal to a first- 
floor location in this store serving a town of 4,000 
has resulted in triple the volume with a smaller stock— 
in just one year. 

In its former location the department was next to 
the furniture section—warm in summer and cool in 
winter—and thus not in a place conducive to browsing. 
The new department is in the rear of the first floor, 
adjacent to the office and in back of the appliance de- 
partment. It makes many impulse sales. 

Dan and John M. Pittman, cousins and co-managers 
of the store, did not believe that the new location 
would prove advantageous because fewer patterns 
could be displayed. 
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Dan Pittman says, of the new location, “We now 
attract customers to our wallpaper department who 
want better quality papers. More of them like to 
browse. There is a greater demand for special-order 
patterns.” 

Another factor that has stepped up wallpaper sales, 
Mr. Pittman says, is that two saleswomen with a 
knowledge of the product are on the first floor. Thei 
major duties are in the giftwares and housewares sec- 
tions, no member of the staff spending full time in the 
wallpaper department. 

Both display space and employee time are saved in 
the new department. Relocation of wallpaper displays 
was of the rearrangement of several departments to 
test the merits of different locations. 


A prospect looks 
at higher priced 
papers onan 
easel. Papers reg- 
ularly stocked 
are shown in 
sampled com 

partments along 

the wall. 
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Mrs. Florence Sprandel shows a customer some dinnerware. 


Features Medium Priced Tableware 


Although W. H. Bostrom, who 
operates Bostrom’s at W. Mc- 
Dowell St. and 7th Ave. in Phoe- 
nix, Ariz., does all of the buying 
for his store, his departments 
catering to women are staffed by 
women. This policy helps the firm 
to do an increasing volume in 
tableware and other housewares 
lines. 

Says Mr. Bostrom, “Our house- 
wares department is staffed en- 
tirely by women, as they best know 
the needs of the housewife. We 
avoid handling either de luxe lines 
or variety store type merchandise. 

(Continued on page 153) 
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Women staff store’s gift and housewares section 


as being best qualified to sell dbther women 


Another section of the housewares department. 
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Gift suggestions in this 

window of the Renton 

Hardware & Furniture are 

each tied with a ribbon 

bow. Other trim includes 

evergreen and tree orna 
ments. 


Pillars become Christmas candelabra at the 
Grayson-Brown Hardware & Furniture 
store, photo left. Candle holders are card- 
board tubes covered with red foil. Holly 
completes the effect. In the photo, bottom 
left, conventional props create the holiday 
gift idea for housewares sold at the Cooley 
Hardware. Individual pricing speeds selling 
at the point-of-sale. Shopper stopper in the 
toy window of the Coppin Hardware, bot- 
tom right, is a circular spot display, painted 
yellow to simulate a traffic stop sign. Yel- 
low spot display makes an interesting con- 
trast with the red and green Christmas 
decorations and the sparkling colors of the 
holiday toys. 





HARDWARE AGE, NOVEMBER 12, 1953 


Create 











HARDW: 





Ae 


in tr is 
Renton 
ure are 
ribbon 
ncludes 
> orna 


ra at the 
-urniture 
re card- 
/ Holly 
bottom 
holiday 
Cooley 
s selling 
>r in the 
re, bot- 
painted 
gn. Yel- 
ng con- 
iristmas 
s of the 











, 1953 


Christmas Shopper-Stoppers 


suggestions for creating the gift appeal in store display 





Color and the Gifts-for-Him theme 
are the eye-stoppers in the window, 
top right, of the Imperial Hardware. 
Tinsel stars on stereo-foam, set on 
dowels, make a different decoration. 


Sly humor enters into Westbrook’s 
toy window, lower right. The ex- 
hausted Santa suggests a busy season 
filling the store's toy department to 
provide it with complete assortments. 
Red frames serve to feature items. 


Red corrugated cardboard provides 

the holiday background for the 

Dressler Hardware's gifts, photo, 

bottom right. Yellow and blue steps 

and tables are used as risers to ac- 
cent different items. 


Crowded for space? At Christmas 
the Cherry Hardware uses a frame, 
bottom left, that fits over its regular 
display gondolas for featuring holi- 
day items. Paint or special paper give 
the framework the Christmas touch. 
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PAULINE’S RICHIE'S 


Flor: Hardware " INgOOs 
& ’ 
uy 
? ~ ¢ 


3490 © Greosheld Avene —— ¢ Rowe 4 Wan Alle, Wacom 








a profitable combination 


Among the unusual combina- 
tions in retail operations in Wis- 
consin are Richie’s Hardware and 
Pauline’s Floral and Gift Shop 
conducted in the same show room 
on Highway 59 between West Allis 
and Waukesha. 

Richard Gray and his son, John, 
operate Richie’s Hardware. Mrs. 
Richard Gray is proprietor of 
Pauline’s Floral and Gift Shop at 
13498 W. Greenfield Ave. An at- 
tractive letterhead carries the 
name of both enterprises together 
with decorative cuts to illustrate 
the types vf business each oper- 
ates. 

Richie’s portion of the letter- 
head shows his firm’s name, a 





January 8, 1983 
Dear Friend: 
Be invite you to visit cur establishment at 12499 ©. Greenfield 
Avenue 









GREETING CARDS 
AES 


a 
FLAQUES: 
FIGURINES 








large square can and a big paint 
brush. An old fashioned spinning 
wheel and two small flowers deco- 
rate Pauline’s half of the letter- 
head. 

Mr. Gray, a former contractor, 
and his son built most of the fix- 
tures for both businesses in their 
homeworkshop in the basement 
under the family home and adjoin- 
ing brick and frame showroom. 
The skill of the Gray men in using 
power tools is a big asset in their 
demonstration and sale of power 


tools. 


Exterior of combined hardware and floral and gift shop joined in 


mes RICHIE'S 


. om Hardware Store 
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Joint announcement used 
by the two businesses 


The announcement’ used by 
Pauline’s and Richie’s in January 
of this year is shown in an accom- 
panying illustration. Mailed to 
2,000 boxholders in the area, it 
stressed the variety of products 
and services. offered by both 
stores. 

tepair service is offered on a 
wide variety of household equip- 
ment, and Richie’s conducts an 
extensive rental department. 

Most types of household electri- 
cal equipment can be serviced and 
repaired. Richie’s also sharpens 


the rear by the family home. 
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e TYNEX trade-mark will 


you build bigger paintbrush sales 


ers have used paintbrushes with 
have liked the way they give full 
up, smooth, even flow. Du Pont nylon bristles 
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MECHANICS 
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Decorator 
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WEEK-END 
DECORATORS 


are using 


paint remover 





® Open the way for tie-in sales of other 
Week-End Decorator products! Many 
Week-End Decorator jobs start with paint 
removal, and Klean-Strip is preferred be- 
cause it removes any finish from any 
surface . actually peels off paint, fast 


and clean, with minimum effort. 


Klean-Strip is wax free, too . needs no 
neutralizing. And it’s safe to use any- 
where. No wonder Klean-Strip is the 


fastest selling non-inflammable remover 
on the market! 


For Your 
WEEK-END 
DECORATOR 
CORNER 








Klean-Strip sells itself with this novel 
'” x 11” display that invites Customers to 
try Klean-Strip themselves. Convincing 
one-minute test closes sales quickly, de- 
velops companion sales of paint and 
brushes at the same time. 

Other Klean-Strip Products for Weck- 
End Decorators: EASYOFF wallpaper re- 
mover METAL TREAT rust remover 
PAINT TRAP brush cleancr—-coppo_pre- 
servative for wood, canvas and rope 


And All Are 
NATIONALLY ADVERTISED 


All Klean-Strip products are featured in 
the irha and Week-End Decorator pro- 
motions in Life and Better Homes and 
Gardens. They are advertised the year 
round in Popular Mechanics, Popular 
Science and The Saturday Evening Post. 


Ask your jobber for prices 
and literature, or write: 


THE KLEAN-STRIP CO., Inc. 


2340 S. Lauderdale, Memphis 6, Tenn. 
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Mrs. Gray in the gift shop operated in Pauline's section 
of the combination store. 


welding, services 


furniture and 


saws, does 
pumps, 
wheel goods and sharpens cutlery 
and skates. The firm also rents 
and sells sump pumps. Rental 
items include water pumps, power 
saws, a generator plant with ex- 
tension cord, mortar mixer, caulk- 
ing gun, scaffold brackets and 
planks and an electric plane. 


repairs 


The generator plant rents for 
$12.00 per day and is out of the 
store for many weekends. 

Business hours, including 8 a.m. 
to 12.00 noon on Sundays for the 
“do-it-yourself” customer, were 
listed in the announcement. Con- 
cluding the announcement was 
this interesting statement, “Our 
store is never closed. The door 
may be locked at times, but we 
have a back door where you may 
ring the bell for immediate ser- 
vice.” 

The suburbanite who visits the 
gift shop can also get money or- 
ders, stationery, gift and greeting 
cards and postage stamps. 

Outside the store a fouvr-foot 
sidewalk runs the full length of 
the building. Mr. Gray and his son 
use the walk for merchandise dis- 
plays in good weather. As the 
combination store is on a heavily 
traveled highway, many impulse 
sales are made to motorists. 

Says Mr. Gray, “Many people 
living in this area work on a 5-day 


week and have plenty of time to 
do repair and alteration jobs in 
their homes. Our Friday and Sat- 
urday business is usually very 
heavy. We are always glad to help 
young homeowners solve their 
building problems. Our wide va- 
riety of rental and other services 
helps build traffic and sales for 
both Pauline’s and Ritchie’s.” 

The two businesses serve an 
area which is rapidly being built 
up with new homes being occupied 
throughout the vear. 


Blueprint Reading 


Leads to Sales 
(Continued from page 93) 
their homes, including major ap- 
pliances. 

Schroeder’s displays include sev- 
eral islands of electrical and plumb- 
ing items for the do-it-yourself 
trade. 

Mr. Schroeder says that many do- 
it-yourself fans buy plumbing and 
heating equipment and _ electrical 
appliances from the store. He con- 
siders this business well worth go- 
ing after, because such _ peopl 
usually do some home improvement 
job each year. 

Founded n 1874 by L. F. Schroe- 
der, the firm is headed by Henry, 
father of the company’s secretary- 
treasurer. Frank Kirschman is 
vice-president. 
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IAKE YOUR PICK AND 
MAKE YOUR PROFIT! 


Line Up With Either or Both of 
These Customized Paint Color Systems 
-»»By Martin-Senour 
















MARTIN 
SENOUR 


f\ A vi 
Bhs .lon 
*STIN GLOSS FIN! 







MARTIN 
SOUR 






FLAT ENAMEL 





_ Sam Tw Bast 5 


Famous M-S$ 
Tube Deal 


3% Color added to white and grayed 
bases 

% 144 colors in flat-enamel, satin 
finish and full gloss enamel for 
interiors 

% PLUS—48 exterior colors 

% Puts you in the color business in 
a Big Way with minimum stock in- 
vestment for maximum turnover 
and profit 





— 


Neu-Tone Customized 
Color System 


% Color added to color 


% 144 completely different interior 
colors in flat-enamel 


% Package color quickly converted 
to deep tones or delicate pastels 
with addition of only one tube of 
color 


%* Circle seal containers with room 
for addition of tinting color 





Now choose the Martin-Senour color system that meets your exact requirements. 
With either the Neu-Tone Customized Color System or the famous Martin- 
Senour Tube Deal you’re in the color business in an effective and profitable way. 
Or you can augment one system with the other for even greater customer service 
and money making volume. 
No expensive equipment! No costly training program—anyone can work 
them! No obsolesence! No mess! No trouble! 


Find out about these programs Tod ay! | Send the coupon NOW!- 


Martin-Senour Paints, 2520 South Quarry, Chicago 8, Ill. 


Please send me FREE information about the new Martin-Senour 
Customized System. 


Nome —s a -_ 

America’s Color Leader Company — 
2520 South Quarry St., Chicago 8, Illinois Address —— 
New York 22 + Los Angeles 15 + Dallas 10 j City ee State ee 
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Build Traffic and ‘Turnover 


says this dealer 


Eastern dealer seeks good turnover in smaller items. 
Attracted 5,000 visitors to three-day opening sale and 


Traffic and stock turnover are the 
things most sought by Pottstown 
Hardware Co. at 141 High St. in 
Pottstown, Pa. C. J. Smale’s idea 
is to attract customers with limited 
funds, people who do most of their 
own maintenance and repair work. 

Space limitations — the store is 
67x23 ft. — make it impractical to 
handle major appliances and other 
large units. The main departments 
are hardware, paint, builders’ hard- 
ware and housewares. 


700 Sales on Opening Day 


The store’s grand opening, held 
for three days last April, attracted 
5,000 visitors and resulted in 700 
sales transactions. Two thousand 
catalogs with the store’s imprint 
were hand distributed the night be- 
fore the store’s opening. A full 
page ad in the Pottstown Mercury 
offered specials and free souvenirs 
for all adults and for children ac- 
companied by adults. 

Two sizes of galvanized steel 
garbage cans and a 10-qt. pail were 
among the opening specials, more 
than 1,000 units being sold in three 
days. 

Shades were not stocked for the 
opening sale, but were promoted the 
next week. In three days more than 
200 window shades were sold at a 
special price providing a fair profit. 
Success with these shades prompted 
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made 700 sales transactions 
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The store on opening day. Mr. and Mrs. Smale and daughter are 

to the left, Herman Berstler of Supplee-Biddle-Steltz Co., Philade 

phia, wholesalers, is second from the right. Robert Smale is on the 
right end. 


Below—Todl and hardware displays get wall space. Ledge atofs 


used for bulky housewares lines. 
we t 
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TYING IN WITH THE 
TREMENDOUS NATIONAL 


‘“\WEEK-END DECORATOR" CAMPAIGN 


Now sell more paint! 


Capitalize on the 


— 


+. 


feature it, display it. 


verything they need except the paint! 


1. Rubberset Paint Roller— Wool cover. 
Won't streak. Covers large areas quickly, far 
less tiring than a brush. 

2. Dip Tray—One piece, holds more than 
| qt. paint, can be used on floor, table or 
ladder. 

3. Rubberset Pure-Bristle Brush (1!2") 
For touching up spots roller can’t reach. 

1. Putty Knife—For patching plaster and 
wood, 

5. Sandpaper. 

6. Paint Paddle—For mixing paint. 


7. Stapo Waterless Hand Cleaner—Enough 
for 15 cleanings. 


8. A Real How-To-Do-It Book, “How to be 


a Week-End Decorator’’—A primer of house- 
hold painting . . . detailed instructions on all 
common jobs. 

9. Carrying Case—Durable . 
way to carry and store all equipment. 


PLUS THESE 3 TOP-QUALITY 
SAVOGRAN PRODUCTS: 


10. Savogran Wood Putty (4 0z.)—Con- 
tains real wood. Easily tooled. 


a compact 





“do-it-yourself” trend with 


RUBBERSETS 
WEEK-END 
_ DECORATOR KIT 


Rubberset’s Week-End Decorator Kit gives even the inexperienced 
painter everything he needs for a professional-looking job—and an in- 
struction boo! to show him how to do it! Once customers see how easy, 
how economical it is to do their own decorating, they'll come back to you 
time and again for paints and supplies. They save, you profit! 

The Rubberset Week-End Kit will help develop a whole new market for 


you. It gives you one good sale in place of a lot of little ones. Talk it, 


11. Savogran Crack Filler (40z.) —Repairs 
cracks, holes and dents. Will not shrink. 


12. Savogran Dirtex (18 0z.)—Fast, effec- 
tive no-rinse wall cleaner 


(j~8s 
/ Wire | 
(Vege / 


KUBBERSET the None Hath at guaranty - bintt 873 


THE RUBBERSET COMPANY ° 


Haynes Avenue & Lincoln Highway, Newark 5, N. J. 
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Electrical goods section adjoins wrapping table. In the rear may be 


seen a table of promotional items. 


Below—Wall display to attract numerous do-it yourself fans. 








the owner to make this line a part 
of the store’s regular stock. 

Since its opening Pottstown 
Hardware has used an average of 
six columns of advertising in the 
Mercury on Tuesdays, Wednesdays 
and Thursdays. Most of the firm’s 
specials and bargain items are fea- 
tured on Wednesdays as Mr. Smale 
believes that they should be offered 
on a day when traffic is at a low 
point. 


Departments Colorized 

Most of the store’s display fix- 
tures were supplied by W. C. Heller 
& Co., Montpelier, Ohio. Depart- 
ments are colorized — green for 
garden tools, yellow for mops and 
brushes, pink for utensils, blue for 
tools and green for builders’ hard- 
ware. Fluorescent lighting is used 
throughout the store. 

Four display islands, 5x10 ft., are 
used in the center, plus two 3x8 ft. 
units. One of the small tables is 
used for wrapping and the other is 
given over to promotional items. 
People waiting for packages note 
the promotion table and often buy 
featured items on impulse. 

“We are interested in promoting 
our store as a self-service outlet,” 
declares Mr. Smale. “We want our 
customers to browse around the 
store, and pick up items as they do 
so. In our recent promotion of 
galvanized pails, we saw many Cus- 
tomers get the pail first and then 
go around the store picking up 
small items and putting them in the 
pail. This is exactly what we wished 
to accomplish and we intend to fol- 
low along this idea in the future.” 


Modernizing Kitchens Is Profitable 


(Continued from page 92) 


ware, These pictures in color are taken by profes- 
sional photographers to assure their being good re- 
productions of outstanding jobs. 

It is a company policy that the salesman make a 
return call to a customer’s home after a modernized 
kitchen has been in use for a short time. This assures 
complete satisfaction with an installation and often 
gives the salesman a good lead for another job at the 
same home. 

Much of the work of modernizing the front and 
interior of the store was done by the firm’s own car- 
penters. The upper stories of the two buildings were 
covered with stucco, the decorative strip between the 
words Parker and Hardware being of wood, painted 
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in an attractive shade of green. Angled windows lead 
to the wide glass doorway. The canopied entrance 
way is used in good weather for display of seasonal 
lines and furniture. Richard M. Bellamy of New York 
designed the store front, fixtures and interior layout 
of the store. 

Founded in 1908, the firm serves a trading area of 
about 25,000 population. Its showroom is located in 
the outskirts of one of the five boroughs of New York 
City and numbers among its customers many wh 
commute into the heart of Manhattan each business 
day. It is in effect a suburban community. 

Twelve employees including salespeople and me- 
chanics assist Ed Parker in the store. 
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OF YOUR SALES WITH ONLY 
4- PAINT PRODUCTS 


It's really true! The Lucas “BIG-4"°"—SUPER KEM-TONE, 
KEM-GLO, Lucas HOUSE PAINT and Lucas FLOOR-LIFE— 
can account for 80% of your entire sales volume. This is 
substantiated by authentic Dealer Reports. Now, with 
a minimum inventory, you can expect maximum turnover 
and profits when you sell the Lucas “BIG-4”. 


TaMmele Kell ilesPamel Mme @mcelileltl im lela mm olcelelUlaty 
are advertised and promoted together— 
Teh ilelslol hamelile Mm Kelde] |b MN ol alate late ME ULola— 
customers to your store for paint products 


that are pre-sold! 


Write for the revealing story of the Lucas “BIG-4" a Great Name in PAI NTS 
and the strongest merchandising campaign in the 
paint industry today 


JOHN LUCAS & CO., INC. - 1617 PENNSYLVANIA BOULEVARD - PHILADELPHIA 3, PA. 
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Yom 7.) ) Mile) APPLY! 


oF 
Vv 


DURATITE 


WOOD DOUGH and 
SURFACING PUTTY 


SELL FASTER 


"cause they fill FASTER 
one application 
quick hardening 


SELL BETTER 


‘cause they fill BETTER 
less than 1° shrinkage 
easy to apply 


WATERPROOF » WEATHERPROOF + PLASTIC 
0 aa 












Request your 
FREE Duratite 
Color Chart — ac- 
tual fills of both 
Duratite Wood 
Dough and Sur- 
facing Putty. 
From your jobber, or write direct. 


WEBB PRODUCTS CO. 


Manufacturers of fine surfacers and adhesives 
since 1 
San Bernardino, Calif. 
Norcross, Georgia 


AMAZING! 


New DURATITE White 
Glue. Extra strong and 
fast drying. Fines? all- 
purpose glue made. Sold 


by hardware, lumber and 
0a stores exclusively 


Va Pt.—45c¢ 


Complete line of larger sizes 
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Move From Highway Ups Volume 


Attractive approach te 


An eye for beauty helped to 
create this attention-catching store 
front for L. P. Gray Hardware Co 

Since removal of the building 
istucco sided, wood front structure 

from a main highway to 153] 
Main St. in Redwood City, Calif 
the firm has enjoyed a substantial 
increase in traffic and volume. Cu 
tomers are attracted by the ivy beds 
in front of the visual-front store 
and by the fact that there is ample 
parking room. 


Students Decorate 





Mr. Gray retained a large tree 
in front of the new location of his 
store, took out weeds and wild grass 
und made ivy-covered plazas in 
front of the store add to the appear 
ince of the premises. At the same 
time small windows were replaced 
with long and broad expanses of 
lass 

Spotlights above the windows and 
limline fluorescent fixtures in the 
show room add to the store’s day 


and night brightness 


Store's Rooftop 
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%ittsburgh Brushes 
offer the best hogs’ 

e i 
There's a Pittsburgh brush for bristle available today e 


every home and industrial use 


The phrase ‘Pure Bristle” stamped on a paint brush doesn't mean a whol 
lot nowadays. It doesn't tell a thing, for example, about thi ree f the 





e bristle—and we don't have to tell you how the source affeets quality! 
Sash 

maenes What can you go on? The Pittsburgh name the Red Stripe label! You 

Enamel! and P . ’ 

# Varnish Brushes can be sure that when you sell Pittsburgh's pure bristle brushe you’ 
selling the best bristle obtainable today! Pittsburgh's contacts are world wide, 
and our buyers are constantly searching for the best bristle possible. Al- 
though bristle on today’s market 1s not always good enough for our G jd 


Stripe label (Gold Stripes in short lengths are still available), -Pittsburgh 
buys the best of it and makes it into Red Stripe brush 





Wall and 
Floor Brushe 


Make sure your customers understand this—post this ad near 








department. And watch sales respond to the magic of the Pittsburgh name! 


Maintenance 


Grushes For the address of the Pittsburgh suppher nearest you, write: PITTSBURGH 


PLATE GLASS ComPANy, Brush Division, Dept. A-11, 3221 Frederick Ave 


Baltimore 29, Maryland 
ed, i 
BRUSHES 


PAINTS ° GLASS ° CHEMICALS ° PLASTICS ° FIBER GLASS 





BRUSHES 


PITTSBURGH PLATE GLASS COMPANY 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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‘ustomers Will Look 


MAKE SURE THEY 
AT YOUR STORE ! 





Millions of potential power tool customers will see this Delta ‘‘Christ- 


mas Gift Window” advertisement, with its powerful suggestion — 


“Pick your year-around gift from the Delta Power Tool window!" 


They'll actually look for the window — and buy where they find it. 


Cash-in on the biggest promotion 


in Power [ool history / 


FEATURE THE DELTA 
CHRISTMAS WINDOW 


Hundreds of ready-to-buy power 
tool prospects in your area will be 
looking for the Delta Christmas 
Gift Window they saw in national 
magazines. Make sure they find it 
at vour store. Put in the Delta win 
dow the first week in November, 
and leave it in, to sell for you during 
the big Christmas buying season 
We'll supply you with everything 
you need— life-size cut of man, win- 
dow and door banners, window 
cards, etc. 


TIE-IN BY ADVERTISING 
LOCALLY 


Use your local newspapers to focus 
Delta’s tremendous national adver- 
tising power on your store, and use 
direct mail to preferred prospect 
lists. Big national advertising makes 
folks want Delta Power Tools; your 
local newspaper ads and direct mail 
tell them where to buy them. Schedule 
your programs to coincide with 
Delta’s national advertising. We 
have a selection of hard-selling tie- 
in newspaper ad mats and mailers 
for you. 


DISPLAY DELTA 
TOOLS INSIDE 
YOUR STORE, TOO 


Feature the DELTASHOP and 
other big-ticket Delta Tools in your 


best traffic locations —where buyers 
brought in by the window can see 
and touch them. And don't forget to 
include accessories in your display 

they’re wonderful plus business with 
a very good profit margin for you 


DEMONSTRATE TO SELL 


When you demonstrate Delta Power 
Tools, they sell themselves. Have 
the DELTASHOP and as many 
other tools as possible under power, 
and train your store personnel to 
demonstrate at every opportunity. 
Use direct mail and newspaper ads 
to promote special group demonstra- 
tions, “doit yourself” evening clinics, 
etc. And ‘‘demonstrate’’ outside 
your store by showing the new 
Delta sound-color movie at hobby 
groups, clubs, service organiza- 
tions, etc. 


TAKE ACTION NOW! 


Delta’s gigantic fall and Christmas 
sales and merchandising campaign 
is the biggest thing in power tool 
history! It will generate a tremen- 
dous surge of big-ticket business at 
the time of year when folks are in 
the mood to spend. 


«++ BUT YOU CASH-IN 
ONLY BY TYING-IN! 


Plan your program now. Get in 
touch with your Delta man today, 
or use the coupon. 
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powerful Christmas Window ad: Saturday 
Evening Post, Nov. 14; This Week, 

Nov. 21; Better Homes and Gardens, Dec.; 
Popular Mechanics, Popular Science, and 


prospects will see Delta's 


Mechanix Illustrated, Nov.; Home Craftsman, 
Nov.; Homecraft and the Home 
Owner, Nov. 


DELTA QUALITY POWER TOOLS 
Another Product by rn k [| 
ocKwe 


Delta Power Tool Division 
Rockwell Manufacturing Company 


680L N. Lexington Ave., Pittsburgh 8, Pa 


©) Please rush full details on Delta's big fall and Christmas 
Power Tool Promotion 


i { Who is my nearest Delta Distributor ? 

GOGO eseeteee ee 
Position — a 
ee — 


Address — — a 





City. — __—_Zone ————— 











Floor Sample System Allows 
Better Use of Display Areas 


Western dealer uses a minimum of space for 
showing bulky items on sales floor. Stock is 
quickly requisitioned from upstairs storage area 
by use of public address system and dumbiecaiter 


Maximum use of display space at Nittinger’s 
Household Hardware Store at 1335 Third Ave. in 
Santa Monica, Calif., is attained by use of a sample 
system for bulkier goods. 

Sample display items bear a tag indicating size, 
color, price and upper floor stock room location of 
the bulky merchandise. When a customer selects a 
sample display item the salesperson takes the mer- 
chandise to a public address system and calls the 
stock room. The sample item is returned to its origi- 
nal display space and the merchandise from the stock 
room is quickly brought down by dumbwaiter if of a 
size to fit into that equipment. 


Assures Customers Fresh Merchandise 


Customers like the sample display idea as it as- 
sures them of fresh merchandise. Another advantage 
of the plan is that the want list is in the hands of one 
person, Mrs. Georgia Collamer, who is in charge of 
the upstairs stockroom. Since Mrs. Collamer observes 
what is needed in stock ordering is streamlined. 

After approval by Robert Nittinger orders are 
quickly made for restocking. 

While this procedure is a costlier method of han- 
dling merchandise, Mr. Nittinger says that its easing 
of the storage problem is a time and money saver. All 
storage of bulky goods is uniformly handled in the 
upstairs stock room and there is no storage problem 
on the sales floor. 

Sales people are free to use their spare time in 
working up attractive displays. 

The path merchandise travels at Nittinger’s is as 
follows: 

1. Shipments are received in the receiving room on 
the first floor, in back of the sales floor, by Edwin 
Schaum, receiving clerk. Mr. Schaum tags all mer- 
chandise. Items which are part of a set are individ- 
ually marked as to the number of pieces in the set 
and the price of the complete set. 

2. After tagging, all bulky merchandise is routed 
to the upstairs stock room, where Mrs. Georgia Col- 
lamer, stock clerk, or one of her assistants places 
each item in its proper bin or shelf. If a new item 
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Merchandise is tagged by Edwin Schaum in first 


floor receiving room, before being sent to upstairs 
stock room. 

Below—Mrs. Marion Card, who has just 

sale, reads description on public address systen 


stock clerk. She then returned item to display. 
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Profit Makers 


Set No. 
H-62 


' Set No. 
H-56 


HOME DRILL SETS IN METAL STANDS 
Each set contains ten of the most commonly used 
sizes of Jobbers’ drills (Yis", %a”, 342”, %a"”, Vo”, 
$a", Yr", Ye", Fr", Va"). Sets are packaged for 
year-round selling, but when dressed up _ for 
Christmas in the new easy slip-on sleeves they will 
really attract the seasonal trade. 


POWER AUGER BITS 


Packaged in attractive cardboard boxes with clear 
cellulose covers, these units are even more attrac- 
tive to Christmas shoppers when inserted in the 
special W & B sleeve wrapper designed for sea- 
sonal merchandising. Each set contains a ¥%", ¥2", 
Ye", Ye", Ye", and 1” diameter bit. 


HIGH SPEED DRILLS WITH 14” SHANKS 


These all purpose drills are contained in a very 
practical and attractive plastic container. The hinged 
cover is transparent and can be locked. Insert these 
drill sets in the holiday sleeves to secure greater 
attention and increased sales. Each set includes 
one: %", “se”, ¥e", %e and 2" diameter drills. 


CARBON STEEL DRILLS FOR WOOD— 4” SHANK 


Drills are contained in same type of case described 
above for High Speed Drills. Carbon Steel drills 
will have unusual appeal to your Christmas traffic 
when dressed up for the holidays in the new W & B 
sleeve. Each set consists of one each: %”, “6”, 


¥", %" and 2” wood bit. 


Suggested 
Resale Price 
of 6 Sets $30.60 


Dealers’ Cost 20.40 
YOUR PROFIT $10.20 


Suggested 
Resale Price 
of 6 Sets $33.00 


Dealers’ Cost 22.00 
YOUR PROFIT = $11.00 


0 


gest 
Resale Price 
of 3 Set: 


Dealers’ Cost 
YOUR PROFIT 


Suggested 
Resale Price ; 
of 6 Sets $19.68 


Dealers’ Cost 13.12 
YOUR PROFIT $6.56 


DEALERS — If your Jobbers do not handie Whitman & Barnes 
products, your orders may be sent us direct and invoice will 


be sent you through our Jobber located nearest to you. 


DRILLS 
REAMERS 
COUNTERBORES 
COUNTERSINKS 
CARBIDE TOOLS 
TOOL BITS 
SPECIAL TOOLS 


NEW YORK e els Ler-Y ere) . LOS ANGELES 


“Makers of Fine Jools Since 1848 


WHITMAN & BARNES 


PLYMOUTH, MICHIGAN 
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comes in, Mrs. Collamer checks with Mr. Nittinger to 
make certain that a sample of it is placed on display 
in the sales area of the first floor. 

3. As a sales person closes a sale of one of the 
sample items, the request for the merchandise goes 
to Mrs. Collamer over the public address system. Mrs. 
Collamer and her assistants keep a pad and pencil in 
their pockets or slung over a belt. As orders come in 
over the public address system, Mrs. Collamer jots 
them down and fills them immediately. 

4. As Mrs. Collamer locates the merchandise she 
immediately sends it to the sales floor by way of the 
dumbwaiter. If the item is large and unwieldy, it is 
taken to the sales floor by a stock boy. 

With the Nittinger system the filling of orders of 
breakable items is eased, All breakables are retained 
in their original packages if those units are sound 
and properly protect their contents. 

When a set of drinking glasses is sent down to fill 
a customer’s order, for example, it is sent down in its 
original carton with the proper partitions to hold in- 
dividual pieces firmly in place. This eliminates the 
necessity for finding packaging to fit the merchandise 
as it is taken from display shelves. 





io * 


Mrs. Georgia Co/lamer, stock clerk, places an iten 
on dumbwaiter for delivery to sales floor. Pad and 


/ 


nencil are carried at all times 


From $11,000 Inventory to $200.000 in Sales 


(Continued from page %6) 


of a woman who has contributed considerably to its 
success. She also handles sales of other housewares 
which are located behind the giftware section. 

A policy which is followed most particularly in the 
handling of giftware hut in the merchandising of all 
other departments as well, 


s prompt clearance of 
shelf-warmers. 


Prices Reduced on Slow Movers 

Though the period of time varies somewhat in dif- 
ferent departments, when an item has demonstrated 
that it will not move reasonably fast, it is discon- 
tinued and promptly reduced in price. 

A clearance table is set up near the front door 
whenever there are sufficient items that are to be 
cleared from stock at reduced prices. Prices are fre- 
quently slashed in half, 

Power tools and major appliances are specialties 
of the Washington store. 

Power tools are displayed at the left front corner 
of the store, immediately in back of the entrance. 

For several years, Mr. Starr notes, the firm had 
been able to gross from $40,000 to $45,000 per year on 
appliances without any special selling effort. 

Sales had been developed mainly by placing appli- 
ances out where they could be seen and on the store’s 
ability to back up sales with service. Recently, how- 
ever, competition has required that the store pursue 
appliance sales more aggressively. 

One improvement recently effected was the instal- 
lation of a new appliance department at the rear of 
the sales area. Location here enables the salesman to 
make his presentations without interruptions from 
the floor, yet at the same time the department is 
readily accessible for anyone wishing to inspect the 
appliances. 
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lhe company follows a policy of servicing all ap- 
pliances which it sells, or other appliances of the 
same brands that it sells. It will not service cther 
brands of appliances, 

By sticking to just one brand of appliances, Mr 
Starr and Mr. Mott can assure customers that the 
service work they do is of first quality. By following 
this policy they avoid being drawn into general re- 
pair servicing, which Mr. Starr, as a former refrig- 
eration mechanic, considers to be a profitless type of 
operation. 

An appliance specialty salesman was added last 
December and he is enabling the store to promote 
ales for the department more aggressively. A con- 
siderable amount of his selling is done outside the 


store. 


This store has developed a method of compensating 
its appliance salesman that has worked out well from 
the point of view of both parties. The firm pays him a 
flat 25 pet of the gross profits on all appliances sold. 


Using Gross Profit Preferred 

Using the gross profit rather than taking a smaller 
percentage of total sales is preferable, the owners 
believe, because they do not have to adjust the per- 
centage figure to each type of appliance. Because 
margins vary considerably, such adjustment is usu- 
ally necessary when the sales price is used as the 
base. 

The same system is used with trade-ins, except 
that the trade-in allowance is subtracted from the 
gross profit realized on the new appliance sale. When 
the old unit is sold, the salesman is paid as though 
the sale price of the old appliance were clear profit. 
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wine Here's a quality line with real profit possibilities. To get the 
il re- most out of it carry the complete Champion DeArment Chan- 
frig- nellock line. Millions of national magazine subscribers will read 
pe of about the Channellock line every month... they are being told 
and sold. Use display boards, stock the full line... for real profit 
possibilities. You can sell more pliers than ever before when you 
feature the complete Champion DeArment-Channellock line. 
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THE PLIER DESIGN THAT OBSOLETES 


CHAMPION DEARMENT TOOL CO. 


MEADVILLE, PENNSYLVANIA 
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18 Turnovers on Electric Sundries 








Proximity to the cash-wrap table makes electric 
sundries fast movers. 


Electric sundries having a retail 
value of about $600 are shown on 
this island near the cash register 
at Lovelady Hardware at 1967 W. 
Carson St. in Torrence, Calif. 

The 5x8-ft. island is the means 
of making 18 turnovers a year in 
electric sundries. The supplier 
checks the stock each week and 


writes his own order, replacements 
running as high as $300 some 
weeks. 

T. S. Lovelady and his four sons, 
Vern, Wayne, Norman and Roland 
report that this island accounts for 
many impulse sales and that it has 
the highest turnover of any section 
in the store. 


A Gift Window for "Him" 


The man about the house gets a window display devoted entirely to 


gifts for him at T. B. Rayl's in Detroit. Of course the idea is to help 
women with their shopping. This was one of a series of windows, each 
accenting a different department as a treasure chest of gifts. 





122 





says: 





Surveys point out that on the aver- 
age, every household in every neigh- 
borhood—and that means your neigh- 
borhood—will spend over $75 this 
year in Do-It-Yourself products. A 
lot of that will be spent this Christ- 
mas, for portable electric tools to be 
used as gifts. Are you going to get 
your share of this business? 

You can—if you'll use the tie-in 
material jurnished you by manufac- 
turers. You’ll be amazed, for example, 
how easily you can make up attrac- 
tive, eye-catching ads with Black & 
Decker’s new Mat Sheet as a guide. 
And don’t forget the power of radio 
and TV advertising—contact your 
local stations and they’ll be glad to 
work with you, using the scripts 
we've made up. 

HOW DISPLAYS SELL FOR 
B&D AUTHORIZED DEALERS 
Did you ever stop to 
think how store and win- 
dow displays can work 
for you? One trade maga- 
zine tells how a dealer’s 
tool sales increased 50% 
after putting up a dis- 
play. You can get the same results! 

Take the Utility U-1112 
Merchandising Assort- 





prospects see this hand- 
some display, with the ac- 
tual tools on it, they can’t 
help but stop and examine them. 
What’s more, a lot of those people 
will remember seeing the Assortment 
in Life, and other national advertis- 
ing. It will remind them that you’re 
the dealer who sells the wonderful Do- 
It-Yourself tools they’ve read about. 








YOU'RE THE PROFESSOR... 
-y This season of the year 


tomers, who think of a drill 
= only as something the den- 
dist pokes at them. One good start on 
sclling these people is to display a re- 
print of the Utility spread that appears 
in Life. It shows average people using 
Utility tools— proves how easy it is 
Point this out to your prospects, and 
help them try the tools for themselves 
and see how your sales zoom! 


B&D UTILITY GIFT CERTIFI= come 
CATES are naturals when a 


y brings in a lot of new cus 
b 


— 


Fish 4 Dechy, 


the lucky guy’s wife can’t / «ena 
make up her mind what to :~-_"= 

buy him. If you want more . 
dope about these, drop me 

a line, but guick! Write to: Bob Davis, 
Dealer Service Dept. H653, BLack & 
DrcKER Mera. Co., Towson 4, Md. 
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NEW U-4 1%” DELUXE DRILL KIT ($46.95) shown above contains !,” drill, 
horizontal stand, wire brush, grinding wheel, arbor, 13 bits, paint 
mixer, sanding discs and pad, in steel box. Also available: U-52 
All-Purpose Drill Kit ($52.50). Popular U-2 !4” Drill Kit below 
has 7 drill bits, complete equipment for sanding and wire- brushing. 
Provides extra room for additional accessories ($32.95), 

























NEW U-1112 MER- *> 
CHANDISING ASSORT- | 
MENT puts you in the § 
power tool profit pic- 
ture with the fastest 
selling toolsin the 
Utility line.Displayit | 
your selling job will 
be a snap! Consists 
of brilliant 8-color 
free display piece, 
1,” Drill (U-1), 14%” 
Drill Kit (U-2), No. 
44 Sander (U-44), 14” 
All-Purpose Drill 
(U-50). Order from 
your wholesaler! 
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NEWSPAPER MAT SHEET, RADIO & TV COMMERCIALS help you use these 
hard-selling media. Magazine and telephone book advertising reaches 
every prospect in your neighborhood. All these, plus the Merchan- 
dising Assortment and other displays, will help you make more 
money this Christmas! 
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CASH IN BY TYING IN 
with BLACK & DECKER’S 


‘BIG CHRISTMAS DEAL! 


Dealers throughout the country are cashing in 
by tying in— with the hottest promotion the 
portable power tool field has ever seen! They're 
using material offered by Black & Decker to 
help build their biggest Christmas sales ever 

mat sheets... radio and TV scripts... 
B&D’s Life spread . . . eye-catching displays 

and the new U-1112 Merchandising Assort- 
ment! Don’t lose out—-start tying in (and 
cashing in) now! 


One good way to start: by displaying the 
U-1112 Assortment. Black & Decker consum- 
er ads are telling your prospects to look for 
B&D Utility Tools where they see this display. 
Get one from your wholesaler and put it in a 
prominent place. It stamps you as a B&D 
Do-It-Yourself dealer. 


And remember-——all the advertising and 
merchandising in the world won’t help your 
sales unless you have the tools to sell! Check 
your stock of Utility tools now—and order the 
ones you need while your B&D Utility whole- 
saler still has them. At the same time, he’ll be 
glad to give you more details about the entire 
program, including the Display and Advertis- 
ing Contests you can win. Or, write: Bob 
Davis, Dealer Service Dept. H653, THE 
Biack & Decker Mra. Co., Towson 4, Md. 


.pearheading 
B&D’s 1953 
Fall-Christmas 
promotion, 
this spread will 
be seen by the 
23,950,000 
readers of Life 
in November 
30th issue. 














Second Store In 


Shopping Center 


Where should you locate a new 
hardware store? 

Harrison S. Parson opened his 
first shopping center hardware store 
less than three years ago in Lock- 
port, N.Y. 
caused him to open a second shop- 
ping center store in the new Falls 
Blvd. Shopping Center on the out- 
skirts of Buffalo. 

Although some of the lines han- 
dled at the new Parson’s Hardware 
are offered in other retail outlets in 
the Center, his is the only one of 26 


Success with that unit 


units occupied by a hardware firm. 


= fos’ \ 
~ 
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dentitied visual 


Successful operation of one shopping center store 


prompts New York State dealer to open a second 


store in another modern shopping center 


Sold on the idea of shopping cen- 
ter locations, Mr. says, 
“People want convenient off-street 
parking facilities. They do not like 
dropping coins in parking meters.” 

The new store is located on an L- 
plaza which has parking 
space for more than 1600 cars. Sev- 
eral roads cut through the center of 
the shopping center between Sheri- 
dan Drive and Eggert Road for exit 
and entrance on both thoroughfares 
providing a good traffic flow. Cars 
may be parked close to two sides of 
the store. 


Parson 


shaped 


front store is an eye 


' 


5 


aintS GLASS SPORTING Goons 10 S 


Business has been good for Par- 
Hardware. Good — parkny 
facilities, a arranged and 


son’s 
neatly 
well-stocked store serving an area 
not previously favored with a large 
hardware store are important fac- 
tors in the firm’s growing traflic, 
volume and profits. 

The one-story — brick 
50x100 ft has a large illuminated 
sign overhead with firm name and 
some of its lines prominently indi- 
cated. Mr. Parson has tried in his 
store layout to combine the best fea- 
tures of both service and quick ser 


building 


atcher. 
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FIRST FAMILY OF SPORTS 






























THE MOST FAMOUS 
OLLER SKATES IN THE WORLD! 
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Like Santa Claus, roller-skating kindles the 





















enthusiasm of generation after generation as “small 


















fry" wistfully wish for that day when they, too, 




















may “roll.” 




















And, today, as for the past 100 years, 

















most children, *teen-agers and adults use Unions for 











roller-skating. 




















Union Roller Skates can be an important 














factor in your business. For Union Roller Skates are 























staple — never become obsolete. You enjoy contin- 

















uing sales month after month; all seasons. Yes, you 























can count on Union Roller Skates to keep your business 

















rolling — profitably. 

















So always carry a complete stock of Union 

















Roller Skates; meet the constant demand for all 





















Union models. 











WHEN UNION NO. 5’s ROLL OUT YOUR PROFITS ROLL IN 











Famous No. 5 — standard pace-setter of the industry 
with oscillating trucks with live rubber cushions plus 
the fast rolling self-contained ball bearing wheels. 











































UNION LILLIPUTIANS FOR SMALL FRY 














|| 





The Advance Trainer (Lilliputian No. 2) — the ideal 





















Fr 
Ns ‘< . . . fr .. 

ey ay keyless skate for little kids learning “to roll.” Heel and 

toe plates scientifically designed to fit and be easier on 

Union Roller Skates children’s shoes. High back and strong red leather heel 


reach you in a colorful and toe straps insure firm grip and safe skating. 
NEWLY DESIGNED 
box; a made-to-order 
point-of-sale display 
that doesn’t cost youa 
cent. Booklet, ““How to 
Have Fun on Union 
Roller Skates” included 
ia every package, 





Torrington, Connecticut 


UNION HARDWARE CO. BRISTOL HORTON, INC. RAIN-BEAU PRODUCTS CO Since 1826 
THE SPRINGFIELD CO. JOSEPH T. WOOD CO THE T. H. WOOD CO 
NEW YORK © CHICAGO © ATLANTA * LOS ANGELES 


Guy THE SPORTS BRAND MILLIONS DEMAND! 


iin 


Alb. 





Lawn and garden needs get island display opposite sporting goods and tool sections. 


sales 


He directs the 
four salespeople, but 


vice seNinyg. 
activities of 
in rush periods has as many as 
seven to do sales work. 

Three wide aisles 
flow of traffic from 
displays and cross aisles between 
Two 


the 
rear 


promote 
front to 


islands encourage browsing. 
rows of continuous fluorescent light- 
ing extend the full length of the 
The 
green and tan. 


store. basic color scheme is 


Excepting bulkier items such as 


wide aisle 


é 


2¢ 


} 
J 


of galvanize 


and sanitary 
rubbish and garbage containers all 


merchandise is within easy reach of 


wheel goods, stools 


most customers. 

Seasonal and special promotional 
items also are spotted right in the 
traffic catch the 
traffic and do a suggestive selling 
Mr. finds this 
type spot display creates plus busi- 


aisles to eye of 


job. Parson aisle- 
ness, 

All fixtures are designed to put 
a maximum of merchandise within 


for a promotional display 


j 
y ware. 





126 


easy reach of shoppers, yet at the 
same time conserve floor space. As 
a result, the store is able to display 
a tremendous variety of goods with- 
out having a cluttered-up appear- 


ance, 
Stock for immediate fill-ins is car- 
ried below the fixtures while the 


stock area proper is concealed at the 
rear and behind a portion of the left 


side wall fixtures where the store 
building bulges out. 
Window display area is  unob- 


structed most part so that the in- 
terior displays themselves serve as 
window trim. Giftwares and sport- 
ing goods were selected for up-front 
display as being potent traffic 
pullers. 

For the opening of the stcre sev- 
eral merchandise gifts were given 
to participants in 
purchases were required. 


drawings. No 
This plan 
helped the new store to build a good 
mailing list as each participant was 
required to register his name and 
address. 

Mr. Parson has used advertising 
space in neighborhood newspapers 
and shopping guides. He may later 
use Buffalo daily papers. His ad- 
vertising and feature displays are 
emphasize promotional 
goods with price appeal. 


used to 
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MY TRADE KNOWS 1 STAND BEHIND THE 


ED HEAD 


har my WELL POINT 
~ ae 


NO GAUZE JACKET TO RIP, STRIP OR PUNCTURE 


There’s a steady volume in well point sales when you show your 
customers a visible difference in quality. The ‘ ‘Red Head”’ drive point 
for tubular and drive wells lasts longer and can’t clog because it’s made 
by an entirely different principle. 












mil 
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* 
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Mat AE 
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ee It has a continuous V-shaped inlet slot and a direct waterway 
= om with no pipe base! There’s several times more opening for water and no 
display gauze screen to clog up or rip away. 
s with- i Welded from top to bottom into one solid unit, the “Red Head’”’ 
ppear- >= made of low-carbon steel, double galvanized. It can be driven as hi ba as 
—= necessary under all normal conditions. Since it’s used both as a flush point 
is car- — and drive point, there is no necessily for duplicate stocks. 
le the = Available in 1!4” and 2” sizes. 
at the >= 
he left == = ’ 
. store = { 
=—— COMPETITIVELY PRICED 
unob- —— iy b f you 
he in- — le t “Pp HEAD e a 
rve as 
anak. pee e plus sales! 
-front 
traffic ASK YOUR JOBBER, OR WRITE 
FOR BULLETIN 
"e sev- 
given 
. No 
Ss plan 
1 good 
it was 
ager 5 EDWARD E. JOHNSON, Inc. 
tising 
yapers 
’ later 
is ad- 
‘Ss are 
tional 
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GAS CIRCULATORS (vented and 
unvented) with and without radiants. 
In all popular sizes and designs. . . . 
Exactly what your customers want... 
at the price they want to pay. 








GAS LOGS — most beautiful on | 


the market. A real sales winner. Oak 
in 20"' and 24". Birch in 20" and 26". 











CLAY BACKWALL HEATERS 
Sizes and styles to suit every prefer- 
ence and purse. 

FIREPLACE FURNISHINGS 


Complete line in all price ranges. 
cetalog. 


Write for 





a rear felolcy War 119714, hae.) 


MANUFACTURING COMPANY 


CHATTANOOGA 6, TENNESSEE 
SPACE 1119-A, Merchandise Mart, Chicago 
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| and white 





Variety With 


Color Stops Traffic 





Color and variety added interest to this window. 


The intent of any window display 
is to stop traffic and encourage pas- 


sers-by to enter your store. Many 


people pulled into your store by a 
window display will inquire about 
the featured merchandise. Some 


will buy it, 
had not even 
When the 


Co. in 


plus other goods they 
intended to examine. 
Reineman Hardware 
Burlington, Wis., used red 
materials in its window 
displays to attract passers-by to its 
housewares 


department numerous 


sales of electric and non-electric 
items resulted. 

Corrugated red and white display 
backgrounds and use of the same 
color scheme on step-up displays 
caused many passers-by to look into 
the low- base window to examine a 
variety of electric housewares and 
other gift sugyestions. 

A $2 trade-in allowance offered 
on several items caused many win- 
dow shoppers to turn into cus- 


tomers. 


To Introduce a New Department 


at K 
HARB WANE 





6] "6127 "SEPULVEDA Valley Market Town 


atest meee ae 
UR SAL) 


ee Baits oe" jae 


¥ se 


i , - 
a Bi a 


When the Kormak Hardware, 
Nuys, Calif., 


a prominent part in putting the department across. 

ments gained too for Dec ember business in 1952 was 
In addition to the billboard introduction, a 
shopping 
Your Toy Headquarters.” 


than the previous year. 
60x6 ft sign at the 
Kormak Hardware 


large 


(Oniv 





located in a 
launched its first venture into toy 


HARDWARE AGE, 


wr: * BP, 
~~ center in Van 
_ this billboard played 
Other de »part- 


better 


center entrance read: ‘Mak 
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; Mac Tornquist sales-making permanent display unit in the business! 








Get on the 
profit 4 







e€Ssions 
cket for Xmas! 


Don’t be grounded by 
low stocks. Order now 
for the big lift in 
holiday business 


This whirlwind year of Famous Firsts for Sessions will wind up 
in soaring holiday sales. Get on now to ride up with the big 
new national advertising campaign for Sessions. Check your 
stocks. Call your Sessions distributor today. 


Be a smart retailer. Sell the clock line with the longest 
profit margins. 











~2 


Sessions New Thin Movement. Fewer moving parts set 
Sessions years ahead in electric time. 


The Saucer Clock. America’s lowest priced quality kitchen clock— 
a thin, wall-hugging beauty at only $3.95. 


The Perfect Pair Gift Package. New merchandising sensation. 
You sell two clocks where you sold only one before. 


Frictionless Lubricone Lubrication. New lubricant, exclu- 
sively Sessions, makes longer-lived, quieter’ clocks. 


Nation-wide Advertising! Full-color page Sauer 
in the Dec. ist LOOK, and a full-color spread in the KanGiFng 

Dec. 15th issue of LOOK, will carry the Sessions 
story home to your customers from now to Christmas! 


Vw > WwW BP — 


6 Tower of Sales Strength, the Sessions 


Styling by Clock Tower is the most versatile, space-saving, 











Panrict PA AIR. CORSAGE boudoir alarm Eloctriot 
SAUCER kitchen clock. Retails at $12.49. rel Clocks 
$ Aveiabe + + gaaoenl Corsage, $8.95. YEARS AHEAD IN ELECTRIC TIME 
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The Supply and Demand For 
teel Mill Products 


The final part of an address be 
fore the annual meeting of the 
Sheet Metal Distributors Assn., 
Oct. 13, at Atlantic City, N. J. 
Part I of the address appeared in 
the Oct. 29 issue of HARDWARE AGE, 
beginning on page 156. 


The increase in European. steel 
capacity will inevitably create 
problems in world markets and 
particularly in our domestic mar- 
ket as attempts are made to dis- 
pose of surplus production in the 
United States. 

One of the products with which 
you are directly concerned is gal- 
vanized sheets. Here is a product 
which is in adequate supply over- 
all. During the past shortage pe- 
riod some requirement problems 
were resolved by substitution of 
other products and materials. We 
are fully aware of the inroads 
which have been made by competi- 
tive materials. We do not intend 
to sit idly by and see markets 
remain captured by such competi- 
tive materials. 

There are undoubtedly some 
distributors who now have cus- 
tomers whose requirements have 
increased to the level of mill pur- 
chases. It is only realistic to ex- 
pect that such mill business will 
find its way to the mill direct. 

On the other hand, we are now, 
for the first time since the begin- 
ning of World War ITI, in a posi- 
tion to actively solicit and develop 
new uses, not only for galvanized 


130 


by J. V. Honeycutt 
Assistant Vice-President 


Bethlehem Steel Co., Inc. 


sheets, but for all steel products. 

Most new uses of steel products 
start on a scale so that purchas- 
ing from. distributors such = as 
yourselves represents the most 


economical method of buying. 
You, therefore, have a great op- 
portunity with vour many con- 
tacts with small consumers and 
manufacturers of new products of 
developing and encouraging new 
applications for steel products. 
With respect to usage of gal- 
vanized sheets, it is expected that 
tonnage consumed will grow at a 
faster rate than the average for 
the other steel mill products as 
becomes 


air-conditionine more 


and more widespread. 


Shortages Are in the Past 

The shortage of steel sheets to- 
gether with restrictions on the 
use of zine, are things of the past. 
We are now, for the first time in 
several vears, in a position. in 
which we can, with confidence in 
adequate supply, develop new ap 
plications for galvanized sheets. 
Much of the responsibility of in- 
itiating these uses and encourag- 
ing them in their early phases 
rests in yvour hands. 

With respect to hot rolled and 
cold rolled sheets and strip, they 
are coming into ever-increasing 
availability, and here again it is 
felt that we are approaching a 
period when new uses can be en- 
couraged, 


Another group is the merchant 


trade wire product group—nails, 
staples, fence, barbed wire, and 
bale ties. At the present time 
there is no question but that the 
supply of these products is ade- 
quate. 

With respect to the merchan- 
dizing of these merchant trade 
wire products it may be that we 
will see many changes in the 
years to come. There has been a 
great deal of publicity given to 
the idea that 
revolution in 


having created a 
manufacturing, 
What is now needed is a revolu- 
tion in distribution. The basic 
change in ownership of homes 
which has taken place since be 
fore the war has opened up a vast 
new market for building materials 
and supplies. 

The increase in dwelling units 
occupied by owners has been 
71 pet as compared with the in- 
crease in those occupied by other 
than owners of only 5 pet. This 
has resulted in 55 pet of all 
dwelling units now being owned 
by the occupant. 

Many of 
undertaking to make their own 


these occupants are 
additions, alterations, and repair 

This trend opens up a vast new 
market for building materials and 
It may well be that th 

different 
packaging, practices, and perhaps 
different merchandizing program 


supplies. 


situation will) require 


in the future. 
I mention this as only one ex 


(Continued on page 134) 
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GREATEST SELLING FEATURE 
TO HIT RADIO IN A DECADE! 


MODEL 53H — All new design 

four decorator colors with 
contrasting grille: ebony, gray, 
green or red. 


MODEL 5 3R—New low price! 
New styling! Modern cabinet 
comes in walnut, ivory, citron, 
gray, green or red. 


OLD WAY 


Old Speaker—pro- 
— magnetic core 
speaker small. 


Cw 


MODEL 53F2— Radio-phono- 
graph, 3 speeds, exclusive 
Motorola Hi-Fidelity system 
gives magnificent Hi-Fi tone at 
low cost. Walnut 


MODEL 33LC— Motorola 
Porta-Clock! Clock and porta- 
ble radio in one lightweight? 
case! Green, maroon or gray. 
AC-DC-Battery. 


EXTENDED TONE SPEAKER 
8 All-New Models! 
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43% Larger Speaker Area 


makes portables and table models sound like consoles! 
Yet sell at low small-set prices! 


Now offer all these portables and table 
models with the biggest speakers in the 
industry! Here is a selling feature your 
customers can hear...console quality 
tone — full, resonant —richer than they've 
ever enjoyed before in small radios! 
Profit by stocking up on these best- 
sellers now! 





MODEL 63K—New Conti- 
nental vertical cabinet design 
Ebony, ivory or forest green 
Also short-wave model 


MODEL 53C6—New modern 
styling! Clock, rodio alorm ond 
timer all in one. Walnut, ivory, 
green or sand with gold grille 


Be 
= 


New Giant Speaker — 
inverted core makes 
tpeeker fetter, larger. 


MODEL 53XK—Paoce-setting 
style! New Motorola top 
mounted sweep dial for easy 
tuning. Walnut, sond or forest 
green 


MODEL 63L—Hondsome 
streamlined portable. Forest 
green, maroon, or gray. AC- 
OC-Battery. Also available in 
short-wave model. 
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Youte looking at your 


L-O-F SUPER-FINE 


lo, SUPER-FINE 
om INSULATION 

















This dispenser rack holds a roll of L-O-F 
Super: Fine Fiber-Glass —a blanket of glass 
fibers finer than a human hair. One square 
foot weighs only one ounce!-——L-O-F 
Super: Fine provides high-efficiency insu- 
lation against heat, cold and noise. It’s 
better insulation because L-O-F Super: 
Fine can’t rot, is verminproof, is light- 
weight, easy-to-handle, easy -to-apply 
and easy-to-cut. Cutting guide assures 
straight, easy cut, even with a pocket 
knife. 





PROFIT! 


on piece sales can be 


HIGH 


— on every fast-selling roll. 











Proportionally large profit 











on sales by the roll. 
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L-O-F Super: Fine is called 
“the product of 1001 uses” 


It’s one of the hottest products in the great ‘‘Do- 
It- Yourself”? Market. Uses include:—Insulating 
heating pipes—-Cold water pipe wrap—-Weather- 
strip caulking—Sound insulation on ceiling 
Liner in Console TV and radio sound compart- 
ments—-Drapery liner-—Partition and ceiling in- 
sulation--Exposed floors—-Frost blankets for 
shrubs and roses—Sterile wrap for dry bulbs— In- 
sulating hot water tanks--Bedding for dogs and 
cats--Lay down insulation for joists in unfloored 
attics. These are but a few of the 1001 uses for 
L:O-F Super:Fine. 


You'll sell it by the roll, too. 


There’ll be any number of jobs for which you will 
sell L-O-F Super’Fine by the roll. L-O-F Super: 
Fine can be one of your biggest volume items, as 
well as one of your biggest profit items. And for 
special jobs, you can get Super:Fine with alumi- 
num foil and other facings. 





FIBER-GLASS 


FIBER-GLASS 


+ OWENS - FORD GLASS COMPANY 
FIBER « GLASS DIVISION 
TOLEDO 3, OHIO 
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newest profit maker 


FIBERGLASS 








Use L-O-F Super ek 
-untless # 





L-O-F Advertising Creating Demand 
in the “Do-It-Yourself” Market 


National advertising in magazines reaching mil- 
lions of home owners who are their own “handy- 
men”’ will help bring people into your store. 

When they come in, the Dispenser Selling Rack 
will help sell them through its “use” cards, 
mounted at top of rack. 

And you will be supplied with sales-making 
promotion pieces- Booklets Post Cards En- 
velope Stuffers--Newspaper Ad Mats—and a 
strong Window Poster. 


—and get L-O-F’s Big Profit Deal! 


Sales Dept. 401153 

Libbey-Owens:-Ford Glass Company 

Fiber-Glass Division 

Toledo 3, Ohio 

| would like to have data about the L-O-F Super-Fine Fiber-Gloss Dispenser 
Selling Rack and its self-selling features, about the huge “Do-It-Yourself” 
Market for Fiber-Glass, and name of nearest distributor. 


YOUR NAME_ = a 
STORE NAME 
ADDRESS 


ae _— STATE 








Every factory, machine shop, garage 
and home workshop in your locality 
is a potential customer for 


| “The wire of a thousand uses” 


J 


RSs 





JOHNSON XLO MUSIC SPRING WIRE 


is packaged for easy handling and attractive display. “The 
wire of a thousand uses” is a must item for the up-to-date 
hardware store because it is a ready answer to the need for 


Ape emer ee 


high carbon wire in small quantities. 


(| JOHNSON XLO Music Spring Wire is drawn with micrometer 
rt precision. The wire range — from .003” (38,026 feet to the 
| pound) up to .200” (9 feet to the pound). Packaged — % lb., 
Ya lb. and 1 |b. 


“Johnson Sets the Standard of the Industry” 


JOHNSON 


JOHNSON STEEL and WIRE CO., INC. 


Worcester 1, Massachusetts 


A SUBSIDIARY OF PITTSBURGH STEEL COMPANY 
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ample of the ever-changing mar- 
keting problems involved in the 
product which we sell to you and 
which you in turn sell to other 
distributors or consumers. 

The controls of the past two 
years, which established the pro- 
duction levels for steel consumers 
and imposed past patterns of 
usage as limitations for the fu- 
ture, are no longer with us. We 
face the future with much more 
confidence. There has been re- 
stored to the free market about 
90 pet of our steel supply. 

I think we can all agree that 
the desire for a higher standard 
of living and a better way of life 
is present in practically all people. 
The essential difference is in 
whether this desire is sufficiently 
strong to encourage the additional 
productivity necessary to support 
a rising standard of living. 


The Yardstick of Usage 
One general approach to the 
study of steel demand is to look 
at the per capita usage of steel 
in this country. The advisability 
of employing the per capita usage 
as a measuring stick might be 
subject to question, but I think 

it is worth-while mentioning. 
The year 1951 stands to date 
as an annual record for produc- 
tion of ingots of 105 million tons. 
It is generally accepted that this 
record will be broken this year, 
and it has been estimated that 

112 million tons will be made. 


In 1951, 1,865 pounds of steel 
ingots were produced for every 
person in this country, and the 
estimate for 1953 is about 1,400 
pounds. The conclusion is ap- 
parent that with availability at 
about 122 million tons, we have 
a supply that will accommodate 
an increased per capita usage 
even taking into account the ex- 
pected growth in population for 
the next few years. 

It is reassuring that steel con- 
sumption has increased at a rate 
faster than population growth, 
thus causing per capita consump- 
tion to follow a generally increas- 
ing trend. This trend can continue 
through the creation of new de- 
mand via the route of new prod- 


HARDWARE AGE, NOVEMBER 12, 1953 











E ; 

i PL 

® Se 

de 

© Fo 

ble 

F shi 

@ Av 
ba 

HARDWA 


ee 3 HERE ARE THE TERRIFIC 
=i BEE“ALE piastic provucts 
Seam |IN SENSATIONAL DEMAND EVERYWHERE! 


ist two 


us. We 
h more 
en re- 


ia THESE PLASTIC PRODUCTS — PROVEN SELLERS FOR YEARS — 
alee: NOW ON INDIVIDUAL SELF-SELLING DISPLAY RACKS! 


andard 


edi — THE ANSWER TO YOUR MERCHANDISING PROBLEMS — 
et CREATE IMPULSE SALES — SELL THEMSELVES! 


soe ADVERTISED TO. MILLIONS IN NATIONAL PUBLICATIONS' : 
— STEADY REPEAT SALES 12 MONTHS IN THE YEAR! FREE! 
WITH YOUR 


- ALL ITEMS PREPRICED AND POPULARLY PRICED — omoews One 
> took CARRY BIG PROFIT MARGIN! 
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7. ' ‘PLASTIC STORAGE AND PLASTIC BAG PLASTIC 
have TRAVEL BAGS ASSORTMENT ALL-PURPOSE COVERS 
odate | © Sensational sellers in terrific | © Fast moving + self-selling + Has 1001 everyday uses. 
usage 4 demand everywhere. : repeat sales = BIG PROFITS. The label tells the story. 
e ex- ' © For suits, dresses, drapes, ® These bags have tremendous 
1 for : blankets, etc. consumer acceptance. 
® Colorful, self-selling labels ® Dynamic 4-coior labels show Easy to clean—use—store. 5 
show many other uses. many uses. New rack display has solved 
® Average sale—-3 to 6 bags ®@ For food saving, refrigerator merchandising problem, our 
—plus big repeat business. and freezer, general utility. leading jobbers say. 


Most popular sizes available. 


“a 
wth, 
ump- 1 : : . . oe 3 
cs | MEHL MaANurActurinG CO. division of Sydney-Thomas Corp. 
, de- Fi 2057 READING ROAD _ CINCINNATI 2, OHIO — 
»rod- 
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ucts and new applications ir 
steel] mill products. 


| There are certain basic demand 

e | factors on which we can count in 

at C4 es | an economic climate which en- 

courages increased productivity. 

l ry] An enormous unsatisfied demand 

| d th H h | for highways exists which re- 
4 é weig | quires continued high levels of 
construction in that area. Our 


© IN EASIER SALES increased population has far ex- 
© FASTER TURNOVER ceeded our health and educational 











facilities. It has been estimated -— 
©@ BIGGER PROFITS | that $7 billion per year is required 7 
ie — | over the next few years for con- q 
aaa struction and maintenance of ade- 
— quate highways. A recent survey 
indicated that $20 billion would Pz 


be required to provide adequate 
school facilities in the 1950-1960 
| decade. 


High Level Can't Continue 

MODEL 161 With respect to capital expen- 
Pinger ying Sane ditures by business and industry, 
it seems apparent that the present 
high level of such expenditures 
| resulting from defense expansion 
| cannot be continued. On the other 
Welk? * hand, our way of life encourages 


RAG Laer Dai CTE ee ie atte +s 





Airplane Dial 


technological changes which re- 
quire continuing capital invest- 
ment in order to stay in business 
and be competitive. 

Residential construction, which 
Wels tmnt Fe | is of immediate interest to many 
Magnifying Lens | of you, is expected by the authori- 

| ties to drop off from the present 
| high rate. However, the repair, 
| replacement and improvement 
| market in homes will be the 


1 largest ever. 
NATIONALLY ADVERTISED! ; COMPLETE LINE! Markets for automobiles and 
in Good Housekeeping and \ wide variety of models appliances are expected to remain 
Ladies’ Home Journal — ] and styling — | large with trends toward two cars 
Powerful, continuous, year round | There's a Health-o-Meter Bath | per family. W . also note that the 
national advertising pre-sells your | Scale to suit every budget... every | market is far from saturated with 
customers on preferring... ce apne ae respect to many major appliances. 
eg a + + » Heeth-o-Mieter j All popular colors— baked The replacement market for such 

a 2S. os ° 
j enamel finishes. goods will be larger than ever 
I 


before. 

Even ten years ago such major 
items as clothes driers, ironers, 
television sets, air-conditioning 


THE ORIGINAL BATH SCALE! 


America’s weight-watcher 

since 1919 — 
Health-o-Meter—the first known 
bath scale is the best known 

bath scale. Precision-built to give 
lasting accuracy, dependability, 


units, food freezers, and man) 
others were mostly gleams in the 
eyes of potential producers. Thers 
is no reason to expect that the 


] 


| future will not see as great and 








f ance. : . 
a | as rapid a development of nev 
| products as the past. 
CONTINENTAL SCALE CORPORATION + 5701 S. Claremont Avenue * Chicago 36, Illinois Above and beyond all of these 
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Feature for feature, there is no finer ironing table 
on the market than the all-new MET-L-TOP—nor 
is there any table with more sell-on-sight sales 

appeal. Stock MET-L-TOP! Display MET-L-TOP! 





usiness 




















| Which You’ll sell more MET-L-TOP Ironing 
) Many Tables than ever before! 
uthori- 
present MORE BEAUTY! MORE STRENGTH | 
repair, s ; 
ement MET-L-TOP now offers dazzling eye appeal— 
mee glamorous new colors and design—with a 
pe the chartreuse top, dark green legs and 
chrome feet. PLUS the famous MET-L-TOP 
double top and other exceptional 
Ss and construction features that assure 
remain utmost strength and lifetime durability! 
ete MORE ROOM FOR KNEES AND LEGS! 
nat the ' 
d with Now there is loads of leg and knee room 
iances ‘ under the new MET-L-TOP—no more 
. i side-saddle straddling when you iron 
r such sitting down. The new MET-L-TOP 
n ever **floats’’ over the lap—for complete 






comfort and effortless ironing. 
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| demand factors which have been 
mentioned is the unfortunate re- 
quirement that appears inevitable 
for some years—a continuing high 
level of defense expenditure. 

I think most of us feel that it 
is virtually impossible to assign 
numbers to these various factors 
of demand and come up with a 
statement that X tons of nails 
will be consumed in 1958. We will 
undoubtedly have our ups and 
downs, but it is reassuring to 
realize that the basic demand fac- 
tors point toward a continuing 
growth in demand. There is no 
reason why this potential de- 
mand cannot be translated into a 
steadily increasing rate of con- 
sumption of nails, barbed wire, 
galvanized sheets and other steel 
mill products. 


i. 









mane yo 
* Guaranteed by» 
Good Housekeeping 
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Demand Should Continue 


It seems reasonable to conclude 
that demand over the next few 
years should continue at a high 
4 level, but it is clear that all of us 
. will have a far greater selling job 
to do than we have had in the re- 

cent past. 


Ys The one thing of which we must 
all be extremely wary is a possible 
reversal of the present trend 


away from controls and so-called 
Bi “planned economy.” The present 


trend represents a drastic re- 
versal of the trend for nearly 20 


swivel casters 






_ ff 
with, 








CAL-DAK 


years toward more and more con- 
K trol of business and the feeling 
that planning could be done better 


by a bureaucracy than by the ac- 








By the makers of the original tions of businessmen. 
ae | SAV-UR-BAK stand-up clothes basket. I think we can summarize the 
i eS) current situation with respect to 
QUALITY your customers will supply and demand of steel mill 


products with the statement that 
the supply has been sufficient in 
the past few months not only to 
support the highest level of pro- 
duction in history, but also to re- 
plenish inventories depleted by 
| the two-month strike last year. 


| appreciate...and BUY. 4 95 
’ fair trade price # 







The supply in our opinion is 
adequate to support the civilian 
demand which we foresee in the ‘ 
next few years together with the 
defense requirements at present 
projected levels. This will provide 


| 
CAL- DAK l.~-, Two factories to serve you better (--. | siialneay gue defense and - 


| curity as well as our mobilization 
Colton, California + La Porte, Indiana | objectives. 


Manufacturer of work-saving quality housewares 
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wo Turnover and profit on the sale of galvanized J&L Ware is priced to cover the big volume 


trend “ware are yours when you stock and display market . . . and yield a healthy profit to every 
-called the J&L line. People know the J&L name— hardware dealer. Your local Hardware 
resent they have confidence in its reputation for Jobber can give you complete information 
ie quality and sturdy service. They buy it when on prices and deliveries. Call him today—get 


irly 20 ‘ 
re con- they see it in your store. those extra profits with J&L Ware now. 


feeling 
better 
che ac- ‘ 
JONES & LAUGHLIN STEEL CORPORATION 
Container Division 
NEW YORK 17, NEW YORK 
Galvanized Ware Plants: Toledo, Ohio, and Atlanta, Georgia 
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600% Rise in Appliance Sales 


Western dealer has tied good display, effective public 
relations and round-the-clock service together to build 
appliance volume. Displays arranged to pull traffic 


A 600 pct increase in the sales 
of any department is a big accom- 
plishment. When it is in major 
appliances it is even greater hews. 

Griffin & Sons Hardware in Lan- 
caster, Calif., made a six-fold in- 
crease in major appliance sales 
comparing the first quarter of 1953 
with the same period last year. 

Well executed public relations 
work, good display and the ability 
to provide appliance service at 
any hour of the day or night are 
factors in successful appliance 
merchandising. 

Another interesting fact about 
the appliance department is that 
it accounts for one-third of the 
firm’s volume although occupying 
but 20 pct of the store’s display 
space. 

Friday Night Family Night 

Morris Griffin, who owns the 
business, considers the firm’s par- 
ticipation in Family Night with 
other merchants as one of the 
chief causes of his booming appli- 
ance sales. Each Friday night is 
Family Night in downtown Lan- 
caster, the idea of Gene Leis, the 
hardware firm’s appliance depart- 
ment manager. 

While many married couples 
visit the store on a Friday night to 
look at major appliances, few of 
them will make purchases imme- 
diately. Instead they will note 
prices, capacity and other fea- 
tures and then discuss them at 
their own homes. At a later date- 
sometimes the next day—they will 
make their purchase. 


140 


into rear-of-store appliance section 


Gene Leis assisted representa 
tives of other business firms in 
promotion of a Community Street 
Dance on a Friday night last 
August. This affair was so suc- 
cessful that a similar event will 
be conducted this coming summer. 

All departments of the Griffin 
store and other retail estabiish- 
ments in the area are open Friday 
nights. 

Another good public relations 
job is participation by the firm in 
each annual Antelope Valley Fair 


and Alfalfa Festival, Lancaster 


With its population of 10,000 being 
in a section in which poultry rais- 
ing and alfalfa growing are among 
the chief industries. 

“Even though we do not close 
many sales at the Fair,” says Mr. 
Leis, ‘‘we get a chance to show our 
appliances to the largest audience 
of the year. As a result we make 
as many as 25 major appliance 
sales in the 60 to 90 days after the 
Fair.” 

Orchestral work is one of Mr. 
Leis’ hobbies. He directs a dance 
orchestra to play for teen-age, 


Gene Leis in the rear-of-the-store appliance display. 
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EVERY WOMAN KNOWS © EVERY WOMAN WANTS 


DALEY 


wy consistently nilestttad hn of 
Quality KITCHEN Helps 


The Dazey Egg Beater (Blend-R-Mix) The famous Dazey Egg Beater (Blend-R-Mix) 


w- 






slighty —Model 810C... This fine quality mixer is wit pane ag Nn ee nad ed — 

ry rals- rust proof... constructed of chrome and stainless beautiful orchid, blue-green an : ™ . ”" 

Pp among steel with enameled zinc die cast handle in ey“ pore | pe a si ga oan 
colors: Black, Red, Green, and Yellow. It features ee yer fo oo ee vee ' 
an adjustable handle which permits comfortable Dazey Blend-R-Mix in the new gift carton 

It close use by either right- or left-handed persons. 

avs Mr Specially designed blades produce a rapid 


uplift action for faster and better results. High 
now our speed gears make for ease of operation. Blends, 
i whips or mixes anything mixable. Individually 
packed in the beautiful, new gift and display 
‘e make i| carton, 12 of any one color or assorted color 
pliance 1} handles per shipping case. Weight, per dozen, 
18 Ibs. Retail price $5.95 each. 











udience i 


fter the 





of Mr. 
1 dance 
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The Dazey Super Juicer —Model 101... Trans- 
parent bowl. Strainer and meta! crank handle in Red, 
Green, Yellow, and Black. Individually packed in shelf- 
display carton—6 or 12 per shipping case. Weight, * 
per dozen, 18 Ibs. Retail price $3.95 each. The Dazey 
Super Juicer Model 121 same as Model 101 except bow! 


is aluminum white enamel. Retail price $4.95 each. B. 
€ SHITE 





“aw ur 
> Guaranteed by ™ 
Good Housekeeping 
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OFIT when you Stock and Sell the Complete DAZEY Line. 
you PR °° ° DAZEY wall type products fit the same wall bracket. 
| 


The Dazey “Dispensit’ Coffee Dispenser—Model 
180... An accurate ground coffee dispenser. Measures 
the correct amount of coffee for one cup at each flick 
of the lever. Holds approximately 2 Ibs. Available in 
Red, White, Yellow, Green, and Black trim. Individually 
packed in shipping container. Weight each—3 Ibs. 
Retail price $4.95 each. 





So... Sell One, and you’ve Sold the Line. 
DAZEY CORPORATION e ST. LOUIS 7, MISSOUR 
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MILFORD 
Vluible Rézilie 


HACK SAW BLADES 


STARTING TEETH 


Your customers depend on you for honest 
product recommendations. That's the basis 
of a reputation for Quality. 

When you recommend MILFORD Flexible 
Rezistors to your Hack Saw Blade cus- 
tomers you add to your “‘rep.’’ 

The hard, sharp teeth like those on a 
the tough, flexible back 
that’s shatter-proof . . 


power blade .. . 
. and the “‘Easy- 


“" 


Starting” teeth that get the cut going at 
almost any angle will back you up every 
time. 

It’s a nice feeling to have full confidence in 
your products. It’s even nicer... and 
very profitable . . . when your customers 
have full confidence in you. 

MILFORD Flexible Rezistors build a reputa- 


tion for Quality. 


STANDARD OF QUALITY . . 
THE WORLD OVER 


THE HENRY G. THOMPSON & SON CO. 


SAW BLADE SPECIALISTS 
FOR OVER ZS YEARS 


NEW HAVEN 5, CONNECTICUT 


Profile Blodes and Bond Saw Blodes 
Hond and Power Hock Sow Blades 


MILFORD BLADES ARE SOLD ONLY 
THROUGH RECOGNIZED AND LISTED 
WHOLESALE HARDWARE HOUSES 




















school and other community uactiv- 
ities, with the result that he is 
well known to people of all ages 
in Lancaster and surrounding 
Many people are re- 
minded of the Griffin store waen 
they see Mr. Leis and his or- 


country. 


chestra. 

To pull more customers to the 
25x25 ft appliance section in the 
rear of the 125 ft long store Mr. 
Griffin moved one table of dinner- 
ware into the center of the majo. 
appliance section. To all women 
looking at the front-of-the-store 
dinnerware display the sales clerk 
calls attention to the additional 
showing in the appliance depart- 
ment. 

This 
many customers, who mign: not 


results in encouraging 
otherwise visit the appliance de- 
partment, to go to see the addi- 
tional display. They thus see mer 
chandise in all parts of the store 
with numerous impulse sales be 
ing made. 

Another aid in pulling traffic to 
the rear-of-the-store 
location of a_ 10-ft 
model fans, young and old, next 
to the appliance section 


displays is 
section § for 


“Some customers,” 
Griffin, “like to ease into the ap- 
pliance department without feel- 
ing that they are going to hav: 

make a purchase. Location of the 
hobby section near appliances en- 


says M: 


ables prospects to look at scale 
models and then ease their way 
into the appliance section.” 

He points out that while this 
may seem an unusual idea to hig- 
city merchandisers it is a factor 
in dealing with trade in a smalle: 
town, 

Just after the first of this yea: 
Mr. Leis bought two carloads of 
1952 model refrigerators, select- 
ing only those numbers which had 
been good sellers. This gave him 
an opportunity to advertise top 
quality, new merchandise at prices 
which were lower than those of 
1953 models. 

In the first three months of 195° 
he sold 30 of these 1952 models at 
a special price, but with his full 
margin of profit. 

The firm employs two fuli-time 
servicemen to handle installatio: 
and service work. They are subject 
to call at any time of the day 
night. 


Keys Toy Window to a Theme 





In this window 


the Christmas toy theme is two-fold: "Gifts for 


Little Angels,’ and "Gifts Fit for a King." The playhouse that forms 

the centerpiece is trimmed with green, red, and silver paper. And 

the toys themselves provide additional color for this window in the 
Northgate Branch of the Ernst Hardware Co., Seattle, Wash. 
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Do-It-Yourself Sales 
Bring 40% Increase 


(Continued from page 89) 


ters. We recognize the limitations 
of amateur handymen, but there 
are a number of simple home jobs 
which any homeowner can 
fessfully handle.” 

Many customers come in be- 
cause of a clogged drain. Mr. 
Willcher shows them how to use 
chemical products to clear the 
drain; how to remove the trap by 
actually demonstrating the idea 
with plumbing materials in the 
store. He shows them where waste 
material can collect in an elbow, 
and how it may be cleaned out. 

Customers are told that if 
neither the use of chemicals nor 
cleaning out of the elbow will 
clear the drain, a snake should be 
used. He demonstrates the use of 
the snake and often makes an im- 
mediate sale of a wrench and a 
snake. 


suc- 


Explains Various Steps 

Painting or staiming unfinished 
furniture is another type of proj- 
ect for which assistance is sought. 
Mr. Willcher goes through - the 
various steps, explaining how the 
wood must be sandpapered, sealed 
and eventually given its final coat. 
Supplies sold as the result of such 


instruction will often total $5 
to $6. 
Recently a homeowner visited 


the store with the figure of a 
horse’s head that his child had 
made in school. The customer 
wished the piece wired for use as 
a lamp. Mr. Willcher showed the 
customer how to drill a_ hole 
through the neck, and how to in- 
stall socket, wire and other mate- 
rials. This sale amounted to $3.50. 

Many homeowners want to in- 
stall storage shelves in their base- 
ments or garages. They are in- 
structed how to drill a hole in the 
surface with a star drill, how to 
fit in the lead anchor and how to 
install the lag bolts and the shelf 
brackets. 


_3.JAW PIPE VISES. 





Write today for your FREE copy of our new Catalog and prices. 


TOOL 


QUALITY TOOLS 
a oll ae Oe 


ERIE Pipemaster 
Offset Wrenches, 
sizes 8” to 18” 


Guaranteed 


PIPEMASTER 
WRENCHES 


Erie PIPEMASTER WRENCHES 

combine maximum tensile 
strength . . . performance tested 

to exceed all Government specifi- 
cations . . . yet have much less tiring 
weight. Available in sizes from 6" to 48". 


Erie STILLSON 
WRENCHES 


The ever popular Stillson type Erie wrench with quality 
features that give greater gripping power and longer life. 
Available in 6" to 48” sizes. 


Guaranteed 


WORKS 





yr ° 
" Replacement of broken windows 
d is another frequent problem. Cus- 735 WEST TWELFTH STREET, ERIE, PENNA. 
e tomers are instructed at the store Manufacturers of Plumbers’, Steamfitters’, Machinists’ 
as to the proper way to measure and Home Workshop Tools Since 1902 
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Bassick 


Rubber-Cushion 
Glides | 






CG-92—1 1/4” 


CG-91—1 1/16” 


CG-90-—7/8" 





CG-392—1 1/4” 


CG-393—1 1/2” 











oe ee oe... 
PROTECT FLOORS... 


Furniture moves smoothly, si- 
lently. Heavy gauge, flat polished 
hardened steel base glides over any 
surface. Rubber cushion absorbs 
shock and noise. Saves floors and 
floor coverings. 

For nailing to wood legs. Or stem 
type with sockets for application to 
furniture legs where casters have 
been used. 


SELL FAST! 


Bassick glides 
move faster because 
they’re nationally ad- 
vertised, made of 
highest-quality mate- 
rials, are easier to sell. New “try-it- 
yourself” display lets shopper sell him- 
self on Bassick quality. Ask your Bas- 
sick distributor salesman for details on 
how to put this salesmaking new dis- 
play to work. 








ao : 
JG 


THE BASSICK COMPANY 
Bridgeport 2, Conn. In 
S Canada: Belleville, Ont. 
“s 


Bassick 





A DIVISION OF 


GAKING WORE KINDS OF CASTERS. MAKING CASTERS DO MORE 
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ihe size of light needed, how to 
putty and how to drive in glaziers’ 
points. 

The simple job of replacing a 
washer in a faucet puzzles many 
people. Morton Willcher goes 
through this procedure with equip- 
ment on display in his store. He 
‘ells them about turning off the 
main water supply valve. 

Other jobs he shows customers 
how to handle are repairs to door- 
bells, waterproofing walls through 
which water is seeping and the 
making of screen and screen door 
repairs, 


Customers planning to increase 
their hand tool assortments are 
carefully guided as to which ‘tools 
are the most important and most 
frequently used. When their hand 
tool assortments are at the proper 
point Mr. Willcher tells them of 
the varied jobs which may Le ac- 
complished with power tools 

Saving his customers many dol- 
lars in service calls has resulted 
in Mr. Willcher’s making thou- 
1and 


sands of dollars of sales in 
and power tools and accessories 
as well as a continuous volume in 
maintenance and repair materials, 





Merchandises Toys Every Month 


(Continued from page 99) 


season on an oval shaped _ table. 
This makes examination of all parts 
of a wheeled item easy from all 
angles. Many are sold early in the 
season on a Lay-away plan. Says 
Mr. Ratcliff, “People buy more ex- 
pensive toys in the weeks prior to 
Christmas and have us hold them 
on a Lay-away plan. 

Full year stocks of toys are ex- 
tensive and as many of these items 
as possible are displayed on the sec- 
ond floor. For the holiday season, 
however, every toy in stock is given 
some first floor display space. Boys’ 


toys are in one group, girls’ items 
in another and lines of interest to 
all youngsters are shown in another 
section. 

With care shown in showing toys 
in appropriate group arrangements 
sales of practically all toy lines are 
given impetus. Christmas decora- 
tions are used sparingly, but in suffi- 
cient quantity to add the proper 
festive atmosphere. Particular care 
is given to the use of Christmas- 
tree lights and other holiday orna- 
mentation. 


Although toys and gifts for 


Dolls and other toys easily damaged by excessive handling are shown 


on high shelving. 


TOYS 
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oO increase women are given particular empha- 


ments are sis for the Yuletide, tools, sport- 

hich tools ing goods and camping items are Your Sales Bell 
and most used in the background of window was? 7 

heir hand displays featuring items of interest ce ‘ 
he proper to youngsters and women. 

; them of The day after Christmas, tinsel 

lay be ac- limited quantities are the rule— 

tools. is promptly removed. Wheel goods 

many dol- are taken to the second floor, their a 

3 resulted space being devoted to sporting Liquefier-Blender 

ing thou- goods. Dolls are removed, for house- pon neem 

3 in hand wares, and the toy window is con- 

-cessories verted into a tool display. 
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Reedholm Hardware in Boone, Ia., 
reminds customers leaving the 
store that it offers good hardware ! i 
at the right prices with this black | Rayeine 


HOME HAIR 


QO whi j n the transom. 
nd white sign o e tra payed 


ifts for 
Recreation Stressed 


3usiness men through the Ames 
(la.) Chamber of Commerce bul- 
letin stress the part which recrea- 
tion plays in that growing city. 
They point out that many musical 








are worthwhile. The Ames Con- 
« » 
your big selling season the 
State College Band, and high school 


organizations in the city are will- 

ingly supported by the business | L ° e a 

men as community services which et quality pro ucts make 
cert Association, Ames Municipal 

Band, Ames Civic Chorus, lowa 

and music groups all do their share | bri ht t hi t 

to build a love of music and also rig es in istory ° 








aime cas dca a ae SA John Oster Menufecturiag Compeny 
In newspaper articles the cham- WRITE FOR FULL KA Dept. 2011, Racine, Wisconsin 
ber also stresses that Ames has a INFORMATION g™% HURRY - send me full information and 
Junior Town program, summer ; dealer price lists on Oster Stars today! 
recreation program, an adult edu- AND PRICE . 
cation lineup, lectures, dramatic LISTS nae 
and social events. They invite Address 
people from all parts of Iowa to | 
come to Ames to visit, shop and | J City.... State 
play. | © 1953 I 
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Bonus Payments U ¢ 


Sharing Responsibility 


Brings Profits and Harmony om 


Western hardwareman shares buying duties 
with two employees and gives them a bonus 
at end of the year. Prompt stocking of 
requested items leads to many extra sales 





When you walk into Ray Long's 
Washington Hardware at 1419 N 
Lake Ave. in Pasadena, Calif., you 
are immediately impressed by its 
neatness and the friendliness of its 
staff. If you could look at the firm’s 
books you would see that this at- 
mosphere pays dividends to its own- yo 
er and his employees. 

Mr. Lony’s two full-time em 
ployees, Mrs. Mildred Geller and 











’ : — 1. DEC 

Augustus Guthrie, divide the buy ROON 

ing duties with their employer The c 

Mrs. 

Bonuses To Eployees = ~ 

(asl 

Mrs. Geller and Mr. Guthrie each Christ 

received a $500 bonus for thei mains 

well-handled selling and buying ef- 2. « 

. " PLE. “ 

forts at the end of the year. A pn Pr 
third employee, Marcel Segers, who 

works on a part-time schedule, re NI 

ceived a bonus in a smaller sum be = 
cause he had been with the firm fo. 

a few months by the end of 1952 cE 

An expert in buying paint and ( 


allied lines and sporting goods, Mi 


Symbolic of the buying responsibility is this grouping. Ray Long, 


owner, stands between Mrs. Geller, housewares and gifts buyer and 


Lony found that his experience in 


; ria ; other hardware store lines was too 
Augustus Guthrie holding a large-sized wrench, a regular item in the limited f Hi tH} ; 
. ' ° IMITeE¢ or nandiing otner depart- 
firm's stoc ks. Originally the wrench was stoc ked on request of a . 


ontractor ments. He overbought items he 


personally liked and bought too 


small a quantity of some lines which Pa 
did not appeal to him. ‘ 


Ray Long departmentized 





store and divided buying duties. Ile 


5 H/ | 
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Horo'’s how TO SET UP 


YOUR CHRISTMAS PROMOTION 
IN 10 MINUTES: 


1. DECORATE YOUR KNEE- 
ROOM TABLE CARTONS. 
The colorful ‘Approved by 
Mrs. Santa Claus” seals 
can be taped on the carton. 
(Easily removed after 
Christmas on stock re- 
maining.) 


2. SET UP A FLOOR SAM- 


PLE. Tape the ““Approved”’ 
seal to the top of the table 


or use it as a hanger. Gar 
nish with related Christ 
mas items. Use in conjunc 
tion with other Rid-dJid 
display materials available 


3. GIVE IT A PLAY IN THE 
WINDOW. Feature the Knes 
Room table with the “Ap 
proved by Mrs. Santa 
Claus” seals again. it’s a 
real traflic-stopper! 


AND... MENTION THIS GIFT IDEA TO THE MEN 











ALSO AVAILABLE 
IN CANADA 











what they want for Christmas | 





They are all reading exciting ads that say, ‘‘Mrs. 
Santa Claus wants this one too!’ And what 
woman wouldn’t like such a gift! The Rid-Jid 
Knee Room Table is the first to make sit-down 
ironing comfortable. No bending, stretching, 
twisting because there is ample knee-room! Ten 
height adjustments for tall, average or sit-down 
ironers. Gleaming chrome legs and sunshine yel- 
low baked enamel open-mesh top. As nice a gift 
as any gal could want . only $13.95. In ad- 
dition to Christmas ads in Life, Better Homes 
& Gardens and Ladies’ Home Journal, we now 
have available a colorful jumbo seal, ‘‘Approved 
by Mrs. Santa Claus” for your Christmas promo- 
tion. Order a supply now through your jobber. 





Knoe Koom 


ADJUSTABLE ALL-STEEL 


! IRONING TABLE 
Kite kvm 


ed his | NZ IROMING TABLE THE J. R. CLARK COMPANY 





ties. Ile ey SPRING PARK @ MINNESOTA 





2958 HARDWARE AGE, NOVEMBER 12, 1953 147 








BIG. 
CHRISTMAS 





* 
- 


BIGGER SALES YEARLY! 


Kerpro Sno-flake gains sales momen- 

tum every year because your custom- 

ers like these advantages: 

@ Makes twice as much whicer, fluffier 
snow. 

@ Harmless, won't fall off, yet removes 
easily. 

@ Stores perfectly. 

@ Sprays at slightest finger touch, NO 
FINGER FATIGUE. 

@ Economical, inexpensive. 

Contact your jobber immediately or 

write us direct for real profitable 

“Snow” sales this season. 


KERPRO SNO-STENCILS 
A BRAND NEW DECORATING 
MEDIUM FOR CHRISTMAS 





EXTRA PROFITS WAITING! 
Series of eight stencils from which an 
endless variety of designs and combi- 
nations can be made. Can be used over 
and over. Just the thing for window 
and mirror decorations. Priced right 
for impulse sales! 


CONTACT YOUR JOBBER Now! 


If your jobber is out of stock on these fast 
moving items, write us direct 


PROTECTIVE COATINGS CORP. 
9 S. Fairview Ave., PARK RIDGE, ILLINOIS 
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buys paint, glass and allied lines, 
sporting goods and lawn mowers. 
Mr. Guthrie buys all other hard- 
ware lines; the duties of house- 
wares and giftwares buying being 
in the hands of Mrs. Geller. 

Mr. Guthrie and Mrs. Geller 
keep their departments adequately 
stocked with merchandise which 
keeps turning at a good rate. 

One of the policies of the store 
is to stock, within five days, any 
item requested by a customer. If 
the item is believed to be one that 
will be a good seller more than one 
unit is ordered. Such an item goes 
on display immediately it is re- 
ceived with one reserved for the 
customer who requested it be 
stocked. Some of these request 
items are developed into good 
sellers. 

A recently added request item is 
a specialty ladder now selling so 
well that it moves as rapidly as it 
can be put in stock. It became a 
good seller by being shown close to 
the store’s entrance and near the 


establishment’s paint departnient, 

Another reason for harmonious 
and profitable operation of the store 
is that a reasonable amount of free- 
dom is given. Coffee-time is not at 
any scheduled hour for any em- 
ployees. Instead, Mrs. Geller and 
Messrs. Guthrie and Segers individ- 
ully take such time during hours 
when business lulls occur. And 
they return to the store in a short 
time. 

If an employee needs time out 
for a visit to a physician or den- 
tist, he or she arranges it for one 
of the low traffic hours of the day. 
Mr. Long is informed of the ap- 
pointment in advance with no ques- 
tion as to receiving permission 

“My employees know they are not 
policed. I respect them and they 
respect me,” says Mr. Long. “None 
of them take advantage of the in- 
formal manner in which we operate 
this store. They are a loyal trio 
and are responsible in a large mea- 
sure for the success of my busi- 


ness.” 


Display Bar Sells Sundries 





When West Side Hardware, Elgin, Ill., 


board of the newer unit, for small electrical sundries. Large 

block letters, painted red, atop the aluminum colored unit, give quick 
i 

identification. Sales in this line have also risen since the second 


noted that it was getting 
better tool sales from its new tool bar, the management decided te 
try a companion fixture for electrical accessories. 

The units are similar except for a shelf arrangement on the back 


£ ant 


was installed. 
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HARDWAI 


Jartnient. 
rmonhious 


tot tal | , WYTEFACE” sells on sight! 
a a because it’s BLACK and 


aller and 


s individ. , WHITE and every inch 


1g hours 
r A . 
: 2 Clear black markings on white 
a snor ap ‘ . . 
with crisp foot markings in red 
ime out at every inch catch the 
OU . ° 
or den- customer's eye and give him the 
on ane immediate urge to buy. 
the day That's why Wyteface is America’s 
the ae most-wanted steel tape. 
no ques- A Few Inches of Display Give Yards of Profits! 
ssion. 
spanner KEUFFEL & ESSER CO. 


ind they NEW YORK + HOBOKEN, N. J. 
ON Chicago «+ St Louis + Detroit + San Francisco 
.vone - Los Angeles +» Montreal 
the in- 
> operate 
val trio 


ge mea- 
ny busi- 


FAVORITEt WYTEFACE: For 
your customers who want the 
best. Case with new tough 
Burgundy red cover and 
nickel p'ated mountings. Foot 
markings in red. Available 
in 25’, 50’, 75° and 100’ 
lengths. tf 


BOSS* WYTEFACE: Rugged, 
“he-man”, aluminum case, 
with non-slip finger grips. 
Wide-sweep winding handle. 
Foot markings in red. Priced 
for volume sales . . . in 50’ 


and 100’ lengths. 
*TRADE MARK 


== 


' HANDY} WYTEFACE: Tape 
Rule is available in 6’, 8’ 
and 10’ lengths. 
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AUTOMATIC PISTOLS 


WAC, the only pistol with one year un- 
conditional guarantee. The official 
side arm of French and many foreign 
police, armed forces. Famous for 
triple safety protection. Shoots 
standard American ammunition. 
Parts always available. Backed by 
powerful national advertising. 












model 


A 








model 





.25 Cal. 





model 


Cc 














32cat. %40.05 
. $41.85 





model 


D 
E 





model 


F 





model 


R 





model 


R 





9 mm. $83.45 







See your jobber now! 


Western Ans CORPORATION 


411 East Pico Bivd., Los Angeles 15, California 
in Canada contact: Western Arms (Canada) Ltd. 
Ottawa 3 
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Glamour Increases Brush Sales 





The Allsup Hardware Co. brush display. 


Suilt to the order of Allsup Hard- 
ware Co. in Colfax, Iowa, this glass 
topped brush case adds glamour to 
the line. A _ well-lettered sign on 
front gives a sales talk that has 
helped to make many extra dollars 
in paint brushes 


All brushes and rollers in the case 
can clearly be seen by visitors to 
the store, but cannot be handled 
without the assistance of a member 
of the store staff. Care is taken to 
see that each item is given space 
to avoid an untidy appearance 


Simple Decorations Brighten Store 


Jim Althoff of Althoff’s Hardware 
in McHenry, IIl., believes that it is 
just as important to give customers 
leaving the store a pleasing impres- 
sion as it is to attract them into the 
store. With that thought in mind 
he dressed up the area over the in- 
side of the front entrance of the 
store. 

A small white picket fence above 


Decorative effects above door le 


the doorway, and dinnerware of 
various sizes and patterns gives a 
pleasing impression to women cus- 
tomers leaving the store. 

It is not unusual for a woman, 
with her arms full of bundles, to 
note one of the patterns and stop 
to say, “Oh, how pretty. May | 
look at that flower pattern china, 
fifth from the left.” 


2ads to dinnerware queries. 
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Filter Disks Get Prominent Display 





Filter disks are featured on end location of dairy supplies island. 


That filter disks well displayed 
are easily sold is proven by the vol- 
ume in this line at the Harris Ace 
Store in Janesville, Wis. 

Wisconsin has high milk sanita- 
tion standards to enable it to pro- 
duce large quantities of milk for 
the Chicago and Milwaukee mar- 
kets. Last year a more stringent 
milkhouse law was passed and is 
now being strictly enforced. This 
has resulted in more farmers build- 


ing new milk houses. These factors 
have assisted the firm to increase 


sales of dairy supplies including | 


filter disks. 

Milk pails, cream cans, lanterns, 
sprayers, milking machines and 
parts are among the other dairy 
supplies offered by the store. The 
store’s dairy supplies island is lo- 
cated close to the main wrap coun- 
ter where it is seen by most cus- 
tomers. 


Santa Workshop Attracts All Ages 


Whether five, 15, or 50, young and old alike are drawn to the win- 

dows of Builders Emporium, Van Nuys, Calif., to watch Santa's 

helpers at work in their cave-like workshop making real toys. The 

helpers are a warehouseman and two art students from the local 

high school. While they work, animated toys, in the background, 
dance, and merry holiday music is broadcast. 
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est Selling 


Rods in America 
PRICED FOR THE MASS MARKET 


Here is the really complete line of pop 
ular priced rods that will appeal to the 
mass market where the volume sales 
are! 


Wo QUESTION 


When you see the new Spinning Rod 
in glass and note its uniform resiliency 

when you examine the new Casting 
Rods when you see the list price 


tags you'll be enthusiastic, too! 
Glass 
ass Or 
Steel 


And, to top it all, Premax offers you 
tried and proven popular priced rods in 
BOTH glass and steel to meet all de 


mands 


jobber NOW. If he can- 
not supply you, send for 
Bulletin and Prices and 


name of nearest jobber. 7 


remax Poducts 


Division of Chisholm-Ryder Co., Inc 





5401 HIGHLAND AVE,, NIAGARA FALLS, N. Y 
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Don't Forget! 


Werner 
CHROMTRIM 


with BIG SPACE... 
MASS MARKET 
NATIONAL 


ADVERTISING 





Now is the time to tap the sales set 
up for you. Werner Chromtrim Metal 
Mouldings oré especially designed 
tor the big, booming ‘Do-lt-Yourself’’ 
Market. They cut, work and fit easily 
...come in six-foot lengths, protec- | 
tively and brand name wrapped. Alu- 
minum or Stainless Steel...Shapes for 
every need. 








trim Merchan- 
diser — Compact 
attractive display 
stops and mokes 
the passers buy — 
Stainless Steel or 
Aluminum. FREE stand with start- 
ing assortment of eight Chromtrim 
shapes. 








Werner Alumi- 
ladders — Com 
plete line... 
extensions, plat- 
forms, singles, 
steps ond stool. 











Ask your distributor — or 
write direct for full information. 





R.D.Werner Company, Inc., 295 Fifth Ave. 
New York 16, New York, Dept. C7 
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| of the use of 


Dividers Emphasize Variety 





Compact though these sections are, each shows a good variety of 
merchandise of interest to adults and youngsters. 


Division for emphasis is the key- 
note of an unusual window display 
prop Van’s Hardware in 
Green Bay, Wis. 

Gift suggestions for men, women 
and children, were all shown in this 
without conflict be- 
tween any of the groupings because 
dividers somewhat 


used at 


one window 


suggesting the ends of benches to 
the onlooker. 

Step-up shelving permitted show- 
ing a wide variety of merchandise 
in limited space in each of the three 
sections illustrated. Manufactur- 
ers’ advertising material provided a 
background for some of the dis- 
plays. 





Try a Blackboard As a Gift Directory 
' . 
' | 


ew 
° ~~ A 
‘ 





The Central Hardwere, Hollywood, Calif., found a blaekboard makes 


Site irre, ren : — —_ 
te La 





an efficient, inexpensive store directory for routing the puzzled gift 
shopper through the store during the hurried Christmas season. Here 
the directory makes three suggestions of sporting goods gifts for 


"Him," for "Junior." For "Her, 


the advice is "Your Check Book.” 
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Features Tableware NEW-TYPE 


(Continued from page 103) 
Some of our chinaware, dinner- y Cc R t EN S AD D 
ware and other gift goods are im- 
ported. Emphasis is, however, on 
domestic lines. Most entertaining 
in this section is informal, with 
our stocks reflecting this situa- 
tion.” 

The firm issues a catalog in the 
fall and sends it to a mailing list 
of 20,000. Many of the names were | 
secured from a list compiler, but 
a large percentage was acquired 
by store contacts during the past 
four years. 

“Most housewives in this area 
do not entertain frequently, so do 
not need to own elaborate punch 
bowl sets. We profit from renting 
such sets and have many custom- 
ers who will, when they pick up 
the sets, see our large line of crys- 
tal. When they need crystalware 
for gifts or to replenish their own 


TO 
MODERN 
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PEASE-FABRICATED HOMES, Hamil 
ton, Ohio, offer one of the most versatile 
and flexible homes on today's market 
Keystone Lension Screens are cataloged 
as optional equipment. The Arrkwood 
model is shown here. 
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supplies they return to look at \\ \ FRAME 
our offerings.” \ € P : 
ches to Many merchants in Phoenix Se ‘a Pra NO PAINTING 
have their stores open on Thurs- | g 
d show- day nights. Bostrom’s find that | 4 i 
handise Thursday night shopping is mostly e* @ NO RUSTING 
1e three done by husbands and wives to- | , 
ifactur- gether. The nearness to ample | ae 3 LOW cCcosT 
sg parking space brings much trade | 
e dis- 


to the area. 








; oe Weneueene: 
Mrs. Florence Sprandel is in | wane pee 
charge of giftwares and china- | ‘ae Hi 
ware selling. ‘s eysto n p 
= ' 
‘s 
Soicasiteeniiaciniin : 
HARDWARE HUMOR 


| By Hardware Age | ALUMINUM FRAMELESS TENSION SCREENS 


oe eT, Cash in on the new trend in modern screening ... feature the popular new 
Ze )) an Keystone Aluminum Frameless Tension Screens tor all double-hung windows 
G7" I wR ' ‘J Ideal for new or old homes... apartments... motels ... cottages... everywhere! 
~~, % 4q 
1 : ° e > rs 
: ai Easily installed—no heavy frames to cut or fit. Saves 25 minutes per window in 


installation time. A neat and attractive full-length, low-cost screen of out- 
standing /ong life. Seals tight—with exclusive free floating sill bar... assures 
snug fit at bottom ... adjusts screen to uneven or off-level sill. Many more 
plus features that mean profits for you! Send today for details. 


KEYSTONE WIRE CLOTH CO. 
Dept L-10, Hanover, Pa 





Without obligation, send me complete de- 


tails on Keystone Aluminum Frameless Tension 


ah. 
ifs | 
“é 
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Screens 
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Patented tension catch 


cator for only 69 cents plus tax | Patented tenvowcatch | 
does that i | securely in place. 
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You'll Say It Of- 


McCASKEY 


“It did not cost me money— 
it brought me money” 

















a Set 
* Seles 
| IF 
McCaskey ty 
Safe Dai ernme on 
vd Red ke > 
Register Me f { 
for account fi 
and fire 
~~ 
protection - 
in one place & 
253 ' fo) s 
1 ‘el Bi 
j @ O:% 
‘|e . 
McCaskey 
z on Vertical 
y ‘ Py: 
‘seen by 45 Register 
i for many 
accounts 





McCaskey 
over-or 
under 
counter 
styles 

for 
maximum 
account 
privacy 


With McCaskey you know the un- 
failing difference between blind 
charge accounts and CONTROLLED 
CHARGE ACCOUNTS! 


The reason is: Nothing is quicker 
than records by McCaskey “’One 


Writing” ... 


Nothing is surer than control by 


McCaskey visibility .. . 


Nothing is more regular than collec- 
tions by McCaskey statements to 
date with every purchase! 


In these McCaskey Charge Account 
in McCaskey Cash 
McCaskey 
you have the means 


Control Systems 
Register Systems in 
Sales Books 
of obtaining more usable complete 


information at less work and 


expense. 


CUSTOMER'S 
Printed Receipt 


m 
' 
' 
' 
1 fs CHECKOUT item. adding 
' 
' 
' 
' 
' 
' 
' 


Modern Charge 
Account Control 


Soles Books « 
Printed Forms 





cosh register systems 


NAME 





city - ZONE STATE 


McCASKEY REGISTER DIVISIO 
Victor Adding Machine Co. 
ALLIANCE, OHIO w'ENSAND, watece 
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eeeeeesecond 


Simple Display Attracts Hunters 





Simplicity and a step-up effect helped make this display 
an eye-catcher for local hunters. 


With the exception of two peg- 
board background panels, this en- 
tire display featured salable mer- 
chandise. Jaeger Hardware in 
Dubuque, Iowa, used a bust to show 
a hunter’s jacket, cap and _ shirt. 


15-Ft. Island 


Giftwares at Paul C. Perdue’s 
hardware store in Tacoma, Wash., 
are featured on a 15x6-ft. island 
with four display levels. The three 
wooden shelves have been supple- 
mented glass shelving sup- 
ported by brackets set in the top 
of the unit. 

Gift merchandise is purchased in 


with 


Knives, lanterns, vacuum jugs, am- 
munition and guns of various types 
were shown at varied levels. 
Adjoining the 
number of 


goods 
tackle 


hunters’ 
were a fishing 


items. 


Features Gifts 


wide variety, but in comparatively 
small quantities. New items are 
constantly introduced to keep the 
stock fresh and attractive.  Dis- 
plays are changed at least once a 
month so that customers looking at 
the unit will be under the impres- 
sion that many new items have been 
added. 


Many women visitors look at this display on each visit. 
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How COPYFLEX Pays Off 


Saves salaries of 5 typists 


‘ing at 
mpres- 
e been 


* Eliminates costly transcription 
errors 


¢ Speeds invoicing 
* Streamlines office paperwork 


* Copies any size office form 
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; COPYFLEX machine 
oO " _— 
Today’s Paperwork Engineered G; 
with Jet-Age Speed 


For years this well-known New Eng- 
land hardware wholesaler kept a staff of 
5 typists to type invoices. Even so, when- 
ever a rush of orders flooded the office, 
everyone was pressed into service to pre- 
pare invoices. This was costly and in- 
efficient, and the frequent emergencies 
fouled up normal office routine. 

Now a Bruning Copyflex order-invoice 
system does the job. The order is pro- 
cessed in its entirety from the salesman’s 
order form—and a COPYFLEX ma 
chine provides the invoice copy. There's 
no typing . . . no messy carbons .. . no 
proofreading . . . no chance for tran- 
scription errors. Pricing and extension 
are done on the original, with back-orders 
indicated in the extension column. 


Model 14 





Company 


Address 


City 


4700 Montrose Avenue, Chicago 41, Illinois 





X marke the spot where... COPYFLEX saves 
*8.000 a year for hardware wholesaler* 


Result? An annual saving of $8,000 
plus faster shipping and invoicing 


COPYFLEX Advantages 


Copyflex machine turns out ready-to 
use, black-on-white, diazotype copies of 
anything typed, written, printed or 
drawn on ordinary translucent paper .. . 
no exhausts, darkroom, plumbing, inks 
or stencils needed . Simple electric 
connection average copying costs 
are less than 2¢ per sq. ft 


Save Money with COPYFLEX 


Cut out unnecessary manual transcrip 
tion, prevent errors and speed invoicing 
with a Bruning order-invoice system 
Send coupon today for free booklet 


*Name on request 


ee BRUNING COMPANY, ae na a ae 


Dept. Yii3 


C) Send me free booklet on COPYFLEX order-invoice system 
] Show me how COPYFLEX can speed my order-invoicing 


Zone State 


I 
i 
l 
I 
Title | 
! 
' 
I 
i 
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When a customer asks you... 





... Who makes really top quality 
STEEL LEGS, WORK BENCHES 
and POWER TOOL STANDS? 





. . » Who makes them so that | can "build it myself" easily, 

quickly and cheaply? 

... then you've got a sale... because 
you've got the right answer— 





The "do-it-yourself"’ market is growing every day, and 
SUPERIOR offers you a perfect opportunity to grow along 
with it! Write us today for complete details. 





HEAVY 





puTY 
STEEL 
LEGS 


HEAVY 


; sie 
ee atten toe 


lax 





‘ee 


JUNIOR worK BENCHES 





ASSEMBLIES 


POWER TOOL STANDS Ls AND WORK BENCH 


SUPERIOR PRESSED STEEL CO. 





3 Maitland Street, Boston 15, Mass. 
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Standard Ad Mats 


Dear Sir: 

In your August 20 issue of HAkp- 
WARE AGE, I read a rather inter: 
ing letter from K. M. Haugen of 
Appleton, Wis., concerning stand- 
ard sized ad mats. It seems good to 
find that our method of handling 
newspaper advertising mat ser- 
vices goes along with the progres- 
sive thinking of many of our retail 
accounts. We have been working on 
this program with mixed reactions, 
but I think that we will take Mr. 
Haugen’s advice and continue to 
supply our mats without suggested 
copy and let the dealer make up his 
ad with copy most suitable for his 
trade. 

Cordially yours, 
Roy A. Carpenter, 
Advertising Manager 
Thatcher Glass Mfg. Co., Inc., 
Elmire, N. Y. 

Editor’s Note: Examples of the 
| types of mats referred to by Mr. 
| Carpenter can be obtained by writ- 
| ing him at the abeve address. 





Old Block Planes 
Dear Sir: 

I thought you might be inter- 
ested in a copy of the letter I re- 
cently wrote to H. B. D. Blauvelt of 
Comfort Coal & Lumber Co., whose 
letter you published in HARDWARI 
AGE, Sept. 3, p. 250: 

“Dear Mr. Blauvelt: 

“Your letter in HARDWARE AGE 
was of interest to me as I also have 
a chest of wood block planes which 
belonged to my grandfather who 
died in 1875. These planes are 
marked with his own name, HE. 
Douglass. 

“If by any chance these planes 
were made by the same manufac- 
turer I do not believe they would 
be much over 100 years old. My 
grandfather died in his early 50’s 
and my father died in 1944 at th: 
age of 81, so they could be over 100 
years, but hardly over 150. 





“If you have received any fu 


HARDWARE AGE, NOVEMBER 12, 1953 





Amman 
Le 


jyoows 


IMA 


er W 
suuld a 
ings as 
eyond 
oving 
iluimev 


| 


l douglas 
230 Nic 


Glouces 


Paint 
Dear S& 
Woul 
orrow 
article 
Doublec 
in your 
a gloss) 
We'd 
mentior 
“Dutch 
early is 
story is 


Dutch ] 
Nations 
111 Bre 
New Ye 

Edite 
you the 
this ar 


Benef 


Gentlen 
You 
the fine 

Sept. 
Grass 
Fence” 
Sides © 
The ; 
to us a 
force ec 
had an 


messag 


Woul 
policy 1 
in ord 
these t 
to our 

If ec 
HARDY 


[2 
@) 
fel 


Vu 


al 
] 
B 


f HARD- 
iterest- 
igen of 
stand- 
good to 
andling 
at. Ss ser- 
rogres- 
r retail 
king on 
actions, 
ike Mr. 
inue to 
rrested 
> up his 
for his 


iter, 
anager 


Ces 


of the 
by Mr. 
yy writ- 


oS. 


inter- 
ar I re- 
uvelt of 
, whose 
RDW ARE 


RE AGE 
so have 
s; which 
er who 
les are 
me, FE. 


planes 
anufac- 
r would 
id. My 
rly 50's 
at the 
ver 100 


ny fu 


2, 1953 





7A II VT AeTeesS 


Letters to the Editor 


PVIPIAIM IN, 


UII. 


OT 


er worthwhile information, | 
would appreciate sharing your find- 
ings as I have no family history 
wyond my grandfather who, before 
moving to New Jersey, lived in 
ilulmeville, Pa.” 

Sincerely, 
Ralph H. Douglass 

Douglass Supply Co., 
230 Nicholson Rd., 
Gloucester City, N. J. 





Paint Sales Doubled 
Dear Sir: 

Would it be possible for us to 
borrow the halftone used in the 
article “How Sales Training 
Doubled Paint Sales,” which ran 
in your March 19 issue, or to obtain 
a glossy print of this subject? 

We'd like to give this article a 
mention in our house organ, the 
“Dutch Boy Paint Dealer,” in an 
early issue, since the dealer in the 
story is a Dutch Boy dealer. 

Very sincerely yours, 
Milt Groth, Editor 
Dutch Boy Paint Dealer, , 
National Lead Co., 
111 Broadway, 
New York 6, N. Y. 

Editor’s Note: We are mailing 
you the electro that was used with 
this article. 





Benefit to Sales Force 
Gentlemen: 

You are to be congratulated for 
the fine editorials appearing in your 
Sept. 23rd issue entitled: “The 
Grass On The Far Side Of The 
Fence” and “You Can’t Work Both 
Sides Of The Street.” 

The subject is of vital importance 
to us and I sincerely feel our sales 
force could greatly benefit if they 
had an opportunity to digest these 
messages. 

Would it be contrary to your 
policy to provide us with 25 copies 
in order that we may distribute 
these to our various sales offices and 
to our men in the field? 

If copies cannot be provided, 
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CUTTER *) 
FOR FAST SCRAPING 





—) FOUR CUTTING EDGES 
—p EASY GRIP, HAND CONTOURED HANDLES 
— COLORFUL MARKINGS 

——) FAST CUTTING, TOOL STEEL BLADE 

— TWO SIZES, No. 1 and No. 2 


The rugged BIG HAND Scraper is the ideal scraper 
for all around use because each blade has 4 cut- 
ting edges—2 are corrugated for quick removal of 
thick finishes, 2 are smooth for fine work. Blades 
are replaceable. 


BIG HAND Scrapers are available in standard stock 
boxes or in the new merchandising display. Ask 
your jobber about the BIG HAND LINE. 


New No. | BIG HAND DISPLAY 


BIG SALES © BIG PROFIT 
with the BIG HAND LINE! 


— an 








715 * 


Queens Village, New York 


Sales Representatives 


JOHN H. GRAHAM & CO. INC. 
105 Duane Street, New York 8, N.Y. 
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Letters to the Editor 


9 Pee sess es ese Se Sese Ses eS eSeSeSeSeSes 
On all work loves would it be possible to obtain your 
———s Ld permission to reprint these articles 


in their entirety, or at least in part? 
Very truly yours, 
David 1. Worthington 
Assistant Sales Manager, 
Sporting Goods 

American Pad & Textile Co. 

Greenfield, Ohio 





An Easy Way to Find 
Bookkeeping Errors 


When your books won’t balance 
here is a suggestion that may save 
time hunting for the error in the 
wrong place. 

If the error is 9, 18, 27, 36 or 
some other multiple of nine, sus- 





These high quality coated gloves pay you full profit... pect a transposition of figures. 
are increasingly good sellers because users find they To save time, divide the amount 
outwear common work gloves 5 to 10 times. off balance by nine and the answer 
will show the difference between 
A grip that can’t slip! the transposed digits. For example, 
You do workmen and home handymen a if the books are off 72¢, divide by 
favor when you sell them this flexible, nine, and the answer is eight. Look 
positive gripping glove with rough-grain, for errors involving 80, 08, 91 or 
natural rubber coated palm that far out- 1 : : : 
wears leather palms. Right for farmers, v. 
truckers, construction workers, home The suggestion is from an article 
handy-men — everything except greasy by Fred T. Neely, of Greenwood, 
week. Un Knitwrist styles, alee. Miss., published in the Journal of 
eee Accountancy of the American 


Liquid-proof, all-purpose institute of Accountants. 

Best selling glove on the market with 

neoprene-base coating. Its specially rein- HARDWARE HUMOR 
forced neoprene (NEOX) is tougher, more Se tend A 
flexible, has a better grip. Withstands oil, OY STS ware Mge 
grease, chemicals, heat, resists cuts and . —— 
snags. In gauntlet style, also. 





No, 908 NEOX 


Hand-fitting, quality plastic ¢ > 








A full profit plastic glove in exclusive pat- AL IN />_) ~ 
tern that fits the hand all over. Wide wing (L) = fis F 
thumb; curved, pre-flexed fingers. And its {\ ae KY \ 
special Edmont plastic has a grip, a lasting 1 \] \ uh es \ 
flexibility and 50% longer wear that cus- \ ~ \L 7 \ J 
tomers don’t get in cheaper plastic gloves. | i | 
In palm-coated style, also. Vy = 7 
Write us for dealer catalog, prices. Order Fs 1, / “i / | A ‘ 
sto . ° , ¢ ; _ 7 | uf i) oe SY. | 
No. 303 Monkey-Grip items from your regular jobber. Sell them (} 
at full mark-up. XY \ ( ( 
N 
—’ aa = — 
Edmont Manufacturing Company, 1214 Walnut Street, Coshocton, Ohio vr os 
World's largest line of coated work gloves \ vA oy 
*s WO 





od 
Kdmont sca ht. | ok 
7 ° Ou was rig + does take the 
job-fitted gloves } larger size handle." 


158 HARDWARE AGE, NOVEMBER 12, 1953 HARDW 








SS Be YEA 


a Announcing! I'S) 


ain your 
articles 
in soa ? 


n 


SURE-GRIP 


man WHITE GLUEZ 


balance 
ay save 
in the 


, 36 or 
e, sus- 
res. 

amount 
answer 
pet ween 
xample, 
vide by 
it. Look 


, 91 or 


article 
2nwood, 
rnal] of 
nerican 





YR NE Sure Grip White Glue is used iby 


ALL PURPOSE Serkere, tomonetors, welibylete, 


school children and “handy” men. 


WH TE GLUE Versatile... nail WOOD — FUR- 


NITURE — POTTERY — LEATHER — 
HEAVY PAPER — CARDBOARD. 

* 
Quick Setting . . . Clean to Use 


chk SCRAPBOOKS — TOYS — PHOTO- 

4 Tl GRAPHS — GAMES — POSTERS. 
* 

y LE PAGE'S 


+h Sure Grip White Glue 
Consumer 
wi . Spreader Tip Prices 


| oz. bottle 15 


. Spreader Tip 
3 oz. bottle 
. 14 4 on. jar 


V2 pt. jar 
Pint jar 
Quart jar 


a’ Gallon jar 
aa [E PAGES GLOUCESTER, MASS ‘GLUEMAKERS FOR 74 
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AMERICA’S MOST SUCCESSFUL 


Rubber 









The 
Silent Flash 






co oad 
Noiseless! 

DF Shock Absorbing! 
Outlasts Steel! 


No question about it! The SILENT 
FLASH is America’s top performing 
roller skate! Jumbo rubber tires outlast 
steel... absorb shock ... and skate with 
magic ease and effortless speed. Noiseless 
skating—indoors on rainy days or on side- 
walks. It's like putting wings on your feet! 





SPECIAL COMPOSITION 
RUBBER found only on 
CHICAGO’'s SILENT FLASH 
outweors steel! Bigger wheels 
moke skating faster. Noise- 
less! Shock absorbing! 











The SILENT FLASH is made only by the 
great name in skates for over 40 years 


“CHICAGGC: 


Roller Skate Company 
4456 West Lake St., Chicago 24, Illinois 
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NEWS and Views 


Reports on Events Affecting the Hardware Business 





(Continued from page 10) 


$9 Billion Federal 
Deficit in Sight 

If federal spending continues at 
its present rate, the Government 
faces an almost-certain deficit of 
about $9.5 billion in fiscal 1955. 

Spending—argely for 
purposes—-seems to be headed for 
the neighborhood of $72.1 billion, 
while anticipated revenues prob- 
ably will total only $62.6 billion. 

As a result, the Administration 
and the Congress are faced with 
weighty alternatives: Give up tax 
reduction, or give up the goal of a 
balanced budget. Practical poli- 
tics being what it is in election 
years it seems 
highly likely that Congress will 
probably limited—tax 
cuts and will then attempt to ex- 
plain why a balanced budget is ‘‘im- 


possible.” 


defense 


such as next year 


vote some 


White House May Urge 
Maintaining S. S. Rate 

Forecasts are getting more nu- 
merous that the Administration 
next year will upge Congress to 
cancel the scheduled increase in the 
social security tax rate. 

Rep. Richard M. Simpson, R., Pa., 
is now on record with a prediction 
that an official move will be made 
to hold the tax to its present rate. 
For employes, the rate is 14% pet 
of the first $3,600 of annual income, 
collected from both the employer 
and employe. The rate on self-em- 
ployed persons is 2 pct. 

Under existing law, an advance to 
2 pct on employes and 8% pct on the 
self-employed is supposed to take 
place on Jan. 1. This date occurs 
before Congress meets, but a rate 
rollback to Jan. 1 is possible if the 
lawmakers are persuaded to elimi- 
nate the increase. 

Strong 


opposition, especially 


from Democrats in Congress, is 
expected if the Administration puts 
on a drive to have the “automatic” 
rate boost abolished. 


Administration Mum 
On Minimum Wage Rise 

The White House has skillfully 
avoided commitment with respect to 
proposals for boosting the statutory 
minimum wage standards. No such 
recommendation has been made to 
him, President Eisenhower says 
But he admits that he has talked 
over “extension” of present laws. 
This is generally interpreted as 
leaving the door open for White 
House approval. 

Report before 
former Martin 
Durkin resigned in high dudgeon, a 
plan cooked up by the department 
for increasing the statutory mini 
mum from 75 cents an hour to $1 
was sent to the Budget 
along with other recommendation 


persists that 


Labor Secretary 


Sureau 


Expect Early Decision 
On Color Television 


An official decision on the color 
television question may now be ex- 
pected not later than Dec. 1, accord 
ing to talk around the Federal Com 
munications Commission. 

It is believed that the commission 
generally feels, after the latest 
demonstrations, that 
anything wrong now that can’t be 
ironed out as sets go into produc 
tion. At this rate, sets should be 
gin to be available to retailers soon 
afterward. 

Standards are now being drafted 
by the FCC staff and are expected 
to be ready for consideration by the 
Commission by Nov. 15. It is gen 
erally expected that the commission 
won’t take more than two weeks for 
study of the staff reports. 


there isn’t 


(Resume reading on page 11) 
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This revolving metal merchandiser displays 
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and sells Wexford Wonder Line for you! 
Bright and attractive, it “sparks” companion 
selling. Works even when salespeople forget 
to put a new Wexford line on every reel that's 


MIDMUUMASPIN 





No such 

nade to sold or serviced. Rugged, sturdy, durable—it 

r says. takes up less than a square foot of space, and 
talked does a whale of a job. It’s yours—/free of extra 

t laws. cost—with No. AS4490 36-spool Wexford Line 

ted as “Starter Assortment.” The display comes to 
White you, complete with line, ready for SALES. 
before 


x 1 Holds all these WEXFORD LINES Use Coupon: 


rtment 
Get started NOW with UPC Wexford 











7 mini Wonder Line—it builds trade for you by giving 
r to $1 . customers better performance three ways: 
Bureau ° (1) Casts like a dream! Small diameter runs out 
es . easier, yet Wexford has a bonus of “wet test” 
ation ; strength. (2) Will not waterlog! Gives full action 
: on surface baits ... sheds water before coming into 
= the guides. (3) Wears up to 3 times longer than 10 
. other leading lines tested by two impartial labora- 
° tories (U.S. and Canadian). Line and display all 
> . in one package (Parcel Pest). Here’s what you get. 
color No. 4490 No.4475 No. 4485 yaar te ngp pander atataaae 
he mae, ° ° — — (2 _ of . 
° e e i Se Gee Us 600ss0eeeeenss8 Te 
iccord WEXFORD : TROLL-CAST : SQUIDDING 18—50-yd. Spools (2 conn.) of 
Cem WONDER > SMALL DIAMETER : “PRE-STRETCHED” No. 4490 15 IbS...ssecccecececees 25.92 
. . 6—50-yd. Spools (2 conn.) of ° 
LINE : LINE i LINE Se Oe Os can eananeeedna a 9.18 
lission : ; 6—50-yd. Spools (2 conn.) of 
adie a : PEG. 4490 20 Ghee. oceccvccnscees 9.60 
“on ALL THESE LINES FIT DISPENSER—AS REFILLS YOUR WEXFORD LINE DISPLAY DISPENSER... FREE 
isn't Naan 9 Noone FRR pag aetna Oe are. TOTAL $52.68 
n’t be SHAKESPEARE COMPANY secret ‘Th o- apa gli ag ‘ 
‘ y OTE: The Merchandiser, with “Starter Assort- 
roduc Dept. HA-11, Kalamazoo, Michigan ment,”’ can be shipped Parcel Post. Order now 
Id be from your regular source. 
ao Store Name ain 
3 soon 
fted Street Se eS LOOK TO THE LEADER FOR ALL THAT'S NEW! 
ral tec 








ected City : a 
ry the 

3 gen- Please ship__ No. AS4490 Shakespeare Wexford 
ission (Quantity) 

pi Wonder Line assortments to the above tackle account. 


<s for 
NOTE: This order is to be forwarded to your regular source 


WONDERODS ® REELS ® LINES ® BAITS 








11) for Shakespeare Fine Fishing Tackle. 
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and profits 


BECAUSE BUYERS KNOW 
JENKINS 


GOES FURTHER 


GUARANTEED FOOTAGE — You get full meas- 
ure with every roll. Tapes up tight to the last inch. 


NO WASTE— Gold Seal Friction Tape tears 
evenly, won't ravel, molds to uneven surfaces. 
HIGH DIELECTRIC — Less footage is needed per 
job. No pinholes; one thickness insulates. 
LASTING “TACK"’— Gold Seal sticks to the job 
under toughest conditions of cold and moisture. 


EASY HANDLING — Gold Seal does not peel, 
dry out or smear the hands in hottest weather. 








FRICTION and RUBBER TAPES 
In either 10-roll cartons or single 
rolls. Every roll sealed in cello- 
phane, stays fresh. Jenkins Bros. 
(Rubber Division), 100 Park 
Ave., New York 17. 


STOCK AND SELL GOLD SEAL TAPE 
for fast turnover—— for steady profit 


Jenkins Bros. make Diamond Seal Friction and Rubber Tapes 
also, which meet ASTM Specifications. 
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Hardware and allied 
trade events up-to- 
date in each issue 


of Hardware Age 
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1s 
1953 
November 
lz 4M tana Hardware Conventior 
1954 
January 
2 Ratai "ie far 
Meeting 
d ( Sut y of v \' 
4 H ware Ar St 
10 Nat. Sporting G j 
vA Western Hardwar 
Tit Bieucia lactitute ¢ 
?-21 Minnesota Hardware Show 
24-26 Intermountain Hardware Show 
24-29 Ca J Show 
25-27 Ace Hardwo f 
5.26 An Hd ' 
C r 
25-2 Tex Hardware Show 
26-28 Indiana Hardware SI! 
26-28 Mountain States Hdwe 


26-28 N Dakota Hardware Conver 
31-Feb. 2 North Coast Hardware Sh 
le 





31-Feb. 3 San Franc ft, Toy SI 
February 
2 Franklin Hdwe. & Supgs 
eT Se 
2. 4 Kentucky Hardware Show 
4 4 irden Supt y 1OW Ne 
2 4W nsin Hardware Show 
4 Oklahoma Hardware Show 


6-14 New England Sportsmen's Show 
110 California Hardware Show 

! ( st -to-¢ ist € 

0 Virqinia Hardware Show 
8. 9 Cotter & Co. Convent 
8. 9 Tri-State Hardware St 
8-11 OF Hardware Show 


9-12 lowa Hardware Sb 





Convention Check List 


nventions listed Dy date be ee 
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U 
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March 
2- 4 Penn. & Atiantic Sbd. Hdwe. St 


13-21 Detroit Sportsmen's Show 


April 
es 83 Dokcte Hardware ‘ 
6-24 irt Hordware Week 
25-27 Ff rida Hardware qi 
Hordwore *% 
May 
16-18 Alabama Hardware Show 
10 Ttaducts Supply Conventi 
June 
} Texas Wholesale Hdwe. Assn 
Texas Hardwore Boosters Club 
July 
2 Notior Retail Hardwore Assr 
September 
26-29 Nat Builders iwe. Exposition 











National Events 


Bicycle Institute of America, Inc., an- 
nual convention Jan. 18-24 at the 
Boca Raton Club, Boca Raton, Fla. 
Four component groups of the In- 
stitute—the Bicycle Manufacturers 
Assn., the Cycle Parts and Acces- 


sories Association, the Cycie Job- 
bers Association of America, and 
the Merchant Member Group—will 
hold a full schedule of business 
meetings with several general ses- 
sions of the Institute membership 
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Autcmatic 


STEAM & DRY IRON 
uses TAP Water 


$16” 


Slightly Higher in West 








Automatic 


COFFEE MAKER 


18” 


Slightly Higher in West 










Automatic TOASTER 
with Pop-up Feature 


$47* 


Slightly Higher in West 










DOMINION ELECTRIC CORP. 
MANSFIELD, OHIO 
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also on the agenda. John Auerbach 
is executive secretary of the Insti- 
tute with offices at 122 E. 42nd 
New York 17, N. Y. 


That's the blade 1 want’ 





Garden Supply Shows (National), 
Jan. 12-14, 1954, at the Hotel Sher- 
man, Chicago, and Feb. 2-4, 1954, 
at the 71st Infantry Regiment Ar- 

mory, Park Ave. and 34th St., New 
| York City. Sponsored by the Na- 
tional Garden Supply Marketing 

Bureau, 1901 St. Paul St., Balti 

more, Md. George E. Perry, direc 

tor. 


| Hardware Week (irha) April 16-24. 
Sponsored by the National Retail 
Hardware Assn., 964 No. Pennsy]l- 
vania St., Indianapolis 4, Ind. 
Russell R. Mueller, managing di- 
rector. 


Industrial Supply Convention, May 
17-19 at New York City. Sessions 
at the Waldorf-Astoria Hotel. Con- 
ference Booth Program at Madison 
Square Garden. Sponsored by the 
American Supply and Machinery 
Manufacturers’ Assn., 814 Clark 
Bldg., Pittsburgh 22, R. Kennedy 
Hanson, general manager; the Na- 
tional Industrial Distributors’ Assn., 


® 
People who know quality ask for 
" aatiieneniaml 1900 Arch St., Philadelphia 3, Pa., 
H. R. Rinehart, executive secretary; 
Griffin Hack Saw Blades and the Southern Industrial Dis- 


tributors’ Assn., 712 Volunteer 
Bldg., Atlanta, Ga., E. L. Pugh, 
secretary-treasurer. 








HEY know that for a straight clean cut, even under 
the worst conditions, Griffin is the blade to buy. Your 
customers will also like the long life no other blade can 
equal. 


G. W. Griffin Co. has been making hack 
saw blades since 1880. The knowledge 
and experience of over 70 years of manu- 
facturing goes into every Griffin Hack 


Saw Blade. 
Griffin Blades are 


available in High 
Speed Molybdenum 
or Standard Steel, 
hand and power sizes. 













National Builders’ Hardware Exposi- 
tion., Sept 26-29, at the Palmer 
House, Chicago. Sponsored by the 
National Contract Hardware Assn., 
John R. Schoemer, managing di 
rector, and the American Society 
of Architectural Consultants, W. A. 
Mathewson, executive’ secretary. 
Adminstrative _ office of both 
groups at 420 Madison Ave., New 
York 17, N. Y. 


National Housewares and Home Ap- 
pliance Show, Jan. 14-21 at the 
Navy Pier, Chicago. Sponsored by 
the National Housewares Manufac- 
turers Assn., 1140 Merchandise 
Mart, Chicago 54. A. W. Budden 
berg, executive secretary. 


National Retail Hardware Assn., an 
nual congress, July 12-15, at the 
Fairmount Hotel, San Francisco 
Managing director, Russel R. Muel 
ler, 964 No. Pennsylvania St., In 
dianapolis, Ind. 


Sporting Goods Show and Convention 
(National), Jan. 17-20, 1954, at the 


Morrison Hotel, Chicago. Sponsored 


FRANKLIN, NEW HAMPSHIRE by the National Sporting Goods 


Assn., 1 North La Salle St., Chicago 
atheist 2 Soles Agents: JOHN H. GRAHAM & CO. Inc., 105 Duane Street, New York 8, WN. Y. 2. Secretary, G. Marvin Shutt. 





164 HARDWARE AGE, NOVEMBER 12, 1953 





Ace Har 
entio 
he C 
[ll. 
Hard\ 
and . 
mana} 


\mericz 
chand 
Meeti 
headc 
South 


Califor 
Los / 
Ange 


Broa 


China, 
Show 
cisco 
Was! 
Spon 
Exhi 
San 


Coast-' 
tion 
near 
Coas 
gani 
Mini 


Cotter 
dise 
ing, 


365 


Frank 
con' 
at 
N. 
The 

for 
play 
ulec 


Janne 
Spr 
nea 
Jar 
Sec 


Nortl 
nus 
tat 
Po 


at 


Our 
ho 
ex 
ap 
H: 
Mi 


Spor 
mi 
th 
De 


HAR 


Auerbach Regional Events 
the Insti- 
, 42nd St. - } 
. \ce Hardware Corp., 30th annual con- 
ention and exhibit, Jan. 25-27, at 
the Conrad Hilton Hotel, Chicago, 














National), ll. Arthur H. Krausman, Ace 

otel Sher- Hardware Corp., 2355 S. Blue Is- 

2-4, 1954, land Ave., Chicago 8, is convention MAGN AY LT | agai 
ment Ar- manager. 

St., New 

the Na- \merican Hardware Supply Co., Mer- See ART BERS as 
cathoting chandise Fair and Stockholders | ms . : a 

eis Balti- Meeting, Jan. 25-26 at company | 

ry, direc- headquarters, 41 Terminal Way, :, mm sori 

















Southside, Pittsburgh 19, Pa. 


No. 5424—24” 


‘il 16-24, California Gift Show, Jan. 24-29 at 

al Retail Los Angeles. Sponsored by the Los 

Pennsy]- Angeles Trade Fair, Inc., 1151 So. j 

4, Ind. Broadway, Los Angeles 15. AM b a i CA S FAVO RITE 
ging di- 


China, Glass, Gift, Toy, Housewares 


Shows, Jan. 31-Feb. 3 at San Fran- 
mn, May cisco, Calif.; Feb. 14-17 at Seattle, t now comes 


Sessions Wash.; Feb. 21-24 at Portland. 


el. Con- Sponsored by Western Merchandise | “ id 
Madison Exhibitors Assn., 1355 Market St., | 
San Francisco 3. 





by the 
achinery 
t Clark Coast-to-Coast Stores annual conven- 
Cenned\ tion and exhibit, Feb. 7-10 at Min- | 
the Na- neapolis, Minn. Sponsored by the | 
3’ Assn., Coast-to-Coast Stores Central Or- | 
S, Fa. ganization, Inc., 29 Main St., S.E., | 
retary; Minneapolis 14. 
al Dis- 
—_ Cotter & Co. annual spring Merchan- 
, dise Show and Stockholders Meet- | 
ing, Feb. 8-9 at company quarters, 
365 E. Illinois St., Chicago 11, 
Ex posi- 
Angered Franklin Hardware and Supply Co. | 
y the convention and trade show, Feb. 1-2 | 
Assn., at company headquarters, 918-28 | BACK OF SLEEVE 
ng “= N. Delaware Ave., Philadelphia 23. | 
Society The first day will be an Open House 
W. A. for visits to manufacturers’ dis- | To help CHRISTMAS TOOL BUYING, MAYES 
retary. plays. Business meetings are sched- 


both uled for the second day. Proudly Presents This Beautiful 


,. New 
Janney Retailers’ Conference and | FIVE COLOR SLEEVE D H ed T e 
Spring Meeting, Jan. 11-13 at Min- esign 0: 
e Ap- neapolis, Minn. Sponsored by the 
it the Janney-Semple-Hill & Co., 22-36 S. e 
ed by Second St., Minneapolis 1, Minn. * Slide over regular shelf carton 
nufac- 
andise Northern Wholesale Hardware Co. an- * Make any tool display more attractive 
idden- nual convention and trade show ten- : - 
tatively scheduled for Feb. 21-23 at * Make Christmas buying easy for the 
Portland, Ore. Company is located : 
= at 805 N.W. Glisan St., Portland 9. seen who ” hard to buy for. 
t the 
i Our Own Hardware annual stock- 
cisco. 
Muel holders meeting and merchandise CHRISTMAS BUYING DONE NOW, 


., In- exposition, Feb. 15-17 at Minne- NEED NOT BE DONE LATER. 


apolis. Sponsored by the Our Own 


Hardware Co., 618 No. Third St., Sold Through Jobbers Only 


Mineapolis 1, Minn. 


ntion 
in Sports Shows New Bngtand sports MUNA AT CO ate) | mt 


sored ; ‘ 
men’s and Boat Show, Feb. 6-14, at 


_— the Mechanics Bldg., Boston, Mass. PORT AUSTIN, MICHIGAN 


icago ata i a 
S Detroit Congress Sportsmen’s Show, 
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LT Tk that tell are labels that sell 
FLETCHERWARE—the only enamelware 
line featuring brand-NEW, 4 color 


sales-tested Labels! 





TITANIUM odded 


for longer wea, and 
Whiter-white 


ag 





SERWKE PA 


New! — Fletcherware — this fast selling 
enamelware line — offers you more than 
merchandise alone! It gives you extra 
selling power too. Because each piece 
carries its own special receipt label — 
in 4 colors — with illustrations — and 
“‘selling-words" that will attract attention, 
hold interest, stimulate sales.— And at 
popular prices— That's why you must 
stock Fletcherware — Have the right 
enamelware to get you higher sales 
and profits. 


labels that tell—are labels that SELL! 


Save on freight—It’s smart to Buy 
the Complete Fletcher Line 


ENAMEL COMPANY: DUNBAR, W.VA. 


Sales office: 
200 Fifth Ave., New York 10, N. Y. Merchandise Mart, Chicago 54, Illinois 






March 13-21 at the State Fair- 
grounds, Detroit, Mich. 


Texas Wholesale Hardware Assn. an 
nual joint meeting with the Texas 
Hardware Boosters Club, June 17-19 
at Galveston. Secretary-treasurer, 
Howard Weddington, 1427 Nati nat 
City Bank Bldg., Dallas. 


State Events 


Alabama Retail Hardware Assn., con- 
vention and exhibit, May 16-1% at 
the Admiral Semmes Hotel, Mobile. 
Association secretary, Mrs. Euna G, 
Ramsey, 1006 Frank Nelson Bldg. 
Birmingham. 


Arkansas’ Retail Hardware’ Assn., 
trade show and convention, Feb. 
14-15 at the Robinson Auditorium, 
Little Rock. Hotel headquarte: 
Marion Hotel. Association secre 
tary, J. Wayne Tisdale, 908 Recto: 
Bldg., Little Rock. 


California Retail Hardware Assn 
trade show and convention, Ieb., 
7-10, at the Fairmount Hotel, San 
Francisco. Association secretary 
Kreuger B. Jacobson, Western Mer 
chandise Mart, 1355 Market St., 
San Francisco 3. 


Carolinas, Hardware Assn. of, trade 
show and convention, Feb. 24-25, at 
Charlotte, N. C. Exhibits at Radio 
Center. Meeting place, Hotel Char 
lotte. Association secretary, Dwy 
ane Laws, 118% FE. Fourth St., 
Charlotte 2. 


Connecticut Hardware Assn., conven 
tion, Feb. 10 at the Hotel Bond, 
Hartford. Association secretary, 
Ned Russell, Harris Hardware, 
Southport, Conn. 


Florida Retail Hardware Assn., con 
vention and exhibit, April 25-27 at 
George Washington Hotel, Jackson 
ville. Executive manager, W. W 
Howell, P. O. Box 183, Waycro 
Ga. 


Georgia Retail Hardware Assn., con 
vention and exhibit, April 25-27 at 
George Washington Hotel, Jackson 
ville, Fla. Executive manager, W 
W. Howell, P. O. Box 183, Waycross 


Illinois Retail Hardware Assn., trad 
show and convention, Feb. 23-25 at 
Chicago. Show at Navy Pier. Ses 
sions at Sheraton Hotel. Associa 
tion secretary, William F. Ewert 
1194 Merchandise Mart, Chicago 54 


Indiana Retail Hardware Assn., trad« 
show and convention, Jan. 26-28 at 
the Murat Temple, Indianapolis. As 
sociation secretary, W. J. Sheely 
964 No. Pennsylvania St., Indian 
apolis 4. 
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GET SET NOW! 


Now is the time to make sure of those big PRESTO 
PRODUCTS PROFITS for the holiday season .. . get 
set for the big Christmas push on PRESTO COOKERS 
. .. the extra profit incentive promotion on 
PRESTO VAPOR STEAM IRONS (Limited quantities of 
pad and cover deal still available) . . . the big 
gift promotion on PRESTO DEEP FRYERS .... tie- 
in with the colorful national advertising in 

LIFE and other big circulation media ... use 

FREE ad mats and display materials . . . for 
clinching the sale with your pre-sold customers! 


GET FULL DETAILS FOR EXTRA SALES .. . 


CONTACT YOUR DISTRIBUTOR NOW! 


AVTOMATIC 


eeeseeeceeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeee ee 





matvioaat 


OG v5 ret OFF 






NATIONAL astemarie 


PRESTO INDUSTRIES, INC. 
Eau Claire, Wisconsin 


eeeeeeeeeee@ 


OVER 19 MILLION SATISFIED PRESTO USERS 


HARDWARE AGE, NOVEMBER 12, 1953 


167 











75-PIECE CHEST OF BEAUTIFUL STAINLESS...RETAIL %59°5 


Shop the Stainless Market and you'll not find any more beautiful Stainless than that 
made by Imperial. Triple graded, highly polished, fully bowled—the lovely patterns in both 


traditional and modern challenge sterling in beauty and finish. Now also packed in 50 and | 


75 piece chests, it is a “big ticket” item that will flatter your counter... boost your sales 
figures. Other packings in display boxes and attractive vinyl cases make sales easy. It will 
pay you to feature this fine tableware...ask your distributor or write direct ...today. 


we. | 







No. CS-13 
6-Piece Set 
Retail $13.95 





a 


| Saree eer 


BOOK-LIKE PACKAGES FOR BETTER GIVING 


Imperial Veri-Sharp DeLuxe sets, packed in these sales promoting “Books,” are as 
Outstanding a cutlery gift as one can find...anywhere. Frigid Tempered, high-carbon 
stainless, hollow ground, precision honed blades with Strata-wood Handles, provide all the 
successful sales features expected of fine cutlery—at prices that are suprisingly reasonable. 

The beautiful “Book” packages, with gold lettering on green leather-finish binding stand 
out on the counter—stop traffic—make sales. Ask about this DeLuxe cutlery line now. Sold 
only through distributors. 


ey 


Lmperial KNIFE ASSOCIATED COMPANIES, INC. 
tne 


ONE OF THE LARGEST PRODUCERS OF CUTLERY IN THE WORLD 

Imperial Jack-master Pocket Knives 
Ulster Pocket Knives 
Schrade-Walden Pocket Knives 


PROVIDENCE, @ 1 


General Sales Office: 1776 Broadway, New York 19, N. Y. 


Imperial Veri-Sharp Deluxe Household Cutlery 


Imperial Veri-Sharp Household Cutlery 
Stainless Tableware by Imperial 
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Intermountain Association, trade show 
and convention, Jan. 24-26 at Loise 


, 


Idaho. Hotel headquarters, Boise 
Hotel. Association secretary, Leon 
IL.. Weeks, 308 Continental Bank 


Bldg., Boise. 


Iowa Retail Hardware Association, 
convention and exhibit, Feb. 9-12 
at State Fair Grounds, Des Moines, 
Iowa. Headquarters and _ sessions, 
Savery Hotel. Secretary, Philip R. 
Jacobson, Mason City. 


Kentucky Retail Hardware  Assn.,, 
trade show and convention, Feb. 2-4 
at the Brown Hotel, Louisville. As- 
sociation secretary, D. W. Laws, 
501 Republic Bldg., Louisville 2 





Michigan Retail Hardware Associa- 
tion convention and exhibit, Feb. 
16-18 at Grand Rapids. Headquar- 


ters, Pantlind Hotel; exhibit, Civic 
Auditorium. Harold W. Schumacher, 
Olds Bldg., Lansing 8, manager. 


Minnesota Retail Hardware Assn., 
trade show and convention, Jan. 19- 
21 at St. Paul. Trade show at the 
Auditorium. Sessions at Lowry Ho- 
tel. Association secretary, C. J. 
Christopher, 2110 Nicollet Hotel, 
Minneapolis 4. 


Missouri Retail Hardware Assn., trade 
show and convention, Feb. 23-25 at 
the Jefferson Hotel, St. Louis. As 
sociation secretary, Harry Scherer 
1189 Areade Bldg., 812 Olive St., 
St. Louis. 


Mountain States Hardware & Imple 
ment Assn., convention, Jan. 26-28 


at the Cosmopolitan Hotel, Denver, 
Colo. Association secretary, Francis 
W. Reich, 1233 Spruce St., Boulder 
Colo. 


Hardware Assn. 
trade show and convention, Feb 
16-18 at the Auditorium, Omaha. 
Association secretary, C. A. McCoy, 
Lincoln &. 


| Nebraska Retail 


325 Insurance Bldg., 


New England Hardware Dealers Assn?., 





trade show and convention, Feb. 
22-24 at the Hotel Statler, Boston, 
Mass. Association secretary, A. C 
MacHardy, 185 Dartmouth St., Bos- 
ton 16. 

New York State Retail Hardware 
Assn., trade show and convention, 
Feb. 16-18 at Syracuse. Show at 
War Memorial. Sessions at Syra- 
cuse Hotel. Association secretary, 
Nicholas H. Kiley, Hills Bldg. 
Syracuse 2. 

| North Coast Retail Hardware Assn., 


trade show and convention, Jan. 51 
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Grid medallion 


aids grip, enhances _—~ 


appearance _— 


ssn., trade 
. 23-25 at 


oie a All canisters nest, including 
Sage F R E E door -to-counter cover, for easy gift wrapping 
live St., ’ 











sales helps do the job! 
| BUILT-IN SALES FEATURES 
& Imple- Volume-conscious dealers use 


c Se the free point-of-sale material BUILD VOLUME FOR YOU 
, aemaih enclosed with each order of 6 
y, Hrancls sets or more to increase profit. 


, Boulder, Light cord cards similar to Everything about Shel-glo canisters’ space-saving design is 





popular mobiles catch the cus- loaded with buy-appeal. Practical homemakers see immed- 

—_ i oe. eye, give her the urge iately how easy these containers are to handle... even with 
ion, Feb. wet hands. Women like the peek window that tells at a 
Omaha. - glance “what and how much.” They appreciate the snug- 


J 


\. McCoy, 
yIn 8. a 


ers Assn, 


Shei- Glo 


CAN (STERS Made of durable plastic in sets of yellow or red. All tops are 


nee ta —_ A white. Sold in three or four-piece sets or largest canister indi- 


can Be 






fitting top that comes off without a struggle. 





Sue 


ree 
you a 






ion, Feb. vidually. Units are 6-lb. flour, 6-lb. sugar, 2-lb. coffee and 
', Boston, Attractive two-color window banners 1-Ib. tea canister. 

ry, A. C. which double as shelf edging, counter 

St., Bos- front material, alse available. These FOR BETTER LIVING AND GIVING: In the big gift season 


ahead, you'll find these low-cost, useful housewares real 


shopper-stoppers. Ideal for shower, wedding, holiday and 


materials help make clerks canister- 
conscious and selling easier. 


lardware 
nvention, 













birthday gifts. 





Show at 
at Syra- 


secretary, New York Office Chicago Office 








s Blig. WESTERVILLE, OHIO toom 751° toom 14-102 
INC. U.S.A. ; a , 

re Assn 

Jan. 31 

12, 1953 
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YOU END 
“UPHILL” 


SELLING 
WITH H-W 
EXTRA 
VALUES 


Selling ceases to be an 
uphill fight against compe- 
tition and buyer - resistance 
when you feature H-W rust- 
proof hardware specialties. Here 

you have the most frequently wanted in- 
terior and exterior utilities and house 
numbers . . . fast-turnover items that end 
your investment in shelf warmers. 
Pressure Cast of rust-proof zinc alloy 
for maximum strength and satin-smooth 
beauty. Packed for easy storage and shelf 
visibility. Write for free catalog—or just 
mail the coupon! Unmatched value by any 
standard. 


Canadian Sales Agen 
Geo. S. Hall & Co., 25 Grenville St, 


Hall-Wessel 


COMPANY 


Toronto 1 


2116-26 W. NICHOLAS ST. 
PHILADELPHIA 21, PA. 















FREE CATALOG Wanted By: Ha 


AME inertial 


i 
oo 








CITY. 





170 





Feb. 2 at the Multnomah 
Portland, Ore. Association 
tary, D. D. Stewart, 

suilding, Seattle 4, Wash. 


Hotel, 
secre- 
American 


North Dakota Retail Hardware Assn. 
convention, Jan. 26-28 at Fargo. As- 
sociation secretary, Miss E. J. Mc- 
Grann, 54% Broadway, Fargo. 


Yhio Hardware Assn., trade show and 
convention, Feb. 8-11 at Cleveland. 
Exhibit at Public Auditorium. Ho- 
tel Headquarters, Statler Hotel. 
Association secretary, John B. 
Conklin, 198 S. High St., Columbus 
15. 

, 


Oklahoma Hardware & Implement 
Assn., trade show and convention, 
Feb. 2-4 at the Municipal Audi- 
torium, Oklahoma City. Association 
secretary, Robert K. Thomas, 515 
Midwest Bldg., Oklahoma City. 


Hardware 
convention, Feb. 
16-18, at Long Beach, Calif. Ex- 
hibits at Auditorium. Meetings at 
Wilton Hotel. Association secre- 
tary, A. C. Kammeier, 416 W. 8th 
Angeles 14. 


Pacific Southwest 
trade show and 


Assn., 


t., Los 


and Atlantic Seaboard 
Assn., trade show and 
convention, March 2-4 at the Chal- 
fonte-Haddon Hall, Atlantic City, 
N. J. Association secretary, W. 
Glenn Pearce, 1616 Walnut St., 
Philadelphia 3. 


Pennsylvania 
Hardware 


South Dakota Retail Hardware Assn., 

| trade show and convention, April 6- 
8 at the Coliseum, Sioux Falls. As- 
sociation secretary, O. R. Baily, 
1300 S. Jefferson Ave., Sioux Falls. 


Tennessee Retail Hardware Assn,, 
convention, Feb. 21-23, at the Noe] 
Hotel, Nashville. Association see. 
retary, Morris Jones, P. O. Bo 784, 
Nashville. 


Texas Hardware & Implement Assn 
trade show and convention, Jan, 25 
27 at the Plaza Hotel, San Ar 
Association secretary, R. M. Sx 
822 


tonlo, 
yuder, 
-823 Texas Bank Bldg., Dallas 2. 


Tri-State Hardware & Implement 


Assn. trade show and convention. 
Feb. 8-9 at the Herring Hotel, 
Amarillo, Tex. Association secre- 
tary, M. D. Shepherd, Canyon, Tex, 


Virginia Retail Hardware Assn trade 
show and convention, Feb. 7-10 at 
the Hotel Chamberlain, Old Point 
Comfort, Va. Association secretary, 
G. T. Omohundro, Jr., Scottsville 
Va. 


Western Retail Implement & Hard- 
ware Assn. trade show and conven- 
tion, Jan. 18-20 at the Manicipa 
Auditorium, Kansas City, Mv. Asso 
ciation secretary, William J. Shaw, 
3915 Main St., Kansas City 2. 


West Virginia Retail Hardware Assn., 


trade show and convention, Feb 
22-24, at the Daniel Boone Hote! 
Charleston. Association secretary, 


James C. Fielding, 1628 McClung 


St., Charleston 1. 


Wisconsin Retail Hardware Assn., 
trade show and convention, Feb. 2- 
4 at Auditorium-Arena, Milwaukee. 
Association secretary, H. A. Lewis 
Stevens Point, Wis. 








Spotlights Galvanized Ware 





Farmers and city dwellers were attracted by this window of a variety 
of home and farm galvanized ware items at Bock Hardware in 
Dubuque, lowa. Some items were shown in several sizes. 
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for 
every customer’s needs. 37 fast-mov 


y g i. ; ‘ 
Congowall is the YOU-DO-IT Congowal!l has patterns 
leader. Almost 90°; is self-installed. 
Promote it—to everyone who comes 


in to buy self-installed tile. 


Congowall is the original enamel- more 
surface wall covering. Advertised 
longer...customers ask for Gold Seal 
Congowall by name. 


ing Congowall patterns for upper, 


lower and entire walls. 


up today in more than 5,000,000 homes 


4 ? 
LO Fe 


with complete customer sal S rac 


. Gold Seal 


Kir 
} A 







me Tian 


Sy Congowa il. 





Congowall and only Congowall has 
recessed mortar lines for a two-level 
effect. Customers can feel that it’s 
like expensive ceramic tile. 








GOLD 


— i 


| SEAL 


want 








Bis 


old Seal Congo- 





Cor 


»wall and only G Congowall will be in LIFE...in four- ‘ 
wall has a patented back of Duplex color... Nov. 9... and Garroway’s CONGOLEUM-NAIRN INC. Kearny. N. J. © 1953 
felt that locks it in place... plusthe going to push it on TV’s “today” 
famous Gold Seal Guarantee. * starting Nov. 10. Tie in now! *Satisfaction or your money back 
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WHAT'S NEW 








@® For more information on these products and services 
use free post card on page 175. 


(Continued from page 13) 


which holds 1 qt., has black plastic 
knob on cover and built-in, remov- 
able strainer for catching sediment. 
Each set is attractively packaged in 


blue and white striped gift-type 
box. Federal Enameling & Stamp- 
ing Co. 


For more data circle No. 8 on postcard, p. 175 


Summer Furniture 
Contour-type chaise in three color 

combinations has been added to the 

1954 summer furniture line. Model 


ZB 
Be 





\# 


70, it is covered with 
weather-resistant 


high-gloss, 
Saran fabric, 
which comes in solid tangerine or 
aqua colors as well as multi-color 
plaid. Chaise has sturdy, white- 
enameled tubular steel frame. Stout, 
white plastic cording binds fabric 
to frame. It is 67 in. end-to-end and 
74 in. in overall contour measure- 
ment. It folds to a 57-in. length for 
convenient storage, is 32 in. high, 
2234 in. wide and weighs 20 Ib. 
Arvin Industries, Inc. 
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Compressed Air Sprayers 


Called the Gold Seal line, these 
compressed air sprayers have 
Armco Zincgrip galvanized pump 
tubes which will not bend or dent. 
Heliare “gold seam” welding 
throughout tank construction uses 
Everdur bronze to weld seams. All 
models feature inverted bottom, 


172 





eliminating sharp edges and makes 
cleaning of tank interior easier. 
Tanks will withstand very high 


pressure because tank wall is con- 
tained in top and bottom of unit. 


Honeybee (illustrated) is open- 


head unit with 3'%-gal. capacity, 
7\%-in. diameter and = 19'%-In. 
height. Firefly is open-head unit 


with 2'4-gal. capacity, 7-in. diam- 
eter and 14'%-in. height. 
is open-head unit with 1'-gal. ca- 
pacity, 7%-in. diameter, 9'-in. 
height. Bluebird is funnel-top unit 
with 314-gal. capacity, 7%-in. diam- 
eter and 2114-in. height. Robin is 
funnel-top unit with 2'4-gal. ca- 
pacity, 7'%-in. diameter and 15'4- 
in. height. Acmeline Mfg. Co. 
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Ladybug 


. 
Easter Toy Line 
Five new, gaily colored, Easter 
toys feature roomy containers for 
Easter treats. Chick Cart Cillus- 
trated) and Bunny Cart retail for 





Attractive designs are litho- 
graphed in full color and laminated 
to sturdy, all-wood 
Toys feature steel axles and hard- 
wood wheels. Bunny Bell Cart, 
Donald Duck Cart and Bunny En- 
gine, retailing for 98¢ each, have 
sound and action features. Catalog, 
featuring these and other toys, is 
available upon request. Fisher- 
Price Toys, Ine. 
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59¢. 


construction. 


Electric Ranges 

Line of electric ranges features 
push - button controls, extra - high 
speed Calrod surface units, large- 
capacity wide-opening oven, Calrod 
Focused-heat broiler, and Calrod 
units throughout, with no 
coil heating units in any part of 
Sizes range from 24, 
Stratoliner, 


open- 


the ranges. 
36 and 40 in. models. 


J-402 deluxe 


(illustrated), 


model 








two base 


warmer 


range, has 


single-oven 


storage drawers and a 
drawer equipped with a heating ele- 
ment for warming dishes or rolls, 
or to hold hot food at serving tem- 
perature. Suggested retail price of 
Stratoliner is $479.95. Other prices 
range from $199.95 to $499.95. 
General Electric Co. 
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Model Plane Kits 

Flash-Bilt kits, called the “H” 
series, come individually packed in 
attractive three-color carton. All 
parts are color printed in two colors 
and completely die-cut; they can be 
put together in a matter of minutes 
using only cement. Models are 
sling-powered or can be thrown as 
a glider. Each kit comes with 
strong rubber sling. Planes can 
reach speed of 60 m.p.h. and can 
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Exterior trim solid brass. Interior parts steel. Locking 
Rose inside. Installation is simple ...in a few minutes 
your job is done. 


New Safety Strike has well in lip to keep door latched 
even though not fully closed. 


Entrance Locks 
A complete line of Dexter Grade and Rear Door Locks 


locks is available to you— Auxiliary Locks 


Screen and Combination Door Locks 
and each carries the famous 
igs Bathroom and Bedroom Locks 

exter Lifetime Guarantee 
Dexter Lifet ruarantee. Passage Sets 


Closet Sets 


DEXTER LOCK COMPANY 


GRAND RAPIDS, MICHIGAN 





A SUBSIDIARY OF NATIONAL BRASS COMPANY 


in Conade: Dexter Lock Canada Ltd., Guelph, Ontarie 


In Mexico: Dexter Locks, Plata Elegante, $.A. de C.V. FOR WOOD AND METAL COMBINATION DOORS 
Monterrey, Nueve Leon 


*WORLD'S LARGEST MANUFACTURER OF LOCKS 





WHAT'S NEW 








climb more than 100 ft. Kits are 
all-balsa, each a model of a famous 
jet or fighter. Wingspans average 
9 to 10 in. and lengths 9 to 10%4 in. 
Kits retail for 25¢ each. Comet 
Model Hobbycraft, Inc. 
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Porcelain Cleaner 
Called Choreez, this non-abrasive 


cleaner removes stains, dirt and 


rust from porcelain surfaces. It is 


D == | 


Pet, 
one 


' ed 
CH i S55 
PORCELAIN CLEANER 





harmless to hands, non-toxic and 
odorless. Area to be cleaned is dried, 
wiped with soft cloth moistened in 
Choreez and rinsed with clear water. 
Retails for 98¢ a pint, $1.79 a qt., 
$5.69 a gal. J. EF. Kerns Co. 
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Rotary Lawn Mower 

The Ranger, 21-in. self-propelled 
rotary lawn mower, has a 2 hp., 
four-cycle engine. Mower has front 
Wheel chain drive for 
maneuverability 


increased 
for turning, ete. 


= .—_ 


} 





Unit features automatic retrieva- 
ble starter, mulching type, precision 
blade and two- 
piece tubular steel handle. It has 
automatic slip type blade clutch and 
a simple, positive manual traction 
clutch. Mower is adjustable in 
height from °4 to 2%4 in., and is 
heavy gage unbreakable 
Model No. 110, it retails for 
Midwest Mower Corp. 


ground tool steel 


made of 
steel. 
$159.95. 
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Electric Thermostat 
Designed especially for automatic 
control of portable electric heaters 
of all types, Electresteem thermo 
stat, Model W, is easy to install. 
Unit is hung up on wall; a special 
adapter plug is inserted into any 
110/125 volts A.C. socket; heater is 
plugged into adapter recep- 
Thermostat operates contin- 
Dial is 
for a temperature con- 
F., with 


then 
tacle. 
uously without attention. 
calibrated 
trol range of 50° to 90 








Housed in compact 
all-plastic case, thermostat comes 
complete with 6 ft. cable and adap- 
Retails at $12.95. Elec- 
fric Steam Radiator Corp. 


“off” position. 


ter plug. 


For more data circle No. 16 on postcard, p. 1 


Drill Stand 

This stand converts a home work- 
shop portable drill into a vertical 
drill press quickly and inexpensive- 
ly. Stand fits 34-in. and 14-in. elec- 
tric drills. Bracket holds drill ver- 


HARDWARE AGE, NOVEMBER 12, 1955 


tically and it can bee raised or 
lowered by a lever handle. Bracket 
is adjustable for height and radial 
position. Stand can be fastened to 
bench or wall. Base and drill brack- 
aluminum and 
tubular steel. Unit weighs 7°, lb. 
Retail price is $19.95. Portable 
Electric Tools, Ine. 


et are column is 
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Lawn Sprinkler 


Added to the Green Spot line of 
garden hose accessories, the Water- 
ite sprinkler waters rectangular 
areas rather than the usual circu- 
lar pattern. Dial adjusts coverage 


on small areas of 12x15 ft up to 


) a 


, 


A} 





New construction 


35x40 ft. 
assures uniform watering by elimi- 


areas 


nating lag at end of the sweep. 
Retails for approximately $14.95. 
Scovill Mfg. Co. 
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Siding Trim Line 

New line of siding trim consists 
of metal trimming for asbestos and 
other siding. Complete set of styles 
can take care of all types of trim 
necessities. Rust-proof trim is 
suitable for new construction or for 


re-siding existing buildings. Each 





(Continued on page 178) 
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— CHECK CARD 


ft up to | AN EXTRA 
vt HARDWARE AGE SERVICE 











| | HH A successful hardware dealer keeps up to date on 

i | What's New in merchandise. The Quick Check 

| | Card on the bottom of this page will help you get 

4 1 more information on new products described in this 

issue, quickly and easily. HARDWARE AGE brings 

you more new product descriptions than any other 

magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 
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plays, etc., in the "What's New" columns. 
HARDWARE AGE than in any other magazine. 


under the individual item description. 


@ Drop the post card in the mail box. 


will be sent you on each item. 
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Here is Your Quick Check Card 


What it is... How it works 


@ Each issue brings you dozens of descriptions of new products, new dis- 
You get more of these in 


@ When you want more free information on any of these products, simply 
mark a circle around the same number on the post card as appears 


No postage is needed. You will 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information 


@ Be sure to give your full name and address on the post card. Print or type 
it clearly. We cannot service post cards with incomplete addresses. 


wa 





FIRST C 
PERMIT N(¢ 6 
(Sec. 34.9 P.L.&R.) 
New York. N. Y. 


> 














BUSINESS REPLY CARD 


No postage necessary if mailed in the United States 











POSTAGE WiLL BE PAID BY 


HARDWARE AGE 


Post Office Box 60 
Village Station 
NEW YORK 14, N. Y. 
























































A big help for busy deal- 
ers. Use this card for free 
information on new prod- 


ucts described in this issue. 













































































Please use this P. O. 
Box Address for Quick 
Check Cards Only 


TOUUUTONEOTAT TATA 












































Ex 


HARDWA 

























































men who use 


REPUBLIC UPSON 


SEMI-FINISHED and COLD-PUNCHED NUTS 


appreciate these smooth-working 
advantages..... 


Top-quality Republic Upson Nuts and Bolts, eg 3 fen 


with smooth-working advantages and long- wrench 3 
lasting qualities you are certain to find im- ’ ¥ 
portant in using fasteners, are available in fits squarely, 2 
more than 20,000 different types, sizes and snugly i, ke 
shapes. Make this complete Republic Upson h a 
line your dependable source of supply for ess ¢ ae 

every fastening need. of slip 


OS) 


REPUBLIC STEEL CORPORATION ts: 
Bolt and Nut Division j eS. 

CLEVELAND 13, OHIO e¢ GADSDEN, ALABAMA 

Export Department: Chrysler Building, New York 17, N.Y. y clean, 

accurate 


threads run on 


1o°T ef 











smoothly 





corners don’t 


round 
off 
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Mse'this Free Tie | 
ristmas Wreath ——______— PN | 2 


| , EA on these products an | / 
Display on scutes IN. 


DESMOND-SIMPLEX iy 4a |” 
UTILITY VISES aiccmesin ive nem vce MOM Sod | cet 


for Outside Corner ASZ-2-in. styl- 











Here's a “natural” sales maker for 


Christmas that you can put up im a ing which comes in I1'g-in. see ys cae ty. Sander: 
few seconds and make it a“gales tions, 50 pieces to a box. Trim is | @ Clear, Selected ume of 
center” for home craftsman tools. made in inside corner, door and Woed 3 ~~ 
Just place the Free Desmpnd Vise window trim, drip caps for doors oiney, Sanne Am» oP ag 
island displays. | ing, and two. styles of outside extra pr 


corner, Trim is easy to install. 


Macklanburg-Duncan Co. 
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tom I . 
“00 | Folding Rule | | 
AUTY wise Green End folding wood rule, No. 


Today For 
Complete 
Information 


126K, features a new type of mark 
ing and opens to even numbers only. 


McGILL METAL PRODUCTS CO. 


MARENGO-ILLINOIS 











a? 
69 


£ to help you sell oe 
MANY GIFTS IN ONE 





KEEP AN EYE ON - 


it The Desmond-Simplex Utility — es oes : _ 

rf a: iste a te feo eee pe ned from short leg end, each ale 

that will please any craftsman additional leg extended gives end- an 
.. . and will build fu- to-end reading in even half-foot sul 

i ture sales of other fine 3 : : : , Cal 

+ shop tools for you. Dis lengths. Special marking gives in- Ar 

{ play cards free, packed side flat’ reading-—-numbers _ be- hij 
with master carton of - ie Dein. tne . ies lor 
six vises. Write for full gin on 1€ Inside ace or rule, 


information figures lie close to work. Rule has 


ball-lock action joints that hold FOR NEW 
om oe rigid and prevent stretch. Retail 
be wget price: 6 ft. for $1.60. Stanley IDEAS TO 
Tools. 


The Desmond-Stephan Mfg. Co., | For more data circle No, 20 on posteard, p. 175 “ ‘ LP YOU " 4 
Urbana, Ohio 








Gentlemen: Please send me without obli- Leakproof Hose 

gation full details on your Christmas : . . 4 
Wreath Display. Designed especially for carrying 

Sbiiande freon gas used in refrigeration sys- 

os | tems, Qua-Seal Freon Hose is leak- 

Ditties proof and flexible. It is made witha 





° ° . MANUFACTURING CO., SOUTHBRI 
special synthetic tube which pre- ones ee OEE 


DESMOND-SIMPLEX vents permeation of gas. Hose is | "ATE TY Teal teat Be 
(Continued on page 182) 
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SELLS 20% MORE PAINT... 


Sander rentals increase paint sales 20 to a vol- 
ume of $6000 per year for Reuben and Abel 
Swanson in St. Paul! In addition 
up $3,000 in rental fees alone! 


sanders ring 
The Swansons 


have been renting American Floor Sanders to 
their customers for 20 years—making steady 
extra profits, You can do it, too! 



























Always furnish new im- 
proved American Abra- 
sive Papers with sanders 
and edgers—for best re- 
sults and profits! Ameri- 
can Black Demon and 
American Combination 
high quality papers give 
longer life, faster cutting. 


New display 
helps you sell 
more American 
Floor Finishes! 
Finest quality— 
complete line 
for all flloors— 
seals, finishes, 
waxes and 
cleaners. 





50 YEARS OF PROGRESS 
Famous American Ma- 
chinesarea//engineered, 
manufactured, sold and 
serviced by American! 
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RENTAL BAR INCREASES PROFITS 


Here's how an Ohio hardware store builds busi- 
ness—by setting up a “Rental Bar” which features 
AMERICAN Sanders, Edgers, DeLuxe Polishers 
and Belt Sanders. This is one of many successful 
ways used by hardware, paint and lumber dealers 
from coast to coast... to make sander rentals 
with American a BIG PAY proposition. 


@ Tie in with today's “Do it yourself’ trend among your 
customers! Feature sander rentals—with ecasy-to-operate 
American Machines—and get your full share of steady, 
year-round profits! Also—be sure it’s an All-American 
job from start to finish . . . with top-quality American 
abrasives, seals and finishes for greatesi 
satisfaction. 


MERICAN 


customer 








FLOOR MACHINES + PORTABLE TOOLS 

The American Floor Surfacing Machine Co. 
§22 So. St. Clair St., Toledo 4, Ohio 

= ! 

[] Send 12-page free booklet showing how to make ; 

money in the floor sander rental busines: \ 

[] Send latest catalog on the following, without obliga ' 

tion: " 

(] Floor Sanders [] Floor Edgers [] Floor Finishes \ 

[_] Floor Maintenance Machines [_] Abrasive Papers 1 

! 

DE aessctuivntasetuantaaarsans I 

WPCC. oc cees j 

a bwin ta tiae State ! 

! 
















for more 
Profitable Sales 














New Opportunity 








Capitalize on the growing consumer demand for mod 
ern, convenient, ‘‘push-button’’ circuit protection! 
Feature Mini-BREAKERS at your Electrical Supplies 
counter for a greater volume of extra profitable sales! 





e@ NEW CONVENIENCE 
@ NEW SAFETY 


Just press the shock-proof 
reset button to restore 


electrical service!’ 



























FUANC 


a 
If you sell e 
Mini BREAKEI 
sfaction, elin 
ess costs In\ 


L 


NEVER bef 
new perma 
for expend 
item that re 


NEW CONVEN| 
tested “pus 
the only de 


NEW PROFITS 
the quicke: 
on the mat 
the profit y 
store-wide 
Electrical § 
should be 1 
you maint 
MINI-BREA 


N 


NEW ADW "husk 


NEW POINT-OF-SALE 
MERCHANDISE DISPLAY! 


Wo more fussin’ wrth 
BLOWN-OUT FUSES ! 


“No more fussin’ with blown 
out fuses!” That’s the big, 
bold selling slogan featured 
in this new MINI-BREAKER 
merchandise display board. 
Colorful, attractive, durable, it tells your customers 

the complete MINI-BREAKER story in brief con- 

vincing capsule form. Does a thoroughly effective 

selling job, produces profitable new point 

of-sale volume for you! 





NEW NATIONAL 
ADVERTISING Ci 


Be prepared to c 
MINI-BREAKER'S 
tional consumer ai 
campaign. A cam 
signed to “pre- 
readers of Good He 
ing, Saturday Eve 
Popular Science, 
Mechanics. Repri 
ible for tie-in f 











TUANCES | 1 i} ; Protect the performonce 
of your Power Tools with 


MINE “BREAKER _ 











mand for mod 
Jit protection! if you sell electrical appliances, you should sell Mini-BREAKER’S a “natural” for increasing profits Stock your trucks with Mini-BREAKers for extra 
rical Supplies Mini BREAKERS! They help maintain customer sat- from the sale or rental of power tools, etc. Has sales on regular deliveries as well as on service calls! 


Ofitable sales! 





built-in “time lag’ to handle harmless starting 
loads, eliminate needless service interruptions! 


isfaction, eliminate the inconvenience and need- 
less costs involved in replacing blown-out fuses! 





Practically every home, commercial, and industrial 


building owner is in the market for Mint-BREAKERS 


MINI-BREAKER: 


-e-e the amazing new Permanent Circuit Protector that 
fits like a fuse in any standard Edison base fuseholder! 


Never before has there been a circuit protective device like MiINnI-BREAKER! An amazing 
new permanent type Circuit Protector that can actually be used as a direct replacement 
for expendable “one-shot” fuses! A highly profitable, nationally advertised impulse 
item that requires no special enclosure, no re-wiring, no extra installation costs of any kind! 


sale 


NEW CONVENIENCE for your customers... because MINI-BREAKER gives them positive, pre- 
tested “push-button” protection against overloads and short circuits. New safety, too! It’s 
the only device of its kind ever to meet all requirements of Underwriters’ Laboratories, Inc. 


NEW PROFITS FOR YOU! Yes, as a direct replacement for plug type fuses, MINI-BREAKER is 
the quickest, easiest, most economically installed permanent circuit protective device 
on the market today. Yet unit-for-unit, MINI-BREAKER brings you more than 20 times 
the profit you get from “nuisance” fuse sales. And that’s not all! Look at MINI-BREAKER’S 
store-wide “merchandise” new device featured 


VENIENCE 


ETY 


shock-proof 
restore 
yf” 


W 


re fussin’ with 
HOUT FUSES ! = 





appeal! (1) As an exclusive 
Electrical Supplies counter. (2) As an important new “extra” 


you maintain a Service Department to better serve your customers, you'll 
MINI-BREAKERS are a cinch to sell on every fuse replacement call you make! 


MECHANICAL PRODUCTS, INC. 


1824 RIVER STREET + JACKSON, MICHIGAN 


REE BEC HAN DESENG, 


NEW TV SPOT COMMERCIALS! 


EIS ING -— 


NEW NATIONAL CONSUMER 
ADVERTISING CAMPAIGN! 


NEW SALES LITERATURE! 


o- ne ‘ ' 
Be prepared to cash in on “San 


MINI-BREAKER’S new na- — !YF BREAKER § | 
tional consumer advertising 





at your 
sales item that can and 
should be merchandised with every new power tool and appliance you sell. And (3) if 
find that 





HOW ABOUT IT? Are you taking full advan- 
tage of your opportunities for more profitable 
MINI-BREAKER sales? If not, get started now! 
If your regular distributors are unable to sup 
ply you, write for complete information today! 


E> HE CD; HE SA VE 


NEW NEWSPAPER 
ADVERTISING MATS! 


Here they are! Complete 
mats of three brand new 
newspaper ads designed 


campaign. A campaign de- This new little folder packs a to give you an effective = 
; your customers f5'80ed to “pre-sell” the Yes, MINI-BREAKER’S making “her” big selling punch! It tells your local tie-in with MINI- 
ory in brief con- f 'eaders of Good Housekeep- TV debut in selected major market- customers all about MINI- BREAKER’S new national r i 
oroughly effective fy '"8, Saturday Evening Post, ing areas! Dramatic new live and BREAKER and the new con- consumer campaign. Run @ 
table new point- @ Popular Science, Popular animated film commercials effectively venience, new safety, new sav- ‘em regularly to increase hy 
volume for you! Mechanics Reprints avail- demonstrate the convenience of this ings they'll enjoy with this new your volume of profitable s 





ible for tie-in promotion. new ‘‘push-button” circuit protector! lifetime push-button device! 





MINI-BREAKER sales! 








WHAT’S NEW 


reinforced with two layers of 
braided textile and can withstand 
wide temperature ranges and high 
pressures. Available in 44, 3%, %, 
%, and 1 in. diameters, hose can 
also be used for carrying lacquers, 
naphtha, kerosene, and many other 
chemicals. Quaker Rubber Corp., 
Div., H. K. Porter Co., Inc. 
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Cash Register 

Known as the Class 21 Slip 
Printer, this cash register provides 
a mechanically correct total of a list 
of purchases and prints that total 
on the sales slip in indelible figures. 
Total of each purchase also prints 





READY TO SOLDER IN SECONDS 








HEAT-CONTROL 
4 Thermostatic 7 
¢ Action § guaran- © 
2 teed for the lite 

4 of the iron. 


J { 










Suggested 
List Price 





on an Audit Strip within the ma- 
chine and accumulates in a locked- 


WITH THE AM AZING in Cash total. Slip-printing mech- 


anism can also be used to certify A 


“THERMOSTATIC BRAIN’ amounts on charge slips, through a 4 


Charge key. Machine comes with 








A joy to “handle"—for dealers and users. Sells itself on clerk ‘iheys, department eye, oF 
"touch"! Heats QUICK—at the touch of the trigger! a Ey Cus Pere © - 
, rj » No. 22 ostca ». 175 an 
Heats RIGHT—heat-control "Thermostatic Brain" gives aa hiatal co 
thermostatic action, without the use of transformers or a 
fragile thermostats. Heats LONG—Thermostatic action Screw-Drill ee 
guaranteed for life of iron. SPOTLIGHT—switches on for Sibley Wood Screw-Drils can drill con 
interior soldering. Trig-R-Heat sells QUICK—with a neat a three diameter hole in one-third the 
profit! Self-display box is a real eye-catcher. Get the usual time. In the Sept. 3 issue Hl 
TRIG-R-HEAT—and get ready for o "Profit Parade! < Re A06 Ee H pos 
<Ae& Pes was incorrectly stated. Counter- met 

© o . ’ ; i 

5 ¢ sink Screw-Dril countersinks for dra 
OVER 20,000,000 SOLDERING PRODUCTS SINCE 1864 _|—> screws in wood and metal, drills el 
Fre Siffly Fore shank clearance hole, drills accurate a 


pilot hole for thread, and drills hole 


hed to correct depth which prevents 
).\ aa MANUFACTURING co. wood splitting. It retails for 5% 
Counterbore Screw-Dril counte! 
bores hole to allow insertion of 


GROVE CITY © PENNSYLVANIA 


wood plug to cover up head of screw, 
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Make More and Faster Paint Sales with 













a x: 


Psp 
age 


151 Modern 
Smartly Styled 
Colors 


A simple and accurate system 
of color selection your customers 
can understand and use! 


@ You will sell paint customers more quickl 
and efficiently with Pittsburgh’s new MASTE 
COLOR GUIDE. Dealers who have used this 
manual consider it to be the most effective 
sales tool of its type. 

@ This comprehensive guide to color selection 
contains several complete sets of large chips of 
the 151 colors in which WALLHIDE Rubber- 
ized Satin Finish and its new trim-mate, SATIN- 
HIDE Enamel, are available. From these it is 
possible to select thousands of color arrange- 
ments for walls, woodwork, floor covering, 
drapery and furnishings. 

@ If you are interested in the added sales and 
profits this color service will bring into your 
store, send the coupon on this page. 


i = 
pee ISBURGH Pat NTS‘. 
i City County State 


Pp PAINTS + GLASS + CHEMICALS + BRUSHES + PLASTICS 
1+ T3 8 OU oe ys 


1ghS new 
MASTER COLOR 


ar 










we 











New Pittsburgh 
“TWINS” Provide 
Matched Colors 
For Walls 

and Woodwork! 


@ Pittsburgh now offers 151 matched 
colors in rubberized WALLHIDE and new 
SATINHIDE Enamel. These smartly- 
styled hues, ranging from delicate 
pastels to deep, rich tones, are de- 
signed to meet today’s decorating trends. 


Mail This Coupon Today 





ern Des oe a 





ATE GS %: A. 2.5 


% Pittsburgh Plate Glass Company, 
§ Paint Division. Dept. HA-113. Pittsbureh 22, Pa 


I am interested in more complete details on your new 


MASTER COLOR GUIDE. 


§ Name__ 


COR FF A wee 
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WHAT’S WEW 


countersinks for head of screw, 
drills shank clearance hole, drills 
accurate pilot hole for thread and 
drills hole to correct depth. It re- 
tails for $1.49. Kit of five counter- 











° - ° . ° \ w vA 
sink Screw-Drils which fit all 14,-in. — 
chucks, sells for $2.95. Drilsaw Co. 
For more data circle No. 23 on postcard. p. 175 gui 

pect? 





Glass-Walled Bathrooms os 
Carrara glass decorator bath- 

rooms can be easily installed by the 

home handyman. Units are designed 7 

to be used where they serve best 

and where an entire Carrara-walled | 


TODAY'S ro PROFITABLE HARDWARE FEATURES | oor FS iroite seictent aston, 


rara is durable, resistant to steam 
and water, and easily cared for. 
Units cover tub enclosure, lavatory 
splash panel and the 14-in. high 





AMERICANA 


KNOB 


with screws 
#391 








AMERICANA 


“HL” HINGE 


with screws 
#320—for flush doors 
#317—for %"' offset doors 





base. Before ordering, measure- 
ments must be taken and cardboard 
patterns of location of plumbing 
outlets must be made. Pre-cut glass 
comes in tranquil green, gray, 
ivory, forest green, wine, blue, pink, 


AMERICANA | 
“H’ HINGE = 
with screws 

i 


#318—for %"' offset doors 
#319—for flush doors 





| f ee ee gunmental, black and white. Pitts- 
burgh Plate Glass Co. 

a ci No. card, p. 175 

AMERICANA For more data circle No. 24 on postcard, p 5 


DRAWER PULL 


Bathroom Cabinets 
with screws 


#394 Duette twin compartment sliding 
door bathroom cabinets provide 
vending del ; ample storage space for toiletries, 


tomers are looking for : WRITE TODAY : + : er 
cosmetics, medicines, etc. Cabinets 

the most popu ATALOG : 
oe — aaeeaaanaaie come in Custom (illustrated) and 


jou can feature! Eve : 
: ” Deluxe models. Both feature mirror- 


*“Americana’’ Item Is aps . 
beautifully formed in faced sliding doors, baked-on-white 








hammered steel enamel interiors, razor blade chutes, 
finished in “Star STA kl o Ue and are available with or without 
Site” eck, fe street, Broo tubular fluorescent light. Custom 
Hique, Copper or 370 Butler model is equipped with four crystal 


Urarhed Bren. glass shelves on each side, twin 


stainless steel toothbrush racks, and 





Sold through wholesalers only 
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ole, drills 
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all , -in, 
ilsaw Co. 
teard. p. 175 \LDING 


em | Pe “7 (ALK SPEED LOAD 


or bath- s~ Available with or without nozzle 


ed by the . yx Available in Off-White or Pure White color 
designed 
rve best Nu-Calk Calking Compound ‘‘stays put" as away. Speed Loads are easy to use — user's 
- eS : 

” | . the best seller in calking compounds — be hands never touch the compound. Try high 
ra-walled : couse it's the most efficient, most practical 
load on the market. Nu-Calk “stays put’ — 
will not dry out, run, crack, harden or pull why they're preferred nationwide! 


quality Nu-Calk Speed loads and you'll see 


ve. Car- 
to steam 
red for. 


lavatory Nu 
in. high ure ay. NEW HAND SQUEEZE TUBE 


available for small jobs! 


Here's the nation’s favorite calking com 
pound in a practical, handy tube for those 
small repair jobs around the home. Useful 
for finishing touches on bigger jobs. The 
tube itself is your calking gun, nothing 
extra needed. Counter display carton con 


tains one dozen tubes. 


Na: (ALK Calking Compound in bulk, too! 


The ‘standard of quality’’ in the calking field! The same 








neasure- ° . ° ° 
db d } \e4 fine product as in Speed Loads, available in 12 -pint, 
“ = S | pint, quart, gallon, 5-gallon cans. Also 55-gallon drums. 
umbing 
ut glass Ze ' 
> Bray, ae u-Phalt Plastic Asphalt Cement 
le, pink = asth Pp 
1e, nk, 
. Pitts- For sticking down asphalt shingles and general repair 
, This CG-4 Speed Loader on roofs and flashings! Comes in popular load form with 
calking gun is light, or without nozzle, like M-D's famous SPEED LOAD for 
ard, p. 175 sturdy, fool-proof. Simply calking guns, or in 2 Ib., 10 Ib., 50 Ib., and 55-gallon 
slip in a load and you're containers. 
ready to calk. 
- 
Always use Na-Glaze Glazing 
, sliding C a + d f P 
aes ompound instead of Putty! 
jiletries, Nu-Glaze never dries out, hardens, cracks, or pulls away! It does the 
‘abinets job of putty better than putty — sets to a rubber-like consistency. 
Comes in Y2-pint, pint, quart, 5 Ib. cans . . . and in drums — 25 Ibs., 
od) and 50 Ibs., 100 Ibs., and 880 Ibs. Order today. 
miurror- 
n-white 
chutes, 
without 
Custom 
crystal! 
e, twin 
cks, and 


2. 1953 : ORDER NOW! 


Your order will be shipped same day received! 











wall, and comes with incandescent 
lights. Fan will deliver 250 to 275 
cu. ft. per minute at outlet. Unit 
designed for use beneath Youn; 


WHAT’S NEW 


has a stainless steel molding around 
entire cabinet. Deluxe model has 
two adjustable glass shelves in each 











Shadowtile, the new designs come 
in 414x414 in. squares, in many dec- 
orator colors. Standard tile comes 
in marbleized colors. Franklin Plas- 





tics, Ine. 





For more data circle No. 26 on postcard, p. 175 town Kitchens wall cabinet: 42 in. 
wide and 18 in. high. Retail price 

compartment, a wide shelf below, Kitchen Ventilator is $89.95. Mullins Mfg. Corp. 
and outside is finished in white For more data cirele No. 27 on postcard, p. 175 


For more data circle No. 25 on postcard, p. 175 tilator, Model Y¥K-600, consists of Electric Alarm Clock 


an assembled range hood and ee a ee a or oe ae 
‘ 2é 2S 


Plastic Wall Tile propeller-type exhaust fan. Hood, on Meelneted Gel. Caled Gir 

Wave, Halo and Crystal, three which traps odors, steam and grease Larm, it has a hidden light that 
designs in plastic wall tile, can be at range source, is finished white shines through the translucent face, 
used for a complete wall or as fea- enamel to match cabinets or copper allowing it to be seen in the dark. 
ture strips, in combination with enamel. Hood is 42 in. long, 20 in. The light can be turned to “bright,” 
the company’s standard tile. Called front to back, and 12 in. high at “dim” or “off.” Clock comes in 


EMAND 
Nyvour Az we. o 


Ber 


Z. = © “= $86n Garden’ Magazines, Newspapers, Radio ne i 


, as and TV will be telling your avin about” _ <* 


a 


the best héw flower for 1954; iced. by. ‘the es 
a All; -Ametica Judges: Iy$'OLAZE Zinnia. we a . * 


ail 
Bé sure your seed stocks indldite BLAZE, in _ 
both pkts. and bulk to. meef: the-temarid~ an 
The crop wads grown on Burpee's: Pain lie 
Farms, where this picture was taken me “ 


od ” *. vam 
m or 


Wholesale Seed Growers® 


W. ATLEE BURPEE Co. mia 32, PA.—CLINTON, (OWA—SANFORD, FLA.—RIVERSIDE, CALIF. 
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word atin and nah 


beige, ivory and aqua green. It re 
tuils for $8.95 plus tax. Westclor 
Div. of General Time Corp. 


For more da‘a circle No. 28 on postcard, p. 175 


Garden Sprayers 

Water control valves held on or 
off both hydraulically and mechani- 
cally are featured in 1954 Insect-O- 


well as by water pressure. Positive 
snap action is assured at all wate 
pressures. Bradson Co, 


For more data circle No, 29 on postcard, p. 175 


. . 
Rolling Pin 
Ball bearing rolling pin now has 
a hole added at one end of its wal- 
nut finished handles, so it can con- 





veniently be hung up in the kitchen. 
Suggested retail, $1.98. Ekco Prod- 





resists cold down to 60 dey. below 
zero. It can be installed in a few 
seconds, being held in place by the 
car doors. It protects against sleet, 
frost, snow and freezing rain. It 
sells for 98¢ and comes in water- 
proof plastic bag for storing in 
glove compartment while driving. 
Display (illustrated) used on park- 
ed car demonstrates protector. Cen- 
tral States Paper & Bag Co. 





ucts Co. 
Gun and Gard-N-Gun _hose-end 


sprayers. New models have vertical 
rib internally cast in each side of 
valve chamber. Flexible valve body 


F » dat tle No. 31 steard, p. 175 
For more data circle No. 30 on postcard, p. 175 Pee en ee . ar ey ; 


Windshield Protector Salad Set 

must squeeze past these two ribs No-Frost windshield protector is Rapid Salad Set, guaranteed to 
into either the on or off position, made of heavy plastic which will not remain sharp for 10 years, consists 
and is held in position by ribs as tear or stick to the windshield and of coarse shredder, fine shredder, 






FOR FAST TURNOVER...REPEAT PROFITS 
-YOU CAN DEPEND ON 


BURGESS 4 
BATTERIES 


BURGESS NATIONAL ADVERTISING 
PRE-SELLS YOUR CUSTOMERS 


ones Fy ipuncts® 










Put these eye-catching self-service merchandisers 
to work for you and watch sales soar! The 12V 
holds one dozen Burgess cells also available 
in cartons displaying 48 batteries (48V). Also 
the No. 501, featuring nine, populor, all-chrome 
Burgess lights. All three displays specially de 
signed to give maximum “sell” in a minimum of 
counter space. 


In metropolitan newspapers and 
» Sunday supplements alone, Burgess® 
advertising reaches nearly 30% of the™ 
nation's population each week. In addi- 
tion, hard-selling Burgess advertise- 







THERE’S PROFIT APLENTY 
ments headline the weekly issues o 
Life, Post, Collier's, and ie lead- IN POPULAR DEPENDABLE 


ing consumer magazines. Out BURGESS 
standing Products + A Hard FLASHLIGHT BATTERIES 


Hitting Advertising Program stesate Gisela cab omesite tat 
the pulling power of Burgess 
Flashlight Batteries in your own 
store. Put one of those newly- 
designed Burgess counter displays 
in one of your key traffic spots. 
Then sit back and watch that cash 
register ring! Another Burgess suc- 
cess story that's being repeated in 
hardwore stores throughout the 
nation. Customers always re- 


MORE POWER TO YOU WITH ber those familiar black and 
BURGESS BATTERIES sire ive tor ae 
BURGESS BATTERY COMPANY easy impulse sales. Why don't 


you get on the Burgess band- 
FREEPORT, ILLINOIS wagon ... today! 


More Sales For You! 


es 
SALES-GETTING COUNTER DISPLAYS 
SPECIALLY DESIGNED 
FOR THE b — saeaeaans FIELD! 


New BURGESS Penlight 


It's the new soles sensation in 
pocket penlights. Beautiful all 
chrome design. Uses Burgess No 
7 botteries for repect business. 
Complete with brilliant, 3-color 
counter merchandiser. 


WG 





\ 


WAN 
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Bridoeport 


NUT DRIVERS 


The hex sockets are made from 
high carbon steel, heat-treated and 
forged on the blade in one solid 
piece. 





Counter Display bee 
#487 Amberlite Handles 


Style 478 
Amberlite handles 
Plated blades 


Ce AY 
Hardwood handles 


Counter Display Brown walnut finish 


#477 Wood Handles 


Both these Bridgeport Nur 
Driver counter merchandisers 
deserve a prominent location. 


Bridgeport Nut Drivers are also 
available in open stock packed 
one dozen in a box — sizes 3/16 
to 9/16, 


HARDWARE MANUFACTURING CORP. 
Bridgeport, Connecticut 





Order Bridgeport Nut Drivers from your distributor or send inquiry to us. 


WHAT'S WHAT'S NEW 








@ For more information 
on these products and 
services use free post 
card on page 175. 


slicer and grater combination, an 
glass bake dish. Any of the cutter 


can be securely clamped on handles 





of bake dish. Cutter and dish be- 
comes single unit easily held by cut- 
ter handle; no sliding or slipping 
Shredded, sliced or grated vege- 
tables fall directly into dish. Dish 
and cutters are not affected by 
citric acids. Individually gift boxed, 
No. 55 set retails for $2.95. Bluff- 
ton Slaw Cutter Co. 


For more data circle No. 32 on postcard, p. 175 


Plastic Top Covering 

This plastic top covering, called 
Satusply, can be used to modernize 
table tops, sink tops, counters and 
other flat surfaces. It comes with 





(Continued on page 192) 
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LIS INI AUTOMATIC 
cow. BLOtorch 


With Lenk Perfect Torch Fuel In Colorful Counter Display Package 


STARTS 


$950 


LIST 
No. 108K 





The Trouble-Free Torch With The Trouble-Free Fuel 
STARTS IN 10 SECONDS 


Generates over 2200° ! 
No Pumping! 
No Priming! 


a LENK 


Your jobber can supply you — or write to Lenk Mfg. Co. Mfg. Company 


30 Cummington St 
yo Choice for ( hee Shirty Years BOSTON 15, MASS. 
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Westclox Announces 


By day nobody knows... that after dark 








tna eed will hath lh ach the had ay 


Herg, at last, is a clock to answer the 
needs of those millions of customers who 
have difficulty reading a clock in the dark. 
Now their problem is solved with the hand- 


some new Glo-Larm, a completely different ' 


kind of electric alarm from Westclox. Never 
before a clock face so easy to read in the 
dark! Instead of the luminous numerals 
and hands your customers are familiar with, 
the entire face of Glo-Larm is illuminated. 
A hidden light glows through the dial, clear- 
ly outlining hands and numerals. The time 
can be read at a glance, yet sleep is not 
disturbed by the light’s soft, gentle glow. 














The light can be turned to Bright, Dim or 
Off. Only 4” high, Glo-Larm is available in 


beige, aqua green or ivory. Bell alarm. It 


retails at $8.95 plus tax. Westclox is push- 
ing this new clock with national advertising 
in full color. Tie in at your store. There’s 
an untapped field of customers for this 


clock. And your profits will be handsome! 


WESTCLOX 


Made by the makers of Big Ben 


Froduete of, a Corporation 


WESTCLOX, La Salle-Peru, Illinois © In Canada: Western Clock Co, Ltd., Peterborough, Ontario 
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¢ 


the new Glo-Larm 


his whole face glows and glows and glows! 






An entirely different kind of electric alarm clock, 
the Westclox Glo-Larm answers a great need, 
opens a big, new, profitable market for you! 


wracoverns Q C/1LGUL LQMuL Alam 


WITH THE PURCHASE 
OF 4 GLO-LARMS 


Your customers can’t resist this 
try-it-yourself invitation. They 
reach for the switch. They click 
it on to Bright, try it on Dim and 
then snap it Off. They’ll be 
delighted...and your sales will 


gf mount. 
‘epee rte cb Ree ir ectaisuniaiiicastenidaian 
r ses mae a ig eves ae aan aaa airinaveR tin ei narniay anne ails 
GLO-LARM DEAL #1050 | | 
(Includes 2 pe i 1 Aqua Green Lo Salle-Pery, Illinois 
plus FREE Display ) | 
Gentlemen: Please send me through my wholesaler 
S ELLS FO R eos $ 3 5 ° 80 sets of Westclox Glo-Larm deals. 
| 
COSTS YOU... 23.28 MY NAME IS 
| 
DRESS —— 
YOU MAKE...$12.52 | | ” 
| MY WHOLESALER IS eainianies 


DON'T DELAY! 


SEND THIS COUPON TODAY! 
HIS ADDRESS IS ~~ 
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WHAT'S NEW 


an adhesive on its gluing surface 
and can be applied to plywood, 
tempered masonite, metal and other 
hard boards. Satusply is washable, 
resistant to rotting, stains, cigar- 
ette burns, soaps and greases. It has 
a satin finish and comes in a variety 
of colors and patterns. Available in 
30 in. widths, in rolls of 30 or 60 ft. 
United States Rubber Co. 


For more data circle No. 33 on postcard, p. 175 





Soldering Iron 

This long-life, Instant Heat IH 
soldering iron has an advanced 
transformer design and special al- 
loy tip for increased resistance to 
oxidation and wear. Power re- 
quirements are 110 volts a.c.; 
power output 180 watts. Unit fea- 
tures adjustable swivel tip for 
reaching difficult areas; automati- 
cally focused light which follows 
the work; tough, phenolic resin- 


DIAMALLOY TOOLS 
pie CHRISTINE MAPPER 


sane 


There is 
Nothing Finer 
Than a Diamond 





Gift wrapped Diamalloy tools include the popu- 
lar 6 or 8" Featherweight Adjustable Wrench, 
6 or 9!/." Groove Joint Pliers, 7" Metal Cutting 


192 





impregnated cloth plastic case; and 
easy positive action trigger. It 
heats instantly; melts solder in 314 
seconds, and is priced at $9.95 
Lenk Mfg. Co. 


For more data circle No. 34 on postcard, p. 175 


Wallpaper Paste 

Con-Glu-Cel is a new cellulose 
wallpaper paste which will not stain 
or shrink wallpaper. It provides 
strong adhesion and slides easily for 
accurate hanging. It can be stored, 
as it will not cake or spoil. Dissolves 
quickly in hot or cold water. Avail- 
able in 5-0z. and larger quantity 
size containers. Consumers Glue Co. 
For more data circle No. 35 on postcard, p. 175 


name and greeting 


1908 


It will be hard for your customers to resist the holiday suggestion 
of these attractive Christmas gift wrappers with space for the donor's 
ake your own selection from the popular 
Diamalloy numbers below. Each tool is finely finished, individually 
boxed and will make a holiday gift that will be a delight both to 
giver and receiver. Place your order now and be sure to have your 
supply before the early holiday buying starts 


Portable Flashlight 
Chestlite, all-purpose sportsmen s 
light, is a portable flashlight f 
hunters and fishermen. It hangs 
around neck, leaving both hands 
free, and has an up-and-down neck 
strap which permits instant focu 
ing of light on subject or spot. In- 
tensity of focus is controlled by 
turning adjustable lens ring. Neck 
strap can be looped through belt 
for stabilizing. Unit operates on 





two flashlight batteries and comes 
with non-corrosive metal telegraph 
type switch. Safety Lights, Inc. 


For more data circle No. 36 on postcard, p. 175 
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Snips, 6!/2"" Handiman Pliers, 6" Diagonal Cut- 
ting Pliers, 5 or 6'' Combination Pliers, and the 
6" Long Nose Side Cutting Pliers. 


DIAMOND CALK HORSESHOE CO. 


ESTABLISHEC 


4622 GRAND AVENUE 
OULUTH 7, MINNESOTA 


TORONTO, ONT., CANADA 
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Builders’ Hardware Line 


All Star line of builders’ hard- 
ware features Stilemanor cylindri- 
cal-type standard duty locks and 
latches, and Homegard light duty 
locks and latches. Stilemanor line 
comes in 13 functions and Home- 
gard in five. Both are made in 
brass, bronze and aluminum. For 
easy installation, only two holes to 
bore, which are alike for every door. 
Other products in All Star line in- 
clude pressure-cast, aluminum trim 
hardware, assortment of screen- 
storm doorware, night latches, han- 
dle sets, and miscellaneous trim 
hardware. Two catalogs are avail- 
able. Russell & Erwin Div., Ameri- 
can Hardware Corp. 


For more data circle No. 37 on postcard, p. 175 


Dovetail Templet 


Model 5008 templet is designed 
for use with an electric router to 
produce perfectly matched dovetail 
joints for drawers, cabinets, boxes, 
furniture, ete. Using router with 
a dovetail bit, templet cuts both 


board ends- simultaneously. It 





4 


handles stock up to 12 in. wide and 
from 5/16 to 1 in. thick. It can 
also cut hidden rabbeted dovetails. 
Templets are available for making 
either % or %4 in. dovetails. Por- 
ter-Cable Machine Co. 


For more data circle No. 38 on postcard, p. 175 





Tackle Box 

No. FG-415 Fiberglas tackle box, 
in green and red, has corrosion- 
proof hardware throughout. Will 
not rust, dent or mar and is not 


atlected by heat or cold, grease 01 
oil. Embossed rib reinforcement is 
press molded into box for rigidity 
It has curved cover without depres 
sions for shedding water; rounded 
seamless leak-proof ; 
handle is riveted to reinforced panel 


corners are 


aluminum trays are 


and 


on cover, 





mounted in cover for greater capac- 
ity. Retails for 
$12.95. Union Steel Chest Corp. 
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approximately 


Leather Waterproofer 

Leather-Life is an aerosol spray 
which revitalizes and waterproofs 
leather and 
for treatment of shoes. 
formula 


is specially prepared 


It is pene- 
which 


trating chemical 





AS GOOD AS THEY LOOK 


WARWOOD WORKMANSHIP 
MAKES THE DIFFERENCE 
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AGRICULTURE AND GARDENING / 


< 
iets 


Yes, not only are 
Warwood Tools attractive and 
well finished, but they are prop- 
erly designed to do the job, 
durable and long wearing. 
When you sell Warwood Tools 
... you sell the finest of 
forged tools. 


TOOLS FOR 


GENERAL CONSTRUCTION 


pRWoo 


a? 
SINCE 1854 


MINING AND INDUSTRY 





19% 








MWHAT’S NEW 





on these products and 
services use free post 


| 
| @® For more information 
| card on page 175. 


protects leather, making it imper- 
vious to water and resistant to mil- 
dew. Packed in cartons of 1 doz. 





12-0oz. cans, each can retails for 
$1.69 and waterproofs 24 pairs of 
Campbell Proof Coil and BBB Coil shoes. Leather Life Co. 





Chain, in regular or hot galvanized For more data circle No. 40 on postcard, p. 175 
finishes, come in ‘Cam-Pak”’ fibre 


board containers. Handles easier... Household Stool 


no wood to splinter...no nails to snag. Upholstered with duran, house- 


hold stool No. 403 U has sturdy 
semi-tubular chromium plated legs. 


JOBBERS — "Cam-Pak” saves you cost of re-packing 
for re-shipment. 


... takes minimum space. 


| 
| 
DEALERS — “Cam-Pak” makes eye-catching displays | 
| 


These standard units are available, labeled 


for footage, chain size, grade and load limit: 


3/16”—250 ft. 5/16”—100 ft. 
1/4” —150 ft. 3/8” — 75 ft. 


- 
Onder CAM-PAK-z. Profit Pack! Stool is 24 in. high and comes in 


red, yellow, blue, gray and black. 
Suggested retail price, $7.95. Met 
aloid Co. 








Chain for every need . . . INDUSTRIAL 
FARM...MARINE... AUTOMOTIVE 


CAMPBELL CHAIN @Gomsany 


MAIN OFFICE: YORK, PA. 
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| 
| Screen Door Latch 
No. 5005 screen door latch can 


West Burlington, lowa; Portland, Oregon; Sacramento, Calif. 


also be used for storm doors 01 


Makers of famous CAMPBELL Lug-Reinforced TIRE CHAINS | closet latches. Construction elimi- 
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LOOKING FOR SILICON BRONZE WOOD SCREWS? 





PHILLIPS OR SLOTTED? 


They’re in stock at Southern. 

All made to Federal Specifications 
FF-S-111a. 

Also in steel, brass, aluminum and all 
popular plated finishes. 

Shipment from stock! 


DO YOU 


Write us for free color label chart and your spectal needs. Box 68-G 


FACTORY WAREHOUSES: 
4100 Dell Avenue 
North Bergen, N. J 
Union 5-0985 


325 West Ohio St 
Chicago 10, TIl. 


Superior 7-6531 6532 


2640 East Washington Blvd. 
Los Angeles 23, Calif. 
Logan 5-6157 


SCREW 


STATESVILLE 


Sold through leading wholesale distributors 


FLAT, ROUND OR OVAL? 


receive our stock list regularly? 
have a copy of our new catalogue? 


use our helpful free technical manual? 


COMPANY 


ad NORTH CAROLINA 





MANUFACTURER OF WOOD SCREWS 
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bw 
Life without a BOLT BAR... lata =a a> 


if nF 

nates use of irregular shaped sp > PZ 

‘ ss v« a 2 

dle. A tubular latch, it requi) Py 

5/3 . tf 7. 
g-in. hole for the standard backset S/S 

Latch is brass with brass trim: No & [ry 

ve 














05005 has brass plated trim. There 
| are no die cast white metal parts 
| used. Locking device is positive 
Hunting is fun. So is mountain climbing in | Safe Padlock & Hardware Co. 

the opinion of some people. For more data circle No. 42 on posteard, p. 175 


“THIS IT?” 


But combining the two within your hardware store 
is strictly for the birds! Spinning Tackle Kit 
Yet many hardware dealers today are still stocking and selling 
bolts, nuts and screws the hard way. They spend many 
wasted minutes a day searching for just what the customer wants, 


Spinster Kit comes packed in use- 
ful metal tackle box. Kit includes 


In the lower right hand corner of this ad is the one Spinster reel and extra spool, 


ideal remedy for this situation: the LAMSON 100 yd. each of monofilament and 
Self-Service BOLT BAR. | braided nylon spinning line, five 

In the bar are 106 of the fastest-moving sizes of bolts, nuts lures, two stainless steel leaders, 
and screws. Each in a separate compartment two anti-twist keels. two snap 


and marked with retail prices. 
And talk about turnover! Tests show the average 
is 6 times a year. 
Ask your Lamson distributor 
about this modern way to sell bolts, 
nuts and screws, or write us 
for the whole story. 







7he LAMSON & SESSIONS @. 


1971 West 85th Street 
Cleveland 2, Ohio 


Plants at Cleveland and Kent, Ohio 
Birmingham Chicago 





swivels, two line clips and one plas- 
tic ball float. Kit is priced at $20.50 
Airex Div. of Lionel Corp. 
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Waxed Paper Wastebags 
These waxed paper wastebags 

treated with chlorophyll come pack- 

aged in a hang-up dispenser. Added 


106 most popular sizes 


The modern way to sell bolts and nuts 


HARDY 
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WY ip vy 
tT 4 + e 
= about Kawneer modernization 


Uy 








Everybody’s reading 


(Problem: Find the merchant who decided against remodeling) 


D. RING 1953 The Kawneer Company's 
National Advertising program pointed 
out how the success-odds were weighted 
in favor of those retailers who made 
favorable first impressions on the buying 
public through inviting store fronts 
The program influenced millions of 
shoppers and retailers to prefer doing 
business with and from modern, 
attractive, attention-getting establishments 
During 1954 Kawneer’s National 
Advertising Program will be greatly 
accelerated. Millions of messages will help 
direct public buying power and 


preference into the modern stores of 


HARDWARE AGE, NOVEMBER 12, 1954 


progressive merchants. And, as in 1953, 


thousands of smart retailers will act to use 


store front modernization as an effective 
means of meeting competition and 


weighting the business-odds in their favor. 


Look for 1954 Kawneer advertising in 
such magazines as Saturday Evening Post 
and the most-read publications serving 
your segment of retail business. You will 
learn how Kawneer products... store front 
materials, doors and entrances, colored 
Zourite facing material and sun-control 
products can be quickly, effectively and 


economically combined to help you 


to increased business and greater profits, 


Kawneer 


MICHIGAN 


* Lexington, Ky 


~~ 


- 


WIS aw 









WHAT’S NEW 





Hook ond heel jaws triple-heat 
treated for correct hardness : 
to the Beautyware line, bags ar 


and can be used in all standard six 


Newly designed spring insures 
instant grip and release...remains 
in handle when hook jaw is 
removed...easily snapped out 
for cleaning. 


4 
i 


Y 


Teeth machined to correc 
shape and piteh for positive 
grip 


THE 












waxed paper, disposable bags come 


ARMSTRONG 
BRIDGEPORT 

















Racing Vest 


Style changes in this Tapatco rae- 
ing vest includes larger collar that 





ered kapok inserts removable for 

All parts (except’newly cleaning vest, zipper closure and big 
designed spring) kidney pads for added protection 
interchangeable with 
similar wrenches. 


Electrically heat treated handle for 
maximum tensile strength. 


F 





Vest is available in universal size 
and comes in navy blue and white 
or red and white. American Pad & 
Textile Co. 


For more data circle No. 45 on postcard, p. 1% 






Exceeds all government 
specifications. Uncondi- 


/ tionally guaranteed. h My 












26CA53A 
ELS eR SGN ame a —— FT A ee me 
THE CAPEWELL MANUFACTURING COMPANY Dowel Machine 
85 Governor Street Hartford 2, Conn. This machine converts waste 
Yes, send me your new wrench bulletin. wood into cross-hatched dowels in 


’ a single operation. Called the Gnom 


"onti ve 202 
Title (Continued on page 202) 
Company . 
Address . 


nN 


a 


moisture, oil and gvease-resistant 


waste receptacles. Made of strong 


50 to a package, which retails for 


$1.49 including hang-up dispenser 
Lincoln Metal Products Corp. 
For more data circle No. 44 on postcard, p. 173 
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Why Colorizer Paints are the 
Hottest Profit Maker in 
the Paint Business Today 


Nearly 5,000 paint stores, hardware dealers and lumber yards are enjoy- 
ing an amazing increase in paint profits with a revolutionary paint color 
system—Colorizer Paints in 1,322 colors. There are many color systems 
in use today, but only Colorizer Paints offer all these features so im- 


portant to paint profits: 
1. They Give You 1,322 Colors to Meet Today’s 
Booming Demand for New Colors. 


2. They Give You All These Colors in Exterior 


Finishes, as well as Imterior Finishes. 


3. They Give You All These Colors With A Small, 
Inexpensive Stock. 
4, They Turn Over 2 to 5 Times Faster Than 


Ordinary Paints—Earn Bigger Profits. 


5. They’re Budget-Priced—From Light Pastels to 
Richest Deep Tones — for Mass Sales! 


As a Colorizer dealer, you are supported with heavy national advertising 
...color selection guides... decorating helps... point of sale merchandis- 
ing aids. Only Colorizer Paints give you the perfect color system PLUS 
a proved program for increasing paint profits. 

For Full Facts, Write 
Colorizer Associates, 349 N. Western Ave., Chicago, Ill. 


C, LL- PAINTS 


in [322 " COLORS 


THE WORLD’‘S NO. 1 PAINT COLOR SYSTEM 
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Customer finds her color quickly and easily in the Color 
izer Album of 1,322 real paint samples. There’s no guess 
work-—her paint color will match the chip sample perfectly 





You stock only two base paints in each finish, plus 16 
colorants in fool-proof tubes. Colorant is pre-measured at 
factory to insure exactly the right color. No measuring— 


no mess! 





Colorizer Paints are made by these outstanding manufac- 


turers in the U.S.A., Canada, and England: 


Bennett's, Salt Lake City, Utah, and Los Angeles, Calif. * Blue 
Ribbon Paint Company, Wheeling, West Virginia * Walter 
N. Boysen Co., Oakland and Los Angeles, Calif.* Brooklyn 
Paint and Varnish Co., Brooklyn, New York * James Bute 
Company, Houston, Texos * Great Western Paint Mfg. 
Corp’n., Kansas City, Missouri* Jewel Paint & Varnish Co., 
Chicago, Illinois * Kohler-McLister Paint Company, Denver, 
Colorado* W. H. Sweney & Company, Sf. Paul, Minnesota®* 
Vane-Caivert Paint Company, Sf. Louis, Missouri* Warren 
Paint and Color Company, Noshville, Tennessee * Geo. D. 
Wetherill & Co., Inc., Philadelphia, Pa. * IN CANADA: 
Imperial Varnish & Color Co. Ltd., Toronto, Ontario* IN 
ENGLAND: Jenson & Nicholson, Ltd., London, England. 
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Get Ready Now For Extra 


with PYRE X ware 


BIGGEST ADVERTISING CAMPAIGN IN OUR HISTORY Will 
Back PYREX Ware For Christmas Giving! 


@ This big, powerful, hard-hitting advertising campaign will help 
you boost your PYREX Ware sales and profits this Christmas 
season! It includes—in November full-color pages in LApDIEs’ 
Home JOURNAL and Lire, November 23, plus a full page in 
BETTER HomMEs & GARDENS! And in December full-color pages 
in LAbDIES’ HOME JOURNAL and BETTER HoMEs & GARDENS, plus 
a two-page, full-color ad in Lirrk, December 7! Here’s a campaign 
that will reach thousands of customers and prospects in your area! 
So stock up now and get set for bigger profits than ever on PYREX 

America’s favorite gift ware! ~ 






New PYREX PRIZE RECIPE SET Offers Your 
Customers A °6.74 Gift Value For Only *4.95 


@ Millions of gift buyers — in- 
cluding your customers — will see 
this sensational, new PYREX 
Prize Recipe Set of 12 Oven- 
ware pieces plus the brand- 

new “PYREX Prize Recipes” 
cookbook advertised in LIFE, 
LADIES’ HoME JOURNAL and 
BETTER Homes & GARDENS! 


















8'>” Pie Plate 


“PYREX PRIZE RECIPES” 


contains 128 pages, scores of 
tested, appetizing recipes, more 
than 50 color photographs 

regularly sells for $2.50! 


“4 aha. 


v4 1-qt. Utility Dish 
iin uN 


rs 
¥Corning Glass Works » Consumers 
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Cake Dish 





Holiday Profits 


America’s Favorite Gift Line! 


New PYREX 
DINNERWARE 


@ Full-color pages in Lirt 
and LApiEs’ HomME JoURNAI 
will feature exciting new 
PYREX Dinnerware — 16 
piece service for four in a 
choice of four colors at only 
$5.95 —or, with color border: 
Turquoise Blue Lime Green lamingo Ree Jove Gray banded in 22-carat gold and 
gift-packaged, only $8.95 




















New PYREX 
BAKINGWARE 


@ Five popular baking 
and serving dishes in deco- 
rator colors—Flamingo 
Red and Lime Green—in 
packaged sets or open stock 

priced from 60c to $5.65 
for the packaged set of 
five pieces, 

















em ees «|New PYREX 
FLAMEWARE 


@ Smart, modern, top 
of-stove ware single 
pieces or matched sets 

priced from $2.25 to 
$3.95 are also featured 
in this giant full-color 
PYREX Ware advertis 
ing campaign! 






Double Boiler 
] quart size 











PY REX OVEN and 
REFRIGERATOR SET 


@ As advertised in LirE — set of 
four colorful dishes with clear 
glass covers, dozens of uses 

only $3.25. 


PYREX € 
COLOR BOWL SET“ 


@ Handsome set of four 
colored, nesting, heat 
resistant bowls, only $3.50 
featured to millions in 
two-page, full-color Lirrt 
advertisement 























Check Your PYREX Ware Stocks Now; Tie-In With This POWERHOUSE PROFIT DRIVE 


@ Feature PYREX Ware in your local newspaper, radio, and TV Place your order today with your 
advertising. Mats and commercials will be furnished free upon request 


to Consumer Products Division, Corning Glass Works, Corning, N. Y. regular PYREX Ware distributor! 


Products Division, Corning, N. Y. 
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WHAT'S NEW F 





@ For more information SH 
on these products and 


Make extra sales mon” «ES 
with the bit 








| Doweling Machine, it produces 700 
| to 1,000 ft. of cross-hatched dowels 
| per hour. With cross-hatched 


} 


dowels equal distribution of glue 


that has all 
these features! 





Just a glance at a Greentee 22 Solid-Center Auger Bit will 





immediately tell you why it sells so easily . . . and stays 


sold to build big volume repeat bit business for you 


UNIFORM HIGH QUALITY... the finest of materials and | flows into cross-hatched crevices 
manufacture for day-in, day-out dependability 


causing surface expansion and as- 
suring that no motion or slipping 
occurs between dowel and abutting 
pieces. Victor J. Krieg, Inc. 


PRECISELY MADE with unusual care... . accurately sized, 
perfect cutting edges . . . twist-ground for sure clearance 
Means clean, quick action. 


} 

| 

| For more data circle No. 46 on postcard, p. 175 
“INDUCTION HEAT-TREATED” to assure uniformity, 





long life 
a . 
Spinning Reel 
“PLASTIC SEALED” with heavy protective coating to P ’ : g ; 
eliminate costly stock maintenance, prevent rusting, keep | Hi-Spin Model 1901 spinning reel 
bits ‘‘factory sharp.”’ has a handle that can be changed 
from left to right side without tools. sc 
N SA -MA e ee Plastic rolls al : . . 
00 SHAS CH CONS... plartic rolls, mets It is a light, standard type reel with b 
boxes, metal holding panels . . . all designed to increase ze . ‘ 7 
ae, | 3-1 gear ratio, weighs 6 oz. and has te 
set’’ business for you. | ‘i a 
| a capacity of 200 yds. of 6 lb. test b 
line. Other features are a rigid T 


metal frame, oilless bronze bear- 








nna oS 








aa 





— 


SOLID-CENTER AUGER BITS 


| 
| 
GRE LEE | ings, stainless steel shafts and nylon 


gears. Spare parts and parts kits 
available. Horrocks-Ibbotson Co. P A 


Write today for facts on GreeNLez Auger Bits, Greenlee Tool Co., 1811 Herbert Ave., Rockford, Ill. | For more data circle No. 47 on postcard, p. 175 Wo 
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SHE 
wants 
one 








JP-1 Pruning 
Shear. Ex- 
tremely light. 
4 oz., 642" 
long 





Double the os 
Number of a - ay 
Parker ) 
Pruning 

TTE.. With this 
NEW DISPLAY 


SHE likes it to cut flowers because it’s so light, 
so easy to handle. HE likes it for pruning — also 
because it’s so light yet rugged enough to stand 
tough cutting. They both know the cutlery steel 
blade for what it is—a blade that stays sharp. 
The satin finish with enameled handle and the 
handy thumb lock rank high, too. 

You have a full measure of value and quality 
to sell in these other Parker Garden tools. 


yy) 
Big Brother L Long Handled y 
Pruning Shears f Lopping Shear 

for heavy brush 


9 oz., 842" long 
SP-2 282" long / i 
P.50 


Tree Pruner 
for tree trimming 






Hardened Steel 

Grass Shears , 

Easy Cutting and shaping 
98” long 


Pe 3 
os Y V P-60 











PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., U. S$. . 
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Quick-Opening 


“504” PIPE THREADER 


for Power Drive use 





This new fast-seller Rizaip 
threads 1 to 2” pipe 
with 1 set t of dies 


You can’t beat this new 504” for fast smooth 
threading with power drive! Changes instantly 
from size to size regardless of position of quick- 
opening lever . Release ball handle, move 
indicator line to 1”, 1%’’, 1%” or 2” on size 
bar, tighten—it’s ready to thread! Quick- 
opening handle retracts dies instantly without 
stopping power drive—no slow backing off. 
4-jaw workholder centers pipe for accurate 
threading. No lead screw to jam. Easy-to-read 
size bar. Adjustable to over and under size 
threads. New "504" is another sure RIGatD 


“best seller’’—it pays you to order today! 


THE RIDGE TOOL COMPANY «_ ELYRIA, OHIO 




















TO GET INTO 
THE PROFITABLE 


conlon Ware: 


MELMAC ~ dinnerware at its finest! 


This is the deal for the 
smart storekeepers who capitalize on limited 
counter space. In 16 x 16 inches, the Boontonware Rocket displays 
a packaged 1é-piece set (and you get another 16-piece set, too), 
2 vegetable dishes—one divided, one plain, 2 platters—large and 
small, sugar and creamer, and a butter dish. Attractive? . . . you'll 
say it is when you see it. Profitable? . . . hundreds of stores are find- 
ing it so. You've heard about this Melmac dinnerware—get into the 
high-wire act now with a Boontonware Rocket display. 


See your distributor. 


And here's another Boontonware display — 


when store 


the Wrought Iron Counter display! 


tw ¢ j 
elgeh ale (oe mae) quare. inche 
pa addit t 





Better ask about this one, too 


BOONTON MOLDING COMPANY, BOONTON, WN. J. 
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WHAT’S NEW 


Condiment Holder 
Magitwirl revolving condiment 
holder fits standard kitchen cabinets 
or shelves. It holds up to 20 bottle 
condiments, measures 10% in. wide 














Salad 


Oil 


Seltsvane 


and % in. high. Made of steel, it 
comes in baked enamel colors of 
white, red or yellow. Holder is easy 
| to install and screws are provided. 
Retail price is $1.95. Metalcraft 
Mfg. Corp. 


For more data circle No. 48 on postcard, p. 175 


Lawn Seeder 


In the Oct. 1 issue of HARDWARE 
| AGE, the picture of this lawn seeder 
| was incorrectly positioned. The 
| picture as it appears below is cor- 
rect. The Seederfeederweeder is a 
hand operated, lightweight, port- 





able lawn seeder that broadcasts 
seeds in 4 to 5 ft. wide semicircle in 
a perfect pattern. R. Krasberg «& 
Sons Mfg. Co. 

For more data circle No. 49 on postcard, p. 175 


| (Resume reading on page 13) 
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ANNOUNCES 


—= 20% 


NANTIONAS 
HOUSEWARES 
AnD HOME APDUIANGE 
CVANURNS TURES 

S24 JUISU 


January 14-21, 
1954 


(EXHIBIT NOT OPEN SUNDAY, JAN. 17) 


Navy Pier - Chicago 

















There is No Substitute 


she National Housewares Exhibit 
of 


f 





NATIONAL HOUSEWARES 
MANUFACTURERS ASSOCIATION 
1140 MERCHANDISE MART, CHICAGO 54, ILLINOIS 
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@ 
AREA HEAT 
means u . 
multiple 
sales and 


multiplied 


profits! 






pat Gay 

al PON 

one 
a) 


das 
We don’t have to tell you about Dearborn gas 
heaters—you know they’re the fastest selling line 
on the market—leading the heater field in sales 


year after year. 


But we do want to tell you about the MULTIPLE 
SALES you'll get when you push Dearborn Area 
Heat! It’s to your advantage, in actual dollars in 
your cash register, to know the full story on Area 
Heat—to tell your customers the full story. Be 
cause every customer you sell on Area Heat is 
a MULTIPLE SALES customer. You'll sell him 
from 3 to 6 heaters or more, instead of a single 
unit. You'll sell him a Dearborn Automatic Control 
with every heater. 


Dearborn Area Heat is putting the heat on sales, 
building a fire under profits. Write, wire or call now 
fotmore information if you need it! 

REGIONAL 


SALES OFFICES: 
Merchandise Mart, | 


me Texas ‘’ We're putting the heat on 
Chicoge, t11. oe Dearborn Area Heat—building 
1473 Spring Street, MN. W i i — 
Silisia tex a fire under profits for you 
Me mari, with a strong national adver- 
ee aa! tising campaign in the na- 
Les Calif. tion's top magazines. 
Merchandise Mart, 
Sen Francisco, Calif, | 
342 W. 12th Stpect, 
Erie, Penna. 


STOVE CO. 


1700 WEST COMMERCE STREET * DALLAS, TEXAS 
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~The king it 


new! THE First £2//4 LIL EQUIPPED | 
TOOL AND SICKLE GRINDERS OF THEIR TYPE! 


WIssoTAs 


NEW TOOL AND SICKLE GRINDERS 


. . - Oil Sealed, Double Shielded 
Precision Ball Bearings! 






Nicstiniiiea wie ki 


ONLY ONE CLAMPING NECESSARY! 


Operator controls clamped sickle in movable holder 
which permits special attention to sections which 
need more grinding. Weight of sickle bar is easily 
controlled to prevent blue edges. Eliminates diffi- 
cult to control rigid clamped grinding. Yes, only 
Wissota offers these distinct advantages of speed 
accuracy and flexibility in this type of grinder. 


@ WHEELS PROJECT IN FRONT OF FRAME 
—Allow 100% accessibility to wheels 

@ HEAVY DUTY 1/3 H.P. ——— 
MOTOR mounted behind and awa 

@ EASILY HANDLES DIFFICULT 088 WITH 
SAFETY 







Also sold with 
2 Tool Wheels 


HEAVY DUTY 
TOOL GRINDERS 


Built to meet the approval 
of the particular mechanic 
vn and priced to sell the value 
> wise buyer. Equipped with Pre- 
cision Ball Bearings for smooth, 
friction-free operation and long 
life. Oil-sealed to eliminate greas- 
ing and wear. You'll find it easier = 
to sell WISSOTA Grinders and 


_ * Wheels. 


== WISSOTA" 
SHOP KING 


eee by Wilton 


THE FINEST NAME IN VISES 


You used to pay more! Now! 
Wilton, the very best, costs 
no more than ordinary vises! 
That’s why Wilton’s Shop 
King is breaking sales rec- 
ords from coast to coast! 


MAADE IM OUR OWN PLANT! 























A COMPLETE 
LINE OF FULLY 
VITRIFIED ABRASIVE 
WHEELS AND 
SICKLE CONES! 


See Wilton'’s complete Vise 
Display Unit! You'll sell more 
and make more from 

Wilton's Display units . . . It 
shows the most — sells the 
best. Three different 
arrangements to choose from. 
1% square feet of counter 
space is all it takes. Write now 
for the whole story. 


WILTON TOOL MFG. CO 


925 WRIGHTWOOD AVE. + CHICAGO 14, ILLINOIS 








A-11 1 

USE HANDY COUPON! Gentleinen. Please send me your new Free Catalog: | 
Name_____ 7 = peat = i] 

WRITE NOW FOR iia ein ss 
FURTHER INFORMATION Address en a 
City _Zone___State. i 5 
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O HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 





(Continued from page 13) 


26-in. D-7 straight back 
plastic stockings. 
Dealers can suggest that customers 


10-point 
handsaws in 





hang stockings from mantelpiece 
this year and use stockings for 
other gifts at future Christmases. 
Henry Disston & Sons, Inc. 


For more data circle No. 50 on postcard, p. 175 


Gift Wrapping Ribbons 
Seven new colors have been add- 
ed to line of Sasheen ribbons for 


gift wrapping: aqua, purple, cop- 





per, old rose, light rose, goldenrod 
and turquoise. Each, except aqua, 
are included in Deal No. 100, a dis- 
play of 60 25¢ rolls. All colors are 
available in packs containing 12 
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You'll Find 4,2 





Brick Trowel 


Plastering Trowel 


It's easy to sell the masonry tools your customers know 
and trust. Goldblatt is the best-known tool company in 
the trowel trades. For more than 65 years, craftsmen in 
these trades have depended on Goldblatt for finest 
quality tools that are comfortable, easy to handle and 
help them do their jobs better. 

The continuous broadening of Goldblatt’s reputation 
is assured by extensive consumer advertising. Here 
again, Goldblatt leads the trowel trade industry! 

Take advantage of this pre-selling that Goldblatt 
does for you—offer your customers the tools they want. 


Write Today for Free Catalog 


Write for your copy of Goldblatt’s 
illustrated catalog describing the 
largest and most complete line 
of masonry tools and supplies. 


Croldblat TOOL COMPANY 


1920-D Walnut Street, Kansas City 8, Mo. 
Ist Choice of the Trowel Trades 
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If this Housing ever 
Breaks or Distorts we 
will replace it Free 


HEAVY-DUTY 


Pipe Wrench 





Features that have made it the 
Biggest Selier on the market 


* Housing Guarantee is specific, instant make- 
good, no argument. 

* No-slip no-lock replaceable jaws, handy pipe 
scale on hookjaw. . 

* Adjusting nut that spins easily to size, 6’’ to 60”’. 

* Comfort-grip I-beam handle. 

* 100°% factory pipe testing of every wrench! 

* For fast turnover, sell Rite1b’s— most for your 
customers’ money! 


THE RIDGE TOOL CO. «+ ELYRIA, OHIO 





ea | 


Tog!s 


| Wor -Saver Pige 











when 


YOUR 


customer 
asks 
for 


the 
ee 





HEXAGON NUTS 
FoR FASTER ASSEMBLY 


Atlas brings you the highest standards of accuracy 
and quality. To save time and motion Atlas nuts 
are DOUBLE COUNTERSUNK (can be applied 
either side), DOUBLE CHAMFERED and FREE OF 
BURRS. Coarse and fine threads. Standards and 
specials. Atlas nuts are manufactured, finished, in- 
spected, and packed in our own plant in Water- 
bury, Conn. 


ATLAS SCREW & SPECIALTY CO. 


450 BROOME STREET - NEW YORK 13, N. Y. 














ct *% “op 


Guaranteed by % 
Good Housekeeping 














‘a 
& 






* w 
C745 aoveansto 1S 


COMPLETE 
FAUCET 
REPAIR 
KIT 


U. S. Patent No. 2,443,012 






SNAP-IN WASHER 


SNAP-IN SEAT 
® 












New kit containing washer, seat, insert tool 
and gauge now available in polyethelene 
envelope. Kit retails for 48¢. Ten kits in at- 






tractive counter display carton. National 
advertising in POPULAR SCIENCE, POPU- 
LAR MECHANICS, GOOD HOUSEKEEPING. 


Ordinary washers wear out through rota- 













tion under pressure against the face of the 
NEW DISPLAY CARTON 
#SW110 with 10 new poly 
ethelene repair kits, containing 
1 washer, 1 seat, insert tool, 
measuring gauge and instruc- 
tions. 


SNAP PRODUCTS CORPORATION 


3615 SOUTH JASPER PLACE CHICAGO 9, ILLINOIS 





faucet seat. It’s a waste of time and money 





to replace the washer without replacing the 






seat. 
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TO HELP YOU SELL 








@ For more information 
on these products and 
services use free post 
card on page 175. 


rolls of any one color. Also offered 
are four special Christmas displays 
—No. 261 and No. 200, containing 
24 rolls and 60 rolls, respectively, 
in the 25¢ size; No. 271 with 12 
rolls, 39¢ size; and No. 281 with 
12 rolls, 98¢ size. Minnesota Min- 
ing & Mfg. Co. 


For more data circle No. 51 on postcard, p. 175 


Wrist Watch Display 


No. 180 Display Deal features 
new jeweled, shock-resistant Senti- 
nel Arrow deluxe wrist watch. Six 





watches are mounted on card insert 
and covered with clear plastic cov- 
er. Drawer holds six individual gift 
boxes. Easily attached display card 
is packed with unit. Wrist watch 
retails for $8.95 plus taxes. FE. In- 
graham Co. 


For more data circle No. 52 on postcard, p. 175 


Rental Tools Booklet 


Called “Profits Unlimited,” this 
two-color brochure and explanatory 
package gives details on exclusive 
franchise plan which enables estab- 
lished organizations or new enter- 
prises to serve the do-it-yourself 
trade with rental tools. Plan tells 
how to get started right and ex- 
plains how professionally operated 


HARDWARE AGE, NOVEMBER 12, 1954 
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IF YOU D LIKE 
A PAINT BUSINESS 
WITH A FUTURE 


* é 
—~TIELeé 10 18 
Feature Pratt & Lambert — the line specific- 


ally geared to the needs of the independent merchant. The line with 





an exclusive territorial franchise which means that the P&L cus- 
tomers you make will remain your customers. Growing volume comes 
easy with this moderately priced, quality line. Whether they need a 
paint, varnish, stain or enamel, you'll find ready acceptance for 
Pratt & Lambert among both the professional and do-it-yourself 
user. Add P&L’s consistent advertising and personalized sales help, 
and you have your answer to a paint business with a big present and 


an even bigger future. 


For the complete story write or wire Pratt & Lambert- 
Inc., 78 Tonawanda Street, Buffalo 7, New York. 


REGISTERED 


ded 


TRADE MARK 





PAINT and VARNISH 





; 


i 


PRATT & LAMBERT-INC. — NEW YORK ° BUFFALO ° CHICAGO ° FORT ERIE, ONTARIO 
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MELADUR © 


by General American 


Guaranteed for 1 year against chipping, cracking, breaking 





20 GOOD ITEMS! 
Open stock, 16-pc. starter 
sets, 5-pc. place settings, 
serving items. Six lustrous 
colors. Complete promo- 
tional material. 


America’s best looking, 
best quality, finest design 
melamine dinnerware 


Send for 
Illustrated Literature 





GENERAL AMERICAN TRANSPORTATION CORPORATION 
1358. LaSalle Street, Chicago 90, Illinois * New York * Los Angeles 
Offices in all principal cities 











Perk Up 


your table... perk perfect coffee! 


The new Cory Perc is the sauciest 
new percolator you ever saw! All sparkling, 
heat-resistant glass in a graceful Swedish 
modern design. Watch guests sit up and admire your d 

lovely table . . . your wonderful coffee! The Cory Perc 
makes coffee that tastes just as good as it smells! 









4.- — 





Separate Candle Warmer 
available with Cory Perc 
keeps coffee hot looks 
enchanting’ Only $2.95 


New and different 
gift! Only $5.95 





® 





Cory Corporation « Chicago 1}, Illinois 
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TO HELP YOU SELL 





tool rental department increases 
profitable store traffic, sells related 
items and makes store headquar- 


ters for do-it-yourself fans. Plan 
makes pre-tested sales, advertising 
and operating material 
Allied RenTool Service. 


53 on postcard, p. 175 


available 


For more data circle No 


Paint Roller Packaging 

To improve self-service sales of 
paint rollers, packaging of the en- 
tire line has been re-designed. An 





ties in 


over-all 
tainers and 
mentary Each 
is easily identified by 


pattern 
of all roller 
products. 


now con- 
supple- 
product 
one of the 
variety of attractive colors, allow- 
ing dealers to stock shelves quick 
ly and accurately, and customers to 
find it 


items. 


simpler to select desired 
E Z Paintr Corp. 


For more data circle No. 54 on postcard, p. 175 


Fishing Line Catalog 

Fight-page, full color 1954 cata- 
log of fishing lines also comes in 
perforated sheet form. Catalog con- 
tains descriptions, prices, specifica- 
tions and illustrations of casting 
lines, leader material squidding 
lines, trolling lines, spinning lines 
and fly lines. Sunset Line & Twine 
Co. 


For more data circle No. 55 on postcard, p. 175 


Door Knocker Packaging 


Complete line of door knockers 
has been gift packaged for use as 
Christmas and holiday promotion. 
Four styles are offered, all 
of precision forged solid brass, ma- 
chined and polished to a bright, 


made 


1953 
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Highlanders 


the newest in Hostess Sets by LIBBEY GLASS 











—_—— » 
Here’s more news about your newest Libbey 


profit maker—Hicutanpers, Libbey ’s new, lLost- 
ess Set Promotion for this Fans. 


Freda Diamond designed these colorful beauties 
. decorated them with the authentic tartans of 
eight of Scotland’s most-famous clans. 


Like all Libbey glasses, colors are permanent 
genuine 22-Ko gold-banded rims are guaranteed 
against chipping: “A new glass if the rim of a 
Libbey “Safedge’ glass ever chips.” 

This matched beverage set is ideal for Fall and 
Winter promotions ... perfect for Christmas gifts 
and today’s informal entertaining. 

Let the pulling power of Lire help you profit 
with Hicutanpers. Make 
bandwagon! Give these sets plenty of display 


sure youre on the 


space. ‘To order, contact your Libbes Glass dis- 
tributor or wire Libbey Glass. ‘Voledo 1, Ohio. 


BSTABLISHED 















Vore than 5 
million copies of 
Lare, November 
Zod, carry the 
full-color, full 
page adver- 


LIBBEY GLASSWARE | 





LIBBEY GLASS shitay Qo Qe 





a bright 8 of one size (each with a different Scottish 
Fi Tartan) prepacked in this attractive gift box LIBBEY GLASS, Division of Owens-Illinois Glass Company, Toledo |, Ohio 
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TO HELP YOU SELL 








@ For more information 
| on these products and 
services use free post 
| card on page 175. 









Modernize your brush depart- 
ment with this new mass 
display that shows brushes, 
not furniture. 

Put it in a good traffic spot. 
and watch your household 
brush turnover — and profits 

start to climb. 

Rent-free with Kellogg 
Assortment No. 2944 — con- 
sisting of sixteen tested, sure- 
fire sellers that pack 3714% 
profit for you. 


(uu 


| vi aden It if ind 
"ee ; & 












| smooth finish. Each knocker is 
cellophane wrapped and placed on 
a bed of cotton snow with color- 










Only two square feet 


Order tod hol Pa of space—but it gives 
rder today from your wholesaler ao a ier a 


or write us for details. a nice 37'/;% profit. 





Kellogg Brush Mfg. Co., Westfield, Mass. 








ful holly trim within a gold colored 
box. Removal of holly trim allows 
| knockers to be used as year-round 


would you | yift item. Baldwin Mfg. Corp. 
For more data circle No. 56 on postcard, p. 175 
like to | 
Plastic Cover Display 
SFE This metal counter display rack 
for self-service holds See-Safe all- 


purpose plastic covers. There are 


more. heater two assortments: one holds nine 
SALES? 
* 


stock the complete 
oe 








a better gas heater for every need 








8 Fully Vented Heaters 22 Unvented Heaters 
15,000 BTU to 85,000 BTU 10,000 BTU to 50,000 BTU 










2 a 2 oe 2 By Ove’ 9x12 ft. and 12 6x9 ft. covers, the 
prove or ural, liqu and Lf i ) 45 years : : : 
manufactured gases. Write your job ew “44 stove other carries 42 56x100 in. covers 








ber or direct for complete catalog \ experience 


Wl Covers are made of polyethylene 
and aterial is easily cut and 
MARTIN STAMPING & Su 3 co., Huntsville, Ala. eel They Be be port ‘< eons 
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Retailers all over the country count on Rubbermaid as one of 
the five top lines that build sound month-in, month-out business 
for them. Here’s why: 


1. Rubbermaid is a fast-selling basic line. 

It is a basic “bread and butter” line . . . the only complete 
line of quality rubber housewares. No housewares department can 
fully serve the needs of its customers without a complete assort- 
ment of Rubbermaid. 





2. The Rubbermaid market is unlimited. 

Every home is your market . . . because less than 10°; of all 
homes have as much as a single Rubbermaid item. Yet, in recent 
surveys, 95 out of every 100 women interviewed made immediate 
cash purchases of Rubbermaid. And they considered their local 
hardware store the logical place to buy Rubbermaid. 


food reasons why 
RUBEERMAID 
can be one 
of your 
O 790 lines 


3. Rubbermaid is an on-the-spot, many-item purchase line. 

A colorful mass display of Rubbermaid stops shoppers, turns 
them into buyers . . . and they buy 3 or 4 associated Rubbermaid 
items at a time. 


4. Rubbermaid is a profitable, low-cost line. 
It is priced right to sell fast . . . no item sells for more than $5. 
Rubbermaid is a trouble-free line . . . no mark-downs, no returns. 


5. Rubbermaid is pre-sold by a powerful year-round national 
advertising program. 


And here’s how you can make Rubbermaid 
one of the five top lines in your store: 


Kildermaid @uoustwan: 


Ky fele aire complete basic Rub- 


y ce 
d 
id bermaid assortment .. . all items, 
sizes, colors. 
DISPLAY the complete line ina 
| ' busy traffic spot on the sales-tested, 


oli oloaMmaitlolol-ieulelle Melty slob ALA 


PROMOTE Rubbermaid in 


Zell] am (oldel Mal -t023 ole] ole Sn Ea 
with national advertising. Mats 


ola Moh aeli(eloli-m 


RE-ORDER regularly to 


7-1-1 oa Zell] ae oLeltia.d¥]o] ol-laulelie| 
stocks complete. 


- ay 
Kubbermutte & OUSEWARE 


. « nationally-advertised line of rubber housewares. 





the original . . . complete . 


THE WOOSTER RUBBER COMPANY, WOOSTER, OHIO 
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Cartide “lipped 


MASONRY 


SPIRALS 
WORK LIKE 
ELEVATORS! 















TIPPED 
by a ‘ ‘ ° 





CARBIDE , 








Easier, Faster 
Double Lead 
Fast Spiral 
Positive Action 


DEALERS—Send for Litera- 
ture and full information. 





Also 
MASONRY DRILLS 
IN KITS 







Glass 
Drills 








Carbide 









DETROIT 13, MICH. 
also 


5210 San Fernando Rd., 
Glendale 3, Calif 


21650 HOOVER ROAD 

















ing drop cloths, automobile seat 
covers, etc., since they resist acids 
and alkalis. Each cover is individ- 
ually packaged with colorful label 
giving size and price. Retail prices: 
9x12 ft., $2.98; 6x9 ft., $1.29; 56x- 
100 in., 98¢. Mehl Mfg. Co., Div. of 
Sydney-Thomas Corp. 


For mere data circle No. 57 on postcard, p. 175 


Vacuum Cleaner Container 

Here is a dual-purpose container 
that serves as a shipping carton 
and as a display for the new model 





FA-12 vacuum cleaner 
with Wedge-shaped, 
carton interior opens to become a 
display merchandiser that occupies 
approximately 31% ft. of floor space. 
Front panel into two side 
panels: one that holds full set of 
attachments, and the other a copy 
panel that lists cleaning features. 
Head banner states: Hands Never 
Touch Dirt. Westinghouse Electric 
Corp. 


upright 
attachments. 


opens 


For more data circle No. 58 on postcard, p. 175 


Wire Goods Catalog 
No. 1038, this catalog covers 
bright wire goods and housefur- 


Comprising 52 
pages, it is printed in red and black 
and is fully illustrated with prod- 
uct photographs in actual size and 
drawings to point up specific appli- 
Catalog also pictures and 

line of outdoor tele- 
vision hardware and wood specialty 
Merchandise is alpha- 


nishing hardware. 


cations. 


describes 


products. 





‘€) xacto- 


HANDICRAFT KNIVES * BLADES * TOOLS 


Ne. 205 HOBBY WORK BENCH 
(size: 20” x 10” x 154%,”) — 

with complete selection of X-acto 
Hobby Tools and Knives—List $48.00 


Every Progressive Hardware 
Store should have a Hobby 
department. 


Retailing from 25¢ te $30.00 





Write today for our new Iiles- 
trated Catalog of the complete 
X-acto line. 


X-acto Crescent Products Co., Inc. 
} 440 Fourth Avenue, New York 16, New York 











BUILD PROFITS, 
REPEAT SALES with 


Swi Ray Steet Wool 


FOR HOME, SHOP and INDUSTRY 


WEL AES... 









LAYER-BUILT PADS 


Big, cushiony, workmanlike 
tools for cleaning, 
rubbing, polishing and smoothing. 


*’JEX HOUSEHOLD PADS 


Economical, sanitary, full-bodied pads for 
cleaning, scouring and polishing pots, pans 
and kitchenware. 


BULK POUND TUBES 


The ker's and p work. 
er’s economy buy for home, shop and general 
industrial use. 









Superior quality in all 
grades. Order from your Jobber or Se 
write for catalog. 


SUN RAY STEEL WOOL PRODUCTS 
THE WILLIAMS COMPANY 
215 W. FIRST STREET, LONDON, OHIO 
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NOW...new, super-swift NATURAL WOOD finishing systems 


ACME—* 


5 MAJOR CUSTOMER ADVANTAGES 


TIMESAVING 
30th the Clear and Blonding Sealers can be 
coated after 2 to 4 hours. 


EASY TO APPLY 


Can be rolled, brushed, sprayed or wiped onto 
paneled walls, woodwork, furniture, floors. 


LASTING BEAUTY 


All-alkyd, non-yellowing finishes seal and 
protect wood surfaces for years. 


COLORFUL 


Tints easily with oil colors to harmonize 
with any color scheme. 


NATURAL FINISHES 


New, lasting, blonde or natural finishes for 


all woods. 


They’re here. The new, natural finishes 
you and your customers have long de- 
manded . . . especially formulated for 
plywoods, fine interior paneling and trim, 
furniture and floors. 


Gives finishes so natural that the eye can 
hardly distinguish between them and 
bare wood, or can be tinted with oil 
colors to harmonize with any color. Dur- 
able. Moisture-proof. Sell it for exteriors 
or interiors ... and make a 35% profit. 


Spee-D-Dry is of top-quality, fully-tested 
and backed to the hilt oy Acme. Soon to 
be heavily backed by aggressive national 
advertising, too. Stock, sell and_ profit 
from Spee-D-Dry—il’s a natural! Write 
for details, or see your Acme jobber. 


ONLY 4 ITEMS TO STOCK 











Pree HOW-TO-DO-IT 
BOOKLETS 
FOR YOUR CUSTOMERS 


Covers, step-by-step, 16 recom 
mended finishing methods, plu 
bleaching and staining of man) 
woods. Easy to understand . . . 
less explaining for you to do, 


a 


NATURAL 
WOOD FINISHES 
@) 


NATURAL 
WOOD FINISHES 
@ 











“Pree SAMPLE PANEL WITH INITIAL STOCK ORDER 


(1) Clear Sealer and Primer—clear as water 
A convincing counter display 20” high, with two 
12” wide wings, and showing 23 sample Spee-D- 
Dry finishes. 


ACME QUALITY PAINTS, INC. 


DETROIT 11, MICHIGAN 


(2) Blonding Wood Sealer—needs no wiping 
(3) High Gloss Finish—tough, indoors or out 
(4) Dull Finish—gives hand-rubbed, satin effect 


or 





upeee Either sealer can be used with either finish for 


PANY any one or more of 16 marvelous new finishes. 





, OHIO Also available—Natural Wood Filler. 





ts 
ow 
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PLATT A-D-J-U-S-T-A-B-L-E ADJUSTABL 
FINGER GRIP CLIPS x 


Salle 
THREE SIZES: 

Small 3 for 10¢ 
Medium 8c ea. (2 for 15c) 
Large 10c each 
(Slightly higher on West Coast) 
Easy to Sell: Attractive 
Counter Displays 
ASK YOUR JOBBER 
ARTHUR I. PLATT 


170 Kenwood Avenue 
Fairfield, Conn. 




















* Hold Anything with a Handle 
* Keep Shape Permanently 
* Adjusts in a Jiffy 


Millions of PLATT ADJUSTABLE FINGER GRIP 
. « holding all kinds of 
tools and implements. Millions more to be sold! 


Get your share of the Profits. 


CLIPS are now in use . 








~ For More Sales... Bigger Profits 


ALCOA 





Advertising 
makes it easy to sell 











. 
~ 





_ 


| 

1. GUARANTEED not 1} .+'|sromae 
to bind, stick or p / FLAG 
warp "2 Z 

2. beautiful, natural / Tficonmvoaren 





finish 


3. water and rust-proof, 
requires no paint 





\_J| 





| FAWSCO Manufacturing Division HA 1153 | 

4. complete with working Cuyahoga Falls, Ohio | 
signal flag | Send me prices on all-aluminum mail boxes. 

5. corrugated bottom... | 
lock catch Name | 

| Address | 

City | 

MAIL THIS COUPON TODAY Please print name and address plainly. | 
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TO HELP YOU SELL 


betically and numerically cross-in- 
dexed for easy reference, and each 
product description includes pack- 
aging, weight and other essential 
information. H. L. Judd Co. 


For more data circle No. 59 on postcard, p. 176 





House Numbers Display 
Double display of solid brass 

house numbers consists of a black 

and yellow box with pop-up top that 





simulates a house front, and a per- 
manent display board showing one 
of each numeral. Made of durable 
fibre-lined Kraft board with metal 
edges, display box contains 15 doz. 
assorted numbers. Each number is 
individually packed with two brass 
attaching pins in a clear cellophane 
bag. Slaymaker Lock Co. 


For more data circle No, 60 on postcard, p. 176 


Hospital Hardware Book 

Here is an eight-page brochure 
to help the sale of hospital hard- 
ware. It covers a line of anodized 
aluminum hardware, and explains 
items such as mortise, latches, 
deadlocks, asylum locks, door 
closers, padlocks and combination 
padlocks, locker, cabinet, desk and 
utility locks. Book is illustrated, 
and printed in colors. Yale Lock & 
Hardware Div., Yale & Towne Mfg. 
Co. 


For more data circle No. 61 on postcard, p. 175 


Grass Shear Deal 

Assortment of grass shears, in- 
cluding an extra one free, is being 
offered with a permanent metal dis- 
play, enameled in green and yellow, 
of the sales manua 


and a copy 
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New, Hi-Speed 


DU-FAAT 


UNIVERSAL MODEL 


S. A 4, ER and 
a (TAK LT 4 


MODEL UN-12 


FITS ANY MAKE 
“4"’ ELECTRIC DRILL 


Operates at Double RPM Drill Speed! 






PTURE EXTRA CHRISTMAS SALES... 


Yes!—the sensational new DU-FAST* SANDER AND POLISHER that 
fits ANY MAKE %‘' ELECTRIC DRILL is a leading holiday profit maker! 


A necessity in every home—DU-FAST* is 
unequalled for all polishing chores and 
the finest sanding and finishing work! 


GTHER DU-FAST* FEATURES: 


ORBITAL MOTION — the only motion for perfect fin- 
ishing —eliminates burrs, burns, swirls, mars, kick 
and buck! 


MORE EFFICIENT — big 324”x 7” working surface — 
gets into all “tight” places and corners — performs 
equally well on flat, round and curved surfaces — per- 
fectly balanced, as all vibration is in the sanding head! 


ECONOMICAL — no gadgets to get out of order —does 
the work of the finest professional machine at a frac- 
tion of the cost —uses standard 324” x9” sandpaper 
sheet! 
e OVER 200,000 SATISFIED USERS « 
Get behind the big, new DU-FAST* ad- 
NATIONALLY vertising campaign in all leading Home 





MODEL UN-12 ORBITAL MOTION 




















use- 
A boon to the Ho ADVERTISED! ond Workshop Magazines—and help your- SANDER & POLISHER ATTACHMENT 
“t $00, for waxing, f to new sales—extra profits! See im ant Oe “7 
wife, . ing an 15 e 
buffing, "Y : loors, Write — Wire — Phone 
ing A ; 

olishi cabinets, for name of your nearest jobber! SANDER & pgristAST® ORIGINAL mone 
woodwork, EXCLUSIVELY Fo ara MENT MADE 
Manufactured by: (Reeves ont, %4” ELECT oe reener 





! 
Furniture! RETAIL PRice ns 


ow oniy * 129s 











DU-FAST, INC. 


















































ind a per- ‘Pat. No. 2,614,369 — Other Pats Pend 
mten ae 32 EAST FOURTH STREET, NEW YORK 3, N.Y. 
f durable 
18 de SOMETHING NEW 
is 15 doz. 
lumber is 
two brass Only 
ellophane Suggested Rotel 
woo | BTUGE Mee Ua ee 
Book G) ‘i f | /} 
brochure 
fal hard- IN THE POPULAR 
anodized PRIC E MARKET ! 
explains P ea, 
latches, 
(Ss ‘am AN EXCELLENT VALUE 
epee | HANDI SCREWPACK 
‘an sed A beautiful, solid clear PLASTIC BOX containing 
strate : | an assortment of full 8 dozen (almost 100) BRIGHT 
? Lock & ZINC PLATED WOODSCREWS and a good, sturdy 
one Mfy. UTILITY SCREWDRIVER 
DELUXE NEEDED BY EVERYBODY 
card, p. 176 satin 1/ | SELF DISPLAYING 
YA IRRESISTIBLE CONSUMER & SALES APPEAL 
MODELS FOR ALL AGES i Packed 3, 6 or 12 doz. per carton 
Write for Shipping Weight: 8 doz.—approx. hes Ibs. - 

4 r 
~ in- Complete Information and Illustrated Literature Order OO ee ae er: (Jobber) 
is being 
etal dis- KINGSTON PRODUCTS CORPORATION HANDI PRODUCTS CORP. 
1 yellow, 561 Franklin Ave. NUTLEY, 

a it enh enn aa Some exclusive territories still open. Inquiries from Wholesalers, 
. . Kokomo, Indiana, U.S.A. Jobbers, Representatives invited. 
12, 1953 _— 
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ALIN 


tHe SYondard 
of Companson 


BY WHICH OTHER 
PLIERS ARE JUDGED 


“Since 1857’’ Klein 
Pliers have been the 
standard of quality with 
men who know good 
tools. Today, Klein 
offersthe mostcomplete 
line of quality pliers for 
standard or specialized 
service. Keep a repre- 
sentative stock on hand 
for your customers who 
want the best. 














Write for your free copy 
of the Klein Pocket Tool 
Guide today! 


DISTRIBUTED 
THROUGH 
JOBBERS 


Foreign Distributor: 
InternationalStand- 
ard Electric Corp., 
New York. 





oo MK LE IN =m 


3200 BELMONT, AVE CHICAGO 18 ILL 
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TO HELP YOU SELL 











@® For more information 
on these products and 
services use free post 
card on page 175. 


“How to Sell More Garden Tools.” 
Called the No. 77 Profit Maker 
Pack, the assortment consists of 1 


== Sema Samm 





doz. No. 057 special Ezy Cut shears 
that retail for $1.19 each, six No. 
A57 Ezy Cut shears which retail 
at $1.95 each, and three No. 277 
World’s Finest shears which retail 
at $2.75 each. Total of 21 shears 
cost dealer $21 and retail at $34.23. 
Seymour Smith & Son, Ince. 


For more data circle No. 62 on postcard, p. 175 


Farm Fencing Catalog 

Called Fence, this 6x9 in., 20- 
page, illustrated, catalog describes 
good farm fencing practice and the 
company’s farm supplies. Two- 
color catalog includes such items as 
wire fence, fence posts, barbed wire, 
baling wire, bale ties, stone wire, 
bolts and nuts, and nails and staples. 
Bethlehem Steel Co. 


For more data circle No. 63 on postcard, p. 175 


Flashlight Display 
Kight-flashlight display package 
folds in the middle to permit 
straight shelf display or counter 
display of back-to-back or angle 
type. Designed to merchandise a 
wide variety of flashlights in a 
minimum of counter space. Includ- 
ed in package are two each of these 
models made of solid drawn brass: 
deluxe three-cell chromium plated 










“TRULY A 


CARPENTER’S 
FRIEND” 





The New 
UGE 
BUTT Cae 


with Dept 














Agreed by carpenters to be almost indis- 
pensable. Cuts a clean, accurate, deep 
complete profile on door and jamb by 
strsming with a hammer. (Just remove 
chips. ) os by thousands to — 
. HAN a, DOORS EASIER, FAST- 
ER, NE 
«NO ADJUSTMENTS, ERROR OR 


FUSSI 
. PRECISION- -MADE OF DROP-FORGED 
STEE 
° ae IN STANDARD 3”, 3%” and 
” SIZES 
ph. one half million in use now. “We 
are selling more E-Z MARK Butt 
Gauges today than all other butt 


gauges put together,” says a promin- ) 
ent West Coast jobber. ) 


Contact your nearest Jobber or Wholesaler for 
particulars or write 


E-Z MARK TOOLS 


P. O. Box 78377 * Los Angeles 16, California 


SANTA SAYS: 
£5, = “GET SET FOR 
: SURE-FIRE 
PROFITS!” 















Nes 





HOME WORKSHOP OWNERS 


want Carhert 


DADO SAWING WASHERS 


Pre-sold . in American Weekly, 
Better Homes, Pop Science, Pop Me- 
chanics, Mechanix Illustrated, Pop 
Homecraft, Family Handyman, Home 
Craftsman. Tremendous demand — 
over 250,000 sets sold. A Christmas 
“natural” at popular $4.95 price. Makes 
smooth dados (40 widths) quickly, ac- 
curately with regular saw blade! 


GET YOUR TRIAL ORDER TODAY! 


Six sets at 33-1/3% off brings free sales aids— 
gauge board, counter display, literature. CALL 
YOUR WHOLESALER OR ORDER DI- 
RECT! 


WARREN DADO SAWING WASHERS CO. 


Dept. 111, Box 98, North End Station * Detroit, Mich. 
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CASH IN ON GROWING 
“p0-IT- “YOURSELF” MARKE T 


HOLT ¥ 


Fee SANDERS, 


EDGERS, 
“POLISHERS: 









ad Equipment Quickly Pays for 
HOLT og Itself, Builds Store Traffic, 
wmiwne. of Helps Sell Wax, Paint, 
j 


Sandpaper, etc. 


Edgers rapidly find favor with 
“do-it-yourself” customers be- 
cause they sand floors so easily 
and quickly. In addition, you'll 
often rent HOLT Polishers for 
regular waxing, polishing, floor 
scrubbing and steel wooling at 
regular intervals. And every 
rental requires paint, varnish, 
wax, sandpaper, steel wool, etc. 
You profit two ways—(a) from 
rentals, (4) from related sales. 


Rent HOLT Polishers 
ond increase your 
wox sales. 

. 


Why let competition reap this 
profitable, traffic-building trade? 
HOLT rental equipment is safe, 
simple to use, built to take rental 
abuse. For HOLT Rental Plan, 
catalog and prices, write your 





Rent HOLT Edgers for 
sanding edges, cor- 
ners, stairs, Save, 
boats, etc. 


this ad and mail NOW. 


MANUFACTURING 


COMPANY 





272 BADGER AVE. 
NEWARK 8, N. J. 


669 - 20TH ST. *, 
1 OAKLAND 12, CALIF. “s 
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(TOOL SET PROMOTION ( 


=) es Saturday Evening Post 
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ADVERTISED 














Post 


Featured in 
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Ideal 
Christmas 
Gift ltem 























Rack Holds £ 
16 sets 


928 Broadway 
Oxwall Tool Co., Ltd. 


Gentlemen: 
Please send at once: 


Name 
Address 
City 

Bill Thru 


FREE DISPLAY 


Builds Impulse Sales 


Retail Value Per Asst. *33.04 
Dealer Cost Per Asst. 20.00 


Dealer Profit 13.04 








Four each of the four best selling tool sets in the 
famous Oxwall line. 
these tool sets, in plastic kits are NATIONAL- 
LY ADVERTISED and packaged in colorful 
gift boxes, plus a FREE self selling wire dis- 
play rack built to create impulse sales and big 
volume. 

Mats, Mailers, 
able at no charge. ‘Write for Full Information. 


Now, for the first time, 


Reprints, Catalog Sheets avail- 
Special (URISTMAS WRAPPING 
MAKES THESE PAST-MOVING GIFT-ITEMS 


Unusually attractive, appropriately col- 
orful. Easily removed.before or after 
Christmas for regular selling 


Order enough open stock of these fast 
moving sets to take care of your needs. 


OXWALL TOOL CO., Ltd. 
New York 10, N. Y. 





! 

928 Broadway, New Vork 10, N. Y. | 
| 

only #1000 Tool Kit Ass’t. | 

(1) Full Information | 

l 

| 

Zone State 

Jobber’s Name ee eee ees ee ee ee _| 
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ieee 


make F X | RA sales... | 





spotlight; deluxe two-cell chromi- 
um plated spotlight; two-cell spot- 
light, chromium plated; and two- 


BIGGER profits! 


Winter’s “HOTTEST” item 





with polished barrel, 


model 
chromium plated trim and a fixed 


cell 


focus bulb. Olin Industries, Inc. 


| For more data circle No. 64 on postcard, p. 175 


Masonry Drill Display 
Measuring 654x2% in. and stand- 
| ing 8% in. high, this display fea- 
| tures five of the new ArroF lute car- 
bide masonry drills. It also provides 
space for illustrated folders. Dis- 








>» MELTS SNOW 
> THAWS ICE 


30 TIMES GREATER 


THAWING 
CAPACITY | 
THAN SALT 


lee and snow melting | 
chemical pellets with new 
*Speconite” rust inhibitor. 


PACKED IN 
RE-USABLE METAL CONTAINERS | 
5 and 10 Ib. pails 
25 Ib. white utility bucket 
100 Ib. utility drum 


SPECO, Inc. 


7308 ASSOCIATE AVENUE 
CLEVELAND 9, OHIO — 


TAKE OE 








ee 
" 







canBioe wasount oniits 


| play, for counter or wall, is finished 
| in ebony-black. Arro Expansion 
| Bolt Co. 


For more data circle No. 65 on postcard, p. 175 


Soldering Gun Sales Aids 


Complete package of Christmas 
sales helps for soldering guns in- 
clude new, redesigned and improved 


8306 


Other Speco products 


HUM-I-DRI moisture absorbent 


: Christmas car 4 - di - 
RAIN REM fobric waterproofing 1s cartons; three - dimen 


sional counter display to promote 
guns as gifts, with side panels that 
illustrate jobs that can be done 
with guns. Other sales aids 


DAM-TITE water repellent 
for masonry 


RUSTREM anti-rust paint 
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guns factory-packaged in colorful | 


in- | 


Setting New Sales Records! 









® 
OVEN CLEANER 


tea 
tt 








| Advertised in LIFE, 

| Good Housekeeping, American Family, 

| Ladies’ Home Journal, Sat. Eve. Post, 

| Better Living, Everywoman’s, Sunset, 

| Better Homes & Gardens, Family Circle, 
and Western Family. 


PLUS TELEVISION! 
NEVER BEFORE in the history of 
chemical housewares has a single 
item received such terrific support! 

In addition to TV and magazines, a 
consistent campaign in Nancy Sasser’s 
“Buy-Lines” and Jessie 
DeBoth’'s “Notebook” 
help you sell Easy-Off! 





RR RTT Ym oe 


ORDER S*yGf TODAY! 


| THE WOLCOTT CO., Hartford, Conn. 








HEAT PROOF 


MATS 


In SIX 


NON-FADING 
COLORS 
* YELLOW 
* BLUE 
* GREEN 
* GRAY 
* RED 
* WHITE 


STOCK AND DISPLAY NEW 
DAISY RUBBER MATS 


Write at once for Display Rack Deal. Pro- 
vides complete line of DAISY Rubber Mats 
in Vivid-X colors. Fast turnover — better 
than 45% profit. Tops in Quality. 


SCHACHT RUBBER MFG. CO. 
Dept. H ° 


Huntington, Ind. 
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% 
Fr Y im all-metal ironing tables lead more than ever 


in nation-wide sales with LOWEST PRICES! 





















“ke ULL 
~" Guaranteed by > 
Good Housekeeping 

oy y 


45 aneranssid AE 


n 9-Height Adjustable 


- 
THE NATIONALLY ADVERTISED Arvi 





Adjust 
touch, when opening 
—or a touch of the 


toe when table is 


s at a finger 


STYLE 1400—Lowest price by far on any fully adjustable 
nationally advertised table. Production has been sharply 
stepped-up to keep pace with increased demand. Cash in 
in ironing on Arvin’s low-price leadership. Easiest, widest-range ad- 
justability (26” to 36”). 
STYLE 1200 (not illustrated)—No all-metal 
ironing table has ever equaled the year-in, 
year-out selling success of the low-priced 
Arvin Standard. Promoted with the Arvin 
+ 1400 it’s a “natural’’ for building the sales 
of both! 


Both tables have finest fully automatic 
safety locks, Horizon Blue enamel finish. 
Packed in flat, space-saving cartons—-one- 
unit delivery. ORDER NOW! 


The right height 
for sitting comfort 







The right height 


for standing 














Monviactured by 


ARVIN INDUSTRIES, Inc., Columbus. Indien 





Formerly Noblitt.Sporks Industroes. Inc 


ae 


107 BROAOWAY, NEW YORK CITY 10 + AMERICAN FURNITURE MART, CHICAGO 11 + WESTERN MERCHANDISE MART, SAN FRANCISCO S 








STYLE 1400 








@ METAL CHROME PLATED DINETTE SETS 
@ ALi METAL IRONING TABLES 
@ METAL OUTDOOR FURNITURE 








ae nat a 
Se 
os 


/ ° 
Hore’ why: Customers everywhere are 


clamoring for this sensational new home ice 
cream freezer. And no wonder! This marvel... 


© Makes delicious © No salt! No ice! © Works in any 
ice cream No mess! electric 
automatically. No cranking! refrigerator. 


Compact, portable metal case is easy to clean. 


For your share of profits, call your 
distributor or write us for full 
information today! 


ENTERPRISE 
NATIONALLY ADVERTISED! 


home aic 
<n -m ma 
S" Guaranteed by ICE CREAM FREEZER 


Good Housekeeping 
<a 


U. L. Approved 


Makes 9-12 Servings 
(1V2 quarts) 


‘ 


RETAIL 


Fed. Tax Included 


























* 
45 apveanisto WS 


The ENTERPRISE MFG. CO. of PA. ard & Dauphin Sts., Philadelphia 33, Pr. 
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NS REPEATS! 


MEA 


Eastern pattern 
16 gauge scoop... 


Quality — 
satisfaction — 
brings ‘em back 
for more 


Available in Arrow, Bull’s 
Eyeand Gold Target Brands 
—non-splitting, non-curling, 
normalized steel blades — 
seasoned ash handles and 
precision balance.They all add 
upto one thing—customer sat- 
isfaction. And whentheyaresat- 
isfied, they'll be back for more! 


And remember, there’s no in- 
ventory confusion when you 
stock Magor’s simplified line. 
Write today for illustrated 
price list. 





MAGOR 
CAR CORPORATION 


SHOVEL DIVISION 
50 CHURCH ST., NEW YORK 7, N.Y. 


@® 7294 


FAST 
SELLING 
MAGOR 
BRANDS 


MASTER POWER DIGWELL 


* GOLD TARGET 


ARROW 


BULLS EYE 


222 




























TO HELP YOU SELL fo 





clude bill stuffers and colorful 
Christmas posters. Promotion is 
backed by national advertising in 
major magazines. Weller Electric 
Corp. 


For more data circle No. 66 on postcard, p. 175 


Hair Massager Display 
Hair Vac vacuum massager comes 

in a colorful red and yellow box 

which makes an eye-catching, self- 





selling counter display. Cut-out, 
stand-up cover carries illustration 
and advertising copy. John Oster 
Mfg. Co. 


For more data circle No. 67 on postcard, p. 175 


Garden Hose Reel 


Free reel is now provided with 
every garden hose, making it easy 
to wind, unwind and use hose. 
New feature of the garden hose is 
the reattachable male and female 
couplings at each end, which are 
easy to tighten to prevent leaks. 
Service kits of the couplings will 





soon be available to splice hose or 
for individual tailor-made lengths. 
Supplex Corp. 


For more data circle No. 68 on postcard, p. 175 


(Resume reading on page 14) 








Made in 
New England 
Since 1879 





BLAIR Model 66 
21” Power Mower 


Also available: 18” Reel Power Mow 
ers, Blair Rotary Mowers, and a ful 
line of fine hand mowers. 

If it’s made by BLAIR, the qual. 
ity’s there. 


BLAIR MANUFACTURING CO. 
Telephone 2-7449 
Springfield 7, Mass. 

















YOU’LL FIND IT 
PROFITABLE 


to send us your Fence and 
Metal Specialties orders 










To cash in on this easy money send for litera- 
ture and familiarize yourself with the Stewart 
line. Then when you get an inquiry for some 
Stewart product you will be in a position to 
give the prospect the information he desires, 
and close the sale. Remember, you make no 
investment—you carry no stock. Every year 
more hardware dealers are making extra profits 
through this arrangement. Are you getting your 
share? Write for catalogs today. 





Iron Picket Fence 





OTHER PRODUCTS: 
Steel Flagpoles 
Wire Mesh Partitions 
Settees 
Window Guards 


| 





Stewart Chain Link 
Wire Fence 


THE STEWART IRON WORKS CO., INC. 
2037 Stewart Block, Cincinnati 1, Ohio 
Experts in Metal Fabrications since 1886 
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GEYER'S 
New GARDENETTE Line 
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in 
England GARDEN AND FLORAL TOOLS 
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When your H-I man says there’s more profit for 
you in selling H-l, the largest line of fishing tackle 
in the world—listen to some of the sound reasons 


he can give to back up that statement: 


“Better Buy” H-I fishing tackle is preferred for its 
high quality and value both at famous fishing and 
active buying spots...with H-| you can offer the 
widest selection of best-selling numbers...with H-I 
you never have to miss out on a sale—you always 


have the most asked-for tackle numbers in stock. 
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Now In Brilliant Red 
and Gold Colors 





tt 











fin Bs. And, because your H-I man is a specialist— sell- A New outstanding line of Garden and 
pogo ing only fishing tackle—he knows the numbers Floral Tools. Selected from the ny sn 
; om, that will sell best in your area. Let him show you Geyer Line as the most used home coats. 
name ae Lightweight construction. Finished in 
very year how to feature—and sell—these numbers. Ask i 
an goons : brilliant red and gold colors for most effec- 
tting your him how you can tie in with H-l's big-space, big- ) tive appearance in promoting customer 
aml selling national advertising — in full color. See j appeal and acceptance. 
a your H-I man now, or write us for his name. j G : _ disol — 
} Fence eyer’s new design display stand in gree 
ICTS: i j and yellow enamel finish for displaying all 
pontilons ie ) tools is now available. 
ard 
ee 0 RR 0 C ® S | , ORDER FROM YOUR JOBBER 
Ohio” | OR WRITE TO 
rr BOTSON 2 
vane | GEYER MANUFACTURING CO. 
ee UTICA, N.Y. \ Rock Falls, Illinois 
ES 





Manufacturers of the Largest Line of Fishing Tackle in the World 
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HARE 


NOW @ 


A MAGNETIC DOOR LATCH AT 


preside: 
York §& 
1 Photog! 
/2 THE COST wr. Y 
May 17 
@ No after-installation headaches—doors remain 

firmly closed even when warped or sagging. 

ea 


@ Doors open easily, shut quietly due to EXCLU- 
SIVE spring action. 


@ Lasts indefinitely—no working parts to get 
out of order. 


& * 


oR. 
‘ 


@ Unconditionally guaranteed. 


@ Works equally weil on wood or metal doors. 
Highly recommended for every type of home 
and industrial cabinet, including kitchen, 
medicine, tool, music and house trailer cabi- 
nets, closet doors and ship and boat lockers. 





ee 
¥ 

i 
4 






Write for complete details and distributional CLIFTON E. HARRIS, 
information TODAY! who maintains an office at 


MARIC 


25 Huntington Ave. Bos- 
ton, where he represents 
manufacturers of door 
hardware and serves as a 
builders hardware  con- 
sultant to architects, has 
engaged in the hardware 
business for 66 years. He 
entered the employ of 
Bigelow & Dowse Co., Bos- 
ton wholesale hardware 
firm, on Feb. 7, 1887. Three 
years later he took charge 
of the retail business of 
C. W. Willard, Westerly, R. I. In 1894 he became 
a member of the A. M. Gardner Hardware Co., 
Boston. On Jan. 1, 1900, he entered the employ of 
Smith & Hemenway, as metropolitan New York 





CLIFTON HARRIS 








representative. Five years later he covered Penn- 


sylvania, Delaware and Maryland, and still late: —_ 
New York state. From 1909 to 1925 he had a 

a s rradu: 

Boston office as a manufacturer’s agent and ther gradu: 

first a 


opened a warehouse which he operated until the eg ep 
Fishin 


SALES COMPANY + ROUND LAKE, ILLINOIS depression. Two years ago Mr. Harris was elected latter 


specialists in magnetic devices to honorary membership in the American Societ) mean | 
of Architectural Hardware Consultants. day o1 





224 HARDWARE AGE, NOVEMBER 12, 1953 HARD 











RRIS 


became 
re Co., 
ploy of 
ry York 
Penn- 
] later 
had a 
d ther 
til the 
siected 
society 


2, 1953 








HARRY S. YODER 


HARRY S. YODER, vice 
president of the W. W. 
Conde Hardware Co., 
Watertown, N. Y., com- 
pleted a half century in 
the trade, last Spring. His 
first employment was with 
the old firm of Burhans & 
Black Co., in Syracuse, 
N. Y., as purchasing agent 
and later as sales man- 
ager. He has held the posi- 
tion of vice president of 
the W. W. Conde Hard- 
ware Co. from Sept. l, 
1922. He held the offices of 


president and secretary-treasurer of the New 
York State Association of Hardware Jobbers. 
Photography and fishing are favorite pastimes of 
Mr. Yoder. He will be 68 on his next birthday, 


May 17, 1954. 





MARION W. RIDDELL 





ZEBERT TAYLOR 


MARION W. RIDDELL, 
assistant to the president 
ef the Richmond Hard- 
ware Co., Richmond, Va., 
began his career with the 
company as a stock clerk 
in 1902. After three years 
he became a_ traveling 
salesman and covered a 
territory for five years. He 
was appointed assistant to 
the president and buyer in 
1910. His hobbies are fish- 
ing and cultivating roses 
and dahlias. He will ob- 
serve his 73rd birthday on 
Jan. 11. 


ZEBERT “Zac” TAY- 
LOR, who retired on Sept. 
1 as a salesman of the 
Schwabacher Hardware 
Co., Seattle, Wash., started 
his business career 650 
years ago with the Frantz 
Hardware Co., Enid, Okla. 
After working for two 
years as a bookkeeper, he 
joined the Seattle whole- 
sale firm. After two years 
as a receiving clerk he be- 
came a salesman and cov- 
ered a city territory and 
surrounding area. He 


graduated from streetcars to a Model T Ford, the 
first auto to be used by Schwabacher salesmen. 
Fishing and bowling are his hobbies, and in the 
latter sport he maintains an average 182—no 
mean accomplishment. He marked his 72nd birth- 
day on Aug. 31, the day before he retired. 
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SELL 


(WHER, SEAL 


WEATHER Qulb” TST TTTTc 





THE QUALITY 
WEATHER STRIPPING 
THAT CUSTOMERS 
KNOW BY NAME 
AND BUY ON SIGHT! 


OVER 600 MILLION FEET SOLD! 


Reel in the a as you reel out INNER-SEAL— the 
quality weather stripping that more and more custom- 
ers are asking for by name! Tie in with these three 
selling factors ... part of INNER-SEAL’s big 1953 
promotion campaign...and watch your volume grow! 


INNER-SEAL Attractive reel dispenser makes INNER- 
SELF-DISPLAY SEAL easy to handle, stock, measure and 
PACKAGE sell! Supplied free with every reel. 
LARGE-SCALE In LIFE, SATURDAY EVENING POST, 
COLLIER's and many of the popular 
NATIONAL “do-it-yourself” and home magazines. The 
ADVERTISING = best advertised weather strip on the market! 
LIVE-WIRE 


Window streamers, door jamb stickers, 
MERCHANDISING counter cards, radio -— and newspaper 
MATERIAL mats ... all available free of charge! 


Va / 
FREE BOOKLETS FOR 
YOUR CUSTOMERS 


“Why & How To Weather-Strip”— 
the popular, handy 24-page booklet 
crammed full of information on 
weather stripping. Tells customers of 
INNER-SEAL’s many “extra” uses. 





For more information about INNER-SEAL, 
send in this coupon today. 


Dept. HA 11 
BRIDGEPORT FABRICS, INC., BRIDGEPORT 1, CONN. 
CT Please send me the 1953 INNER-SEAL Mer- 
chandising Kit. 


Please send me the name and address of my 
nearest INNER-SEAL jobber. 


NAME 
NAME OF STORE———_______— 
STREET 
CITY ZONE STATE 
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branch plant in 
Vancouver, Canada, and as 


pany’s 


C. G. Spicola Heads 





Powell Hardware, Kansas, Has New Owners; 
Dobson-Lister Store Opens in South Carolina any «ince 1946. 


El Dorado, Kan.—John L. 
Higgins and William H. Rex 
have purchased the building 
and business of the Powell 
Hardware Co., Inc., 142 N. 
Main, from J. C. Powell, who 
owned and operated the store 
for more than 50 years. Due 
to ill health, Mr. Powell has 
retired from active business. 

The new owners will con- 
duct the business under the 


name of the Powell Hard- 
ware Co., a partnership 
rather than a _ corporation, 


with Mr. Higgins in charge 
as general manager. 


Spartanburg, S. C.— The 
Dobson-Lister Hardware Co. 
recently opened its store at 
181 W. Main St. The new 
store is owned by W. R. Dub- 
son and Hulon Lister, of 
Greer, where they have oper- 
ated a hardware store for 
eight years. 

The new store will be man- 
aged by Mr. Lister and Mr. 
Dobson will continue to oper- 
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ate the Greer store. During 
the official opening of the 


new store, refreshments were 
served and several adult 
prizes, as well as a number 
of children’s prizes, were 
awarded to visitors. 


Greencastle, Ind. — Roland 
Headley has purchased the 
(Continued on page 238) 


Elect Marron Kendrick 
Head of Schlage Lock 
Marron Kendrick has been 
elected president of the 
Schlage Lock Co., San Fran 


cisco, Calif., and Charles 
Kendrick, who has_ been 
president for the past 27 


years, has been elected chai 
man of the board. 

Marron Kendrick has been 
associated with the company 
for 20 years. He has served 
in all production depart- 
ments, in the sales depart- 
ment, as director of the com- 


equipment. 
& Bro. at 
rec ently occupied, 


Pa - wholesaler, held Oct. 20 to Z2. 
manufacturers displayed their products at the 


a vice-president of the com 





MARRON KENDRICK 


Spicola Hardware Co. 
Charles G. 
elected 


gyeneral 


Spicola has 
president and 
manager of the 
Hardware Co., Inc., 
Tampa, Fla., wholesaler, at 
the firm’s meeting of 
its board of directors. 

At the same meeting, G. C 


been 
Spicola 


recent 


Spicola, Jr., was elected first 


vice-president; Joseph G. 
Spicola, vice-pre 
dent; Angelo G. Spicola, see 


second 
and treasurer. 

Other company officers are: 
Joseph A. Bua, general 
manager; Miss Mary Galan, 
manager, and Frank 
manager of pur- 


retary 
ales 
credit 


Filoeco, 


chases. 


Shields & Bro., Philadelphia Wholesaler, 
Holds Three-Day Open House at New Location 


Shields & Philadel- 
phia, Pa., wholesaler, held 
an Open House Oct. 20 to 22 
at its new location, 121-123 
Market St. Forty-five man- 
ufacturers exhibited their 
which included 


Bro., 


products 





The picture above was taken during the three- 
day Open House of Shields & Bro., Philadelphia, 


Forty-five 


exhibit. Products included tools, builders’ hard- 
ware, paint brushes and accessories, house- 
wares, sporting goods and lawn and garden 


\t left is the new home of Shields 
121-123 Market St., which the firm 
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tools, builders’ hardware, 
paint brushes and = acces- 
sories, nousewares, sporting 
goods and lawn and garden 


equipment. 

Shields & Bro. is 113 years 
old and presently being oper- 
ated by the fourth firm under 
the same name. In_ 1840 
James Shields and his brother 
established the business and 
owned it until the mid 1870's. 
When Mr. Shields died, John 
R. Griffith and Samuel F. 
Wilson, Jr., two employees, 
operated the firm. 

In 1917 Mr. Griffith’s three 
sons, Paul, Edward and 
Charles, and a nephew of 
Mr. Wilson, William K. Wil- 
son, took over the company. 
These four men conducted 
the business until 1943, when 
Mr. Wilson retired. 

Earlier this year Mr. P. A. 
Griffith died and on June 1, 
the other two brothers sold 
the stock and good will of 
the firm to four old em- 
ployees, John R. Griffith, 
Harvey Condiff, Milton H 
Webb and Louis A. Loesche 
who are the bu 
ness today. 


running 
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Ellis Given Sales Post 

At Stratton & Terstegge 
C. C. Ellis has been ap- 

pointed sales manager of the 

Manufacturing Div. of Strat- 





c. C. ELLIS 


ton & Terstegge Co., Louis 


ville, Ky. 


Mr. Ellis was formerly a 
buyer in the firm’s Whole- 
sale Div. and his position 


there will be taken over by 
A. L. Crowe, who will buy 
toys and cutlery, and Ross 
Riddle, who will buy sporting 


voods, guns and ammunition. 
The Manufacturing Div., 
the sales of which Mr. Ellis 


will head, makes tackle boxe 
and minnow buckets unde 
the trade names of My Buddy 
and Falls City. 
Mr. Crowe has 
sociate buyer in the toy and 
wheel goods department for 


heen as- 


the past three vears. Mr. 
Riddle formerly served as 
sporting goods specialty 
salesman. 


Long Island, N. Y., Hardware Dealers Revive 
Nassau & Suffolk Counties Retail Association 


Long Island, N. Y., hard- 
ware dealers have reactivated 
an association which has not 
been functioning since the 
start of World War II, and 
have applied for a_ state 
charter under the name of 
the Nassau & Suffolk Coun- 
Retail Hardware Asso- 
ciation. 

The stated purpose of the 
organization is to combat 
“promiscuous price cutting 
and other malpractices” by 
catalog and discount houses, 
garden centers and _ super- 
markets, and the alleged 
elling by some manufactur- 
ers and jobbers to industrial, 
ocial, fraternal and other 
organizations at lower prices 
than the suggested retail 
prices charged by regular 
retail stores. 

The Long Island dealers 
have also attacked the sell- 
ing of lawn mowers, garden 
tools, lawn furniture, plant 
foods, insecticides and sim- 
ilar hardware store lines by 
garden centers and farmers’ 
markets which operate on 


ties 


Sundays. While such_ busi- 
nesses are permitted to sell 
vegetables, flowers and 
shrubs on Sundays, the hard- 
ware dealers’ organization 
contends that it is illegal for 
them to sell hard lines on 
those days. 

The third meeting, held 
Oct. 21, at Neiderstein’s 
Restaurant, Lynbrook, L. L., 
was attended by 138 dealers. 

Harry Pearlstein, owner 
of the B. B. Hardware Store, 
Woodmere, L. I., who headed 
the organization when it be- 
came inactive, was elected 
president. 

Other newly elected officers 
are: Nat Damian, Midland 
Hardware Stores, Inc., Levit- 
town, L. I., 1st vice-presi- 


dent; Edwin Ornauer, Mer- 
rick Hardware, Merrick, 2nd 
vice-president; Murrav M. 


Pearlstein, Baldwin Hard- 
ware Co., Baldwin, treasurer; 


Viola K. Stieper, Baldwin. 
secretary. 
Directors are: Arthur 


Wright, Wright Hardware, 
(Continued on page 228) 
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Elmer J. Murray Appointed Sales Manager 
Of Bigelow & Dowse Co. Hardware Division 


Elmer J. 
appointed sales manager of 
the Hardware Div. of Bige- 
low & Boston, 
Mass., 

Mr. 
throughout 


Murray has been 


Dowse Co., 

wholesaler. 
Murray, 

the 


known 
United 





ELMER J. MURRAY 


States, was formerly vice 
president and Tools Div. 
sales manager of the Peck, 
Stow & Wilcox Co., South- 


ington, Conn. He has worked 


every town in every state at , 


least once with distributors, 


salesmen or independently. 


Experience at the retail 
level and his realistic ap- 
proach to retailer and dis- 


tributor salesmen problems 
has made Mr. Murray an 
annual part of many leading 
distributor groups and gen- 
eral sales meetings. 

He has worked distributor 
trainee and retail clerk 
schools effectively in addition 
to speaking at many group 
and annual state hardware 
association meetings. 

Twenty years of contact 
with Bigelow & Dowse has 
acquainted Mr. Murray with 
the firm’s operations so that 
he should quickly fit into the 
leadership of the company’s 
sales organization. 

Confident in the future and 
in anticipation of its new 


warehouse, Bigelow & Dowse 
is expanding its 


and sales departments. 


purchasing 


Stevens Heads Sales of 
True Temper Division 


Harold Stevens, formerly 
New England regional sales 


representative, has been pro 


moted to sales manager, 
Hardware Div. of the True 
Temper Corp., Cleveland, 
Ohio. 


Mr. Stevens, who has con 


siderable experience in the 





HAROLD STEVENS 


hardware field, will 
his duties in the company’ 
Cleveland . office on Dec. 1. 
Selection of his successor in 
the New England territory 
has not announced. 


assume 


been 


Brand Names Day—1954 
Changed to April 28 


April 28, 1954, is the new 


date selected for Brand 
Names Day —1954, it wa: 
announced by Henry E. Abt, 
president of Brand Names 


Foundation, Inc., New York 
The original date for thi 
had been 
week in 


annual conference 
set for the second 
April. The change was made 
to avoid conflict with retail 
ing and business activities 
planned during Easter week. 
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Manufacturers of Quality Brushes Since 1892 


DAVID LINZER & SONS, 


Inc. 


10-20 ASTOR PLACE, NEW YORK 3, N. Y. 
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News of the Trade——¥__— 


Electric Housewares Industry to Select 
The Outstanding Distributor of the Year 


In recognition of the key 
role of distributors in the 
sale of electric housewares, 
the industry as represented 
in the Electric Housewares 
Section of the National Elec- 
trical Manufacturers Asso- 
ciation will this year start an 
annual recognition award to 
the outstanding Distributor 
Of the Year. 

The award will be in the 
form of a plaque to be pre- 
sented at the annual conven- 
tion of the National Associa- 
tion of Electrical Distribu- 
tors. The first award covering 
1953 will be made at Conven- 
tion Hall, Altantic City, N. J., 
June 6-11, 1954. 

In order that all distribu- 
tors may be eligible, regard- 
less of size, the selection will 
be made on the basis of great- 
est contribution throughout 
the year to the continuing 
year round Industry Elec- 
tric Housewares Gift Cam- 
paign. The panel of judges 
will include notable figures 


from the merchandising, ad- 
vertising and _ publication 
fields. 


All distributors are eligible 
to enter. Electrical leagues 
and local electric housewares 
area committees and electric 
light & power companies also 
are invited to submit entries 
on behalf of distributors 
whom they know to have 
made worthwhile contribu- 
tions to the program. An in- 
dustry spokesman pointed out 
that sometimes distributors 
hesitate to make such an en- 
try on their own behalf. In 
this case their associates in 
the trading area can perform 
a public service by sending 
in an entry for them. 

Deadline for all entries is 
March 1, 1954. All entries 
should be sent to Distributor 
Contest Editor, Electric 
Housewares Section, Nation- 
al Electrical Manufacturers 
Association, 155 E. 44th St., 
New York 17, N. Y. No en- 
tries will be returned and 
all entries become the prop- 
erty of the Section. 

Entries should be as com- 
plete as possible. They can 
be in the form of an informal 
letter to the Contest Editor 
telling objectively what he 
and his organization have 
done to cooperate with the 
Industry Electric House- 
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wares Gift Campaign during 
1953. It is essential that the 
following information be in- 
cluded: (a) Name and ad- 
dress of distributor (b) Name 
of distributor people submit- 
ting the entry (c) Names of 
any other distributor people 
concerned with the entry or 
any part of it, with details 
of what each did, and their 
position with the firm (d) 
Names and addresses of deal- 
ers, electric light & power 
companies, electrical leagues, 
area committees and others 
outside the distributor organ- 
ization who participated (e) 
Complete details with ex- 
amples of supporting mate- 
rials such as newspaper ads 
and supplements; radio and 
television scripts; window 
display photos; direct mail 
pieces; counter cards; kits; 
bulletins; house organs and 
reports on meetings with 
dealers or others. Also any 
examples of materials which 
the distributor has inspired 
even though produced by 
others, such as a_ dealer, 
newspaper, radio station, etc. 





Nassau & Suffolk 
Group Reactivated 
(Continued from page 227) 
Manhasset; George B. Mal- 
loy, Malloy’s Hardware, Mal- 
verne;: Howard Ellis, Ellis 
Hardware, Islip; Dave Alper, 
Alper’s Hardware Store, Port 
Washington; Norman Apple- 
ton, Appleton 
Freeport; Lester 
Amityville Hardware, Amity- 
ville; Stanley Alpert, Alpert 
Bros. Paint & 


Friendly Auto Stores, Amity- 
ville. 





New-Aire Corp. Formed 
By Jay Broiler Co. 


The Jay Broiler Co., Long 
Island City, N. Y., has at- 
tained exclusive national 
manufacturing and market- 
ing rights for a_ portable 
room air conditioner which 
will be sold under the name 
Carti-Aire. 

A new corporation, the 
New-Aire Corp., has been 
established for production of 
the unit. 


1953 
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Schlafer’s, Inc., Wisconsin Dealer, Meets 
Price Competition With Special Statement 








When a “‘Bargain’’ Is Not a Bargain 


“When you buy on price, you can never be sure. It's unwise to pay 
too much, but it is worse to pay too little. When you pay too much 
you lose a little money — but that’s all. But when you pay too little 
you sometimes lose everything, because the thing you bought was 
incapable of doing the thing it was expected to do. The common law 
of business balance prohibits paying a little and getting a lot. It can’t 
be done. If you deal with the lowest bidder it is well to add some- 
thing for the risk you run — and, if you do that, you will have enough 
to pay for quality. REMEMBER-THAT QUALITY IS REMEMBERED 
LONG AFTER THE PRICE HAS BEEN FORGOTTEN”. 


S CHL AF E R F S eesea house of Brand Name Quality Merchandise. 








Shown above is the special statement in the form of a 

mailing or hand-out card which was prepared by Schlaf- 

er's, Inc., Appleton, Wis., dealer. The statement is the 

firm’s stand on quality vs. price in relation to paint and 
is offered to combat price competition. 


Price competition on paint 
is being met by Schlafer’s, 
Inc., hardware dealer in Ap- 
pleton, Wis., with a special 
statement to customers on 
why it is unwise to pay too 
little. 

Another way to combat 
low prices, suggested by 
K. M. Haugen, president of 
the firm, is to require manu- 
facturers to put the formula 
on their containers. 

The special statement pre- 
pared by Schlafer’s is printed 
on a card that is used for 
mailing or handing to cus- 
tomers. The card is entitled, 
“When A ‘Bargain’ Is Not A 
Bargain.” 

“The common law of busi- 
ness balance prohibits pay- 
ing a little and getting a lot. 
It can’t be done,” the card 
states. “If you deal with the 
lowest bidder it is well to 
add something for the risk 
you run—and, if you do that, 
you will have enough to pay 
for quality,” the card advises. 

Manufacturers of “better 
grades of paint are proud to 
place the formula on every 
can they make,” Mr. Haugen 
pointed out. 

Mr. Haugen stressed the 
fact that his company is “not 
afraid of this competition,” 
but that it is “a very costly 
experiment” for customers to 
buy and apply these paints 
and that this practice can 
“place the entire paint indus- 
try in bad repute.” He 
pointed out that the fur and 
seed industries were almost 


wrecked until labeling was 
required. 

“We understand some 
states have such a law (re- 


quiring statement about con- 
tents on the container) re- 
garding paint,” Mr. Haugen 
continued. “In order to make 
this really effective, it should 
be a national law. By mak- 
ing it so, I feel sure that the 
paint industry, the dealer 
and the distributor .can do 
themselves and our custom- 
ers a world of good,” he con- 


cluded. 


Barry Heads Sales For 
Robert H. Clark Co. 


David T. Barry has been 
appointed general sales man- 
ager of the Robert H. Clark 
Co., Beverly Hills, Calif. 

Mr. Barry was formerly 
sales manager of the Paint 
Brush Div. of the Rubberset 
Co. In his new capacity, he 
will supervise the sales pro- 
gram of Clark tools. 





DAVID T. BARRY 
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CAMPBELL-HAUSFELD 
SPRAY PAINTING OUTFITS 


AND 


NATIONALLY 
ADVERTISED 


Hardware dealers 
from coast to coast are 
cashing in on the na- 
tional advertising of 
Campbell-Hausfeld 


Spray painting outfits. pressure queen model no. 44 


Order them 
from your jobber. 
Show them in your 
_— department. 

our customers 
will buy them for 
ony, houses and 
arns, automobiles 
and tractors, lubri- 
cating automobiles 
and farm imple- 
ments, inflating 
tires, killing weeds, 
spraying poultry 
pens and live stock, 





Pressure princess 


model no. 1-C 
——- 







Four models attractively 
ree Precision built for trou- 
le-free, lifetime service. Stock 
and display them all. Complete 
inventory means steady turn- 


: over and good profits. 
pressure maid : 
model no. 50 


Ask your jobber salesman 
to show you this fast- 
selling big - volume line 
with the profit margin 
dealers like. Or write for 
catalog and price list 
giving your jobber's name. 


tankmobile model no. 5-W 


THE CAMPBELL-HAUSFELD CO. 


215 RAILROAD AVENUE HARRISON, OHIO 
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Freehoffer Heads Sales 
Of John Bean Sprayers 


William M. Freehoffer has 
| joined the John Bean Div. 
of Food Machinery & Chem- 








cooler, better drinks 


Plas-Tex “Long John” TV 
' \uKN Tumblers 
\\\ 20-02. for taller, 
vumett 





| 


WILLIAM M. FREEHOFFER 


Plas-Tex ; ; ical Corp., Lansing, Mich., 
Bar-B-Q Set ; / to head the sales staff foi 
One plate F é 
ielihi'c haa : the new John Bean line of 
13-0z. mugs small garden and home-type 

$5.75 sprayers. 

Mr. Freehoffer has more 
than 20 years experience in 
the hardware and garden 
supply field. He operated his 


PLAS-TEX 


fj 
( 





MOLDED ? PLASTIC own business for six years 
before stepping into the field 
of establishing dealer organ- 
izations for two national 

: : : firms. 
Priced Right-for Christmas Gifts. In his new position, Mr. 


Freehoffer will be directly 
responsible for the new small 
sprayer line placed in pro- 
duction this year. 


Save Time-—No Packing Expense. 
Increase Holiday Profits. 


Plas-Tex Salad Set 
in beautiful 
decorator shades 


$3.9 












| Plas-Tex Mixing 
; Bowls that pour 

without dripping 
| $3.75 


Plas-Tex 
“Long John’ 
Beverage Set 


$7.95 


i) ow oF cr > 


> Guaranteed by ™ 
Good Housekeeping 


* 
ras doveenseo 1H 


THE PLAS-TEX corp. 2525 military avenue, Los Angeles 64, Calif, 
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News of the Trade ; 


Mr. Freehoffer has st i 
that one of the major sales 
policies of the new line 
that it will be sold 
through distributors and | 
existing John Bean de 
organization. 





Riegel Textile Corp. 
Elects Reid to Post 


William E. Reid has been 
elected to succeed William E 
serry as executive vice-presi- 
dent of the Riegel Textile 
Corp., New York. Mr. Berry 
recently retired from active 
business. 

Van Court Andrews has 
been elected to Mr. Reid’s 
former position of vice-presi- 
dent and general sales man- 
ager, and Robert Poisson has 
been appointed assistant gen- 
eral sales manager. Mr. Pois- 
son was formerly manager 
of branch office sales. 





Elect Beach President 
Of Flexible Steel 


Milton B. Beach has been 
elected president and genera! 
manager, and John P. Ram- 
sey has been named vice- 
president and sales manager 
of Flexible Steel Lacing Co., 
Chicago, III. 

Mr. Beach has been a mem- 
ber of the company for 35 
years, 22 of which he served 
as vice-president. 


Display Combines Tools and Home Metal 


op wou Bee 

ery | nwwninuM ee op ; 

al el 
1) DELTAS IP - 





Power tools and home aluminum for the do-it-yourself 
market combined in a window display at the W. C. Heim- 
erdinger Co. store, Louisville, Ky., shown above, re- 
sulted in so many sales that three orders for the metal 
had to be placed within a few weeks. Store officials in- 
specting the window display are Charles Brinley, left, 


and W. W. Heimerdinger. 
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Never before-A PROFIT-BOOSTING 
PREMIUM LIKE THIS! 


a A 50¢ Value : 


Gry 


and the end of a Sylvania 4-Pack 


























Smart New Pattern Sensation... 
Sells more Sylvania Light Bulbs for You! 


Don’t miss this nation-wide premium sensation! Women shoppers from all 
over are sending in ends of Sylvania 4-Packs to get the pattern for this smart, 
double-purpose apron. So, push this profitable pattern offer and display Sylvania 
4-Packs NOW! Remember, there’s nothing for you to handle, Sylvania does 
all the mailing. 


Backed by National Ads and Colorful Display Material, too! 


You get a BIG kit of brilliant Point-of-Sale display material to remind your 
customers. Included are colorful Streamers, Counter Display, Tuck-in Cards, 
Shelf Talker, and a plan book showing you how to use this colorful display 
material . . . ALL FREE! National ads also tell your customers about this 
pattern premium in Good Housekeeping Magazine and Modes-Royale Pattern 
Book. For full details call your Sylvania Distributor or write today to: Sylvania 
Electric Products Inc., Dept. 3L-4911, 1740 Broadway, New York 19, N. Y. 


Roxanne, charming hostess 
of Syivania'’s big TV Show 
“Beat the Clock,"’ shown 
wearing her hostess apron, 





Showing the apron unsnapped as a utility apron. [Fovenenen 


» *SYLVANIA® 


LIGHTING - RADIO - ELECTRONICS - TELEVISION 


In Canada: Sylvania Electric (Canada) Ltd 
University Tower Building, St. Catherine Street, Montreal, P. Q 
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News of the Trade ——— 


National Bicycle Dealers Association 1954 
Convention, Trade Show Set for Feb. 14-17 


The 1954 annual conven- 
tion and trade show of the 
National Bicycle Dealers As- 
sociation will be held Feb. 14 
through 17 at the Jefferson 
Hotel in St. Louis, Mo. 

A modern bicycle store of 
tomorrow will be erected in 
the Crystal Room of the hotel 
and in the store hundreds of 
items most generally sold in 
retail bicycle stores will he 
displayed in the best mer- 
chandising arrangement, pro- 
viding an example of effective 
display selling. 

There will also be 37 reg- 
ular display booths on the 
mezzanine of the hotel; these 
booths will be available to 


manufacturers and _ distrib- 
utors on application. 
Regular sales demonstra- 


tions will be held, through 
the media of clinics, in the 
store of tomorrow during the 
run of the convention. Con- 
siderable space will be de- 
voted to the display of mod- 
els, hobbies, sales and service 
of hand and power mowers 
and key duplicating equip- 
ment. 

A feature added to the 
general agenda of the pro- 
gram will be a nane! discus- 
sion open to all dealers on 
Feb. 15. 

All bievcle dealers, whether 


NBDA members or not, are 
welcome and manufacturers 
and distributors of related 
merchandise are also invited 
to attend the convention. 
Complete information can be 
obtained by writing National 
Bicycle Dealers Association, 
Box 121, Wickliffe, Ohio. 


Elect Tveter President 
Of Service Tools Group 


Martin M. Tveter, vice- 


president and a director of 
Metal 


Duro Products Co., 





MARTIN M. TVETER 


Chicago, Ill., has been elected 
president of the Service Tools 
Institute. 


Mr. Tveter has been asso- 
ciated with Duro Metal Prod- 
ucts since 1920 and is widely 
known throughout the hand 
tool industry. He succeeds 
J. G. Geddes, president of 
H. K. Porter, Inc., Somer- 
ville, Mass. 

The Service Tools Institute 
comprises more than 60 man- 
ufacturers of mechanics’ 
hand tools. 





Home Builders Show Set 
For Chicago, Jan. 17-21 


The 10th Annual Conven- 
tion and Exposition of the 
National Association of Home 
Builders will be held Jan. 
17-21, 1954, in Chicago, IIl. 

Exhibits will be located at 
the Conrad Hilton Hotel, as 
in the past, and also at the 
Sherman Hotel. All exhibit 
space has been sold out and 
there will be nearly 300 
firms exhibiting. 





Livingston Appointed 
By Treglown Co., Inc. 


Ralph Livingston has been 
appointed a sales representa- 
tives for the Treglown Co., 
Inc., Fanwood, N. J., North 
American distributor of 
Holt’s Loy metal mender. 

Mr. Livingston, who will 
make his headquarters in 
Boston, Mass., will cover the 
New England territory. 


Damas Hardware Co. in New Building 





The Dumas Hardware Cw. San Antonio, Tex., wholesaler, has recently moved into a 
new building, shown above, at 528 Sixth St. The new building contains four offices, 
reception room, sample room, lounges and warehouse, totaling 7,000 sq. ft. of floor 
space. With the exception of the warehouse, the modern building is completely air- 
conditioned. The metal lath plastered interior walls are painted in various color com- 
binations, doors and cabinets are of natural birch throughout. 
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Black & Decker Names 
Fehsenfeld, Gutman 


Albert S. Fehsenfeld has 
been named branch manager 
Tex., 


sales 


for the Dallas, 





ALBERT 8S. FEHSENFELD 


and service branch and Car! 
G. Gutman has been appoint- 
ed branch manager for the 
Indianapolis, Ind., sales and 





CARL G. GUTMAN 


service branch of the Black 
& Decker Mfg. Co., Towson, 
Md. 

Mr. Fehsenfeld had been 
branch manager of the In- 
dianapolis branch since Jan- 
uary, 1952. He has been in 
sales work with the company 
since 1937. 

Mr. Gutman, who has been 
named to the position for- 
merly held by Mr. Fehsen- 
feld, started as a service en- 
gineer with Black & Decker 
in 1943. He became a sales 
representative for the com- 
pany in 1948 and was located 
in the Syracuse sub-branch 
until his recent promotion. 





Rice Moves in Wisconsin 


The Rice Pump & Machine 
Co. has moved from Grafton, 
Wis., to 400 Park Ave., Bel- 
gium, Wis., where it has 
tripled its former floor space 
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FOR SURE FIRE PROFITS— 


stock EVEREDY’S — 


sparkling line of | 4 
traffic-building Housewares! | 





Durable fry-piece with many | 
uses. Fries bacon flat— 
dries it on side apron while 
eggs fry. Catching on fast | 


with American home-makers. | 
Gift boxed. 


A staple utensil in over 


1,000,000 homes! Does small 

baking jobs quickly—on top 

of the stove. Popularly 

priced for volume 

sales. Gift boxed. 9 00* \ Good Housekee 
oe? 


Gleaming service piece with 
crystal glass base. Keeps 
cakes, pies and pastry fresh, 
moist and tasty. Unbeat- 
able gift suggestion for 
every occasion. Gift boxed. 


™. REG. APP. FOR 


Priced way 
below ‘‘electrics”’ 

—works just as fast. 
Pops 2 quarts to fluffy goodness 
in just 6 minutes. No shaking or 
burning. Gift boxed. 


NATIONALLY ADVERTISED 
The Everedy name hits 7,500,000 
home-makers month after month. 
You'll get steady calls for all 4 items. 


SHIPPING AND DISPLAY 
GIFT BOXES Sturdy, printed cartons for 


each product gives you added sales push on Everedy. 








PHONE YOUR JOBBER TODAY OR WRITE DIRECT... | 


The EVEREDY~@, 


FREDER 


WORLD'S LA 


= 


RGEST MAKERS OF 


MARYLAND 


CHROME KITCHEN UTENSILS 
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meet the U. §. ROYAL family— 
customers trust these famous labels. . . let 
them help you sell ironing board covers of 


ASBESTON” 


Consumers all over the country have been buying products 
labeled U. S. Royal for years, over and over again. This 
famous label of United States Rubber Company has rolled up 
billions of dollars worth of sales in all kinds of products 

for the family and home. 





Why this wide acceptance of “‘U.S.’’? Because women 
know that quality, dependability and long service are the 
‘“‘must”’ ingredients that stand behind every U.S. Royal label. 


Take advantage of this tradition of quality— let it sell 
ironing board covers of U.S. Royal Asbeston for you, too. 
Over five million women have already bought ironing board 
covers of U.S. Royal Asbeston. Asbeston, plus the trusted 
U.S. Royal label means a big selling story for you. 


Manufacturers who use Asbeston: 


Tex-Knit— Textile Mills Co. 
Presco— Pressing Supply Co. 
Coronet— Worcester Felt Pad Corp. 
Gen-Tex— General Textile Co. 
Hemlast— Gustin-Kramer Co. 
tronees— The tronees Co. 

Kaliko— Notion Access., Inc. 
Prime—H. Lorch and Co., Inc 
Revelation—Gibraltar Household Prod. Co., Inc. 




















Ls. oy ony US KG 
\o RX FoaM/ 4. onl, 





This cover is made of 


USROvAL 
ASBESTON 


The hy 
: f jome-sate Asbestos Fabric 
F] oS 


UNITED STATES RUBBER COMPANY 


Rockefeller Center, New York 


© 
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Sure they are 


Chri : 
—and how! But hristmas sales items 


their sale 

»s 
fade away after the 
over. These 


twelve month 






ll “ppeal doesn't 
hristmas sales season is 
WO sure fire sellers kee 






p selling 
ar. Stock them 







—display 





m turn store 


traffic into dollars jn your bank 






® 
soem America’s Finest 
Step-on Container 


With more exclusive sales- 
making features than any 
other container. Larger ca- 
pacity . . . modern squared 
design . . . the aluminum in- 
ner container cannot ever 
rust, chip or peel , . . the lid 
stays open automatically— 
step on it to open—step on 
it to close; carrying handle. 
Four beautiful finishes 

smooth rounded corners for easy cleaning. . . 
Koroseal trim... no spring trippers or gadgets 
to get out of order. Show them and they sell. 


er ——— 


6: hone, 











Sy ee 4 
1 





zt 
; pike 
LEISURE CHEST) Sas 


The chest with multi uses in and out 
of the house. Keeps food and bever- 
ages hot or cold for hours. It's a must 
for many outdoor uses, but just as val- 
uable inside the house. Easy to carry 
. distinguished beauty . . . nation- 
ally advertised . . . available 
in four sales proven finishes . . 
individually cartoned . automatic lock- 
cover handle and priced to sell. 





Anothte 


METALCRAFT 


For complete information and prices 
ask your jobber or write direct. 


METALCRAFT MANUFACTURING CORPORATION 


1025 FIRESTONE BLVD. ° MEMPHIS 7, TENN. 
also makers of 
% MAGITWIRL Spice holder x MAGITWIRL Condiment Holder 
% MAGITAINER Aluminum Waste Baskets 
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News of the Trade — 


Colson Corp. Promotes Mr. Roloson, in his new 
Glass to President position, will direct the sales 
: - activities for the Luther 

J. Edgar Glass has been chain saw. He will also be 
promoted to president and josnonsible for organi ing 


general manager of the Col- the nation-wide sales distri- 
bution program to handle the 
chain saw and_= subsequent 
lines of Luther manufactured 
equipment, 


Name Anson, Davidson 
Nesco Regional Heads 


Vince Anson, former dis- 
trict sales manager for 
Nesco, Inc., Milwaukee, Wis., 
has been named manager of 
the company’s entire central 
region with headquarters at 





J. EDGAR GLASS 


son Corp., Elyria, Ohio. He 
Neely Powers who 
remains a director of the 
company serving in an ad- 
visory capacity. 

Mr. Glass joined 
two years after graduating 
Ohio State University 
and served for several year 
southwestern 
representative. He later be- 
came assistant to the presi- 
dent, and in successive ad- 
vancements, executive vice- 
president, general manager 
and executive vice-president, 


succeeds 


Colson 


from 





VINCE ANSON 


and now president and gen- 
eral manager. 


Luther Corp. Appoints 
Roloson Sales Manager 
Gray Roloson has been ap 
pointed sales manager of the 
Luther Corp., Williams Bay, 





Wis. With the company 15 
years, Mr. Roloson was for- 
merly associated with Scin 


tilla Magneto, a division of 
the Bendix Aviation Corp., 
Sidney, N. Y. 


LLOYD DAVIDSON 


the tirm’s Granite City plant 


At the same time, the com 


pany announced that Lloyd 
Davidson, former district 
ales manager, has _ been 
named manager of the com 
pany’s entire eastern region 
with headquarters at 279 
Kifth Ave., New York City 
lowa Firm Expands 

The Iowa Store Fixture 


Co., Des Moines, Iowa, will 
expand its activities to 1 

clude national distribution 
The firm has been operating 
exclusively in Iowa. 





GRAY ROLOSON 
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HARD’ 


PROFIT-PACKED 


Glectresteem 


DE LUXE THERMOSTAT CONTROL 


n hi ew 
't the sales 
ie = Luther 
rill also be 





organi ng 
ales di tri- 
handle the 
subseq ient 
nufactured 





vison FULL AUTOMATIC CONTROL 
mer i for any electric heater 


ikee, Wis., 
anager of 


AT A PRICE THAT SELLS! 


Accurate, Economical, Carefree Heat Control 


ire central 
uarters at 


Kivery owner of an electric space heater is a prospect 
for a profit-packed sale! Saves electricity, regulates 
room temperature as desired—pays for itself. Works 
perfectly with any portable electric heater. Performs 
just like the costliest thermostat built into central heat 
ing systems—yet is completely portable and inexpen 
sive (no special wiring required). To use, just plug into 
A.C. electrical outlet, set the dial for desired tempera 
ture (control range 50° to 90°, with differential of 114 
to 2° F.), plug heater into special adapter plug, and 
have perfect automatic control of the heat output. No 
need ever to disconnect heater plug at night 





SELL THESE OUTSTANDING ELECTRESTEEM THERMOSTAT 
ADVANTAGES: simple portable, plug-in installation (no 
expensive wiring or relays); complete carefree auto- 
matic convenience (set it, forget it for dependable tem 


IN DE LUXE A DISPLAY ON perature control); saves money, pays for itself (no more 
wasted heat or electricity—heater is on only when 

MODEL W YOUR COUNTER needed); outstanding appearance (smooth, sleek, unob 

In Ivory Plastic WILL MOVE THEM trusive beauty —“‘goes”’ harmoniously with any room 

setting). Yes, you can sell these advantages to every 

110-125 volts, IN BIG VOLUME owner of portable electric heater. Make real money 


AC only 
1650 watts 









with the fast-selling ELECTRESTEEM deluxe THERMOSTAT. 





hang it up— 
plug it in— 

SET IT— 
FORGET 
IT! 


RETAIL PRICE, ONLY $§295 
Priced Right to Sell Fast—and YOUR MARKUP IS RIGHT! 
ORDER TODAY! STOCK THEM! DISPLAY THEM! 


(complete descriptive literature on request) 





5ON 


IDEAL FoR USE WITH THE 


Electresteem Portable Electric Steam Radiator 


ity plant 








the com 

‘ Lloyd 

gf nee No fire hazard ¢ No fumes 

as been SAFE STEAM HEAT No exposed elements ¢ No noise 

the com N ini : 

i: cone FROM ANY WALL PLUG! | N° Piping « No wiring 
at 279 No worry e No attention 

wee Une SELL THE WORLD’S FINEST SUPPLEMENTARY 

is ROOM HEATER—IT’S PROFIT-LOADED! Order from 

your wholesaler 

Fixture —if he can’t supply, 

»wa, will order direct, giving whole- 


2s to in- ger. 8-Section, $39.95 Seller saler’s name for shipping and 
sribution B 10-Section, $44.95 Seller billing through him. 


pers ELECTRIC STEAM RADIATOR CORP., 1 Electric Avenue, PARIS (Bourbon County), KENTUCKY. 
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HAS THE 


WINNING 
“COMBINATION 
To 


FREE 









OF EXTRA COST 


METALOID 
MATCHING STOVE 
AND UTILITY MAT 
(17” x 19” - $2.19 value) 


with the purchase of 
Metaloid's popular deluxe 
upholstered step-stool. 












INCREASE 


step stool 
sales and traffic 





Decorator-matched color and 
design for the modern kitchen. 
Mat protects stove and table 
tops. In wanted colors; red, 
yellow and gray. 


Safety designed Metaloid up- 
holstered step stool with 
“Swing-Ezy" step action takes 
all prizes as a safe, sturdy 
rubber-treaded ladder or a 
handsome stool. Matching col- 
ors in red, yellow, and gray. 
Upholstered in easy-to-clean 
pearlized Duran. 

Stools available also in pearl- 
ized blue and solid black. 


Newspaper mats and traffic stop- 
ping window posters available. 


Offer expires December 31, 1953 


Phone or wire your wholesale distributor or contact 


8701 UNION AVENUE 
CLEVELAND 5, OHIO 





236 











Hood Re-Elected To 
Board of Washburn Co. 
Nelson Hood has been re- 


elected to the board of direc- 
tors and was also elected a 





NELSON HOOD 


vice-president of the Wash- 
burn Co., Worcester, Mass., 
at the quarterly meeting of 
the board. 

Mr. Hood, who joined the 
company in 1917, has also 
been appointed manager of 
the Rockford Div. and the 
western district of the com- 
pany. 

From 1925 to 1929 he was 
manager of the firm’s Cana- 
dian plant at Watford, On- 
tario. After that he man- 
aged a Chicago division of 
the company. In 1931 he 
was transferred to Worces- 
ter and took charge of the op- 
erations of all Androck 
plants. 


Scott-Atwater Appoints 
Rapids Distributing Co. 


The appointment of the 
Rapids Distributing Co., Wis- 
consin Rapids, Wis., as ex- 
clusive distributor of Scott- 
Atwater outboard motors, 
parts and accessories, has 
been announceed. 

The newly-appointed dis- 
tributor will serve all of 
Wisconsin, except six west- 
ern counties, and also most 
of the Upper Peninsula of 
Michigan. 


a 


Name Faesy & Besthoff 


Faesy & Besthoff, Inc., New 
York, has been appointed 
exclusive sales agent for 
Wizard brand sheep and cow 
manure. The Pulverized 
Manure Co., who manufac- 
tured Wizard brand, has dis- 
posed of its plants and it is 


HARDWARE 


News of the Trade 


now being manufactured by 
the St. Louis National Stock- 
yards Co., East St. Louis, IIl. 





Arvin Industries Names 
Cameron District Head 


Alexander Cameron, Jr., 
has been appointed district 
manager for Los Angeles and 
southern California for Arvin 
Industries, Inc., Columbus, 
Ind. 

Mr. Cameron, who succeeds 
Elmer C. Jorgensen, was 
formerly western regional 
sales manager for the Crosley 
Corp. 





M. Blunt Heads Sales 
For Wen Products, Inc. 


Miles Blunt has been ap- 
pointed sales manager for 
Wen Products, Inc., Chicago, 
Ill. 

Mr. Blunt was for many 
years associated with the 
Red Devil Tool Co., Irving- 
ton, N. J., and is now presi- 
dent of the Black Panther 
Tool Co., Milwaukee, Wis. 
The majority stock of Black 
Panther was acquired by E Z 
Paintr Corp., of Milwaukee, 
about a year ago. 

Mr. Blunt and his son, 
John, will remain on _ the 
board of directors of Black 
Panther and will continue to 
support the company in 
every way possible. 





MILES BLUNT 


Mr. Blunt moved his head- 
quarters to the new Wen 
Products factory at 5806 
Northwest Blvd. 


Bo-Spa Acquires Firm 

The Bo-Spa Mfg. Co., Au- 
burn, N. Y., has taken over 
the manufacturing facilities 
and personnel of the Central 
New York Foundries, Inc., 
Manlius, N. Y. 
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——_———— News of the Trade 


Gale Products Appoints 
Fenton Sales Manager 


Frank S. Fenton has been 
appointed sales manager of 
Gale Products, Galesburg, 





FRANK 8S. FENTON 


lll. He was formerly eastern 
district representative for 
the Johnson Motor Co. 

Mr. Fenton succeeds John 
B. Robertson, who has been 
named sales manager of the 
R P M Mfg. Co., Lamar, Mo. 
Gale Products, Johnson Mo- 
tor Co. and R P M Mfg. Co. 
are subsidiaries of Outboard 
Marine Mfg. Co. 





Thor Corp. Appoints 
DuBois and Chalfont 


C. D. DuBois and Paul 
Chalfont have been appointed 
to new positions in the sales 
department of the Thor 
Corp., Chicago, IIl. 

Mr. DuBois, formerly Thor 
western division sales man- 
ager, has been named na- 
tional account sales manager, 
and will assume supervision 
of the B. F. Goodrich ac- 
count. 

Mr. Chalfont, formerly as- 
sistant to Mr. DuBois, has 
been named Thor western 
division sales manager. 





Sargent & Greenleaf 
Buys Hardware Lines 


Sargent & Greenleaf, Inc., 
Rochester, N. Y., has pur- 
chased the hardware lines of 
the United Specialties Mfg. 
Co., Haddam, Conn., it was 
announced by Harry C. Mil- 
ler, president of Sargent & 
Greenleaf. 

United Specialties was 
founded in 1912 in Canada, 
and shortly thereafter moved 
to New York City, where it 
was located until 1945, when 
it was moved to Haddam. 
The firm, a manufacturer of 





builders’ hardware items 
since its inception, will con- 
tinue to manufacture unre- 
lated products, according to 
E. J. Sibley, president. 





Blood Heads District 
Sales For Two Firms 


Charles B. Blood has been 
appointed southeastern sales 
manager of the American 
Mat Corp. and the D. W. 
Moor Co., both Toledo, Ohio. 

Mr. Blood previously served 
as a territorial manager for 
the two companies. In his 
new position, he will cover 
the states of North and South 
Carolina, Alabama, Georgia, 
Florida and Tennessee with 
the complete lines of floor 
matting of the two firms. 


Bolick Named Division 
Manager for Lowe Bros. 


Sidney Bolick has _ been 
named division manager for 
the western New York state 
area of the Lowe Bros. Co., 
Dayton, Ohio. 

Mr. Bolick joined Lowe 
Bros. as a sales representa- 
tive in Oakland, Calif., sev- 
eral years ago. Prior to his 
present promotion, he served 
as a trade salesman in West 
Central Ohio. 

In his new position, Mr. 
Bolick will direct the sales 





SIDNEY BOLICK 


of Lowe Bros. and Kem 
Products through distributor 
organizations in Buffalo and 
Rochester, N. Y. 





Mastic Tile Appoints 


Ray C. Seitz has been ap- 
pointed a sales representative 
for Mastic Tile Corp. of 
America, Newburgh, N. Y 
He will cover North and 
South Carolina. 
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All Purpose 


Yes, Pemsco’s Food Car- 
rier is a combination of 
many features that the 
housewife has wanted and 
needed for a long time. 
This item is outstanding 
in gift appeal for showers, 
parties, weddings and 
holidays. Beautiful “‘hand- 
decorated’’ Flowercraft 
design. Can be used as a 
cover, tray, carrier for 
pies, cakes, hot dishes or 
other food items to out- 
ings, par- x 
ties etc. Re- 2.95 


tails for only 





——— 
t ——_ 
i 
. A 
. — 
a {a 
» 


Mag-Rack 
Sturdy, well constructed, inex- 
pensive magazine rack that fits 
well into any room of the house. 
“Hand-decorated” Flowercraft 
design. Colors are: Ebony, Rose, 
Green and 
White. 

Retails for 


2.95" 


Pemesea 


Beautiful 





FOOD ‘oun COMBINATION 





NOW in CHROME! 


Pemsco’s ‘*Chrome”’ 
Food Carrier does not 
smear, shows no finger 
smudges, gives Chrome 
a new appeal. Rich and 
beautiful in design, 
Pemsco’s Chrome Car- 
rier will be outstanding 
in sales 


appeal. * 
Retails - 


for Only 





BRUSH HOLDER 
“hand - decorated” 
brush holder with built-in cleans- 
er shelf. No-rust drip pan, long 
handled brush. 


1.95" 


Retails for 


SPrices slightly higher in western states 


ORDER FROM YOUR 
JOBBER TODAY 





PEORIA METAL SPECIALTY COMPANY 





Decorated WActalware 


2507 $. Washington St. 
PEORIA, ILLINOIS 





















































































News of the Trade - 
RIGHT . ox 
CONTACT RE BRIEFS F 
FOR ELECTRICAL SUPPLIES (Continued from page 226) ing. The new store is owned ee 
Hickman Hardware Store PY William Campbell, Russell Har iwai 
from Hal and William Hick- Vi!mhoff and William Shot- --plggumee 
man. The sale will be effec- ‘ell. the cou 
ith diti f- tive Jan. 1, 1954. Mr. Head- - hou * be 
with a tradition o ley has been a salesman for /everly, Mass.—Max Wein- os : a 
DEPENDABILITY Indianapolis firms, covering berg has purchased the Ran- tg 8 
central Indiana, for the past toul Hardware Store, 311 ae a 
several years. Rantoul St. terior 1 
sesiaitia displays. 
Stuart, Neb.—Serafin Erg- Glenwood, Minn.—Charles by Mrs. 
‘ HEAVY DUTY EXTENSIONS ler has closed out his stock @: Johnson has opened a vey King 
* with molded-on of hardware at public auction Marshall - Wells Store on 
attachments and is retiring from business Franklin St. Coffee and do- Santa 
 ... in 17 sizes and lengths after owning a hardware "Uts were served during Donald I 
+ from 10 to 100 feet of Type S store on Main St. for 18 pening day. Sheabay 
| or SJ rubber jacketed service years. = anaes angle He 
+» cord. Every component part is ve Denison, Tex.—Ted Ellison ebrated 
‘ MOOR POLISHERS, PROM. Ripon, Wis.—Fred W. Kohl has purchased Ellison's Gifts sary of 
TORS, OUTDOOR LIGHTING recently celebrated his 50th © Hardware, 1728 W. Mor- store at 
-_ LAWN EQUIPMENT, etc. year in the retail hardware ton, from his father, J. F. ss 
, business. He began his career Ellison. Hoqui 
oe ; with the Barlow-Seelig Hard- Hardwai 
ware store, which was in the Elwood City, Pa. — The its gran 
— NEW ROYAL NO.2 same location where the Kohl Cartwright Hardware Co. tensive 
—— WIRE DEAL ——— Hardware Co. store stands has sold its stock and fixtures same ti 
Ws | 1500 feet of 5 today. Refreshments were and has gone out of business. 
every - day served at the store during 
“wire types in the celebration of the occa- Moscow, Idaho—A_ Coast- Dazey ‘ 
aca anedil _— to-Coast store has been opened Miller 
steel display a ___, recently by Clyde R. Elliott 
with bolletn mlay, Mich.—The Courter at 507 S. Main. Mr. Elliott L. J. I 
wire cutter. Hardware, owned by R. N. has had hardware experience vice-pre: 
Courter for more than 30 since 1945 in Lakeview, Ore., manuf: 
vears, has gone out of busi- with Coast-to-Coast and Mar- Corp., § 
ness. Mr. Courter has an- chall-Wells stores. compan} 
nounced his retirement from Mr. M 
active business. = 1947 as 
a is the new manager of Mor- has a | 
Princess Anne, Md.— The an’s Hardware. Mr. Landrith years of 
Farmers Supply Co. hard- js an experienced hardware cating 
ware store on Antioch Ave. man, having owned his own housewa 
suffered considerable damage store in Wynoka, Okla. 
in a recent fire. The paint 
and oil-fed blaz 7. y 
and oil-fed bare dowroved — Eldora, Iowa—John Beke. Acme / 
stock. The store is owned by ™e!er has purchased the in- To Mar 
Farl Warwick and Sidney B. terests of Wayne Welch and LA 
Miller is now the sole owner of the to dhe 
CORD SETS Tull & Probasco Hardware — 
° the s 
Attractively Massillon, Okio—The Blum “* **°*- oe 
Supply Co.’s retail hardware 
Packaged and supply store, 425 Erie St. Henderson, Nev. — Con- 
ati EASY TO SELL! N., recently held its grand struction has been started by 
Feeney > opening. Richard Hilliard is George Campbell and Art 
Good Housekeeping the store manager and he will Espinosa on a hardware store 
48 soeanate he assisted by Don Sumser. £0 be erected on Market St. 
The building will be 35x75 
THRU YOUR WHOLESALER ; ft. and is expected to be 
Naples, N. Y.—Loring yeady later this month or 
. y French, of Dryden, has PUr- early in December. 
WIRE + FUSES chased a hardware store in 
CORD SETS + WIRING DEVICES this city. Springdale, Ark.—Clarence 
DECORATIVE CHRISTMAS LIGHTING Ely, formerly of Fort Smith, 
Florence, Ky.—The Flor- is the new owner and man- 
ROYAL ELECTRIC COMPANY, Inc. ence Hardware & Appliance ager of Gamble’s, a hardware 
Pawtucket - Rhode Island store, located on US 25-42, and appliance store opened 
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Obion, Tenn. — The Obion 
Hardware Co., one of the old- 
est business establishments in 
the county, held an open 
house recently to mark the 
completion of a remodeling 
program. The 50-year-old 
firm has a new, modern front 
and a completely remodeled 
interior with semi-self-service 
displays. The store is owned 
by Mrs. H. T. King and Har- 
vey King. 





Santa Barbara, Calif. — 
Donald B. Doane and Richard 
Sheabay, owners of the Tri- 
angle Hardware, recently cel- 
ebrated the second anniver- 
sary of the opening of their 
store at 3005 State St. 





Hoquiam, Wash. — Simons 
Hardware & Appliance held 
its grand opening after ex- 
tensive remodeling. At the 
same time it celebrated its 


Dazey Corp. Elects 
Miller Vice-President 


L. J. Miller has been elected 
vice-president in charge of 
manufacturing for Dazey 
Corp., St. Louis, Me., by the 
company directors. 

Mr. Miller joined Dazey in 
1947 as plant manager and 
has a background of many 
years of experience in fabri- 
cating and manufacturing 
housewares. 


Acme Appoints Schmidt 
To Managerial Post 


L. A. Schmidt has been ap- 
pointed district manager of 
the south central district for 





L. A. SCHMIDT 


HARDWARE AGE 








tenth year in the city. The 
store is owned by George 
Simons. 

New Philadelphia, Ohio— 


The name of the former Jim 
Brown store on N. Broadway | 
has been changed to Tuscora | 
Hardware, Inc. 





Arcade, N. Y.— Rosier | 
Hardware, Inc., has opened 
its new 1,400 sq ft addition. 
The 80x17 ft building is lo- 
cated adjacent to the present 
store quarters on the East 
side. The company i3 owned 
by Rex and Clara Rosier and 
their two sons, Seymour and 
Hayden. 





Heron Lake, Minn. — The 
L. L. Hager hardware store 
has recently reopened. The 
former store had been de- 
stroved by fire in January of | 
this year. | 


Acme Quality Paints, Inc., 
Detrict, Mich. He will also 
be in charge of all operations 
in Indiana, Illinois, Ohio, 
western Pennsylvania, Ten- 
nessee, Kentucky and West 
Virginia. 

Mr. Schmidt, who will 
maintain headquarters in 
Louisville, Ky., has been as- 
sociated with Acme _ since 
1944 and has spent most of 
his business career in the 
wholesale and retail paint 
field in the South. 


Ekco Products Co. Buys 
Bocaroy Mfg. Corp. 

Ekeo Products Co., Chi- 
cago, Ill., has purchased the 
3ocaroy Mfg. Corp., El 
Monte, Calif., and is manu- 
facturing the Bocaroy dis- 
appearing clothesline under 
the Ekeo trademark. 

The Bocaroy factory in the 
Los Angeles suburb is being 
operated as a separate man- 
ufacturing division with 
shipments being handled | 





from the Ekco plant at near- | @ 


by Whittier, Calif. National | 
distribution is being set up 


through Ekco’s regular | 
housewares distribution | 
channels. 
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X Clean, Safe Sidewalks 


~ BUILD 
=> STORE 
— = TRAFFIC! 


Use and Sell 
g STERLING Auger-Action ROCK SALT! ~~ 


% Bring in More Customers and 
o Extra Profits This Winter 


VLDL AVAN\NWNSS 


MAKE THE WEATHER WORK FOR YOU — not 
against you. When a storm ties up the town, use 
STERLING Auger-Action ROCK SALT yourself. A 
clean sidewalk looks like a safe haven to harassed 
shoppers. Actually, it’s a wonderful chance to at- 
tract mew customers who, in fair weather, would 
continue to patronize your competitor. 

And, of course, that’s the time to sell them 
STERLING Auger-Action ROCK SALT, too. Fea- 
ture two 10-lb. bags at a unit price—one for side- 
walks and driveways, the other for the family car 
—to provide instant traction in snow or on ice. 

So order your STERLING Auger-Action ROCK 
SALT now. Be prepared when the first storm hits! 
Posters on your windows. Stack-displays inside. A 
perfectly timed tie-in with STERLING weathercasts 
over 33 radio stations before and during every 
winter storm. Use Sterling! Sell Sterling! When 
the weather's bad—it’s good business! 


STERLING 


AUGER-ACTION 


ROCK SALT 





©> INTERNATIONAL SALT CO., INC. —— 
\ DEPT. H, SCRANTON 2, PA. ee 

C] Please send me free display material for STERLING 
¢ Auger-Action ROCK SALT. 


‘ () Please have your representative contact me. 








Name 

Store Name 

Street Address — — havea : “I 
a Zone State bth 


%. 
tS gh er et mo 
hoe" SARE SEE, 
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POLISH UP YOUR PROFITS} 


with the 





ALL-PURPOSE ELECTRIC | 
| 
| 


POLISHER 


and 


SCRUBBER 


And Work Saver for 
the Whole Family 










neuer Cy ~~” o 


Guarantee by 


S_- 


A / NOW! 


In This Handsome 


STORACHEST 


Watch your customers flock around 





this new and colorful way of buy- 
ing an Electric Floor Polisher. This 
beautiful blue and white chest, 
with its red velour lining will be 
the center of attraction in your 
store. It catches the eye and 
makes them buy. Not only is it 
ideal for all-year-round gift buy- 
ing or family purchase, but the 
sturdy chest can be used after- 





wards for permanent storage of 


Polishes Autos 


the entire unit. 


NATIONALLY ADVERTISED 
eIT SCRUBS FLOORS 


Cleaner than ever before 


,° IT WAXES AND POL- 
ISHES FLOORS To a pro- 


fessional gleam 


eIT BUFFS FURNITURE, 
COUNTERS, ETC. Makes 


them look like new 


e IT SIMONIZES CARS Does 
all the hard work. 


© IT SANDS Cleanly and 
Smoothly 


e IT DRILLS Wonderful | 
for the home workshop 


ASK YOUR JOBBER OR WRITE 
US FOR FULL DETAILS 


THE SHETLAND COMPANY, INC., LYNN, MASS. 
240 
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Keil Lock Names Gregg [nc., Chicago, IIl., in Georgia, 


In Ohio and Michigan 


Geo. A. Gregg, 


Detroit, 
Mich., has been named to tories, 


Alabama and Mississippi. He 
has also been named to rep- 
resent Scott Radio Labora- 
Inc., and Candace, 


represent the Keil Lock Co., [ne., both in Chicago. 





GEORGE A. GREGG 


Inc., : 
handling its complete line of 
key duplicating machines, 
key blanks, locks, latches, 
inquirers’ and locksmiths’ 
supplies. 

The Gregg firm, headed by 
George A. Gregg, will cover 
Ohio and lower Michigan for 


Keil. The representative 
maintains headquarters at 
17134 Wyoming Ave., in 
Detroit. 





Molly Corp. Appoints 


| Perry in Virginia 


Coleman R. Perry, of the 
Perry-Walker-Barr Co., 
Nashville, Tenn., has been 
appointed to represent the 
Molly Corp., Reading, Pa., 
in the state of Virginia. 

Mr. Perry succeeds the 
late Elam Hershey. 





_L. W. Reynolds Forms 
| Agency in Atlanta, Ga. 


Lewis W. Reynolds has be- 
come a manufacturers’ rep- 
resentative and has formed 
his own organization, Lewis 
W. Reynolds, Inc., 2957 Hard- 
man Court, N. E., Atlanta, 
Ga. 

Mr. Reynolds’ firm will 
specialize in power tools, wir- 


| ing devices and electronics. 


He has been named to repre- 
sent Portable Electric Tools, 


Charlestown, N. H., 


————2 


Phoenix Table Mat Co. 
Names Three Companies 


The Phoenix Table Mat 
Co., Chicago, IIl., has ap- 
pointed three firms to repre 
sent it in eastern and south- 
eastern states. 

The W. S. Owen Co. will 
cover New York state; the 
I. F. Moulton Co. will travel 
the New England states, and 
the L. P. Thyrring Co. will 
cover the southeastern states. 

The three representatives 
will operate under the direct 
control of Alex J. Kasten, 
sales manager of Phoenix’ 
eastern division, with head- 
quarters at 286 Fifth Ave. 
New York City. 


Douma to Represent 
Flambeau Plastics 


George M. Douma, Grand 
Rapids, Mich., has been ap- 
pointed to represent the 
Flambeau Plastics Corp., 
Baraboo, Wis., in Michigan 
and Toledo, Ohio. 

Mr. Douma, who main- 
tains headquarters at 1453 
Lake Grove Ave., in Grand 
Rapids, was formerly sales 
manager of the John Oster 
Mfg. Co., Racine, Wis. He 
recently announced the open- 
ing of his own business as 
a manufacturers’ agent. 





GEORGE M. DOUMA 
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NEWS OF 


MANUFACTURERS’ AGENTS 








Acme Golf & Tackle Co. 
Purchased by Martin 


The Aeme Golf & Tackle 
Co., Los Angeles, Calif, has 
been purchased by Don Mar- 
tin, former West Coast man- 
ufacturers’ representative for 
golfing merchandise, 

Ix. D. Siddall, former presi- 
dent of the company, will now 
concentrate on the sales pro- 
motion of door operating 
equipment. 





Lowe Bros. Co. Holds 
Sales Conferences 


The Lowe Bros. Co., Day- 
ton, Ohio, recently held a 
week-long series of confer- 
ences for district and sales 
managers of the firm’s six 
district areas. 


District officials present 
for the conference were: 
T. H. Hollimon and M. L. 


Fontenot, Atlanta, Ga.; J. A. 
Roden and J. R. Desjardins, 
Boston, Mass.; A. B. Benson 
and W. T. Conners, Chicago, 
Ill.; J. H. Bucher and J. T. 
Thomas, Jersey City, N. J.; 
W. D. Moore, Kansas City, 
Mo., and R. S. Parsons and 
P. A. Reasor, Dayton. 





Kinney Gets Sales Post 
With John Oster Mfg. 


Alfred B. Kinney has been 
appointed a field sales repre- 
sentative for the John Oster 
Mfg. Co., Racine, Wis. He 
will cover Maryland, Dela- 
ware and Washington, D. C. 

Mr. Kinney formerly rep- 
resented the Baltimore- 





ALFRED B. KINNEY 


Headquarters for Acme are 
maintained at 1030 N. Alva- 
rado St., in Los Angeles. 





Dryer Appointed By 
Moritt Products Co. 


Theodore Dryer, has been 
appointed to represent the I. 
J. Moritt Products Co., Inc., 
New York, in all of southern 
California and Arizona. Mr. 
Dryer will handle the firm’s 
Jet Brush dishwasher. 





Washington area for the 
Bauer & Black Div. of the 
Kendall Co. Before that he 
was a salesman for the Min- 
nesota Mining Co. and AIl- 
fred D. McKelvy Co. 





Grant Pulley Forms 
Sales Organization 


The Grant Pulley & Hard- 
ware Corp., Flushing, N. Y., 
has announced the establish- 
ment of the Hardware Sales 
Corp. as its national sales or- 
ganization. Samuel Gilbert, 
formerly sales manager of 
the Kwikset Sales & Service 
Co., Anaheim, Calif., is presi- 
dent of the firm. 

The new firm will conduct 
the sales programs for Grant 
door hangers, drawer slides, 
traverse hardware and in- 
dustrial equipment slides. 
The company will conduct its 
activities from Flushing. 


Whitman & Barnes 
Opens New Warehouse 








Whitman & Barnes, Div. of 


the United Drill & Tool Corp., 
Plymouth, Mich., has opened 
a new warehouse in Atlanta, 
Ga. The new warehouse, the 
company’s fifth, is located at 
1851 Cheshire Bridge Rd., 





Stratton Joins Firm 


G. H. Stratton has been 
added to the sales staff of 
Dennis Mitchell Industries. 
Philadelphia, Pa. He _ will 
cover Delaware, Maryland, 
Virginia, West Virginia, 
Kentucky and the District of 
Columbia. 
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—YANDSOME, GED. 
HANDSIELY PACKAGED. 


TOOL 
KITS 


TREN NEC 


Self-selling screw drivers for home 
owners, mechanics, craftsmen—ideal for 
gift-giving. too—profitable items for you! 
© tested alloy steel blades are mirror polished, hardened 


and tempered their entire length, precision cross-ground 
to exact size by the exclusive Great Neck process. 












@ JR-9 TAKE ME HOME KIT 


Four driver kit with rich, transparent 
amber plastic handles. Moulded to 
fit the hand, they are shock-proof, 
will not chip, crack nor absorb 
grease or oils. 

Contains a heavy duty driver for 
rugged work, a cross point driver, 

a driver for cabinet and electrical 

work and a midget for tiny jobs. 


@ JR-18 "MASTER" 
TAKE ME HOME KIT 


Six driver kit with the same 
attractive handles as the JR-9. 


Contains a heavy duty driver, an all- 
purpose driver for general work, a 
No. 2 recess point driver, a driver 
for cabinet and electrical work, a 
midget for tiny jobs and a driver for 
close work. 


@ MR-4 SCREW DRIVER KIT 


Four driver kit with two tone eye- 
appealing weatherproof finished 
hardwood handles, deeply fluted for 
firm grip. 


Contains a cabinet, cross point, 
standard and standard heavy 
duty driver. 


@ FR-7 CORSAIR 
SCREW DRIVER KIT 


Four driver kit with mahogany wea- 
therproof natural finish hardwood 
handles. 


Contains a cabinet, cross point, 
standard and standard heavy 
duty driver. 


See your jobber 


Write for complete catalog of tools and tool kits for everyone 


GTA NECK 


SAW MANUFACTURERS, INC. 
MINEOLA, NEW YORK 


“Engineered 
Quality Tools 
Since 1919” 
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Craig Heads Department His work with the company Permaglas-Heating Div. of Dittmann Promoted By 





For Copperweld Steel has been devoted mainly to the A. 0. Smith Corp., Kan- jin Industries, Inc. 

Mitek: Conie hes eee sales and sales service. The kakee, III. Willi: eae 
cenieind tp wi Ms oe ae Special Products Dept. han- Mr. Swenson, who has been ms ecole ya wc ase: 
Special Products “Dept of oe ee a = agen sales hai nae“ for the a le ‘ . apne en re 
; lines, household wire and division in Wisconsin and S@!€S Manager of the ms 

other hardware specialties. Upper Michigan for the past A 

four years, succeeds H. L. pe 

Kessler Appointed By Bilsborough, who is retiring. 7 


Landers, Frary & Clark Mr. Swenson’s district in- 
Douglas Kessler has beer 
appointed assistant to dis- 
trict manager J. V. Begley 
of the Home Cleaning Equip- 
ment Div. of Landers, Frary 
& Clark, New Britain, Conn. 
Mr. Kessler, who was for- 
merly connected with the 
Libbey, McNeil & Libbey Co. 
in central New York, will 
cover western Pennsylvania 
©. RALPH CRAIG and New York state with the 
exception of New York Citys 

the Wire & Cable Div., Cop- for Universal. 








WILLIAM H. DITTMANN 





perweld Steel Co., Glassport ‘ « Ammounstion Din } 

P; ‘ a ie: cated Industries, Ine., East Alton, 
- a | , R. E. Swenson Promoted RALPH E. SWENSON lll. 

Wir. ralg, Who Was or- - ‘ 

merly district service man- By A. O. Smith Corp. cludes California, Oregon, Mr. Dittmann, who has 

ager for utility and power Ralph E. Swenson has been Washington, Utah, Nevada, been central regional — 

company accounts, has been appointed manager of the Idaho, Arizona, Moritana and ®8€" with offices ir rast 

with Copperweld 16 years. West Coast district of the a part of Wyoming. Alton, will be located in New 

Haven, Conn., headquarters 

of the Arms & Ammunition 
Div. 

New Quarters of Brown-Rogers-Dixson Co. ie. Mittens teow bs 

with Olin for 20 years. e 





started in the ammunition 
sales office of Western (ar 
tridge Co., and advanced 
progressively to various ex- 
ecutive positions in the sale 
of Western and Winchester 
sporting firearms and am 
munition. 





George M. Davis will as- Fre 
sume the position of acting age 
central regional manager, in — 

‘iis pe sighs “a 
addition to his responsibill- 

: W. 

ties as adviser on sales. 

pre 

— mac 

hou 

- - : 

Carr is Vice-President yell 

. squ 

Of Wagenman Paint Co. coal 


Walter J. Carr has been 
promoted to the position of 
vice-president by the Wagen- 
man Paint Co., Cleveland, 
Ohio. 

Mr. Carr, who previously 





The Brown-Rogers-Dixson Co., Winston-Salem, N. C., wholesaler, has recently moved 


into larger quarters at 209 E. Seventh St., Charlotte, N. C. Shown above is the firm's had E been assistant to oe 
new building which has 40,000 sq. ft. of oor space. The first Moor has a large display president, in his new pos! 
room where the complete line of Crosley and Bendix home appliances are on display. tion will supervise the com 
Office facilities, advertising room, sales meeting room, shipping department and a pany’s advertising and mer 
modern service and parts department are also on the first floor. The second and third chandising program and di 


floors are used to stock merchandise. The Charlotte warehouse serves the two Carolinas 
for parts and services and serves the Piedmont area for shipments of Crosley and Bendix 
home appliances. Other warehouses in Winston-Salem, Raleigh and Columbia serve 
their respective areas. W. N. Dixson, Jr., is president of the firm; C. E. Dixson is vice- 


rect retail store activitic 
He will also collaborate wit! 
Asa Shiverick, president of 





president and director of sales; C. M. White is general sales manager of the Appliance the firm, in the development 
& Electronics Div. for the two Carolinas; Basil Walsh is sales manager for the Charlotte and execution of the co: 
branch, and R. L. Berrier is manager of the Charlotte branch. pany’s expansion progran 
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ted By 





Inc. 

bmann has 
as tant 

the rms 


A report in pictures of 
people and events 
in the hardware trade 








Merchandise Committee of 
Cotter & Co., Chicago, IIb, 
wholesaler, disc ussing plans 
for 1954 Consumer Promo- 
tion Program, left to right: 





PMANN , “ or 1 G. E. Broughton, Vondrak's 
s ®. os B = Hardware, Cicero, lll.; R. Es- 

iv Olin erg wie “— 7 ' sig, Essig's Hardware, St. 
‘ Charles, Ill; E. E. Lanctot, 
ast Alton, Cotter & Co.; J. P. Patrick, 


Patrick's Homecrest Store, 
Wapello, lowa; L. F. Goble, 
Goble Hardware, Milledge- 
ville, Ill.; H. M. Blow, Blow 
Hardware, Waupun, Wis.; 
Miss Ruth Bock, Gus Bock’s 
Hardware, Lansing, Ill., and 
A. Jonker, Jonker Hardware, 


Grand Haven, Mich 


who has 
nal man- 
in East 
din New 
dquarters 
imunition 





nas been 
save The A Shown above is the sales staff of 
eidaialillios E. Rabinowe & Co., Inc., Yonkers, 
Cae N. Y., and Middletown, Conn., 
See ar" wholesaler, who attended the firm's 
advar ced recent sales meeting and dinner. At 
rious ex- the dinner, presentation of gold 
g 
the sale watches were made to four employ- 
‘inchester ees, each of whom had more than 
end am: 25 years of service with the firm. 
will as- Fred A. Williams, general sales man- 
of acting ager of the Slaymaker Lock Co., 
nager, in Lancaster, Pa., is shown at left as 
ponsibili- he presented a ceremonial cake to 
ales W. Heyward Smith, executive vice- 


president of the firm. The cake was > 

made to simulate the firm's new 

house number display in black and 

ident yellow. The action took place at a 
square dance during the firm's re- 

lint Co. cent general sales meeting. 

has been 


sition of 








> Wagen- 
‘leveland, 
At left is the national sales 
reviously force of the Parker Sweep 
to the er Co., Springfield, Ohio, 
ew posi as they gathered with home 
the com- office executives for the 
ae * firm's 1953 sales meeting 
me an 1954 promotion plans and 
and ore explanation of the fall 
ietivities. lawn sweeper promotion 
‘ate with for this year were discus 
ident of sed at the meeting 
elopment 
the cor 
Fram 
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The Business Outlook—Markets and Price News 


(Continued from page 14) 


Other advances during the April 
to September period were: Small 
tools, 1.39 pct; electrical wiring 
supplies, 1.21 pct; cutlery, guns, 
ammunition and accessories, ath- 
letic equipment, bicycles and sup- 
plies and fishing tackle, 0.47 pct; 
and housewares, 0.44 pct. 

Declines in the 5-month period 
ending on Sept. 22 were registered 





Comparative Costs 


Of Test Order 


%o of 
Change 
Date of Value from Previ- 


Farm Market Outlook 
Worse for Next Year 

The farm market, termed “slug- 
vish” this year by farm econo- 
mists, might become an_ even 
“tighter” market in 1954 if a Bu- 
reau of Agricultural Economics 
prediction is borne out. 

In its 1954 price and demand 
situation report, B. A. E. said that 
while farm cash receipts in 1954 
are “not likely to equal” the $31.2 
billion that will be received in 
1953, net income, however, will 
be “fairly close” to the $12.5 bil- 
lion of 1953. 


Private Home Starts 
Dropped in September 


The Bureau of Labor Statistics 
notes that construction of 92,000 
non-farm homes in September falls 
2,000 below the August total and 
8,800 under the September, 1952, 
total. 

A drop of 4,000 in private hous- 
ing starts, to 89,000, was respon- 
sible for the overall decline from 
August to September. Public hous- 
ing starts totaled 3,000 in Septem- 
ber, against 1,000 in the previous 
months. 

Private housing starts have been 
falling since the April peak of 107,- 
400. But the bureau says the total 
of private starts for the first nine 
months of this year was greater 
than for any other time in the like 
period—except in the record year 
1950. 

All of 1953’s gain in private hous- 
ing over 1952 came during the first 
half of the year. Third quarter vol- 
ume was 7 pct below the third 
quarter of 1952. 





Test Order 
March |, 1942 
Sept. |, 1945 
Nov. |, 1946 
Nov. |, 1947 
Jan. 15, 1948 
June 6, 1948 
Nov. 5, 1948 
April 4, 1949 
Aug. 29, 1949 
April 25, 1950 
Sept. 22, 1950 
Jan. 2, 1951 
April 30, 1951 
Oct. I, 1951 
April |, 1952 
Sept. 22, 1952 
April 27, 1953 


of Order 


$2,872.89 
3,039.60 
3,417.87 
3,692.83 
3;753.60 
3,913.99 
4,110.36 
4,154.07 
4,075.67 
4,112.91 
4,308.40 
4,705.09 
4,755.45 
4,703.04 
4,690.61 
4,697.46 
4,746.16 


ous Test 
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Percentage of Price Changes by Lines 


TOTAL TEST ORDER 


(420 items) 


DEPT. A 
Small tools, 107 items 
Contractors’ 
Stee! and heavy hardware, 16 items 


supplies and agricultural i 


Percentage of Change 
Sept. 22, 1953 
Compared to 


April 27 


1953 


s, 48 items 


March | 
1942 


+-66.67 


476.74 


Sept. 22, 1953 4,787.85 + .88 
Percentage of increase March I, 
1942 compared to September 22, 
1953, +66.67%. 


47751 


+67.30 











456.63 


as follows: Plumbing items, not 
including enamelware, 1.29 pct; 
machinery items, 1.05 pct; paints, 
oil and glass, 5.4 pet; and auto- 
motive accessories and_ supplies, 
0.35 pet. 

This price study of the Salt Lake 
wholesale firm is made on a stock 
of staple items which are carried 
by the average hardware store. The 
groups of items are representative 
of vclume producing items in each 
of the principal departments of the 
wholesale firm. 

The table at right shows price 
fluctuations by lines. 


Electrical wiring supplies, 25 items 


DEPT. E 
Machinery 7 iter 
DEPT. F 


440.91 


469.59 


Cut! ery (ere - ont knives), 9 items 
Guns, ammunition and accessories, 10 items 
Athle tic equipment, 6 items 

Bicycles and supplies, 8 items 

Fishing tackle, 13 items 


Automotive accessories a and s supplies, 19 items 


Plumbing, (excluding enamelware) 20 items 


Paints, oil por si 18 items 
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SHOCK BAND 





Since 


. 1774 o 


8 0.AMES CO. 


C ames > 
4 


PARKERSBURG, W.VA. NORTH EASTON, MASS. 


A new shovel—by Ames—a new 
design. ' 


Open back design with appear- 
ance and strength of a Solid 
Shank Shovel. 


Sections Taper Rolled where 
strength counts— reinforced by 
Turned Steps. 





Socket equipped with Ames 
Shock Band. 


Blade and Socket carefully 
tempered. 


Blade — tumbled finish Handle — 
clear lacquer with Ames Burnt- 
cote finish optional. 


A light Shovel makes light work. 











Nation's Top Merchandisers in Accord 


That Holiday Trade Will Top Last Year's 


This will be a happy Christmas 
for the nation’s retailers. This is 
the opinion of the nation’s top 
merchandisers. They voiced their 
optimism at the Boston 
Conference on Distribution. 


recent 
General consensus at the con- 
ference was that Christmas busi- 
ness this year will top the top 1952 
level by about 10 pct. And, if such 
a prediction isn’t enough of 1 gift 
to retailers, the conference agreed 
that prices will show little change 
from last year. 

Theory has it that the Christ- 
mas buying season starts Nov. 1 
but doesn’t hit its stride until 
after Thanksgiving. Retailers do 
about 23 to 25 pet of their annual 
business in the November-Decem- 
ber period.) 

B. Earl Puckett, chairman of 
Allied Stores Corp., is conserva- 
tive. He savs he doesn’t see how 
business can top the volume of 
last Christmas. “I will be 
fied to break even with last vear’s 
holiday volume which was the best 
in the history,” he 
notes. 


satis- 


company’s 


Fred Lazarus, Jr., president of 
Federated Department Stores, ex- 
pects his stores’ holiday volume to 
equal or do a little better than last 


year. Ralph I. Straus, of R. H. 
Macy & Co., agrees with Mr. 
Lazarus. 

Bernard Gimbel, chairman of 
Gimbel Brothers, says “business 
will be good.” 

George Hansen, president of 


Chandler & Co., 
“business will be wonderful this 
Christmas—5 pct better than last 
year and the best in the company’s 
history.” Mr. Hansen also is presi- 
dent of the National Retail Dry 
Goods Association, 


Boston, 


says 


Leopold Meyer, 
Meyer Bros., Inc., which operates 
about a dozen medium-sized stores 
in the Houston says he 
believes his firm’s might 
show a 10 pct gain in sales this 
Christmas. 

Other retailers said predictions 
of ‘breaking even” were playing it 
“cozy.” A 10 pet gain is expected 
by all, they say. 


president of 


area, 
sales 
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Merchants Urged To 


Raise "54 Sales Aims 

Fred Lazarus, Jr., president of 
Federated Department Stores, 
Inc., urges retailers and distrib- 
utors to set a goal for 1954 of 
sales of 10 pet more goods and 
services than they sold in 1958. 
He estimates goods and services 
sold in 1953 at $230 billion. 

To help attain the 10 per cent 
goal, Mr. Lazarus says there 
must be new items added to pres- 
ent lines, He stresses a need for 
more customer research by re- 
tainers and asserts that greater 
emphasis must be placed on clos- 
ing sales. 











"54 Outlook Is Good 
For Major Appliances 

Major household appliances are 
headed for a big year in 1954, so 
executives of Frigidaire Division, 
General Motors Corp., told dealers 
at a recent sales conference in Day- 
ton, Ohio. 

Here is the way things shape up: 

One family in every five will buy 
a major appliance next vear. Unit 
sales of appliances in 1953 are run- 
ning about 17 pet ahead of last 
vear. Industry sales of about 9,- 
140,000 appliance units were fore- 
cast for 1954. The forecast for 1958 
was for 11,750,000 units valued at 
$3 billion. 

Packaged air conditioning unit 
sales in 1954 should exceed the 1953 
figure by $100 million. 

Industry sales of room air condi- 
tioners for 1958 were forecast to be 
100 pet over 1953, and packaged 
residence-type units probably 350 
pet over 1953. 

Reasons given for increases are 
rising population, more households 
and bigger national income. 


Price Reduction 

Avon Mfg. Co., Worcester, Mass., 
has announced that it will reduce 
its No. 950 oscillating lawn sprink- 
ler on Jan. 1 from $14.95 to $12.95. 
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September Business Of 


For Mail Order Firms 
September chain and mail order 
companies’ sales showed a mixed 
pattern in September. Some com- 
had sales improvements 
others experienced sales 


panies 
while 
drops. 
Mail order companies led the 
skid. Sears Roebuck & Co.’s 4 pet 
decline marks the sharpest month- 
to-month drop the company has 
reported in 18 months. Declines 
for Montgomery Ward and Spiegel 
were even greater. Montgomery 
Ward reported a 10.7 pct sales 
fall-off and Spiegel a 14.6 pct drop. 
Among variety chains, there 
was some variation. Three of 11 
top stores showed declines rang- 
ing from 3.4 to 7.8 pct. But the 
group as a whole move up 3 pet 
over the same month a year ago. 
S. H. Kress had a 3.4 pct drop; 
McCrory Stores reported a 7.8 pct 
decline and McLellan Stores a 4.8 
drop. W. T. Grant moved up 6.8 
pet; H. L. Green, up 2.5 pet; S. S. 
Kresge, up 5.1 pet; G. C. Murphy, 
up 3.0 pet; Neisner Bros., up 6.8 
pet: J. J. Newberry, up 3.2 pet, 
and F. W. Woolworth, up 1.3 pet. 


Retail Store Sales 
Up 4% in September 
Sales of the nation’s retail 
stores during September totaled 
$14.2 billion, a rise of $570 mil- 
lion, or about 4 pct above the same 
month a year ago, reports the 
Dept. of Commerce. 
After adjusting for 
factors, however, September sales 
about 1 pet August 


seasonal 
were below 
levels. 

Retailers’ sales of durable goods 
amounted to $5.1 billion this Sep- 
tember, compared with $4.7 billion 
in the like 1952 month. Non-dura- 
ble goods sales amounted to $9.1 
billion in September, compared 
with $8.9 billion a year ago. 

A table follows: 


MONTHLY SALES OF RETAIL STORES 
(Millions of Dollars) 


*Sept Aug. Sept., 

UNADJUSTED 1952 

All retail stores 14,190 14,270 13,620 

Durable goods stores 5,095 5,211 4,670 
Non-durable goods 

stores 9,095 9,059 8,950 

SEASONALLY ADJUSTED 

All retail stores 14,040 14,193 13,570 

Durable stores 4,925 4,943 4,505 
Non-durable goods 

stores 9,115 9,251 9,065 


* Preliminary. 
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Your efor your the Clatsines esfen of Gin Benne Gen Cleaning Here’s the perfect answer to those increasing 





pet drop; Pack have continued to increase because this handy, compact, calls for more shelf space ... K-V Adjustable 
| a 7.8 pet gun cleaning kit has proved a most welcome, useful and cher- . 1M: : on 
ores a 48 ished gift for every man with a gun. Order your supply now | Shelf Standards and Supports! Mill, showcase 
ed up 68 —from your jobber. Put it on display where gift seekers can | and furniture men prefer K-V because they can 

ae see and buy it. It’s a winner. : : , 
pet; S.S. be set in flush or mounted on the surface of 
hapnig- FRANK A. HOPPE, Inc. wood work. Make sure your stock is complete! 
s., up 6.8 2314-A North 8th St. Philadelphia 33, Penna. 





9 
) 2 pet, - All standards are numbered 


eh ta every inch for easy alignment 
of shelves, 4” adjustments. 
er Bright electroplated finish. 
’s_ retail 
r totaled 
$570 mil- 
1 the same 
ports the 


Available in lengths up to 144”. 


Screw type nails furnished. 





K-V window gardens 


Hi, pordner! Get 
ee No. RR-22 Retail 98¢ 


on the Roy Rogers + Customers can put 
bandwagon! Every 4 Morse and Scout Roy 
seasonal kid wonts a Roy Rogers at: Rogers Code with shelves anywhere 
ber sales Flashlight in full color. every Rast with these Satin 
y August It's a cinch for sales! 
ae Anochrome plated 


Blow on end cap 
for signal siren. 


No. 80 standards 


ble goods 
and No. 180 brack- 


this Sep- 
1.7 billion 


nm - LEAK PROO BATTERIES 
Yon-dura- ™ No. 75LP 





ets. T hey make 


possible fascinating 











d to $9.1 x oo. cn . 
s aved j : GUARANTEE ON K-V Windo-Gar- 
compare EVERY CELL ei 
ago. dens—an exciting 
indoor hobby. 

STORES 
Mug. Sept. Be SURE (0 spect/y K-V!/ Order the 

1952 . R U.S. Elec. Mfg. Corp., 222W. 145St.,N.Y. 11 » . . ohasrle / 
ene Hara Se ee ete ' complete catalog for full details today: 
211 4,670 
059 «8,950 
193 13,570 mp 
943 4,505 
ania TUWAG 6, 
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Grand Rapids, Michigan 
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CHATTANOOGA WHEELBARROW CO 
AT Anas ON 


ONE JOY WHER SARROW 


MODERN DESIGN 
STURDILY CONSTRUCTED 


A standard size, full braced 
quality home barrow in one 
convenient carton. Easy to 
store, easy to carry home, 
easy to assemble and EASY 
TO SELL! 


We are also manu- 
facturers of other 
| fast profit makers 
bv ... All sizes and 
> shapes of wheel- 
QUALITY! barrows, concrete 
ENDURANCE! carts and ware- 
STRENGTH! house trucks. 





CHATTANOOGA 


WHEELBARROW CO. 
CHATTANOOGA, TENN. 
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A & P President Cautions Supermarkets 
Against Being Lured Into Non-Food Lines 


Ralph W. Burger, president of 
The Great Atlantic & Pacific Tea 
Co., the nation’s oldest food chain, 
sounded a note of warning to other 
mass distributors of food, in a 
statement on the occasion of his 
firm’s 94th anniversary. 

“Many food stores are adding 
non-food lines,” stated Mr. Burger. 
“Before doing so, however, they 
should be sure that they are really 
serving the customer’s best in- 
terests; that they are qualified to 
handle the new line efficiently; 
and that it will not distract from 
the real job... serving the food 
needs of the American consumer.” 

“We have always considered 
ourselves food merchants,” he 
added. Burger also warned food 
merchandisers about extending 


store hours. “There is evidence 
today in some localities of an 
effort to increase store hours and 
to keep food stores open every day 
in the week,” he said. 

“Such developments should be 
studied very carefully, for they 
may well lead to increased costs 
for food merchants and higher 
food prices to consumers. This is 


not only contrary to the interests 
of employees, but is basically an 
inefficient and costly way of oper- 
ating.” 

On this matter he observed, “We 
must view with caution new de- 
velopments that on the surface 
seem to be rendering the con- 
sumer a service, but actually are 
liable to increase the cost of food 
to her.” 





Retail Sales Decline 
In Mid-October Week 


Retail sales in the United States 
for the week ended Oct. 17 dropped 
5 pet below levels of the same 
1952 week, reports the Federal 
Reserve Board. Sales for the Janu- 
ary through August period are 3 
pet higher than in the same 1952 
period. 

The largest decline was ex- 
perienced in the Dallas area, 
where sales fell 15 pct for the 
week. The Dallas decline was 
closely followed by the Minne- 
apolis area, where sales were off 
13 pet, and the Kansas City area, 
where sales dropped 10 pct. 

Other areas and their declines 
follow: Cleveland, 6 pct; Rich- 
mond, 5 pet; Atlanta, 4 pet; Chi- 
cago, 6 pet; St. Louis, 6 pet; and 
San Francisco, 9 pct. 

There was no change reported 
by Boston and New York stores 
and sales in the Philadelphia area 
rose 2 pet. 


Continued Decline In 
Wholesale Price Index 


The government’s wholesale 
price index declined for the fourth 
straight time in the week ended 
Oct. 20, reports the Bureau of 
Labor Statistics. The decline re- 


flected lower prices for eggs, cof- 
fee, corn and most steers. 

All commodities, other than 
foods, remained unchanged. This 
reflects maintenance of current 
prices on manufactured goods. 


National Debt Burden 
Showing a Decline 


Despite a gain in net public and 
private debt since the end of 
World War II, the national] debt 
burden actually has dropped, re- 
ports the Dept. of Commerce. At 
the end of 1952 the debt stood at 
190 pct of national income, against 
187 pct at the end of 1951. It is 
lower this year, they say. 

Latest data shows slight upward 
movement in public debt since 
1946—at $6.7 billion—with fed- 
eral debt dropping and borrowing 
by states and municipalities gain- 
ing $13.2 billion. 

The farm debt, the size of which 
is a key indicator to farmer for- 
tunes and his ability to buy, rose 
from $7.7 billion to $15.1 billion 
since 1946. 

Consumer credit, according to a 
related report by the Federal Re- 
serve Board, expanded about 2.7 
times in the seven-year period. It 
stood at $25.7 billion at the end of 
1952. 
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¢ Home gardeners 


* Commercial growers 


Y HEATING 
CABLE 
SETS 











Here is profitable Winter and early Spring business for 
you if you have customers who grow flowers or vege- 
tables from seed in hotbeds, cold frames, or greenhouses. 
A General Electric lead-sheath heating cable set in the 
soil supplies gentle, even heat to germinate seed and 
mature seedlings far faster than ordinary methods. 

Backed by forceful sales promotion, G-E heating cable 
sets move fast. The sets come in convenient lengths, 
ready to plug-in, for 110 and 220 volts. 

Get your share of this big-profit market by ordering 
the complete G-E heating cable promotion program from 
your G-E distributor. For his name, write Section 
D76-1138, Construction Materials Division, General 
Electric Company, Bridgeport 2, Conn. 


Goo can pul your conflddence in 
GENERAL @@ ELECTRIC 





This heavy duty tractor 
clevis is just one of more than 
100 different Moline clevises 





100 ways to 


make a profit! 





You can do it with the Moline clevis line 


Yes, sir, the Moline line offers you over 100 different 
clevis styles . . . 100 different ways for you to make a 
sale and gain a profit. Each Moline clevis is made to 
take heavy duty—to do a dependable job for your 
customers. These strong, high 
quality clevises have pleased old 
customers and won new ones for 
over a quarter century. It will pay 
you 100 ways to stock up with 
Moline clevises now and be 
ready for the busy season ahead. 
Write today for catalog and prices. 


- ee 





Distributed by Jobbers all over the country uuu 

























Columbiana’s NEW Fig. 20-2 
Brass Cylinder Pitcher 
Spout Pump... 


®@Brass cylinder (pump body). 


@ Simple, sturdy; for cisterns or wells 
up to 25-ft.-deep. Draws water hori- 
zontally for short distances. 


@Left or right-hand installation. 


@Suction valve and cup leather made ¥ 
of finest quality oak tanned leather. 


@3” cylinder diameter; 342” stroke; 
1%” suction connection for standard 
pipe tap. 


®@ Individually cartoned; easier ware- 
housing. 





MANUFACTURED BY 


COLUMBIANA PUMP COMPANY 


COLUMBIANA, OHIO, U. S.A. 
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— $HARON’S- new, effective, 


fine quality fastener! 








SILL CINCH 
FOUNDATION 
BOLTS 


Made of finest quality steel 
Available in sizes 2x12 and ‘/ex14 
Meets FHA specifications 


25 in package, together with 
Sharon's exclusive clinch 
washers with prongs— 
keeps sills rigid 








BY THE MAKERS OF SHARON REFILLABLE ASSORTMENTS 


Shavoi Sout aud, Sofa Lo. 


Boston, Mass. ya 
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- * i. | Employment Failed 
| To Show Seasonal Rise 
Employment in the nation’s fac- 
5 tories dropped 60,000 in the month 


A Jit to mid-September—in contrast to if 
j i a rise of 200,000 usual for the 


month in recent years, reports the i 
—7 


DOOR EASE 


STK LUgRiC ame 






Bureau of Labor Statistics. 
Usually, notes the bureau, non- 


farm employment rises by about , py ES 
. 500,000 in the period. But this sT cA 


year the rise came to only about 








200,000. In the previous month the 


THE FINEST increase also was below normal oD £15 
for the season, says the bureau. & PR 
e 





ata far 
lower 
price 


STRAIGHT 
PATTERN . 












The small rise in non-farm em- 
ployment was primarily due te the 





absence of the usual seasonal in- with Stainless - a 

crease in manufacturing, the bu- | DOOR-EASE® iv 
reau reasons. Then, citing the | STICK LUBRICANT ® 
drop of 60,000 in factory jobs, as 
contrasted with the usual 200,000 


Nationally advertised 1l5c sell- 
er, comes 12 in display box 


‘ 





i Za rise, the bureau says: Hundreds of uses in home and tan 
“Nevertheless, factory employ- | wre oi large ae si in your | 
: 3 metal container, packec in 
ment this September was 500,000 | sin lng sen I up for ri 
‘ "ee oe i display box. you get 
CIRCULAR higher than in September, 1952, A a 
PATTERN . . . . American Crease Stick Co. G 
indicating the maintenance of ae * Easy-o 
G Muskegon, Michigan 
very high employment levels, fol- PRODUCTS 











” in 4-oz. ‘Drop or Stream” can, 39c; 


> YrTa « ; Qno 
curred late in 1952. AMERICAN Dripless Oil in 4-02. o1ler, 29¢ 
e Unemployment was at a post- — 


war low for the month— 1.2 AD| 
2 ‘FULLER ay me TO M 
“_.. | SCREW OpiyER TESTER <i = = 


| 
ane now lowing the sharp rise that oc- | aus? LOCK-EASE Graphited Lock Fluid 
CARLS 








Effortless cutting of metals 
up to 18 gauge. Preci- 
sion serrated blades. 












million. 


STRAIGHT iron, Steel Rates Lower 


Se _——— 









a ako | O8 Southern Shipments === 
yf —. Eastern railroads have filed sub- , 
‘ . i 
4 right — stantially lower freight rates with 


; | the Interstate Commerce Commis- 
J compare | sion, to be effective Nov. 21, on 
‘ iron and steel products shipped 
from all points in eastern territory 


ha 
# L U £ 4 j Kk D into southern territory. 


The rate on 40,000 pounds of 


in QUALITY iron or steel products from Cleve- 
SALES APPEAL land, Ohio, to Charlotte, N. C., is 


$441.60 under the present rate, 


and PRICE ; but $336 under the proposed new 


and you'll know why more people than rate. 









Ask your 
jobber's salesman about 


ever before are demanding Blue Bird snips. 


e@Dr @ Hand | e 
0 Polished | F.C.C. Soon to Give FULLER'S GOLDEN 
© Heat © Attractively Nod to Color Video HUNDRED SALESMAKER 
mae anaes Rosel H. Hyde, chairman of the with unique SCREW DRIVER 
© Accurately © Fully , Federal Communications Commis- TESTER and 100 famous 
ong aimeaeaes Fuller Screw Drivers! 





sion, says “it is not unreasonable 

to expect that the Commission will 

Tag § approve compatible color TV stand- 

| ards by Christmas. We’re moving 

| as rapidly as the seriousness of the 
business will permit.” 


TOOL CO., INC. 


3522 Webster Avenue, New York 67 





World's Largest Producers of 
Unbreakable Amber Handle Tools 
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| Lock Fluid 
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z.otler, 29c 








Ask your 
in about 


LDEN 
AAKER 
DRIVER 


famous 
Drivers! 


O., INC. 
York 67 


ducers of 
indie Tools 


2, 1953 


















Your customers are going to ask to 
see the new Carlson ‘Rule for Right- 
handed People.” National adver- 
tising is calling attention to this new- 
est design in rules. The Carlson 3210 
RH rule with its 10 foot white blade 
is easier for right handers to use. 


BUILDS NEW INTEREST 
IN STEEL TAPE RULES 






~ - 


“eae = al 
Is designed with numerals on the blade reading from right to left 
(conventional rules read left to right). When you hold the 3210RH rule 
in your left hand and pencil fn your right . . . numerals are rightside 
up for right handed marking. This is real convenience. And of course 
you get all the famous Carlson features on this fine rule: 

* 10 Second Blade Change * 10 ft. Crackproof White Blade 
* Easy-action Swing Tip * Automatic friction brake 

ORDER TODAY FROM YOUR HARDWARE JOBBER 
Produced under Patents 2089209, 2510939, 2629180 


CARLSON & SULLIVAN, INC. 





MONROVIA * CALIFORNIA 





ADVERTISED 


TO MILLIONS IN=> 


1 Insist 
ts no more! If 
rod by most original 


eis o 
ufacturers. There elec- 
d-bored ond 


lit 
ngress ave 
= the drive - 
ipment mo 
Sterne (ena Shomes 
lytically b 

aed for trueness- : 
Buy Congress V-Belts r] 
your local supplier. 
. . 









d Pulleys from 


os 
Duty ond 
@-D Sheaves, — Hsovt ip’ Drives 


Steel Cable 


TANN C weoRAt ON 
Oo 
t monvtacture! of FHP pulley* 


—-H 
V-Be 








5s DIVISION 
CONGR 


° s 
world’s ieeesaett 34, MICHIGAN 
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Cuts inside holes 
without drilling a 
_ starting hole. 







HAND SAW SCROLL 
BAND 
Extremely fast for soft and hard JIG 
reg sf metal pone Piatt” CROSSCUT 
pressed wood, etc. COPING 
Cuts 2" Wood Beams KEYHOLE 


Write for Literature 
Sold and Serviced in Principal Cities Throughout U.S.A. 


VICTOR J. KRIEG, Inc. 


ver. H 611 Broadway, New York 12, N. Y. GRamercy 7-5757 


Some Sales Territories Available 


6 SALES IN 1! 


















File — Hetchet — Claw Hammer — Pocket Chisel — 
Ball Peen Hammer — Long Butt Socket — PLUS WEDGES 


A new way to insure GREATER VOLUME 
¢ BETTER DISPLAY * FASTER TURNOVER 
in your replacement handle business 


10 DISPLAY KITS 
PREPAID - 


$ 90 
1 6 _ TO DEALER $9 59 
In Standard 10 Kit Packages 


ORDER A TRIAL PACKAGE TODAY 


RETAILS 








EASTFORD 
CONNECTICUT 





TATEM MANUFACTURING COMPANY 
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CONCRETE AND 
MASONRY 
DRILLS 

WiTpLe 

gplRAt 

GORE 


Center Cutting Point 
3/16" thru 2" 
No Dead Center Point 





Core Type 
5/8" thru 2" 


FASTE Jet Drills are “speed 

designed!” The exclus- 
ive triple spiral core means triple dust 
exits eliminates stalling and bind- 
ing. Used with any rotary, electric or 
air drill motor, installation men, re- 
yairmen, electricians, plumbers, 
ne + ty maintenance men and other 
craftsmen who work with concrete 
agree that the JET DRILLS fly faster 
.. With less noise, too! 


BETTER Jet tungsten carbide 


cutters are specially 
designed and treated to drill straight, 
clean, deep holes into and thru con- 
crete, masonry, brick, plaster, tile . . . 
even thru reinforcing steel imbedded 
in concrete! 


COST LESS initist purchase 


Upkeep! Time 
Saved! Jet Drills are pre to cost 
you less all three ways! Anyone can 
sharpen the new Jet. . . the tungsten 
cutters, and exclusive triple spiral 
“speed design” assure you reduced 
operating costs on every job! 
Silent Salesman Display Stands, 
Kits and Cases sell Jet Drills for 
You! Write for prices, dealer 
helps and other details. Let us 
prove how Jet Drills can earn | 
extra profits for You! 


Sold Only Thru Wholesale Hardware | 
FLY WITH JET | 


JET DRILL COMPANY 





P. O. Box X-2, Dana Point, Calif. 
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| a tremendous 


Liquid Savings of Consumers Soared 160% 
Above Last Year in 3rd Quarter Period 


The nation’s retailers still have 
consumer market 
for their wares. The Securities 


| and Exchange Commission under- 


writes this statement by reporting 
that individuals’ liquid savings 
during the second quarter of this 
year soared to $3.7 billion, 28 pct 
higher than the preceding three 
months and more than 160 pct 
above the like 1952 period. 
(“Liquid” savings are consid- 
ered those savings in form of cur- 
rency and bank deposits, equity in 
savings and loan associations, in- 


| surance and investment in securi- 


ties — minus — new mortgage and 


| consumer debt.) 


The $3.7 billion compares with 


| $2.9 billion the first 1953 quarter 
7, and 
| quarter of 1952, It also represents 


$1.4 billion in the second 
a total greater than the total sav- 
ings in each of the full years of 
1948, 1949, and 1950. 

The S. E. C. notes that this high 
rate came into being despite a 
further rise in mortgage debt and 
a considerable growth in 
sumer liabilities. A steady flow of 
funds into more stable types of in- 
vestment—savings 
surance and savings and loan as- 
sociation shares, paced the rise, 
reports the S. E. C. In addition, 
individuals have greatly expanded 
their holdings of government and 
corporate securities. 

Cash that is immediately avail- 
able to the consumer—that in sav- 
ings banks—gained $500 million 
the three months ended June 30, 
the S. E. C. reports. Savings ac- 


con- 


accounts, in- 


counts picked up $1.4 billion, the 


largest quarterly gain since the 





70 Stations to Get 
Color TV Equipment 

It’s later than you think. 

Radio Corp. of America re- 
ports that 70 stations in 57 dif- 
ferent cities will start receiving 
color telecasting equipment by 
This means that by 
next year at this time color TV 
will be an actuality and sale 
of color TV 
market. 


year end. 


receivers a new 











second quarter of 1946, While cur- 
rency holdings remained a]lmost 
level, individuals withdrew $900 
million from their checking ac- 
counts, the commission reports. 

The commission also says indi- 
viduals put sizable funds in sav- 
ings and loans investments. 

The situation reported by S. E. 
C. is both rewarding and discour- 
aging. 

Apparently the public has ready 
reserves of cash and bank ac- 
counts indicate these reserves are 
actually “surplus.” That is the en- 
couraging aspect of the situation, 

The discouraging side of the re- 
port is that the consumer is 
“hoarding” money rather than 
spending it for durable and non- 
durable goods. This situation, if 
heightened, could expand any re- 
cession into troublesome propor- 
tions. 


Business Activity 
High But Slipping 
The Commerce Dept. 
business activity across the na- 
tion at the end of the summer was 
still high, but there were 
indications some segments of the 
economy were slipping a bit. 


reports 


notes 


In the October issue of “Survey 
of Current Business,” the depart- 
ment says it is generally optimis- 
tic about business conditions. 
And, pointing to those segments 
where business had fallen off, the 
department says those conditions 
reflect a lessening of demand for 
products. 

A record flow of individual in- 
come provided stimulation for 
strong consumer demand 
ally, the department reports. 
sonal income, with 
justments, was at $287 billion an 
nual rate in July and August 
about 1 pet higher than in the sec- 
ond quarter of this year. 


gener- 
Per- 


seasonal ad- 


Other indications of a booming 
economy, says the department, are 
that unemployment was at a post- 
war low of 1.2 million in August 
and September and that the Con- 
sumer Price Index in August was 
'% pet higher than a year ago. 
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GLO-TORCH 
GIFT BECAL 
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THIS CHRISTMAS. . . 
SELL THE DIFFERENT GIFT! 


fq 
$10.95 


RETAIL 


GLO-TORCH WILL SELL AS A 
GIFT BECAUSE IT IS 


* NATIONALLY 
ADVERTISED TO 
CONSUMERS! 


* NEW AND 
UNUSUAL! 


%* NEEDED IN 
MOST HOMES! 


* PRACTICAL AND The Glo-Torch i+ hot as a blowtorch but safer 


because it diffuses radiant heat. Ha» 1000 watt, 


INEXPENSIVE! 115 V AC/DC metal-sheathed tubular heating 
UNCONDITIONALLY unit that’s practically indestructible. Wipes off 
GUARANTEED! old paint up to 20 feet per minute. 





quest. 





wow PRODUCTS CORPORATION 


1416 Broodway Schenectady 6,4.Y. 












Sell the Glo-Torch as a gift! 











AS ¢ 


Retail 






Rugged tools 


for less— 
Plus a free display! 


Turse low-priced putty knives 
and wall scrapers have eye-catch- 
ing orange and black baked 
enamel finish . .. comfortable life- 
time welded steel handles. Sell 
fast from hardwood self-service 
display — free with $9.00 assort- 
ment of 30 tools. Ask your jobber 
for Warner No. 1010 assortment, 
or write to the factory. 


Full 40% dealer discount 


WARNER MANUFACTURING CO. 
802 16th Ave. S. E., Minneapolis 14, Minn. 





ACCURACY 


ARNE, 


TOOLS 











Promotional literature mailed on re | 
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Amazing New Reciprocal Action Saw! 
Combines UNEQUALLED PERFORMANCE ... 
VERSATILITY . .. LOW PRICE 
to Help You Tap a Big Potential Market! 


New Powerful 


DALTON 


Portable »% Electric 


JIG SAW 
Precishon built 
CUTS ANY MATERIAL 


SAWS ANY SHAPE 


Sell to Hobbyists, Carpenters, 
Plumbers, Electricians, Pattern 
Makers, others. 


Model D-400 

Complete with 

five different 
blades 


List 


$44.95 


Slightly higher 
on West Coast 








Packaged in self-selling display 











boxes for Christmas promotion. Heavy-Duty: 
RIPS & CROSSCUTS 
Compare these features with those of any 2x4's 





other saw in its price class: 
* Smooth Operation Specially built Dayton motor assures s 
20dy t 





ooth, 


ting. 
- caineens Action—Produces smooth flow of power to blade. 

@ One-Hand Controi—Fits in palm of hand. You simply guide it. 
Makes fast, smooth, accurate cuts . . . no jumping or chattering. 
@ Cuts—Wood, plastics, metals, composition boards, hard rubber, etc. 
@ Saws—Circles, curves, straight lines, intricate designs. On inside 

uts, it makes its own starting hole. A_ built-in compressor blows 


sawdust away from guide line 
Cc 


. Versatile—Does work of a Rip, Crosscut, Coping, Jig, Scroll, Band 
and Keyhole Ww. 

* Other top features Blad 1ging is quick and easy; side mounted, 

, U.L. approved finger witch: U.L. approved rd with 


anti-kink spring. 
Order from your jobber today, or write— 








DALTON MFG. C0., 20S. Central, St. Louis 5, Mo. 





GLASS 


© Convenient 
© Attractive 
© Inexpensive 















MARVEL 


CUTTER 








‘ . 

THE HARDWARE DEALERS FAVORITE 
Ideal for the small store where space is limited. 
Easily installed on wall, post, or shelf. Automatically 
measures and squares glass. Cutting is made easily 
and the safety breaking device removes salvage all 
at once. Low in cost. 
No. 36-X (Special) 36" Upright, 36" Base. Takes 36" glass......$39.50 
No. 36 42" Upright, 36'' Base. Takes 42" glass .. . $39.50 
No. 48 42" Upright, 48'' Base. Takes 42'' glass .. $39.50 
No. 54 54'' Upright, 60° Base. Takes 54" glass.. $47.50 
All F.0.B8. Minneapolis—Weight Approx. 30 Ibs. 
Write for Catalog No. 1052 showing hundreds of items for the Hardware Trade. 
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Mr. JOBBER 


Make a GOOD 
PROFIT ata 
POPULAR PRICE 





No. 74 


WELL CONSTRUCTED 
and 


ATTRACTIVELY 
FINISHED 








No. 78 and 178 


Write to us today for our new 
Jobber catalog pages illustrating 
the complete line of CHAMPION 


Screen Hardware. 






The 
HIAWIMUAM ALIANT mals 


GENEVA. ONLO 





se 






= If its a CHAMPION ifs @ winner 








industrialists Agree 
On Business Decline 


Few think so little of their abili- 
ties that they will not venture a 
forecast based on their experience, 
said a sage of another century. He 
knew what he was talking about. 
Some new predictions have been 
uttered by forecasters in govern- 
ment and business. They stand 
out because they are contradic- 
tory in the extent of decline pre- 
dicted. There is no statement 
made to the effect that business 
will improve in 1954. 

Thirteen industrialists met with 
Secretary of Commerce Sinclair 
Weeks at Pebble Beach, Cal. Mr. 
Weeks predicted that business ac- 
tivity next year will be within 5 
per cent of this year’s rate. 

At the same session, G. Rowland 
Collins, dean of the School of 
Business of New York University, 
predicts that the Federal Reserve 
Board’s index of industrial pro- 
duction will fall from its Septem- 
ber level of 234 to about 200. That 
means he sees a 15 pet drop—not 
a 5 pet one. 

There were other 
But a firm conclusion was reached 
at the meeting. Business will be 
as good as industry makes it—by 
work, selling, plant improvement 
and product quality. 


predictions. 


Manufacturers’ Sales 
Increase $2.7 Billion 


Manufacturers sold $25.3 billion 
worth of merchandise in August, 
about $2.7 billion more than a year 
ago, reports the U. S. Commerce 
Dept. 

After allowance for seasonal fac- 
tors, manufacturers’ sales dropped 
4 pet under July levels as ship- 
ments of both durable and non- 
durable goods increased less than 
usual in August. 

Manufacturers received $23.1 
billion worth of new orders in 
August, about $300 million more 
than a year ago. The new business 
represented a 5 pct drop after sea- 
sonal adjustment. 

At the end of August, manufac- 
turers had some_ $67.7 billion 
worth of unfilled orders on their 
books. This was $7.5 billion less 
than a year ago. 


| 
| 











Better Built by 


BUCKLEY 








FOLDING 
STOOL 


®@ Weighs 
only 
3% Ibs. 
Supports 
300 Ibs.! 

© Available in red, yellow, 
green and blue. 


Retail: $4.95 Kiddie size: $3.95 























Buckley stools are better built to take 
hardest wear. Lusterized tubular steel 
legs have non-skid, non-marking rub- 
ber feet. Heavy canvas duck is water 
repellent and mildew resistant. 


SEND FOR CIRCULAR 


BUCKLEY 


Manufacturing Co. 
Precision Metal Products 


4225 W. Lake St., Chicago 24, Ill. 





BENNETT- IRELAND INC. 
"hartserza un IVF ry 
NOHWICH NEW YORK 
Get the facts on Flexscreen—the 
curtain firescreen that most cus- 


tomers want most. It pays to 
promote the leader! 


MAIL THIS COUPON for----------: 


t catalog and full profit details... 
Bennett-lreland Inc. 
Norwich, N.Y. Dept. 1153 North St. 


Send me catalog and information on 
Flexscreen. 
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10st Clis- 
pays to 


BYALLS. a Or, 


OIL RANGES 
AND HEATERS 








DEALER REPORTS: 


+ « « Customer 
settle for nothing 
but GLASWIK." 


STOVE REPAIR MAN 


will 


sa) 
WES 
else AY 


RS 
NG AY 








WRITES: “Thaveused your 
GLASWIKS altogether 


for a few years—think 
they are really the best." 


HOUSEWIFE REPORTS: 


"| have enjoyed 3 years 
perfect service out of 


my present GLASWIK S JKINDLERS 


Kindlers.” | FOR OIL BURNING WICKLESS STOVES, 
RANGES AND HEATERS 
ATLAS ASBESTOS COMPANY, NORTH watts, Fa 


Sold Exclusively Through : = 
AT B. FAS assestos comPANY 


Write for Bulletin No. 7! 
NORTH WALES, PA 


MANUFACTURERS OF ASBESTOS PRODUCTS AND SPECIALTIES 


McCORMICK 


Suggests You Feature It, Too! 








Because right now McCormick is busy 
pre-selling your customers on the new 
“Economy Size’! In... 

Better Homes & Gardens * Household 
American Home °¢ Pathfinder * Farm Journal 
Country Gentleman * Good Housekeeping 


270,750,000 readers— your customers included! 


Note—fine 
makers use 


furniture 


it fo 
menos MOST ANT Major repairs} aes 


ae McCormick g Co., Inc. 
Baltimore 2, Md. 
Available in regular %4 oz. and 


New 2'2 oz. Economy Size. 


Product of 


McCORMICK & CO., INC. 





WAGNER 


WB-KLEANED 


E.R. WAGNER MFG. CO., MILWAUKEE, WIS. 











ee 
“A saucer and MOUSE SEED™ 








Baltimore 2, Md. 
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is All you need” 


B self this 

we—and use youl el 

Offer your customer a 

dern mice-killet “A saucer and Mouse : - ) 

mo a4 a 

js all you need.” No baits, traps or mu a 
‘ 

he kernels of the tiny, che mically trea 
pens usually within 94 hours 


grain, then they die 
(not several days). 
Mousr. SEED* has given exce 


Clean. Convenient. 


lent results for over 


Easy. 


50 years. 

Pays you $1.50 profit on a 
$2.00 investment. 

Insist on MOUSE SEED* 


made only by Reardon. Order 


now. If your wholesaler hasn’t 


it, write us, giving his name. 
’ 


*Reg. U.S. Pat. Off. 








vA 
CARTON OF 
Wholesalers: write 


14 PACKAGES: 

for complete information. Costs you $2.00 

W. G. REARDON LABORATORIES, INC. You selifor $3.50 
309 North Main St., Port Chester, N. Y. You make $1.50 
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Soll the best... 
UPSON- 


WALTON 


tackle blocks 


HIGHER SAFE 

WORKING 

LOADS (at no e cost!) 
with Upson-Walton wood 
shell and oval steel manila 
rope blocks, because of their 
flattened steel hooks. HAND- 
SOME green enameled steel 
parts; clear lacquered, mar 
resistant, hardwood shells. 





@ Upson-Walton blocks 
are sold nationally 
through selected dis- 
tributors. Write for 

free catalog. 





THE UPSON-WALTON COMPANY 


12500 ELMWOOD AVENUE + CLEVELAND II, OHIO 


New York ° Chicago * Pittsburgh 


YOU CAN DEPEND ON UPSON-WALTON’S LONG 
EXPERIENCE—ESTABLISHED 1871 
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Residential Building 
Gains 4% in Sept. 


New construction of private 
residences, excluding farms, in 
September amounted to $1,087,- 
000,000 according to joint esti- 
mates of the U. S. Dept. of Com- 
merce and Dept. of Labor. 

This was a 4 pet gain over Sep- 
tember, 1952, but a 2 pct drop 
from August, 1953. 

For the first nine months of 
1953, the estimate was $8,803,- 
000,000, against $8,083,000,000 for 
the first nine months of 1952, a 
9 pet gain. 

Farm construction in September 
was estimated at $144 million, a 
9 pet decline over the August esti- 
mate and 11 pct over September, 
1952. 

Farm construction in the first 
nine months of 1953 was estimated 
at $1,168,000,000, an 8 pet decline 
over the first nine months of 1952. 


Home Contract Awards 
Higher in September 


Residential construction awards 
in September totaled $507,430,000, 
down 2 pet from August and down 
2 pet from September, 1952, ac- 
cording to the monthly report of 
the F. W. Dodge Corp., covering 
37 states east of the Rockies. 

Other individual September 
awards were: Nonresidential, 
$783,266,000, up 43 pct over 
August but down 38 pct from 
September, 1952; heavy engineer- 
ing, $450,977,000, up 25 pct over 
August and up 82 pct over Sep- 
tember, 1952. 

The nine-month 1953 total of 
residential awards compared with 
nine months 1952 was down 3 pct. 
Nonresidential was down less than 
1 pet in that period. 


Bankers Say They 
Expect No Depression 


Walter J. Delaney, vice-president 
of Continental Illinois National 
Bank & Trust Co., Chicago, says he 
does not look for a depression, but 
feels that “many adjustments will 
take place to bring about a sub- 
stantial leveling off, which after 
the attendant pains, will put the 
economy in a healthier condition.” 

Mr. Delaney, who made his state- 


ment at a meeting of Robert Morris 
Associates, was joined by Albert C, 
Simmonds, Jr., president of the 
Bank of New York, who says “if a 
recession, creeping or otherwise, js 
approaching, it is certainly thor- 
oughly advertised. And,” he adds, 
“whatever its magnitude, the facili- 
ties for meeting the credit needs of 
commerce and industry are such as 
to preclude any monetary strain.” 

Raymond A. Lockwood, vice-pres- 
ident of the Manufacturers Trust 
Co. of New York, concurred that a 
depression is not in the cards, but 
says he does “look for a much more 
competitive business world in the 
immediate future.” 


1954 Father's Day 
Set for June 20 

The Father’s Day Council has 
adopted a new public 
theme for the 1954 event. The new 
theme is “Good Citizenship Begins 
At Home.” The poster spotlights 
“Father’s Day ... June 20.” 


service 


Advertising, sales promotion 
and publicity men of companies 
manufacturing nationally 
tised consumer products, and ex- 
ecutives of department stores and 
other retail outlets, are being sup- 
plied with information about the 
new poster and theme in order 
that there may be ample time to 
arrange for featuring both in 
spring advertising. 


adver- 


Brand Names Dinner 
To Be Held April 28 

The “retailer-of-the-year” award 
to a hardware dealer will be made 
April 28, in New York City, at the 
annual Brand Names Day dinner, 
in the Waldorf-Astoria. Four other 
hardware stores will get certifi- 
cates of merit at the same time. 


Houseware Distributor 
To Be Awarded Plaque 


The outstanding electric house- 
wares distributor of the year will 
be selected in a new contest spon- 
sored by the electric manufacturers 
association, and awarded a plaque 
at the National Association of Elec- 
tric Distributors convention, June 
6 to 11, in Atlantic City, N. J. 
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A COMPLETE LINE OF 


Q00R 3T0F 5 


| = 












Write for our New Catalog No. 12 illustrating our 
line of builders Hardware Specialties. 


aoken @ Boke R > 


MANUFACTURING CO. 
ROCKWOOD, PENNA. 








FOR THE JOBBING TRADE 


“STANHO” Keys, Pins and other 
products are precision made to close 
tolerances from selected stock . . . the 
finest obtainable. All types and sizes. 


















MACHINE KEYS - COTTER PINS 
STRAIGHT PINS - SPECIAL PARTS 






and other Stanho products 


Bulk or Packaged 5 

HORSE SHOE NAILS Z 

\) WRITE for DESCRIPTION —— 
and PRICES = 





Wit 
HH 
ti 
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SOUTHINGTON 





Insist on 
SO-HARD 


for dependability, 
uniformity and 
wide size 
range 








Send for 
PHILLIPS SCREW 
Catalog 


SOUTHINGTON HOWE. MFG. COMPANY 


Since 1867 + Southington. Conn 


EXPORT OFFICE: Joseph A. Gross Company 
25 Beaver Street, New York 4, New York 

















NEW! Lavatory Stall Door 
Spring Hinges for Plywood Doors 


~CHICAE)— 
‘SPRING HINGES 


@ ADJUSTABLE CLAMP 
FLANGE FOR MARBLE 
OR GLASS STILES. 
SURFACE TYPE FLANGE 
FOR PLYWOOD DOORS. 





Type HS2142 


This spring hinge, with clamp flange, is specially 
designed for use with Plywood Doors. The door 
flange can be applied to the surface of the door with 
wood screws or, when so specified, machine screws 
with washers and flat hexagon nuts will be fur- 
| nished. It is not practical to fasten a mortise type 
flange to the edge of a Plywood Door. 


Polished Brass Metal, Nickel 
or Chromium Plated 














“Spring Hinges of Quality” 


Chicagos Spring Ninae Co. 


U.S.A. NEW YORK 





CHICA 


























Self Selling 


TACK AND NAIL BAR 


@ Profit-proved by thousands of 
dealers 

@ Takes less than I sq. ft. of 
counter space 

@ Holds 180 packages, 6 each of 
30 items 

@ Boxes slide into selling position 
automatically 


HOW TO GET IT 


Just buy one dozen each of popular Atlas 
items listed below. Display comes packed 
in same carton. Shipping weight 60 Ibs. 





Upholsterer’s Tacks, 4 sizes © Carpet 
Tacks, 3sizes ¢ Furniture Nails, 3 styles 
Wire Brads, 6sizes © Wire Nails, 4sizes 
Metaleather Furniture Nails, 5 colors 
Wire Cloth Staples * Double Pointed 
Tacks ¢ Thumb Tacks © Linoleum Bind- 
ing Nails ¢ Glazier Points 


FAST PROFIT! SMALL INVESTMENT! 


This is fast-moving, impulse sale mer- 
Pr 











chandise — items that every householder 


uses and keeps on hand! Priced to give 
you over 60°, PROFIT on your invest- 
ment, 


Ask Your Wholesaler’s Salesman 


ATLAS 


TACK CORP. 


Fairhaven, Mass. 
Henderson, Ky. 











2/2 Million Bingham 
Circulars Distributed 

Approximately 2,225,000 copies 
of the Fall Value Days Promotion 
Circular, prepared by the W. Bing- 
ham Co., Cleveland, O., wholesale 
hardware company, have been dis- 
tributed. 

Fifty-four dealers participated 
in the distribution of over 300,000 
circulars as a section of the Cieve- 
land Shopping News and 46 more 
dealers, outside Cleveland, pur- 
chased the newspaper-sized circu- 
lars and distributed them by hand. 

“These promotions represent a 
tremendous amount of work for a 
hardware distributor,” commented 
R. B. Murray, executive vice presi- 
dent and sales manager of W. 
Bingham Co., “but as the average 
independent retail hardware deal- 
er’s advertising facilities are lim- 
ited, we believe that material of 
this nature is very important for 
their continued success.” 


Dryers Are Promoted 
With Weather Contest 

Electric clothes dryers are being 
promoted this fall in Minneapolis- 
St. Paul, Minn., with a weather 
contest on “How Cold will it be 
Thanksgiving?” 

Customers who enter stores of 
124 appliance dealers in the contest 
can get an entry blank and a re- 
view of Thanksgiving weather con- 
ditions to help them with their es- 
timate. 

Customers also expose them- 
selves to sales talks on the all- 
weather importance of dryers. 

Fifteen dryers will be awarded 
and promotion expenses have been 
underwritten by distributors of 
ABC, Apex, Bendix, Crosley, 
Duchess, Frigidaire, General Elec- 
tric, Hamilton, Hotpoint, Kelvina- 
tor, Norge, Thor, Universal, West- 
inghouse and Whirlpool dryers. 


Exports Off 12% 


Add this to the reasons why you 
find it easier today to get most 
merchandise: U. S. Commercial 
exports in the first eight months 
of this year sagged 12 pct under a 
year ago, reports the Commerce 
Dept. 












Comes in 
attractive 
display 
box 


¢/f A Real 
A Profit 
Maker! 


..» THAT PAINTS 
AROUND CORNERS 


Now... a flexible paint brush that bends 
to any angle . . . makes it easy to paint 
those spots an ordinary brush just can't 
reach. Makes painting easier and quicker 
The Paint Brush with a thousand uses! 


SEE YOUR JOBBER 
OR WRITE 











529 MERCHANTS ROAD 
ROCHESTER, N. Y. 








Rod Dowily 
paint conditioner 


It allows you to sell more than just a 
can of paint—you offer your custo- 
mers factory fresh paint at no extra 
charge. And no stirring is required. 
The live-action of this patented con- 
ditioner as it puts pigment back to 
work is a regular traffic-stopper, so 
feature related Red Devil items near 
it and watch paint profits soar. Also 
your standard equipment 
for blending “store-mixed” 
paints. Ps imuinee 
Display this two-color “iam 
decal to identify yourself 
with Red Devil’s national 
advertising — the 
sign of fresh con- 
ditioned paint. 





NO. 30 ee 
PAINT CONDITIONER =, ee 4 
Red Devil's exclusive pat- 7 Pe | i ad 
ented eccentric-action de- a a 
velops 700 vigorous shakes hiy \& 
a minute. Thoroughly . 
freshens paint in less than 2 min- 
utes. Complete with automatic timer. 
7964 See Your Jobber 


PRODUCT OF 


Red Devil Tooks. 













Irvington 11, N. J., U. S.A. 


HARDWARE AGE, NOVEMBER 12, 1953 








THE 


Tk 
br 
sO 
de 
yc 
ak 
wi 
ru 
he 
SP 
g' 





HARD 





A Rea! 
Profit 
Maker! 


rs 

=RS 

at bends 
to paint 
ust Can't 
quicker 
nd uses! 











A BIG SELLER because 


It has a Hundred Uses 
Sheffield 


WATER 
PUTTY 


CRACK FILLER 


@ Sticks to Anything 


@ Mixes Easily with water 
.- Will Not Shrink 


@ Becomes Hard as Stone 










yr" ELS SHtFF te SuErt Lie SOE 4 
7 


etl 


Wad 


Ue 


Crack Filler, 
" rs 


Every household . . . in fact 
every craftsman has wre for this 
miracle putty that dees every- 
thing! Adheres permanently te 
stone, tile, weed or metal sur- 
faces and does a perfect patch- 
ing and ape jeb! Feature 
it strongly... and watch your 
soles grew . . . because your 
customers are lecking fer 
something like this every day! 


Shetticld raze 


PAINT CORPORATION 
lon ame) 


CLEVELAND 19, 











the home-owners 
gun... designed to 
meet contractor 


specifications 
ae Home owners 
everywhere are buying 
and using this low-priced, compact Caulking Gun! 
It’s a bear for wear, and so easy to operate. 
No cleaning required when used with CALBAR 
“Hole-in-Top” Cartridges . . the compound 
never touches the inside of the gun. 








Kees 


Write today for full information 


CALBAR PAINT & VARNISH CO. 


Manufacturers of Technical Products 
2612-26 N. Martha Street * Philadelphia 25, Pa. 








The extra top caliber features 
built into every Drake 


soldering gun 






deliver the performance 
your customer wants. Take the 905 shown 
above. It’s a heavy duty type gun of 250 
watt rating . . . built to stand up under 
rugged use. It features instant 
heating action, twin Visa-lites to 


spotlight work, handy pistol 

There’s more to 
the DRAKE line... 
write today for full 


grip and perfect balance. 
List price $16.25. 


information 


DRAKE ELECTRIC WORKS, Inc. 


CHICAGO 13, ILLINOIS 





3656 LINCOLN AVENUE 
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THE WEW improved 
MILLER PAINT MIXER 


YEARS AHEAD OF ITS TIME 


TINTS! BLENDS! MIXES! 


NOW, DESIGNED WITH NEW FLOAT-A- 
COIL MOUNTING THAT ELIMINATES 
PRACTICALLY ALL VIBRATION 


Stull features the “Horizontal Mo 
tion’ that has made Miller the 
Top Paint Mixer for over 16 years. 
You'll appreciate the quiet, smooth 
operation—your customers will 
appreciate the fast, expert blend- 
ng aed mixing. Available In sin- 
gle or double can models. Takes 
any ‘mee can from quarter pints 


@ to gallons. 









WRITE TODAY... 


for colorful, illus- 


trated catalog. Shows 
complete details and 
exclusive features of 
the new improved 
Miller point mixers! 







visit US 
in Booth 57 at 
Retail Paint and 
Wallpaper Con- 
vention, Hotel 
Statler, New 
York, Nevember 
16, 17, 18. 






DEPT. HA-11 
MILLER MANUFACTURING COMPANY 
9425-45 Seymour Street, Schiller Park, Iilinols 


Rush complete detalles on the new 
Miller Paint Mixer. 


WAME . 


ADDRESS 





CITY ... oe) eee 


























Promotions 


Ekco Products Uses 
4 Television Shows 

Ekco Products Co., Chicago, is 
promoting its housewares with an 
intensive television schedule, four 
night-time shows on the air at the 
same time. The shows are “The 
George Jessel Show,” “Jamie,” 
with Brandon De Wilde; “Come- 
back,” with George Jessel as M.C., 
and “Quick as a Flash.” The pro- 
grams are on stations in 89 cities. 










Faithful 


Line 
OF MARKING 
CRAYONS 





Christmas Promotion 
Uses Newspaper Ads 
Christmas sales of Dormeyer 
Corp. electric housewares will be 
promoted by the use of large-scale 
| newspaper space in 40 markets. 
Advertisements will contain 
complete listings of dealers’ names 
and addresses without charge to 
the dealer. 
Point-of-purchase promotional 
material is also included in the 


AMERICAN 
400 SERIES 


You can stock and sell 
American and “Old Faith- 
ful” markers with the com- 


plete assurance that they 
are the BEST MARKERS 
made —each has the 


backing of over a cen- program. 
tury of research and 
manufacturing 
“know-how”. - 
Campaigns Announced 
On Major Appliances 


The sale of major electrical 
appliances will be encouraged 
through five new promotional cam- 
paigns next year prepared by the 
residential promotion committee 
of Edison Electric Institute fea- 
turing the industry’s new slogan, 
“Be Modern... Live Electrically.” 

The campaigns, their theme and 
timing are: 

Range: “Spring Showing,” 
March, April, May. 

Water heater: Get Rid of Your 
Old-Fashioned Water Heater,” 
March, April, May. 


AMERICAN 
SOOO SERIES 


The “Old Faithful” 
line includes mark- 
ing chalks and cray- 
ons for every con- 
ceivable use. 






AMERICAN 
1035 SERIES 


Write today for 
FREE 16 page In- 


dustrial Marking Freezer: “Food Freezer Festi- 
Guide to Dept. val,” May, June, July, August. 
HA-30. Range: theme to be announced; 


September, October, November. 
Dryer: “Why Do It the Hard 

Way?” September, October, No- 

vember. 

a Months in italics indicate those 


WHEN IDENTIFICATION COUNTS 
COUNT OW OLD FAITHFUL! 


the American Crayon company ? 


y Oh New York 
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Manufacturers’ New Merchandising Plans 


selected for greatest concentratio: 
of sales efforts. 

Display kits and consumer fold- 
ers will be supplied for each cam- 
paign. Local utilities, manufactur- 
ers, jobbers and dealers will be en- 
couraged to tie-in with their own 


campaigns. 


Thor Sets Up Division 
To Produce Own Films 


Thor Power Tool Co., Aurora, 
Ill., has established a new motion 
picture division to produce films 
for showings to distributors and 
jobbers. 

The first film, “The Inside Story 
of Thor Tools,” was made to show 
manufacturing processes on elec- 
tric tool armatures. It is a 20 min- 
ute, 16mm sound movie. 

A series of films on all Thor 
tools will be made, beginning with 
mining tools. 


Mrs. America Will Use 
Universal Appliances 


Landers, Frary & Clark, manu- 
facturers of Universal appliances, 
have been granted exclusive rights 
in the small appliance field of the 
“Mrs. America” homemaking pro- 
gram. 

As a participant in the “Mrs. 
America” promotion, the appliance 
company will have full use of the 
“Mrs. America” name, picture and 
endorsement for advertising, sales 
promotion and publicity for its 
electric housewares. 

Universal appliances will be 
used during the next “Mrs. Amer- 
ica” contest finals at Ellinor Vil- 
lage, Ormond Beach, Fla., next 
April. 


Manufacturer Features 
Dealer's Sales Program 


The success story of a Nashville 
dealer on a door-to-door campaign 
for automatic gas floor furnaces has 
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NEW! SELF-SERVICE ISLAND 
300% More Selling Space 


FLEXO - SPACE, 
the new Low- 
Price Self - Ser- 
vice Island gives 
you 300% more 
selling space than 
the conventional 
flat-type counter 
in the same floor 
area. With 
FLEXO - SPACE 
you will enjoy 
Increased Sales 
through Self-Ser- 
vice, Mass Dis- 
play, Increased 
Selling Space 
and Fixture Flex- 
ibility. SALES 
INCREASE 25% 
AND MORE. 
FLEXO-SPACE is a complete Island. No obstruction on 
the ends to prevent customer shopping. Your customers 
shop on all 4 sides from 5 large Self-Service shelves. 
FLEXO-SPACE takes only 1242 Sq. Ft. of floor area, yet 
you get 50 Sq. Ft. of selling space. You sell more mer- 
chandise because you can display more. The middle 
shelves can be raised or lowered every 2” within the 
13 adjustments. Heavy steel tubular supports for rigidity. 
Neutral finish to blend in or match other fixtures. Shipped 
K. D. for lowest freight rate. Write for FREE catalog on 
FLEXO-SPACE and other Self-Service Fixtures — Today! 


ADD SALES COMPANY 


724 Commercial St. Manitowoc, Wis. 






























ATTRACT MORE 
SALES FOR THESE 
eLuatno Llane 
SANDWICH, PIE 
, N and CAKE BOXES 


NS 
x > SANDWICH BOX 
Stock No. B41 


4H," 24h" 21h" 


Retails ot 25¢ 

Handy, durable, easy to clean. 
Complete with snug fitting covers. 
Another LUSTRO-WARE staple for sales 
and profits. Stacks for effective counter 

display. Write for detailed infor- 
mation and prices. 
COLUMBUS PLASTIC PRODUCTS, INC. 
Columbus, Ohio 


PLASTIC HOUSEWARES 


PIE BOX Stock No. B40 
Size 44" x 54%" x 1K" Retails ot 1% 


CAKE BOX Stock No B42 
Size 44" 24%" 242%" «= Retails at 29% (.,! 


Unericas Foimol Lurk’. 
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THE ACE.. 


Wonderful 
Footscraper. 
Doorway Safety 
Precaution 











E_ 


4 / 














keep clean. 
Very modern. 


14° 524 
18" x 30" 
20" x 36" 


Everybody wants a “Welcome Mat". Made of tough 
rubber, reinforced with chopped fabric cord. Waffle de- 
sign gives multiple scraping edges. Water and dirt drop 
through perforations. Stock up with this fast seller. 


At Better Jobbers Everywhere 


ACE RUBBER PRODUCTS, INC. 
100 Beech St. Akron 8, Ohio 








EY'RE 
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HELLER ADJUSTA’ 
RES TA 


FOR LOG 


C. HELEER & CO’ 


MONTPEL OHIO 
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puckle ae es 
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8 Pechaned for quick identification 
and easy soles. 


2. Immediate shipment on orders from 
a central location insuring quick 
delivery. 


3. A complete line eliminates losses 
on shipping charge minimums. 


cA 
C— 





TURNBUCKLES— 

Alumaloy” bod- 
steel hooks 

and eyes. 

EYE BOLTS— 

wrought nuts, 

bright zinc 


plated. 


$ HOOKS—in o 
wide range of 
sizes. 


EIGHT HOOKS— 
in steel or brass. 


SCREEN DOOR 
BRACES — alumi- 
num or steel rods 
with sturdy 
“Alumaloy” bod- 
ies. 


UTILITY HOOKS 
—cold drawn 
work hardened 
steel. 


SCREW EYES— 
large, medium and 
smoll eyes, in steel) 
or brass. 


SCREW HOOKS— 
round end ceiling, 
type, in steel or 
brass. 


SCREW HOOKS— 
square bend, cur- 
tain rod hooks, 
steel or brass. 


SHOULDER 
HOOKS—brass 


with firm base. 
4 GATE HOOKS 
AND EYES — full 





size range. 

Cup HOOKS— 
brass with firm 
bose. 


EYE BOLTS—with 
lag thread, turned 
eye. 


CLOTHES LINE 
HOOKS—plate 
ond screw type. 


PORCH SWING 
HOOKS—with lag 
thread. 


HAMMOCK 
HOOKS—plate 
and screw type. 


ASK YOUR DISTRIBUTOR OR WRITE TO 


TURNBUCKLES, 
BOX 333, MICHIGAN CITY, 


FACTORY 





262 


INC. 


INDIANA 
GRAND BEACH, MICHIGAN 


| been the theme of trade publication 


| Nashville, 


advertisements by Temco, Inc., 
Tenn. 

The dealer organized his program 
as “Operation Doorbell.”” Dealer 


salesmen canvassed homes, going 


| down one side of the street and up | 


the other. 

The campaign was so successful 
that on some streets every home 
connected to the gas main has this 
The dealer ex- 
his peak year 


: , 
dealer’s appliances. 
» 


pects to make 19538 
on account of the campaign. 


Home Air Conditioning 
Field Is Expanding 

The 1954 air conditioner market 
will be “very competitive,” John F. 
McDaniel, vice-president, stated. In 
1953 there were about 72 brand- 
name conditioners and there will 
be more next vear, he predicted. 

Three sizes in 14 models in a 
blue-gray will comprise the 
Hotpoint Co.’s 1954 line of air con- 
ditioners. 


color 


All models, the company 
nounced, will have a cooling velocity 
of 900 to 1,200 ft per minute and 
a room penetration of 30 ft. There 
will be 1%, 34 and 1 hp models. All 
models will have grilles rotating in 
directions with 16 air direc- 
tion combinations. 
model will have one grille, the other 
models two grilles. 


an- 


four 


Strong Fight Looms 

On Housing Question 
Public Housing Commissioner 

Charles Slusser says he’s going to 

“fight hard” for the subsidized 

housing program both in the com- 





The % hp | 


ing session of Congress and with | 


the Administration. 

“President Eisenhower did 
appoint me head of the P. H. A. for 
the purpose of liquidating the low- 
rent housing program,” he asserts. 

Mr. Slusser seems in for a good 
fight. Congress, in its last session, 
authorized construction of only 20,- 
000 new units in the current fiscal 
vear even though the Administra- 
tion asked for 35,000 units. 


not 


The House voted to kill the pro- | 


gram entirely, but the Senate’s vote 
for 35,000 units caused the 20,000 
unit compromise. 
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SPRAYERS 


» 5 GAL. KNAPSACK SPRAYER 
ce 



















Recommended 
by Experimer 
Stations and 
Extension 
Service 


Finest knapsack sprayer made. Pump lever 
develops high pressure with athe effort. Zinc- 
grip steel or copper 
tank is air condi- 
tioned and form fit- 
ting and prevents 
dampness _ touching 
the back. Adjustable 
brass nozzle for 20- 
30 ft. stream _or 
short, fine spray. For 
all spraying, includ- 
ing weed and brush 
contr 


D. B. SMITH & CO. 


426 Main St., Utica 2, N.Y. 

“Originators of Sprayers” 
Canadian Rep. G. L. Cohoon 

1265 Stanley St., Montreal 2, Canada 





Send 
for 
Catalog 











MANUFACTURERS AGENTS WANTED | 


BULL DOG REMOVERS 


Cream—Liquid—Brushcleaner 
HOLDTITE (Liquid Sandpaper) 


BUILD YOUR PAINT DEPT. 
Thru Satisfied Customers 














Write For Special Combination Deal 


GILLESPIE VARNISH CO. 
131 Dey St., Jersey City, N. J. 








PIPE 
NIPPLES 


Steel, Brass 
Copper, Chrome 
Long Screws, Tank Nipples 

Gauge Siphons 


PITTSBURGH NIPPLE WORKS, Inc. 
1455 Spring Garden Ave., Pittsburgh 12, Pa. 
6H 











GRAND 
DOOR HOLDERS 














MICKEY X2M 
DELUXE 6A 
STANDARD 600 SERIES 

tn Stock for immediate Delivery 


GRAND SPECIALTIES CO. 


3101 W. Grand Ave. Chicago 22, Iilisets 
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WHEN YOU 
STOCK AND DISPLAY THE 








E. H. TATE CO. 


251 CAUSEWAY STREET 
BOSTON * MASSACHUSETTS 











- « « FOR STEADY PROFITS 
A fine product is the primary basis of a sound business ... 
that’s why you'll build steady sales with Rogers Glue — the 
glue with a “gorilla grip” — a ton of strength in every drop, 
Its purity, clarity and excellent adhesiveness are the result of 
the exclusive use of quality materials in its manufacture, Once 
used, customers inevitably come back for more. 


Important extra aids to build p= a Rogers Glue business 
Rogers’ policy of selling Rogers lue exclusively to hardware dealers 


means more money in i pocket. Your glue business is protected from 
competition — Rogers 


lue 1s never sold by pow buyers, chain stores or 
mail order houses ustomers return to you 


for their glue needs. 







trA Regular national advertising in numerous 
a J high-circulation magazines tells customers 
— {, about the fine features of Rogers Glue .. . 
by Lt sends them to you to buy Rogers Glue. 
ae Your sales are steadily built by satisfied 
users . . . stimulated by new buyers of 
Rogers Glue. 


A fine product — constant national advertising 
— price protection — all this adds up to big 
sales and steady profits for you. 


Order Rogers Glue ead through your jobber 
or by writing to. . 


ROGERS 


3,885 Ibs. Shearing Strength ISINGLASS & GLUE Co. | 
eae Senane: hich GLOUCESTER, MASS. 
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Group "C" Gang 






BOMMER SPRING HINGE CO. INC. 


Main Office & Plant: LANDRUM, SOUTH CAROLINA 
Chicago Office: 180 N. Wacker Drive, Chicago 6, Ill. 
Sales Office 

and Warehouse: 


Sholom Adsays Fest 


IS FIRST AGAIN 
<@ 


> 
£.. a pe x 


263 Classon Ave., Brooklyn 5, N. Y. 
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CUSHIONED HEAD 
Easy ou “Shumbs 


PLAS-T-CAP THUMB TACKS 








»Plaa- T-Cap THUMB TACKS todd the 


re, 
| ITER 







THE GREATEST DEVELOPEMENT IN OVER A CENTURY! 


It's in the coating—softens shock to the thumb 
—looks brighter for a better decorative effect 
Stock Shelton tacks and tack lifter on a block 

they'll out-sell all others. Available in 
attractive 2 and 4 dozen displays 


TACKS, NAILS and BRADS 
New 


in HANDY VISIBLE TUBES 
CREATING RECORD BREAKING SALES EVERYWHERE 


Available from 
SHELTON TACK CO. HOLLAND TACK CO 
SHELTON. CONN. BALTIMORE 31, MD 
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STANLEY 
Shelf Hardware 























The Stanley name on your shelf hard- 
ware means faster turn-over and repeat 
sales for you. The familiar yellow and 
green label on every box is known from 
coast-to-coast for indisputable quality 
and long dependable service. Recom- 
mend Stanley Strap and T-Hinges, 
Hasps, Mending Plates, Corner Irons, 
etc. to all your customers . build 
customer confidence that pays off again 
when they look for other products. 















© The Stanley Works 
New Britain, Connecticut 


[ STANLEY ] 


Reg. U.S. Pat. Off. 


HARDWARE * TOOLS © ELECTRIC TOOLS 
STEEL STRAPPING ° STEEL 


Remember . . . Three Hinges To A Door 
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More Mortgage Money Now Available 
But Doesn't Satisfy Demand for Housing 


More home mortgage money is 
on the way to prospective buyers 
—a condition that must be wel- 
comed by retailers and other busi- 
ness men. Plentiful mortgage 
funds always stimulates home 
buying which, in turn, stimulate 
sales for home products and hard- 
ware. 

Brown L. Whatley, president of 
the Mortgage Bankers Association 
of America, says the “tone of the 
mortgage market has improved 
considerably within recent weeks.” 
Mr. Whatley’s statement is under- 
written by many banks and in- 
surance companies, but there are 
some notable dissents. 

Charles B. Shattuck, president 
of the National Association of 
Real Estate Boards, says “short- 
age of mortgage funds is not a 
temporary difficulty, but is evi- 
dence that our expanding economy 
has generated a demand for mort- 
gage financing that has outgrown 
existing facilities.” 


The government, however, seems 
reticent to jump into the mort- 
gage market. Part of their cau- 
tion is attributable to the trend 
in mortgage foreclosures. In the 
second quarter of this year, the 
latest period for which figures are 
available, 5408 non-farm real « 
tate mortgages were foreclosed, 
the highest three-month total 
since World War II with the sin- 
gle exception of the second quar- 
ter of 1950. 

Yet, Albert Cole, Housing and 
Home Finance Adminsitrator, has 
warned bankers that unless suffi- 
cient mortgage money was sup- 
plied to maintain what he termed 
a “reasonable” volume of home 
building, direct government ac- 
tion will be taken. 

Mr. Cole didn’t specify the type 
action he had in mind, but the 
action could either be government 
mortgage lending or public hous- 
ing. A combination of both meth- 
ods can not be ruled out. 


Reo to Package Lawn Mower Parts 





Reo Motors’ Lawn Mower Division has started a packaging program 
service parts. Parts will be packed in 18 standardized cartons and 6 sizes of 
envelopes. Each package will be labeled with part number, quantity, and 


part name. 


Tom Clay, service technician; Allan W. Greene, service manager, and 
Jim Schiller, service technician, are shown as they inspected the new packag- 


ing. 


The program was started to aid dealer service departments maintain 
stock control, simplify inventory taking, protect parts and reduce losses. 

Dealers and distributors will be receiving their parts orders in the new 
packages, and as present stocks are replaced they will have their entire 


inventory in the new packages. 
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(ee 
S) PUMPS AND 
ae ive WATER SYSTEMS 


Entire pumping 4 Easy to sell! 
unit submerged 
in the well. Water 
cooled and water lubricated. 





| New ALL-METAL DISPLAY RACK 


FREE 


with +10 Sign As- 
sortment (5 dozen 


signs). Will hold 












Easy to install ! 
Requires no pump house. 


Get the facts about Deming Made of corrosion- 
Submersible Pumps and resistant materials. 12 dozen signs. In- 
Water Systems. Write for THE DEMING COMPANY 


BULLETIN No. 6700. 








517 Broadway * Salem, Ohio ventory list, whole- 
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| 
SEE THIS aint CATALOG & 





Contact 
your jobber 
or write 
direct. 





on Pages 147, 148, 149, 150 


of July 23 issue | PRODUCTS COMPANY 


meres HARDWARE AGE DIRECTORY 
and Order From Your Jobber Today 260 W. FOURTH ST., CLEVELAND 13, O. 


FAULTLESS CASTER CORPORATION, Evansville, Ind. | 


Check these features with the 
shelf hardware line you're now carrying... 































SOLD THROUGH JOBBERS EXCLUSIVELY 
You can handle this complete Kne of rust-proof shelf hard- 
ware staples and specialty items by contacting your own job- 
ber; or, drop us a card with the name of your jobber on it 
we'll send him our new illustrated catalog and revised price list 
REPRESENTATIVES—CHECK ON OPEN TERRITORIES 
In Canada: Dorkin Bros., 408 McGill St., Montreal, Canada 






Delivery —-immediate shipments made on all orders. 

Packaging-—all items are unit packaged in durable, attractive 
reinforced boxes for shelf use. 

low Prices—no leader items, but consistent low prices. 

Sales Aids —free display and merchandise boards. 


ESL) _ JSPR 















Keep In Touch With The “OPPORTUNITIES” In The Trade— 


Hardware manufacturers, manufacturers’ agents, jobbers, jobbers sales- 
men, retailers and retail salesmen all use the medium that covers and con- 
tacts the hardware trade most thoroughly— Hardware Age. They know that 


There Are Many Business Opportunities In The Classified Section 


of this widely read trade publication. Hardware Age has been the recog- 
nized leader for bringing buyer and seller, employer and employee to- 
gether for many years. Use it and see if results do not justify every claim. 


HARDWARE AGE, (Classified Opportunities Dept.) 100 East 42nd St., New York 17, W. Y. 
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Exclusive, finger-grip 
design; easy to as- 
semble, disassem- 
ble; brightly finished: 
clean threads. 


For faster volume selling . . . 
GRC exclusive die cast Wing 
Nuts and Cap Nuts in fast sell- 
ing display assortments—packed 
four popular sizes to box! 


Also available in bulk in all 


commercial finishes. 


Write today for 
samples and prices 


GRC CAP NUTS 
Attractive, bright finish 
¢ DEPENDABLE 


* RUSTPROOF 
* DURABLE 










‘a | 
GRC WING NUTS 





| and for 


Washer Factory Sales 


Gain in September 


Standard-size household washer 
factory sales in September were the 
second highest since March, 1951, 
the first nine months of 


| 1953 were substantially higher than 


| of August, 


1952 months, the Ameri- 
can Home Laundry Manufacturers’ 
Association announced. 
Association members in Septem- 
ber sold 340,532 units, up 16.9 pet 
over August and 20 pct over Sep- 
tember, 1952. In the first nine 
1953 months sales were 2,689,037 
units against 2,169,491 units a 
year ago, a gain of 23.9 pct. 
September factory sales of iron- 
ers were 9,113 units, 13 pet ahead 
59 pct below September, 


the same 


1952. 


Automatic tumbler dryer sales 





in September were 86,461 units, up | 


22.1 pet over August and 20.9 pet 


STAINLESS STEEL 


FASTENINGS OF ALL TYPES 
RIGHT OFF THE SHELF 


© Sheet Metal Screws @ Machine Screws © Cap Serews 





: Set baad gee . ood Screws @ Nuts, Washers, et 
Cla 3 AN Drilled Fillister Heads PROMPT 

DELIVERIES ON SMALL OR LARGE QUANTITIES 

Fast service on special screw machine products 


~SZp «1 for complete descriptive catalog 
~ S Zap, srannses SCREW CO. 
Gam foe foo ARmory 4-1240 


232 UNION AVE. @ PATERSON 2, N. } 
Direct New York "phone Wisconsin 7-9 


ss CHAIR-LOC 





Amazing New Liqasid 
S-W-E-L-L-S Wood 


© Penetrates weed flbres— 

makes thom ¢-x-p-a-8-8 

permanently. 

Quickest and easiest waz 
@ fix leese chair run 

ie es, handles, dows 

dove-talls, ete. 


A Fast-Selling Impulse itew 
Write oF — Samples aed 
Iterature 
cna Loc _ 
Lokehurst 3. &. 










40 Top-notch salesmen tem td 

in a rich sales territory . . 

result-producers yey | directly to for 
° 


y you, giving you mplete Cov 
over September, 1952. erage in: 
NEW ENGLAND STATES; NEW 


| Industrial Lay-offs 


Heavy in Cleveland 


The cutback in defense produc- 
tion is becoming apparent to re- | 


tailers in slowed-down sales. It 
is difficult to spot areas where the 


| tapered-off program has had such 


| trenching. 


an effect. But one area is particu- 
larly hard-hit—Cleveland. 


Lay-offs in Cleveland’s machine- | 


tool industry have been going on 
for months now. Workers laid-off, 
and even those working, 
Cadillac, which oper- 


| ates a tank plant, in Cleveland, re- 


| worsen in coming months. 


ports it has laid-off 2300 workers. 


are re- | 


The situation in Cleveland, and | 


similar areas, is not expected to 
If any- 
thing, say government economists, 
the situation will improve as laid- 
off workers are absorbed in other 
industries. 


Says Federal Taxes 
Cut Dollar's Value 


Jack I. Straus, president of 
Macy’s, says the suggested alter- 
native to the national sales tax, 
the manufacturers’ excise levy is 


equally offensive, since either plan | 


E ; 
VANIA; MARYLAND; ELA- 
WARE; ad oF COLUMBIA: 

VIRGIN 


The HARRY HANSER 
ORGANIZATION 
Manufactarers Representatives 
New Vork 23. 23, ™. 7. 





owe) Breedway 


Gripper Clips! 


Registered U & Pat. OMce 








Small and large 
sizes for holding 


Nickel plated fin: 
ish. Packed in 8 
dos. large or 3 
doz. small to bor 
with screws. Units 
(3 dos. large and 

dos. small to 
oon, ) Retails 10¢ 
each. Circulars on 
request. 


GIBSON GOOD TOOLS, 
75 Pearl St., Sidney, N. Y. 





INC. 











Bewildered ?? 


.... then read.... 
WASHINGTON NEWS 
AND VIEWS on page 
10 of this issue. Here 
are accurate, authentic, 
easy-to-understand re- 
ports on the latest de- 
velopments in Washing- 
ton affecting hardware 
dealers. This helpful 
feature in each issue 
is another reason why 
HARDWARE AGE is 
the No. 1 choice of hard- 





BUSH 














ware dealers through- 


| would “decrease further the real | 
; out the nation. 


j | purchasing power of the dollar.” 


GRIES REPRODUCER CORP. 


161 Beechwood Ave., New Rochelle, N. Y. fe 
NEw Rochelle 3-8600 




















(Resume reading on page 15) 


266 HARDWARE AGE, NOVEMBER 12, 1953 








» Cap Sere 
Washers, ste. 


UANTITIE s 
ne products 


ptive catalog 
i co. 
ry 4-1240 


SON 2, N. J 
onsin 7-904 


LOC 


w Liqaid 
Wood 


weed flbres— 
} @-X-p-8-8-8 
f. 

d easiest way 
chair rungs. 
dies, dewe 
ote. 

impulse itee 
Samples aed 
ture 


. z°; 


LERS! 


oncentrated 

(ss = 
directly for 
nplete Cov- 
ATES; NEW 


plitam area); 
PENNSYL- 


iD; DELA- 
COLUMBIA; 
IANSER 
\NIZATION 
psentatives 
: 23, N.Y. 


ips 


t. Office 








VS 
ge 
re 
ic, 
re- 
le- 
g- 
re 


hy 


d- 
h- 














Fun’ MARSHALLTOWN 


MARSHALLTOWN TROWEL COMPANY MARSHALLTOWN, lOwA 


HYPONO 





(ZZ77 GORMAN-RUPP- 


HI-N-DRY 
SUMP PUMP 
DEPENDABLE! 


Pump and motor entirely out of sump. 
Install on floor level beside the sump, or 
on wall bracket. Accessible. Durable. Built 
for long, continuous service. Positive auto- 
matic self-priming. 


DISTRIBUTORS! We invite your 






PLANT FOOD 


FAST SELLING, NATIONALLY ADVERTISED 


Now demanded by millions for houseplants, flowers, vegetables, lawas Ruroen 
gardens. Produces vigorous, beautiful growth in all plants quickly. Pays Ff \e 
dealer 3314°;, profit. Attractively packaged for display. Does not deter “gmt 
jorate, is clean, odorless and SAFE. Dissolves instantly in water for use Q 
l-oz. makes 6 gallons liquid plant food 

















: ow s-N. s Retails Your Cost 

inquit y: The Hi-N Dry is headed l-oz. pkt. 10c 72 to case wt. 7 Ibs $4.80 case & “ay 

straight for the top in the Sump 3-02. can 25¢ 36 to case wt. 12 Ibs. . 56.00 coco ((, Somenendy 

Pump field. Competitive in price 7-oz. can 50c..... 24 to case wt. 14 Ibs... $8.00 case me meme 
1-Ib. can $1.00 12 to case wt. 16 Ibs $8.00 case . > 







and profitable to sell! 
THE GORMAN-RUPP COMPANY 


MANSFIELD, OHIO 


Thee unrctly oot, 


BUSH HOOKS—BANK BLADES—CANT HOOKS 
DISTRIBUTION THROUGH JOBBERS 


Also packed in 10-Ib., 25-Ib., 50-Ib. and 100-Ib. drums 
If your jobber cannot supply you, order direct. 


HYDROPONIC CHEMICAL CO., Inc., Copley, Ohio, U.S.A. 







































BALDWIN 


COMPLETE LINE OF BUILDERS HARDWARE 





SAFETY HASPS CHAIN DOOR FASTENERS 1290 CENTRAL AVENUE, HILLSIDE, NEW JERSEY 








WHAT'S NEW? || SPRINGS ARE Casy 10 STOCK WITH 


| Gardner's 
Turn to pages 175-176 of SPRING CABINETS 
this issue. The Quick Check | 

| 







A single convenient metal 
drawer holds 128 selected 
° springs, 40 most popular 
Card properly filled out will wang agp parse 
bring you quickly the details 
on new products that in- 
terest you. 


partments. Larger 
assortments come in 
2 and 4 drawer 
cabinets. These are 

: top quality, preci- 
sion made, plated Springs. Boxed refills shipped from 


stock. Order from your jobber or wri q 
IT’S QUICK — IT’S FREE Cntnadtiitnn Co. aii CICERO AVE. 


CHICAGO 50, ILL. 



























WORLD’S FINEST STOVE and 
ALL-PURPOSE UTILITY MATS 


R777 


= 
AR : STO MATS Greater Volume! Bigger Profits! 


See Your Jobber or Write For Your Nearest Distributor PHOENIX TABLE MAT CO.,1718 E. 75th Street, Chicago, 49 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum, 50 words.......... $5.00 
Each additional word 10 
Positions Wanted 
Beedtet Rate) set solid, maximum, 
50 words eran ae 
Each additional word cose a 


Allow Seven Words for Keyed Address 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5°, discount allowed for 4 or more con- 


secutive insertions of Boxed Display Ads. 


Cuts or special borders not cosapted. 
Address your correspondence and repiles to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N.Y. 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


ublished every other 
close 15 days 


HARDWARE AGE is 
Thursday. Classified forms 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, not currency or 
stamps. 











Representatives Wanted 


Representatives Wanted 


Representatives Wanted 








Exceptional 


SALES OPPORTUNITY 


Prominent manufacturer of nationally 
advertised juvenile wheelgoods seeks 
self-rellant and aggressive salesman to 
control and expand sales in well-estab- 
lished midwest territory Prefer man 
with successful record in sales of chil- 
dren's vehicles, sporting goods, or allied 
durable consumer goods to distributors, 
chain stores, and large retailers. Starting 
salary at rate of $8500 annually, plus 
travelling expenses. Progress and future 
increased earnings commensurate with 
results. Send complete resume to Box 
184. Our employees have been informed 
of thi advertisement Address Box 
B-484, care of HARDWARE Ace, 100 East 
i2nd Street, New York 17, N. Y 











WINDOW FAN SALFS REPRESENTA 


TIVE—Men 28-45 for established nationally ad 
vertised window tan manufacturer, popular prices, 
Hardware, electrical distributor furniture, de 
partment store coverage required. Sales increases 
demand men with one or two lines minimum. Ohio, 


Kentucky, Ind., Mo., Tenn, Ga., Fla., available. 
Address Box B-490, care of Harpware Ace, 100 
East 42nd Street, New York 17, N. Y 


MFRS. AGENTS! BIGGEST OPPORTU- 
NITY IN YEARS! Every hor ind farm, office, 


factory and warehouse needs fast selling Port-A 


Phone! Nationally advertised, time proven, Amaz 
ing wireless intercom saves time ani teps, thou 
sands of dollars in industrial wiring. Works up to 
rt miles Automatic watchmar floor-to-floor, 
house-to-house, building-to-building Baby sitter 
sickroom attendant. Hundreds of essential uses 


Every set operating in 
You profit if you hurry. 
Write for details and 
Monticello Ave., 


One demonstration sells 
irea sells others on sight, 
(Choice territories now open 
discounts. Port-A-Phone, 8026 N 
kokie, Illinois 


SALES REPRESENTATIVES TO HANDLE 
FULL lockset line for old established eastern 
manufacturer of Builders’ Hardware selling to 
Hardware and Lumber Trade. Commission basis 
State age, territory covered, all lines handled and 
type of accounts solicited. All replies confidential 
Address: Box B-499, care of Harpware AGz, 100 
hast 42nd Street, New York 17, N. ¥ 


SALES REPRESENTATIVES TO HANDLE 
FULL LINE of builders’ hardware and specialties 
in established territories for well rated top notch 
eastern distributor, selling to hardware and lum 
ber trade. Generous draw against commission 
Openings in New York State, Ohio, Pennsylvania 
ind Virginia. All replies confidential. Address: 
Rox B-482, care of Harpware Ace, 100 East 
42nd Street, New York 17, N 


SALESMAN WANTED: Man with specific 
uccessful experience selling to wholesale hard- 
ware firms to join fast expanding lawn seed divi- 
sion of leading AAA-1 seed house, Quality product 
is handsomely packaged, aggressively merchan- 
dised and accepted line with hardware wholesal- 
er, Opportunity for eventual advancement to sales 
manager, Base salary plus incentive. Car fur- 
Midwest territory. Write with picture of 
yourself. Address: Box B-485, care of Harpware 
Ace, 100 East 42nd Street, New York 17, N. Y 


nished 


AGGRES 


(special 


HARDWARE SALFS; LARGE, 
SIVE, HARDWARE WHOLESALER 
izing in Tools) now in process of expansion, offers 
opportunity to men presently employed as Whole 
sale Hardware Salesmen With Following in East 
ern Conn., Mass., R. I., & Northeastern Penna 
Best lines of Hand, Garden, Power Tools, etc. Ad 


MANUFACTURER'S REPRESENTATIVES 


Specialty auto accessories. Volume items, New, ex 











dress: Box B-479, care of Harpware Ace, 100 
Fast 42nd Street, New York 17, N. Y 
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elusive utility products Never on market Heavily 
advertised and merchandised Call on Hardware 
Stores Liberal commissions All territories open 
Mtate territories covered, other lines handled, men 


travelled 


Address Box 68-495, care of HAROWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











SALESMEN FOR 1954 WHO HAVE A good 
following among Hardware, Auto Accessory and 
Sporting Goods Stores who carry Toys all year 
around or only for the holidays needed. We have 
one of the most FAMOUS lines of toys shipped 
direct from factory Most territories are open 
This line can be carried as a side line. Give all 
details in letter, with regard to how often you 


see accounts, what territory you would be in 
terested in covering. This is strictly a commission 
line. Address: Box B-486, care of Harowarg AGr, 


100 East 4; 2nd Street, New York 7, B. ¥. 


EXPERIENCED SALESMEN 


with following among retall hardware and 
housefurnishing stores, to sell the most popular 
branded line of dog furnishings. Can be 
handled as a side line. Liberal commission. 
Choice territories open. 
Address Box A-803, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














SALESMAN WANTED — PROMINENT 
PAINT BRUSH manufacturer has open terri- 
tories for successful sales producer. Prefer men 
now calling on paint, hardware, lumber dealers 
and industrials. Drawing account against good 
commissions. Will also consider side line man or 
manufacturer's agents. Address: Box B-280, care 
of Harpware Acz, 100 East 42nd Street. New 
York 17, N. ¥ 


LOWEST PRICED LINE 


OF MEDICINE AND’ KITCHEN CABINETS. 
AVAILABLE FOR ALL TERRITORIES. 
STRAIGHT COMMISSION—EXCELLENT SIDELINE 
Metal Products Division 
THE WALTER S$. KRAUS COMPANY 
48-01 Forty Second St Long Island City 4, N. Y. 

————WUR 29TH YEAR 

















EXCLUSIVE PROTECTED TERRITORIES 
OPEN FOR MANUFACTURERS Representa- 
tives calling on lumber dealers, building material 
and hardware dealers and jobbers to handle a 
complete line of quality builders hardware tubular 
locks and latch sets. In reply state lines now 
handled, territory covered and experience in build- 
ers hardware. Confidential. Address B-426, care of 
Harpware Acz, 100 E. 42nd St., New York 17, 








EXCLUSIVE PROTECTED TERRITORIES 
OPEN ON nationally advertised Mak-O-Washer 
to agents calling on hardware distributors, dealers 
and plumbing supply houses. Unique demonstra 
tion sella eight out of ten on first call. Excellent 
for opening new accounts and high volume re 
peat business. Address Box A-870, care of 
Harpware Ace, 100 E. 42nd St., New York 17, 


T MANU FACTU RE R WITH COM 
POPULAR priced line suitable for re 
quirements of Hardware, Paint, Surplus, Army 
& Navy, Lumber Yards, etc. Has several pro 
tected territories open. Non-conflicting sidelines 
not objectionable. Commission basis. Write par 
ticulars. Address: Box B-438, care of Harpwara 
Ace, 100 East 42nd St., New York 17, N. Y. 


PAI? 
PLETE 
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WELL ESTABLISHED NEW YORK HARD 
WARE JOBBER, » National WI! ile 
Hardware Association, and distributor of t 


member 


ally branded lines of hardware and _ tools, cks 
men accustomed to earning $7,500 to $10,000 or 
more a year, Following among hardware, automo 


tive stores, lumber yards, etc., essential. Fine 


opportunity for selected men to become part of 


progressive organization Excellent immediate 
earnings assured by taking over active accounts 
in protected territory High commissions tate 
full particulars including territories you now cover 


Replies held strictest confidence. Address: Box 
B.502, care of Haxnware AGe, 100 Fast 42nd 
Street, New York 17, N. Y 


REPRESENTATIVI WANTED MANU 
FACTURERS' AGENT, as of old estab 
lished Agency Straight Commission Cov ne 
Virginia, West Virginia, North and South (aro 
lina to contact Hardware Jobbers, Contract Build 
er’s Hardware Firms and larger Lumber Yard 
with four good hardware lines. Non-conflicting 
lines not objectionable. Should reside in territory 
and have established following and knowledge 
Builder's Wardware. Address: Box B-489, care of 
Harpware Ace, 100 East 42nd Street, New York 
17, N 


associate 





Accounts Wanted 








Canadian Manufacturer 


is interested in obtaining Canadian 
Manufacturing or selling rights for 
hardware or housewares from U. S 
manufacturers. We have been selling 
to most Canadian jobbers and depart 
ment stores coast-to-coast for many 
years. Complete sales organization 
and modern manufacturing facilities 
References and information on request 
—please send replies to 


Address Box 8-483, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y¥ 














NEBRASKA MANUFACTURERS REPRI 


SENTATIVE seeks 1 or more additional lines 
calling on hardware, appliance outlets, chains a 
dept tores. Address: Box B-492, care of Hakp 
ware Ace, 100 East 42nd Street, New York 


N. Y 


LITTLE OLD NEW YORK 


that has been my territory for twenty years, The 
hardware and housewares Jobbers-—the 5 & 10¢ chains 

drug chains The supermarket jobbers. Concentrated 
effort In the world’s greatest market May I represer 
you Lets talk about It 


Address Box B-496, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y 














EST ABL ISHED REPRESENTATIVE FOR 
SIX NEW ENGLAND States, wishes nationall 
advertised hardware or houseware line calling 01 
the jobber and/or retail grade. Adre Box B-500, 
care of Harpware Act 100 East 42nd Street 
New York 17, N. ¥ 


WESTERN C ANAD A AGENT FO! 
“NESCO, INC.”, “Counselor Scales,” ‘Be 
Plastics,’’ wants ade litional major line with $160, 
000 volume potential. Write: H. Deuglas Latte 
388 Donald St., Winnipeg, Canada 
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led by 
HARDWARE SALESMEN. Large, aggres- 
WEST COAST sive, hardware wholesaler, now in process of 
expansion offers opportunity to men presently 
h Well Established representation, 20 years in employed as wholesale hardware salesmen. Some FOR IMMEDIATE POSSESSION 
j = hardware and housewares, warehouse shipping established territories available. All top lines of . 
ys { billing facilities also available. Please hardware, hand tools, power tools, garden supplies, A Sound Hardware Bolt and 
write for references or check D & B etc. Draw vs. comm., plus expense allowance : ne 
A . Car necessary. Address: Box B-389, care of N } WI | : | B at { 
bes or ROBERT H. CLARK COMPANY Hampware Ack, 100 East 42nd Street, New York u IOIESAIe usiness ane 
Industrial District Beverly Hills, Catit. | | '7* N- ¥: LIN. Building of 20,000 Square Ft 
= RS pA : MANAGER WANTED: Experienced man to . ) erms O 
lant d MA RUE ACTUR ERS REPRESENTATIVE | act as store manager in Hardware Store in Okla Name Yc ur Own T ms, \ nly 
e ESTABLISHED TWENTY-FIVE YEARS with | homa town of 42,000. Good Salary. Owner is get’ | 1 Experienced in the Line Should 
sales force of three men wants builders hardware | ting on in years and desires to retire, State quali p ad ; 2 TIE 
; or ied lines for Indiana, Kentucky and Ten- | fications in first letter. Address: Box B-498, care ? tact M 
RK HARD lessee We have a large personal following | of HARDWARE Acx, 100 East 42nd Street, New onTtac e. 
1 Wi a ‘ ig jobbers, contract dealers, chain lumber and | York 17, 
. all aeetio building supply dealers. Address Box B-469, care | — - . Address Box B-488, care of HARDWARE AGE 
seis ‘eesien of Hiampware AGe, 100 East 42nd Street, New SALES MANAGER—FOR A NEGLECTED 100 East 42nd Street, New York 17, N. Y 
, $10,000 or 17, N. ¥. WHOLESALE HARDWARE FIRM, one who is 
sie. meat = ade capable, experienced and aggressive, able to put 
ential Fine bu ness a. ede proposition . /e — Gaoop IIARDWARI & FURNITURI 
art >/0,000.0 established territory ’roht) sharing | STORI in Ohio, store 60 years old in same 
yme part of ‘ : tk, > 
immediate MFGRS. REP. WITH TWO LINES _ ke p> . 8 Hx ress: Box 5-480, care of location, only two owners to date Town of 3000 
accour . . ARDWARE Ace, 100 Kast 42nd Street, New York | jy pulation, with 8 potteries and several mines 
ve a ants 20 Years selling Florida Hardware and 17, N. Y. benece for collie, want te getive, can chow wen 
1 now cover Tackle Jobbers, and calling on all dealers. lerful record. Cheap rent. Edwin M. Pitecock 





Main St., Crooksville, Ohio 


dress ox Cc dd 
resa: Box = OSe one or tun aottenaty thew SPORTING GOODS BUYER 


























hardware lines. 
One of the country's oldest and largest whole- 
amare et ga io sale hardware houses (Located in East-Central Want to buy a hardware business 

MANU _ Ansdlibiee U. S$.) Is anxious to employ a qualified buyer " 5 
f old estab : ‘ of sporting goods. An excellent opportunity with as little as ten per cent down? You 

Covering RE ET for a young man experienced in wholesale can do just that if your references are 
South Caro FISHING TACKLE AND OTHER SPORT buying of fishing tackle, guns and other sport- ace ' sk 
tract Build ING pit lines wanted for Indiana, Ken- ing equipment Sp-vOP. 
nber Yards tucky anc ennessee by well established manu Address: Box B 487, Care of nanewAes oes, 
n-cunfiie : ne facturers representative. Address: Box B-470, 100 East 42nd Street. New York 17. Write JOSEPH BINFORD & SON 
in territory care of Harpware Ace, 100 East 42nd Street, Crawfordsville, Ind. 
iowledge of New York 17, N. Y. 














89, care of 


‘ 5 ~ - e e ’ ’ ' 
Ag > tee WwW HARDWARE STORE—UNUSUAL OPPOR 
ve Positions anted rt NITY to buy a long established and profitable 











NATIONAL DISTRIBUTORS hardware business located in a flowrishing Mis 

Established—Reliable Aggressive PRESENTLY EMPLOYED AS HARD | souri town of 12,000 to 15,000 population with a 

od ANCO CORPORATION Pittsburgh 22, Pa. WARE MANAGER OVER 20 years experience | large industrial pay toll from local plants. lo 
Branch Offices in all phases of housewares, paints and supplies, | cated in center of shopping district. Long lease at 

———— New York © Philadelphia © Detroit age 41, desires position as sales representative with | low rental. Well trained personnel. Approximately 
i Cleveland © Louisville manufacturer or jobber to work jcago area. Ex- | $50,000 in stock. Only 1 other hardware store in 


Covering all classes of jobb will arry cellent references. Address Box-B-430, care of | central business district as competition, Large 
the accounts or you age neg ’ Harpware Acz, 100 E. 42nd St., New York 17, | trade area including many small towns Business 

Write for further lormation de N. Y. can be greatly increased. Owned by the same 
urer - as 6 — 4 eon family for 2 generations, Store enjoys a fine repu 


SITUATION WANTED BUYER. MANY | tation and is well known throughout its trade area 

















madian eae "I me — | YEARS experience buying housewares, cut Reason for selling, family is retiring from busi 
hts for STABLISHED | MANUFA( TURER’S REP. | lery, toys, vacuum goods, wheel goods, and other | ness; terms, No agents please. Inquiries invited 

. RESENTATIVE COVERING Ohio and Michi- | kindred items for wholesale hardware and major | from reputable parties, Address: Box B-481, care 
1 U. S “an wants one additional nationally advertised | mail order company. College education, married | of [[anpware Ace, 100 East 42nd Street, New 












































selling lware or houseware line calling on the jobber | and will move. Address: Box 8419, care of | york 17, N. Y. 
d etail trade, Address: Box B-501, care of Hanp- | Hanpwarg Aor, 100 East 42nd Street, New York — — 
epart . “* Ace, 100 East 42nd Street, New York S74 17, N. Y. 
many " see niche i TS te! emma 
: : —__—_——_— - . - EXPERIENCED SOUTHWE ST REPRE- WE WILL PURCHASE FOR CASH 
lization > 
os SENTATIVE DESIRES CONNECTION with 
cilities manufacturer distributing to wholesale jobber dis- COMPLETE STOCKS & EQUIPMENT OF HARD- 
equest ARE YOUR SALES tibutors, syndicates, chains industials, hardware. WARE, HOUSEWARES, PAINT STORES, BUILD- 
. - Housewares, electrical, industrial builders, plumb- ING MATERIAL & PLUMBING SUPPLY 
WHAT THEY SHOULD BE in Ohio ing, supplies in southwest area. Address Box B HOUSES. Write us what you have to offer. 
E AGE Ww : e 464, care of Harpware AGz, 100 ast 42nd Street, A. L. Egolf, since 1887, 2524 North Broad St., 
‘. Y. estern Pennsylvania, Kentucky New York 17, N. Y. Phila. 32, Pa. 
and Tennessee? I'll welcome discus- EXPERIENCED WHOLESALE HARD. 
REPRI ; . . WARE SALESMAN, MARRIED, age 32, now LONG ESTABLISHED HARDWARE 
wah lines. ing your coverage, provided you employed, desires to locate in southwest, prefer-| PLUMBING SUPPLY AND HOME APPLI 
hains and rea reput | - . ably Arizona. Available about Feb. 1. 8 years’ ex- | ANCE BUSINESS—Near Four Corners Of East 
of Harp pu able manufacturer with perience in both wholesale and retail hardware | Chicago, Indiana—Center of Downtown Shopping 
York | I roducts of merit, high potential field. Well qualified, steady worker and able to | District, Leading brands of appliances, toys, paint, 
j | f ° : produce. Address: Box B-497, care of HaRpwars ] glass, pipe and plumbing fittings, and general 
na a tirm policy of selling exclu- Ace, 100 East 42nd Street, New York 17, N. Y. | hardware. Very good plumbing repair business 
a ale oye eee tore size 25 x 160, store proper 4 x VO Also 
ORK vely to legitimate wholesalers. 1 HAVE BEEN CONNECTED WITH A NA-| garage’ space. Now adequately supporting twa 
TIONAL & International Manufacturer for the | families. Approx. $39,000.00 to handle, For com 
s. The . past 35 years. As an outside salesman in the plete information write East Chicago Hardware 
or ype Address: EDMOND NOTEBAERT N. Y. C. Metropolitan area, I have made many | 799 W. Chicago Ave., East Chicago, Indiana 
centrated servatory Drive ashville, Tennessee fricnds in the hardware field, Prefer selling on a f 
represent : commission set up, for a nationally known prod WISH TO PURCHASE YOUR OBSOLETE 
. iS uct. Know the wholesalers as well as the retailers, | DIES AND MOULDS in go items, hou 
. 7 ee ~ | speaks Spanish and have also traveled in Cuba, | ware products and mail boxes ‘rite giving con 
i» “et & NEBRASKA ‘ SELLING REPUTA 67 eh ome B-494, se of Harpware Ace, 100 | dition of dies, price F. O B. New York, pictures 
. 3 - AINE of Electrical Tools direct to dealers East 42nd Street. New York 17, N. Y. of products and telling if products are cee Te 
‘tablished 314 years. Want to add substantiai line : r patents. Address: Box B-478, care of Harpwarr 
——— made by well recognized manufacturer. Have time Acr, 100 East 42nd Street, New York 17, N. Y 
VE FOR to give good coverage. Qualifications: Knowledye ° ege — “ : 
nationall of my business, industrious, sincere, steady and | Business Opportunities FOR SALE—HEAVY HbDW! Mill supply 
alling on enthusiastic. Box 494, Des Moines, lowa Location. Central Bus. Corner 107 x 250 on 
‘ox B-500, - 7 fees a : 2 I'enna, 13, adjacent to VU. S Ilighway No. 1 
id Street ie MARSHALL-WELLS FRANCHISE, One of | Mile from Fairless Steel. Heavy Mill Construe- 


MANUFACTURERS’ REPRESENTATIVE | their best in great Northwest. Major payroll city. 2 ; | 
\ =" ——enm aa At . i vest in grea ) I tion, P. R. R. siding, Howell & Sons & Johnson, 
COVERING THE STATE OF CALIFORNIA | Present volume $75,000. Low overhead. Offers Morrisville, Pa 








T FOR fontacting hardware, nursery and plumbing whole- | tremendous expansion possibilities. Ideal for part- | — 4 

M $line Salers for past ten years, need an additional line | ners. Owner will seli for inventory and fixtures WISH TO PURCHASE-—CLOSE OUT 

ith $160, that will go well the year round. Contacts and | This is a store you will be proud to own. Address: | Clothespins, round type or spring clip, bulk or 

‘is Latte: success merit your attention. H. R. Pursell & Co., | Box 493, care of Harpwarge Ace, 100 East 42nd | otherwise. Good merchandise. llouma 1 Co 
2623 Temple Street, Los Angeles 26, California. | Street, New York 17, N. Y. 12 Belanger, Houma, La. 
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GADGET BUSINESS 





FOUR STAR ROAST RACK $1.49 
hromium 


60 Kenberry 


GADGETS 
THE ONLY FACTORY 
SOURCE FOR A LARGE 
LINE OF GADGETS. 


Fast. Household 





MORE 
THAN 











re latin” 


Permanentiy 
Satinized 
inside 


69¢ mer 


Interlock 
Knit Lining 
$1.49 West of the Rockies 


Soff-Down 


$] 039 MFT 





is BIG BusiNeEss 


AND Kenberry GADGETS 
GIVE HARDWARE STORES 
PROFITABLE NEW SALES 


Interesting gadgets on colorful cards are 
proven traffic stoppers, with sales and 
turnover that often is amazing. The Ken- 
berry line is the foundation of a high 
profit gadget counter. Ask your jobber 
or write for complete Kenberry list. 


JOHN CLARK BROWN 


ONE MONTGOMERY ST. 
BELLEVILLE 9,NJ 


iiabimpeemne 


Glove Turnover 


eral ~~ or 
F Gensanined by 
Good Housekeeping 


9” 45 anyraisto THe 


98¢ mer 


lined 


4 PIONEER compan 
COMPANY 
104 TIFFIN ROAD 
WILLARD, OHIO 


make more money! 


—— 


— Séil 





SILVER LAKE — PELHAM — NUCORD 


for all these needs 


® Sash Cord 
® Awning Cord 


® Mason Lines 
® Venetian Blind Cord 


® Cello Wrapped Clothes Lines 
ASK YOUR JOBBER FOR THEM 


SILVER LAKE COMPANY 


60 Batterymarch 


Boston 10, Mass. 





(OW! Kolorex 


A MARDI-GRAS of COLOR 


Gay, sparkling bev- 
erage service in 
anodized aluminum. 
Send for catalogue 
price list. 



















KROMEX ENDURINGLY 
BEAUTIFUL ORIGINALS 


CLEVELAND, OHIO 
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Atlas Asbestos Co. 255 
Atlas Screw & Specialty Co. 208 
Atlas Tack Corp. ; 258 

B 
Baldwin Mfg. Co. 267 
Bassick Co., The ; 144 
Bean Co., John 26 
Bennett-lIreland, Inc 254 
Bergman Tool Mfg. Co., Inc... 250 
Bethlehem Stee! Co. 42) 
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ingersoll Stee! Div. ........0000 63 
International Salt Co., Inc. 239 
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| Johnson, Inc., Edw. E. 7 
Johnson Steel & Wire Co., Inc 134 
Jones & Laughlin Steel Corp 139 
K 
| Kawneer Co., The 7 
Kellogg Brush Mfg. Co. 212 
Kentile, Inc. .. 36 
Keuffel & Esser Co 149 
Keystone Steel & Wire Co. 22-23 
Keystone Wire Cloth Co. 153 
Kilgore, Inc. 169 
Kingston Products “Corp. 217 
Klean-Strip Co., Inc 108 
Klein & Sons, Mathias 218 
Knape & Vogt Mfg. Co. 247 
Krieg, Inc., Victor J. 251 
Kromex Corp. 270 
Kwiksand, Inc. 258 
Kwikset Sales & Service Co 3 
L 
Lamson & Sessions Co 76 
Landers, Frary & Clar 4 
Langley Corp. ........ 67 
Lau Blower Ce., The ‘ 3 
Lawrence & Co., W. W. ... 272 





HARDWARE AGE, NOVEMBER 12, 1953 





y-Ow 
Window 


Lockwood 
bard € 
1s & Ce 


Ludiow Pre 


Macklanbu 
Magor Ca 
Marshalltoy 
Martin-Sen 
Martin Sta 
Master Loc 
Mayes Bro: 
McCaskey 
McCormick 
McGill Me 
Mechanical 
Meh! Mfg. 
Thomas ¢ 
Metalcraft 
Metaloid ¢ 
Miller, Inc. 
Miller Mfg 
Millers Fal 
Moe Light, 
Moline Iro 
Monsanto 
Motorola, 
Mowamatic 


Natl. Hou: 
National L 
National & 
National 4h 
National P. 


Olin Indust 
Oster Mfg. 
Owens-Cors 
Oxwall Toc 


Parker Mfc 
Pass & Sey 
Peoria Met 
Phoenix Tal 
Pioneer Rut 
Pittsburgh | 
Pittsburgh | 
Brush Div 
Paint Div 
Plas-Tex Ce 
Platt & Co 
Porter-Cabl 
Pratt & Le 
Premax Pro 
Protective 
Proto Tools 


Queen Stov 


Ray-O-Vac 
Reardon Lc 
Red Devil 
Republic S$ 
Ridge Tool 
Rockwood | 
Rogers Isin 
Royal Elect 
Rubberset | 
Russell & E 


Schacht Rul 


HARDW 


265 
216 


66 
250 


Pp 
fruction 


207 

Co., 
19, 20 
267 


157, 164 
262 


202 
266 


39 


Inc.. 168 


162 
252 
127 
Inc 134 
rp 139 


22-23 


.. 258 


o~ 2 
I~ ao 


“Iw 


12, 1953 








Index to Advertisers 

















Lenk Mfg. Co. 189) Schlage Lock Co. . - 45 
LePoge's, Inc. -..+.. 159] Scott-Atwater Mfg. Co., Inc.....70-71 
Lewis Engineering Co. 53 | Scovill Mfg. Co. 33 
Libbey Glass Div., Owens-Illinois Sealand, Inc. (Union ‘Hdwe. Co.) 125 
B. ass Co 211 | Sessions Clock Co. stil 129 
ey-Owens-Ford Glass Co. Shakespeore Co. ~ . Il 
ue 2... 2, eee 132-133 | Sharon Bolt & Screw Co. 249 
Window Glass Div. .... 48) Sheffield Bronze Paint ee 259 
Linzer & Sons, Inc., David 228 | Sheffield Steel Corp. ... 33 
Lockwood Hdwe. Mfg. Co. 9| Shelton Tack Co. ......... . 263 
Lombard Governor Corp. .... 72] Shetland Co., Inc., The ... 240 
Lucas & Co., Inc., John . 113 | Shopmaster, Inc. ...... : 80 
Ludlow Prods. Corp. . ‘ ‘ 253 | Silver Lake Co. ae 270 
Smith & Co., D. B. 262 
Smith & Son, Inc., Seymour . 77 
Snap Products Corp. 208 
M Sommer & Maca Glass Mehry. Co. 253 
Macklanburg-Duncan Co. ... 185 | South Bend Bait Co. ... 68 
Magor Car Corp. ... -seeess 222] Southern Screw Co. 195 
Marshalltown Trowel Co. ........ 267 Southington Hdwe. Mfg. ‘Co. 257 
Martin-Senour Co., The... .. 109 | Speco, Inc. 220 
Martin Stamping & Stove Co..... 212} Standard Horse Nail Corp. 257 
Master Lock Co. .. 11 | Stanley Tools : 73 
Mayes Bros. Tool Mfg. Co., Inc... 165] Stanley Works, The .. 264 
McCaskey Register Co. : . 154] Star Metal Products Co. 184 
McCormick & Co., Inc. = 255 | Star Stainless Screw Co. og 
McGill Metal Products Co. 178 | Stewart Iron Works Co., Inc., The 222 
Mechanical Products, Inc. 180-181 | Sunshine Chemical Co., Inc., 
Meh! Mfg. Co. Div., Sydney- John . sas 58, 271 
Thomas Corp. ..eseee 135] Super Tool Co. 214 
Metalcraft Mfg. Co. ............. 234| Superior Pressed Steel Co. 156 
Metaloid Co., The a ‘ 236 | Supplex Corp. 24-25 
Miller, Inc., Robert E. ........... 272] Sylvania Electric Products, Inc... 231 
Miller Mfg. Co. . Salone nine Ae 
ee a ere 76 
Moe Light, Inc. 47 
Moline Iron Works 249 T 
Monsanto Chemical Co. Seine ae Tate Co.. E. H. 263 
I WEES, 5 occ vasivtnvesien . 131 
M tte Sar 30 Tatem Mfg. Co. oa 251 
See eee: aries st eaties ey TEC Imports ry os ae 
Temco, Inc. Sa . =a 
Thompson & Son Co., Henry G. . 142 
N True Temper Corp. 29 
Turnbuckles, Inc. ‘ 262 
Natl. Housewares Mfgrs. Assn... 205) 
National Lock Co. ate 84 | 
ne te, ee 272 
National Metal Prods. Co. . §7 
National Presto Industries, Inc. 167 U 
United States Electric Mfg. Co... 247 
| United States Plywood Corp. 16-17 
Unitéd States Rubber Co. .... 233 
re) | | — Steel Co., Spee 
li 3 : iv. . 66 | ence . san bhéten PSN eoe wn 
ae i the . oe R- | Upson-Walton Co., The .... 256 
Owens-Corning-Fiberglas Corp. 35 | Utica Drop Forge & Tool Corp... 75 
Oxwall Tool Co., Ltd. - 219 
v 
P Vaughan & Bushnell Mfg. Co. | 
Parker Mfg. Co. : ane | Victor Ventilator Co. ............. 49 
Pass & Seymour, Inc. ; 83 | 
Peoria Metal Specialty Co. 237 | 
Phoenix Table Mat Co. .......... 267 
Pioneer Rubber Co. ...... — Ww 
Pittsburgh Nipple Works, Inc. .... 262] Wagner Mfg. Co., E. R 255 
Pittsburgh Plate Glass Co. | ane 182 | 
Brush Div. .. .+-se++ IIS] Warner Mfg. Co. 253 | 
Paint Div. .. se ceeeese+ 183] Warren Dado Sawing Washers Co. oe 
Plas-Tex Corp., The ......... . 230) Warwood Tool Co. : | 
Platt & Co., Arthur |. 216) Washburn Co., The ......... “WH 
Porter-Cable Machine Co. 74] Webb Products Co. ... coveees OG | 
Pratt & Lambert, Inc. . .. 209] Weber Engineered Prods., Inc. ... 55 | 
Premax Products, Inc. .. 151) Werner Co., Inc., R. D. oo oa" 
Protective Coatings Corp. 148| Westclox Div., General Time 
Proto Tools . - i Corp. ... ; 190-191 | 
Western Arms Co 150 
Western Lock Mfg. Co. -..-- 40-41 | 
Western Reserve Mfg. Co. ....... 272 | 
9 Western Tool & Stamping Co..... 21 | 
Queen Stove Works, Inc. 65 | Westinghouse Electric Corp., 
Handy-Craft Motors ... 78-79 
Whitman & Barnes, Inc. ......... I19 
Wickwire Spencer Steel Div....... 56 
R Wilcox, Crittenden & Co., Inc... 272 
Ray-O-V Cc 69 Williams Co., The ............... 214 
ay-U-vac No. ees'acses Wilton Tool Mfg. Co. .. 206 
Reardon Labs., Inc., W. G. . 255) wi Mfg. C 206 
Red Devil Tools 258 issota m GO. 20» peace 
ous tel Gas. ............ laa eee es ee 
Ridge Tool Co., The .........203, 207 " . | 
Rockwood Mfg. ‘Co. ion ae | 
Rogers Isinglass & Glue Co. ... 263 
Royal Electric Co. . 238 x 
eh eer iW 
Russell & Erwin Div. i ate 82 | X-acto Crescent Products Co., Inc. 214 | 
s Y | 
Schacht Rubber Mfg. Co. ........ 220 | Yardley Plastics Company ....... 60 


HARDWARE AGE, NOVEMBER 12, 1953 











CANNIBAL 


WATCH FOR 








WORCESTER. MASS 





Sey 
EYE BOLTS 


No. 113 
DISPLAY ASSORTMENT 


Popular Sizes 
Fast Turnover 


Made t 


THE WASHBURN COMPANY 


ROCKFORD, ILL 


ff BOLTS 


Yi SQUARE NUTS 


‘ ANOROCK) 
THE wa 
woecenry “ent company 








Brilliant 
2 color 


counter display 


TEC IMPORTS = « 


14404 ADDISON STREET 


RATCHETING WRENCHES 





Stickleback 


For pipes or nuts 


DOUBLE SPEED 


Chrome vanadium 
Light and strong 
6" to 20" 


VAN NUYS, CALIF. 




















BC VISES 


* PRACTICAL x* STURDY 








Gray Iron, Jaws Accurately 
Machined, Polished and _  Lac- 
quered, Will not rust or tarnish. 


Baked Enamel Finish. 
at Low Price. 
Vises, Clamps, Hand Tools, 


See Your Jobber or Write 


me BRINK & COTTON mero. co. 


33 POLAND 


* UNEXCELLED 


Quality 
Check B & C for 









STREET @ BRIDGEPORT, CONN 























CHOOSE FROM FLAT ENAMEL 
86 BEAUTIFUL NEW COLORS | :::i- same 


or tinting interior or exterior oil finishes) 


86 BEAUTIFUL FLAT ENAMEL IN DEEP THEY RE hurt 
( “cma covors) { SATIN ENAMEL) | TONES Too) | “ALKYO" QuUTEMCe r Company 
1124 W. CARSON ST. 


PITTSBURGH 19, PA. 
|, SEND FOR . 
“MODERN HOME DECORATOR’ 
. 4 




















Stock and Display 








mi Cte $s oO | L ¢c ° = D | T | ° x E Rg 


and better results. © All work- e 
' : ing parts —_—er ne, for indoor use! 
© Extra heavy gauge barrels. © Uses al ee a 
Sold with caulking materials—handles light oils. © Posi- 2-Oz. and 1-Lb. sizes sample Krilium 
P tive ratchet drive. © Threaded nozles—no for you at a profit. Customers try this 
LIFETIME bayonet joints to come loose. © Three popular winter ... buy from you again next 
GUARANTEE _ sizes—6!/2", 10" and 15". List prices—$6.50, spring! 1) 
$7.50, $8.50. Write for discounts. ne MONSANTO 
WESTERN RESERVE MFG. CO. Merchandising Division = : 
3718 E. 93rd St. Cleveland 5, Ohio WED South Sesend Sheet St. toute 4, SERVING INDUSTRY 
































BUILDERS’ 
HARDWARE HARDWARE DEALERS FROM 


COAST TO COAST 


For long-range planning : depend upon the complete Wilcox- 
: Crittenden line of heavy and shelf 
hardware. Drop forged shackles, 
wire rope sockets, connecting links, 
turnbuckles, thimbles, hooks, eye 
° bolts and ring bolts are an integral 

A complete line of over 300 hardware products ix oF aac Gane Gs 
Our fully illustrated catalog or attractive wall chart will be mailed . stock in trade. They’re all fully 
to dealers on request—try this great selling aid now. 4 described in the W-C Hardware 
~ Catalog “M” —sent free on request. 


3 * Over 50 Years of dependable service-records | WILCOX-CRITTENDEN 
NATIONAL MANUFACTURING COMPANY | “A CENTURY OF DEPENDABILITY” 
STERLING, ILLINOIS : | 77 SOUTH MAIN ST., MIDDLETOWN, CONN. 


The advanced modern designs of this hard- 
ware not only fit today’s architectural theme 
but the needs of the future as well. 

















NATIONALLY ADVERTISED 
RUBBER CUSHIONED REGULAR 


One set on a card. One set in a 
12 cards in a box. box. 12 boxes in 
Sizes — I'/.", 14", a carton. Sizes— 


: 11/16", I, %", 2", Ie", A", 
Best-known, quickest-selling 54"". ‘ a He . 


FURNITURE GLIDES 





DOMES OF SILENCE 
RUBBER i @LIDes 


REMCO (75005055: we 
niture Rests 
and Caster Cups; Upholstery Nails; 


Thumb Tacks; Screw Bumpers. Use these Displays for profit! 














Ask your jobber or write— 


DOMES of SILENCE Division of ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 
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out of doors... 


A cet teady NOW for ACTION! ("3 i 


AND CHESTS 


New Designs ¢ New Features i 
Nationally Advertised 


Sizes to meet every demand. Lustrous metallic 
finished exterior. Jugs have white porcelain 
enamel-on-steel, acid-resistant interiors and 
patented ‘““Tempseal” stoppers. Chests have new, 
2-piece streamlined construction with rustproof, 


watertight liners. Order from your jobber today! 





HEMP and COMPANY inc. : 


1953 E. MURRAY STREET ° MACOMB, ILLINOIS 
‘ 
— ~~ = ~ 
r o ™ , ~~ Yo. 
i» ’ a . . a® . 
‘ BIO Nantes, oft . o* aa oJ - * 
ag” Ree A ee ee 
7S, rs 4 an 4 1 ws + , rn ae APE angen 








x 
More Women are saying eo erxelee ee BOSS is the “buy”... makes cooking easy... everything they 


More Dealers are saying. ... 





The Only Complete Line 
of Kerosene Cooking » 
and Heating Appliances used 
throughout the world! 


New BOSS 


PORTABLE 
ROOM HEATERS 





eee 





want in modern features, graceful styling, economy and con- 
venience! 


BOSS is the dealers’ “delight”... high quality products, priced 
for real.profits and promoted to be real salesmakers! 


You'll agree...BOSS is the only truly complete and modern 
line of kerosene cooking and heating appliances ... packed 
with features, alive with style and priced for profits. Ranges, 
stoves, ovens and heaters... all are advertised and merchan- 
dised from your point-of-view. 


Be sure of sales... positive of profits with BOSS! Get full details 
from your CGSS jobber or write direct. 





Only BOSS offers arene 
these 3 world-famous cooking burners 


a | BOSS TOP-SPEED Wick Type Burner 

= | @ Saves on fuel 

Gare 4 @ Instant flame 

lf @ Visual flame control 
~ @ No waiting for heat 

on “A” models 


> BOSS BLU-HOT Adjustable Wickless B 


} @ long, hot blue flame 
@ All heat at cooking surface 


@ large combustion chamber 


4, 
‘ 
j 
Xx 
° @ Clean, sootless active flame 


sel a BOSS PRIZE Needle Valve Wickless Buf 


x @ Special rust-resistant chimneys 
F @ long, hot blue flame 
Ss © @ Hot Blast Cap for extra heat 


on “C" models 


@ Finest needle valve adjustment 





THE HUENEFELD CO. 
CINCINNATI 25, OHIO 


ype Burner 


ble Wickless B 


rface 
mber 
flame 
e Wickless Bu 


himney 


a heat 


justment 





ef oF 
ite) 








